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| Dealers’ Total New-Car Stocks 


(In Field and in Transit to Field} 


fone 05s YJ Jj 


4, 


4 276,378 Cars 


575,266 Cars 


314,999 Cars 


Ip e083) VY YY Jp 538.375 Cars 
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4g Dec. 1, 1955 
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PREVIOUS 


1 903,789 Cars—March 1, 1956 


VILE EEGS ? 


723,107 Cars 


RECORDS 


Low 
157,607 Cars—Nov. 1, 1954 


—Automotive News Compilation 


Dealer Stocks Drop Again 
s °57 Demand Soars 


. By Maynard M. Gordon 
News Editor 

HmW-CAR stocks hit a two-year 
"low Nov. 1 while dealers were 
g difficulty in meeting the 

d for certain ’57 models. 
“The situation was in sharp con- 
to a year ago, when a slug- | 
cleanup and cool public re- 
tion to new models set the stage 
for a winter-long inventory surge 


to peak levels. 


“s 


model year, the 1956 November 

total is only 48 percent as large as 

the carryover at this time last year. 
= * = 


INCE the November 


| total of 314,999 cars, it is evident 
that stocks have reached their low- 
est point not only for 1956, but for 
1955 as well. 


Inventories have not fallen below 


| the Nov. 1 range since the cleanup 


DETROIT, 


inventory | 
was 12 percent below the Oct. 1) 


The unsold load of 1957 and | 

. ; of two years ago. Then, the total 
= ae a. | plunged to 157,607 on Nov. 1 and 
cars,  ahed hs 575,266 on the | OS to 265,163 on Dec. 1. 


fame “barometer” date a year 
before. 

Reflecting the better shape in 
Which dealers entered the new 


5 Millionth Car 
Of Year Due as 
Production Rises 


By Martin L. Whitmyer 
Staff Writer 

ONE-DAY shutdown of assem- 

bly activities due to the Thanks- 
®iving holiday is expected to slice 
tar output this week to less than| 

units, but the manufacturers 
are sure of reaching two milestones | 
the holiday lull sets in. 

The five millionth car of the 
1956 calendar year is expected to 
foll from the lines tomorrow 

. 20), and right on its heels 
come the six millionth vehi- 
tle of the year on Wednesday 
Wov. 
The 


21). | 
corresponding car of 1955 
tolled off the lines on Aug. 3, while 
the six millionth vehicle of 1955 
Was built on Aug. 33. 
ADING the lees in reaching| 
the milestones was the produc-| 
tion of 144,788 cars last week. That 
Rot only was a 9.6 percent increase 
Ver the previous week’s output of 
cars, but marked the first 
time since the week ended Jan. 21| 
car production passed the 144,-| 
level, The makers rolled 144,741 | 





“ars from the lines during the third} 
| Week of January. 


Car assembly operations last 


Paaik aise were 115.8 percent of | 


itive News’ three-year in- | 


compared with 105.1 percent | 
(Continued on Page 69, Col. 3) 


Comparison of the November 
buildups of recent years shows 
why Nov. 1 is considered a “baro- 
meter” date affecting the new-car 
market weather for months 
ahead. 

In the current month, auto manu- 
facturers are expected to pour 
about 645,000 cars into dealer 
hands. This would compare with 


| production of nearly 750,000 cars 
| during November, 1955. 


When sales were measured up 
for November a year ago, it was 
discovered that not quite 150,000 
units were added to the 575,266 on 
hand the first of the month. 

This was the highest one-month 
advance all year and put inven- 
tories well above the 700,000 mark 
and within 180,000 of the alltime 
high reached in January, 1956, 

cd ca 


. 


| yas year, however, as in late 


1954, the base for the Novem- 
ber buildup is substantially below 


| half a million. Production — this 


(Continued on Page 4, Col, 1) 
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Dealer Profit Up Sharply 


In Buyer Rush for 97s 


By Robert M, Lienert 
Associate Editor 
HE advent of ’57 models in the 
nation’s new-car showrooms has 
electrified sales and dealer profits, 
according to a cross-country survey 
by Automotive News. 


Dealers are also cheered by the 
virtual disappearance of the price 
shopper. Quoting of the suggested 
list price by the dealer—and its 
acceptance by the buyer — re- 
portedly has become the order of 
the day in many areas. 

Customer acceptance of the new 
models has been particularly heart- 
ening, coming as it does on the 
| heels of a so-so '56 model year. 
| Styling advances reportedly have 
had more impact than in many pre- 
vious years, although improved per- 
|formance and engineering innova- 
tions also have drawn interest. 

> ea ” 

ACKLOGS of orders are heavy 
in almost all cities. They have 
| been built up by brisk selling and 
| because factories have been plagued 

with production problems on the 
new models. 

Dealers believe the factories 
| will be over the production hump 
shortly, with supply and demand 

pretty well equalized for the rest 
| of the year. 

Profits so far have been highly 
satisfactory in most instances, with 
even some volume dealers in the 
low-price lines reporting their gross 
averaging nearly $300 per unit. It 
approaches $500 for some dealers. 

Some dissatisfaction with profits, 
however, has been expressed by 


Tight Outlook 
Seen for Credit 


By Ed Brown 
Staff Correspondent 
NEW YORK. —A general feeling 
that shorter terms and larger 
downpayments will partly correct 
the tight automobile money situa- 
tion was expressed at the 23rd con- 
vention of the American Finance 
Conference, consisting of 380 fi- 
nance companies with 1,900 offices 
in U. S. and Canada. 

A survey of 15 finance company 
executives at the parley indicated 
that 36-month terms are on the 
wane throughout the country and 
that there is little likelihood that 
such extended terms will return. 

However, the executives also pre- 
dicted that tight money would 
remain for an indefinite period and 
that there is even a possibility of 
further increases in consumer and 
floor-plan charges. 

+ x 

AN*® further increase in floor-plan 

charges to dealers is bound to 
(Continued on Page 65, Col. 1) 
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Inside Automotive News 


@ Service experts see 


Page 29. 


nightmare under the hood. 


What is future of Congressional auto probers? 


Page 6. 


Ford engineer predicts future cars will be more 
powerful, lower. Page 56. 
Volume concept attacked by Indiana’s Elson 


Sims. Page 49. 
Price-increase cycle 


completed. Page 3. 


New-car registrations complete for nine months, Page 17. 
New-car prices, Page 57. Auctions, Pages 4, 58. 


Vehicle production 


by makes, Page 69. 


| dealers handling lines whose models; ticeable and therefore it has had 


changes for 1987. 


1 


fortunes of the ’57s will rise or fall | 
according to developments in the| 
credit field. 

The retail credit situation varies 
widely from point to point. The 
majority of dealers reports that 
tighter credit has not been no- 


* * 





| 


| 


|have undergone less-extensive| no depressing effect on sales as 


yet. 
Some dealers add that they see 


T IS egpeant in the coast-to-| no reason why it should in the near 
coast market analysis that the | future. 


Other dealers say that transac- 
tions are being readily approved at 
present, but that they fear a squeeze 
later on. 

Still others say that the tight 
supply of money is hurting sales 

(Continued on Page 8, Col. 1) 





They Lead New York State Dealers— 


New officers and directors of the New York State Automobile Dealers Assn. are, 


seated, from left, 


Nelson K. Mintz (DeSoto-Plymouth), Staten Island, president; 


Walter E. Heingartner (Chevrolet), Brooklyn, third vice-president; 


Andre Bigsbee (Ford), 


Saratoga Springs, first vice-president; and John G. Dorschel (Buick), Rochester, second 


vice-president. 


Standing: R. Harold Craig (Dodge-Plymouth), Albany, treasurer; J. E. 


Sayles (Pontiac-Cadillac-International), Suffern, director; M. H. Yager (Pontiac), Albany, 
director; Guy H. Dewey (Dodge-Plymouth), Elmira, director; Samuel S. Giles (Chevrolet), 
Port Jefferson, secretary; Robert O. Barton (Oldsmobile), Lockport, director; Wesley 
Van Benschoten (Dodge-Plymouth), Poughkeepsie, assistant treasurer and John J. Evers 


jr., Albany, executive vice-president. 


Not pictured are David L. Hagan (Pontiac), Mt. 


Vernon, and Carl V. E. Gustafson (Ford), Jamestown, both directors. 


Length Up 1.1 Inches, Width 0.7... 


Taking *57’s Measure 


By Joseph M. Callahan 
Staff Writer 
7S average 1957 American car is 
1.1 inches longer (210.7 inches), 
0.7 inches wider (77.1 inches) and 
2.1 inches lower (58.2 inches) than 
the average 1956 model. 

A compilation of these rela- 
tively modest dimension changes 
is signifieant at this time because 
of the many cries from construc- 
tion, safety and other groups that 
the American car is becoming too 
wide and too long. 

And it isn’t a case of the trend 
toward larger cars slowing down 
this year. The Automobile Manu- 
facturers Assn. reports that the 
length of the average U. S. car in- 
creased only 2.7 inches between 
1941 and 1955. Also, specifications 
of many older models show them 
to be wider than any 1957 car. 

The unvarnished facts indicate 
that the U. S. public has been sold 
by automotive engineers and ad- 
vertising men on the erroneous idea 
that cars are much longer and 
wider. oe ia 


NGINEERS have contributed to 


this mistaken concept by| 
making better use of space in. dis-| 


posing of the running board, in| 
pushing the engine forward and in| 
other ways. 


Advertising men have nurtured | 





the incorrect notion by catering to, 


the average American’s snobbish- 
ness by perpetually proclaiming 
that their car is longer, wider and 
lower. 

However, there is no denying 
that U. S. cars are lower. This 


also has bolstered the im n 
(Continued on Page 69, Col, 4) 


Top Cars 


New-car registrations for nine 
months, plus three states for 
October: 

1956 Pos. 
1—1,217,041 
2—1,018,071 

433,569 
379,464 
352,694 
284,526 
220,773 
171,592 
110,569 
86,962 
79,369 
64,115 
62,705 
33,473 
26,334 
25,530 
7,368 


1955 Pos. 
1,230,053— 1 
1,176,713— 2 
590,423— 3 
518,661— 4 
458,713— 5 
410,634— 6 
283,530— 7 
219,516— 8 
108,979—10 
114,775— 9 

92,641—11 
74,971—13 
77,169—12 
24,321—16 
35,664—15 
40,379—14 

9,292—17 


Make 
Chev. 
Ford 
Buick 
Plym, 
Olds. 
Pontiac 
Merc. 
Dodge 
Cadillac 
Chrysler 
DeSoto 
Nash 
Stude. 
Lincoln 
Hudson 
Packard 
Imperial 
1,268 Cont’ 5—18 
66,958 Misc, 42,634 
Total All Makes 
4,642,395 5,509,073 
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Equal to $21.4 Billion Per Year... 


U.S. Savings Hit 3-Year High 


WASHINGTON. — In the third 
quarter of 1956, the U. S. public 
saved at an annual rate of $21.4 
billion, according to the office of 
business economics, U. S. Depart- 
ment of Commerce. 

This was at an annual rate of 
$200 million above the second 


Ford Tells Name 
Of-Car E’ Today; 
Dealer Goals Set 


NEW YORK.—“Car E” will have 
1,200 dealers by introduction time 
and ultimately will have some 2,500 
to 3,000 locations, according to Rich- 
ard E. Krafve, general manager of 
Ford Motor Co.’s special products 
division. 

The name selected for “Car E” 
will be disclosed today (Nov. 19) at 
a Dearborn press conference. Com- 
pany President Henry Ford II will 
divulge the final choice. 

Krafve sketched his retailing 
plans at the convention of the 
American Finance Conference, He 
declared: “We do not expect any 
great difficulty in recruiting the 
number of dealers we need because 
the retail automobile business is 
a good business.” 

The new dealerships will provide 
50.000 new jobs, he said. 

Krafve noted that since May, 
1955, market specialists have been 
making detailed analyses of the 
nation’s 60 major metropolitan 
marketing centers and 3,072 coun- 
ties in an effort to pick the right 
spots for the dealerships. 

“Our chief concern,” he told the 
finance group, “will be picking the 
right man in each location. We will 
make extensive checks in each com- 
munity where we will have repre- 
sentation. 

“Our field men will call on banks, 
on you and your associates in re- 
tail financing and on others who 
know the businessmen of a com- 
munity and are in a position to 
recommend the best man possible 
for a dealership.” 

He said prototypes of “Car E” are 
on the road now, “disguised so they 
will not tell our competitors what 
we are doing—we hope.” 


Willys Reports 
$1,268,000 Profit 
For Nine Months 


TOLEDO. — Willys Motors, Inc., 
a subsidiary of Kaiser Industries 
Corp.. showed a profit of $1.268,000 
for the nine months ended Sept. 30, 
according to Edgar F. Kaiser, 
president. 

Kaiser Industries Corp. an- 
nounced consolidated net earnings 
of $9,940,000 for the nine months. 
Almost half — or $4,712,000 — was 
earned in the three months ended 
Sept. 30. | 

Kaiser Industries Corp., through 
100 percent ownership of the Henry | 
J. Kaiser Co., has substantial com-| 
mon stock holdings in its principal | 
affiliates — Kaiser Aluminum &| 





Chemical Corp., Kaiser Steel Corp. | 
and Permanente Cement Co. 


Buick's Nine Millionth Car— 


quarter, nearly $3 billion above 
the first quarter and scored a 
three-year high. 

The low quarter for savings was 
the first quarter of 1955, when the 
figure dipped to $13.9 billion or $3 
billion below the fourth quarter of 
1954, 


Since then, savings have shown a 
steady increase—except for a less 
than $1 billion dip in third quarter, 
1955—to the present high, The re- 
covery in fourth quarter, 1955, was 
nearly $3 billion dollars. 

These official figures bear out 
some industry observers who 
have been saying that people 
have the money to buy and have 
been urging dealers to ask larger 
downpayments and shorter terms. 
The total national product in the 

third quarter, 1956, was at an an- 
nual rate of $413.8 billion, an in- 
crease of $5.8 billion from second 
quarter, 1956. 


This total has shown a steady 
rise since first quarter, 1954, when 
the total, computed at an annual 
rate, was $357.6 billion. 


Spending for personal use reached 
an annual rate of $266.8 billion for 
third quarter, 1956, also reflecting 
a quarter-by-quarter increase since 
first quarter, 1954. 

Personal income in September 
was at an annual rate of $328.5 
billion, up slightly from the Au- 


gust rate and $17.5 billion higher 


U. S. Distributor Buys 
2,000 Triumph TR-3s 

NEW YORK. — Standard - Tri- 
umph Motor Co., Inc., U. S. dis- 
tributor for TR-3 sports cars, has 
purchased 2,000 of the cars from 
Standard Motor of England. 

The TR-3 is equipped with disc 
brakes. 


than in September, 1955, the office 
said. 
Scattered payroll gains took place 


in a number of nonmanufacturing|& 


industries. However, a decrease was 
noted in retail trade and construc- 
tion. 

Government payrolls continued to 
advance, principally because of the 
rising trend in state and local pay- 
rolls. Agricultural wages showed a 
decrease of $200 million per annum 
in September from the August 
figure. 


DeSoto Shifts 3 
Regional Chiefs; 
Names 2 Others 


DETROIT. — DeSoto has an- 
nounced reassignment of three re- 
gional managers and appointment 
of two, according to J. B. Wagstaff, 
sales vice-president. 

E. J. Roberts has been trans- 
ferred to Detroit from Minneapolis 
and replaced there by R. R. Fisher, 
former Omaha regional manager. 

The Omaha region has been dis- 
continued and absorbed by the Kan-| 
sas City and Minneapolis regions.| 
However, an Omaha city office will) 
be maintained with W. J. Jay in 
charge. 

S. E. Brennan, Memphis regional} 
manager, has been shifted to the 
New York office and is replaced by 
Cy Shelton, former Memphis re-| 
gional business management man- 
ager. 

William Hughes, formerly man-| 
ager of sales promotions on Chrys-| 
ler Corp.'s executive staff here, has) 
been appointed manager of the 
Kansas City region. He replaced) 
Bruno Roti who resigned to open a| 
DeSoto-Plymouth dealership in St. 
Joseph, Mich. 





| 





National Auto Show Events 
Listed by Makers, AMA 


NEW YORK, — Plans for activi- 
ties in conjunction with the 42nd) 
annual National Auto Show to be| 
held here Dec. 8-16 were announced 
last week. The show is the first 
since 1940. 

Reynolds Metals Co. will spon- 
sor a one-hour telecast of the 
auto show Dec. 9 from 5 to 6 p.m. 
(EST) over the Columbia Broad- 
casting System’s network. 

CBS said it will be handled with 
a new format stressing the theme 
of the show, “America on the 
Move.” 


Charles Collingwood, Peabody 





award winner, will be “anchorman” 
on the telecast with assistance from 
Douglas Edwards, Ron Cochran and 
Dallas Townsend. 

Pontiac will open a suite for 
press and dealers Dec. 3-8 at the 
Essex House and press facilities 
will move to the General Motors 
Corp. press headquarters in the 
Coliseum, Dec. 9. 

Pontiac will maintain a dealer 
headquarters room at the Essex 





Edward T. Ragsdale, left, Buick general manager, and Jesse L. Powers, general 
manufacturing manager, look over the nine millionth Buick as it comes off the as- 
sembly line at Flint. The milestone car came off the line 19 months after the produc- 
tion of the eight millionth model on April 5, 1955. 


House during the entire run of the| 
show. 

D. P. Brother & Co. will be host| 
at a hospitality and headquarters| 
room in the Essex House, Dec. 6-8,| 
which will be open from noon to 7 
p.m. daily. Oldsmobile dealers and 
factory personnel will be invited as 
well as other clients of the agency. 

An Oldsmobile luncheon will be} 
held at noon Dec. 8 at the Colon- 
nades in the Essex House. 

Cadillac sales will have a head- 
quarters in the Essex House dur- 

ing the 9-day show where dealers 
will be welcome. GMC will open 
a headquarters and hospitality 
room in the Essex House Dec. 8 | 
which will remain open until Dec. | 
10. | 


The GM executive council will | 
hold a luncheon meeting at noon,| 
Dec. 7, in the Park Lane Hotel.) 
The Don Allen dinner will be held| 
in the Garden room of the Essex| 
House. 


AC Spark Plug will be host at a! 
brunch for dealers in the Perroquet 
a in the Waldorf-Astoria, Dec. 


DeSoto is holding a sales lunch- 
eon for its dealers at noon, Dec. 7,| 
in the Savoy Plaza Hotel. 

DeSoto, which co-sponsors the 
Mrs. America contest each year, 
said that nine state winners will 
be present at the show. 


They are Mrs. Donald Hall, Paw-! 


tucket. R. I.; Mrs. William God- 
dard, Brockton, Mass.; Mrs. Ardell 
Haines, Cumberland, Md.; Mrs. 
Robert Massicotte, New Britain, 
Conn.; Mrs. Thaddeus Lawrence, 
New Castle, Del.; Mrs. Noel Gayler, 
Arlington, Va.; Mrs. John Slater, 
Pittsburgh; Mrs. Egan Koenig, 
Cranford, N. J., and Mrs. Frank 
Bell, Binghamton, N. Y. 

DeSoto said that two of the ladies 
will be present at its exhibit to 
greet visitors at all times except 
during a telecast, Sunday, Dec. 9, 
when there will be four. 

All passenger car and truck mak- 
ers will have offices in the Coliseum 
where dealers will be welcome. 


Automobile Manufacturers Assn., 


> ae Ae 





Mule Plugs for Sunday Closing— 

While some businessmen defend the practice of selling on Sunday, L. P. Evans, 
Miami, is using this unusual display to announce that his used-car lots are closed on 
Sunday. “We are closed so our employes may stay with their families, attend church 


or go fishing,’ Evans said. 


Sunday!” 


“Even the lowly Georgia mule has his day of rest on 






S-P Tooling 


DETROIT. — Tools for 1958-| 


are already in preparation, Roy T. 
Hurley, president of Curtiss-| 
Wright, told newsmen here last! 
week. 

Financing for next year’s models) 
was provided for in the original 
agreement between C-W and 
Studebaker-Packard, he said. 

Hurley vehemently denied re- | 
curring rumors that S-P would | 
be liquidated and that C-W made 
the deal for a tax advantage. 

He said that S-P operations are 
on schedule, and that the break-| 
even point in S-P operations would | 
be attained by the end of 1956 or 
the early part of 1957. He confirmed 
the forecast of Harold E. Churchill, | 
president of S-P, that profitable 
operations are expected by the end 
of 1957. 

There are no immediate plans | 
to merge S-P into C-W, Hurley de- 
clared, adding that “there may be 
other mergers into S-P before S-P 
merges into C-W.” He alluded to 
diversification of S-P’s operations 


Business 
Barometer 


Auto Production — 166,040 cars, 
trucks in week vs. 207,263 year ago. 
Business Failures — 219 in week 

207 year ago. 

Department Store Sales—Down 
3 percent from year before. 

Electric Output—11,487 kilowatt || 
hours, up 5.8 percent from year before. 

Freight Loadings — 800,272 cars 
in week, a decline of 3,989 cars from 
year before. 

Gasoline Stocks — 172,626,000 
barrels, an increase of 641,000 barrels 
in week. 

Jobless Claims—202,000 in week 
195,500 year ago. 

New-Car Registrations — 4,- 

642,395 in 1956 to date vs. 5,509,073 

year ago. 

Oil Stocks — 282,831,000 barrels, 
a decline of 777,000 barrels in week. 

Steel Output — 100.4 percent of 
capacity estimated vs. 100.1 week 


vs. 


vs. 


Hurley Optimistic on Profits . . . 





earlier. 

Used-Car Prices — $1,042 in 
November to date (including ‘57s) vs. 
$784 in October. 

Wholesale Prices — 114.9 per- 
cent of 1947-49 index, unchanged from 
week before. 


Common Stocks 


Nov. Nov. 
14 7 


5h 5% 
71% 74%, 
56%, 58% 
45% 47% 

5% 5h 


37.10 38.25 


1956 
Low 
5% 
60 


High 
8% 
87 
63% 
49%, 
10% 


Am. Motors 
Chrysler 
Ford 

GM 

S-P 


40%, 


Average 





(Continued on Page 69, Col. 1) 








Up for °58s 


by the addition of non-automotive 


| model Studebakers and Packards| lines. 


Hurley said S-P dealer loyalty 
has been exceedingly high and that 
loss of dealers has been small, It 
was pointed out that Studebaker 
and Packard dealers are being 
dualled wherever possible. 

Hurley refused to predict S-P’s 
goal for 1957 sales, except to say 
that profitable operation is more 
important. In a recent talk, 
Churchill said that 150,000 car 
sales will be the “cost target” in 
1957, but Hurley said that figure 
was not necessary to break even 
financially. 

Hurley said that negotiations 
with Daimler-Benz have been de- 
layed and it may be several months 
before an agreement can be worked 
out on D-B’s aviation and auto en- 
gines, including fuel injection sys- 
tem and automobiles. 

He declared he never has had, 
nor does he now have, plans for 
production of a “Hurley” car. 

> * 


Churchill Sees S-P 


In Black by End of ’57 


HAMILTON, Ont. — Studebaker- 
Packard Corp.’s future growth is 
based on achieving its conservative 
sales objectives in 1957 and 1958, 


| President Harold E. Churchill, said 


here. He forecast a 10 percent in- 
crease for 1957 in the corporation's 
Canadian sales performance as & 
part of this program. 

Churchill, elected to head the 
auto firm in August, said that the 
company’s new program calls for 
immediate progress toward bring- 
ing automobile operations of the 
corporation to profitable rates by 
the end of next year. 

At the same time, he said, costs 
are being reduced to a “hard core 
operating basis” with automobile 
production and administration ac- 
tivities streamlined and _ concen- 
trated at company headquarters in 
South Bend, Ind., and Hamilton, 
Ont., for Studebaker-Packard of 
Canada. 


AMC Sales Rise 
31.6% in Month 


DETROIT. — October sales of 
Rambler, Nash and Hudson cals 
totalled 7,941 units, compared to 6- 
033 units in September, according 
to Roy Abernethy, AMC vice 
president of automotive distribution 
and marketing. This was an it 
crease of 31.6 percent. 

Abernethy said, “The reduction of 
between $236 and $378 in the factory 
list prices of 1957 Hudson and Nash 
cars added a definite stimulus 
the consumer interest generated by 
the new features of the 195 
models.” 

Rambler sales in October were UP 
33.2 percent, Hudson sales clim 
31.3 percent and Nash sales rosé 
27.3 percent. 
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By John 0. Munn 


ANKSGIVING 





is so much| feelings of gratitude and thangs- 


more than turkey and cranberry | giving are not old-fashioned. 


gauce. It’s a 


particular day set} 


But they do little good unless 


aside by our founding fathers to) expressed. 


thank the benign Providence for 
our many blessings. 

We are all thankful that we 
live in America where we enjoy 
so many privileges and opportu- 
nities denied to others. But we 
too frequently forget that we owe 
our well being and happiness to 
others. This has been true 
throughout the centuries. 


constant debt of gratitude to our 
customers and to those who work 


with us. Somewhere along the line, | 


perhaps due to modern stress and 
strain of our generation, we put 
a checkrein on our emotion. The 


Milwaukee BBB 
Gets Dealers’ 
Vote of Confidence 


MILWAUKEE. Support of the 
Better Business Bureau’s automo- 
tive division has been pledged for 
a year by Milwaukee County auto- 
mobile dealers, according to Rich- 
ard Jordan, BBB general manager. 


“After six months, we feel that 





we are realizing a great deal of| 


progress in our effort to restore 
public confidence in the industry,” 
said Quinn K. Matthewson, automo- 
tive division manager. 

The division was co-sponsored by 
the Milwaukee County Automobile 
Dealers Assn, and the Badger State 
Auto Dealers Assn. The latter is a 
used-car organization. 

Jordan said the movement, and 
its code of practices, has been 
accepted by practically every dealer 
in the county. The dealers support 
the move financially, he said. 

Complaints fell from 180 last June 
to 40 in October, said Jordan, Ad 
violations also were down to 40 
from a high of 97 in May with an 
average of 58 during the first five 
months, he said. 


1] Dealers Loan 
Cars in Atlanta 


ATLANTA. — The driver educa-| 


tion program for the 1956-57 school 
year is being boosted by a number 


of new-car dealers who loan cars| 


to the schools free for training 
programs. 

These dealers are: 
Chevrolet Co. Wade Motor Co. 
(Ford), Westbrook Motors (Dodge- 


Plymouth), Lander Motors (Dodge-| 
Plymouth), Gouldman - Tabor Pon-| 
(Chevrolet), | 
(Ford), | 


tiac, John Smith Co. 
Ernest G. Beaudry, Inc. 
Crest Motor Co. (Ford), Wagstaff 
Motors (DeSoto-Plymouth), Harry 
Sommers, Inc. (Chrysler-Plymouth) 
and Chick Barron, Inc. (Stude- 
baker-Packard). 
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A Compliment 


I THEREFORE want to compli- 
ment W. D. Dunnington 


| (Chevrolet - Oldsmobile), Hopewell, 
| Va., for his Thanksgiving thoughts 





that appeared in a local newspaper 
last year. If we are not liberal in 
voicing such thoughts they soon dry 


| up. So I encourage them by giving 
In our case, after God, we owe a 


you his text below: 
Thanksgiving 
1621 1955 
Deepty IN Dest 
“Yes, it most certainly is true that 
Dunnington Motor Company, Inc. 
Hopewell’s oldest and largest auto- 
mobile dealer is DEEPLY IN 
DEBT. But we are not down- 


hearted or ashamed. On the con-|} 


trary, we are most happy over the 


| whole thing. 


“First—We are in debt to our 
faithful employes—the men and 
women who make up our organ- 
ization—f or their loyalty, integ- 
rity, courtesies, personal interest, 
sacrifices and the many hours of 
hard labor in our employment 
over the past 15 years which has 
enabled us to merchandise, sell 
and service the many cars that 
the good people of this area have 
purchased from us, 

“Second — We are deeply in debt 
to the fine people of Hopewell and 
vicinity, our customers, for their 
loyal support in buying new cars, 
used cars and automotive service 
over the years which has permitted 
us to pay our many creditors who 
were kind enough to trust us. 

“Third — We are in debt to the 
City of Hopewell, the State of Vir- 
ginia and the good old U.S.A. for all 
of their laws and regulations which 
have enabled us to conduct a con- 
tinuing business — a free enterprise 
business profitable enough to pay 
all of the licenses and taxes 
required yet leaving enough to 
enable us to live a normal and 
healthy life with our families and 
friends, and for the protection of 
the Police Department, Fire 


Department and Emergency crew. 
. > z 


Thanks to Industries 
“T,{OURTH—We are in debt to the 
many fine industries of Hope- 
well for the many blessings that 
they have brought to us in the form 
of steady, safe, profitable employ- 


|ment which has enabled their em- 


ployes to buy the merchandise that 
we have to sell. Also for the fine 
people that they have brought into 
our midst which has helped so 
much in the cultural and intel- 
lectual improvement of our City 
thus aiding immensly in the growth 
and prosperity of our company. 
“Five —We are in debt to all 
of our fine churches and their 
related organizations for their 
spiritual guidance and moral im- 
provement of Hopewell which has 
meant so much to us in the 
proper conduct of our business 
and the continued endeavor to 
operate on the Golden Rule basis. 
“Six—We are deeply in debt to 
Chevrolet for giving us the most 
popular car to sell in 1955 and for 
following that with a car that is 
even more glamorous for 1956. To 
Oldsmobile we are indebted for 
their great series of Rocket cars. 
Cars that give you luxury transpor- 
tation, priceless prestige and genu- 
ine pride of ownership. Yes, for our 
bread and butter we are indebted 
to these two great automobiles, 
“Yes—we are truly in debt, there 
is no doubt about it! But now you 
can readily understand why. We are 
indeed proud and thankful for it. 


So at this Thanksgiving Time let 


us all pause and give thanks to 
Him who has provided so abun- 
dantly all the many blessings that 
it is possible for us to share at this 
Wonderful Season. 
Dunnington Motor Co. 
Commerce & Randolph Sts. 
Hopewell, Virginia 














Higher Interest Ceiling 
Rejected in Arkansas 


LITTLE ROCK, Ark, — Arkan- 
sas voters have rejected a pro- 
posed constitutional amendment 
that would have permitted the 
Legislature to increase the pres- 
ent 10-percent ceiling on interest 
rates for certain types of install- 
ment and other contracts. 

The unsuccessful campaign for 
the proposal was conducted by 
the Arkansas Committee for Con- 
sumer Credit, composed mainly of 
auto, appliance and furniture 
dealers and small loan firms. 








"Little League’ at Work— 


More than 70 auto dealers and their associates in central Arkansas attended a 
“little league working conference” in Little Rock. This was one of several regional 
| conferences held in the state. They are patterned on the NADA's seven-state regional 
conference held last summer in Hot Springs, Ark. 


Ark. Dealer Regional Parleys 
Tackle Problems of Retailing 


By Inez H. McDuff 
Staff Correspondent 

LITTLE ROCK, Ark, — Arkansas 
automobile dealers have held five 
“grass-roots” conferences to ex- 
change views on problems of auto- 
mobile retailing. 

These were localized versions 
of the regional working confer- 
ence of the NADA conference at 
Hot Springs, Ark., last August. 

On that occasion, dealers from 

seven states of this section and 
others from distant points met for 
a full day’s conference on “Profit 
Control.” 

Success of the meeting was so 
great that Arkansas dealers copied 
the idea and originated their own 
series of regional group meetings 
within the state, starting at De- 
Queen. 

Called a “little league working 
conference,” the one-day meeting 
drew 56 dealers from that section. 
It was followed by similar meetings 
held in Monticello, Little Rock and 
Pine Bluff, then by a northeast 
meeting at Blytheville with dealers 
attending from nearby Missouri 
counties. 

George Benjamin, executive 
vice-president of the Arkansas 
association, said 249 of the 
approximately 400 franchised au- 
tomobile dealers in the state have 
attended the first series of these 
meetings. 

Instances in which competing 
dealers in smaller cities have 
agreed on programs of ethical 
advertising and have appeared on 
panel discussions of dealer prob- 
lems to tell their experience are 
now commonplace, Benjamin said. 

One such pair of friendly compet- 


itors, Bennie Ryburn (Ford) and 


Dealers Price and Moody 
Join Iowa Legislature 


DES MOINES.—Two automobile 
dealers, members of the Iowa Auto- 
mobile Dealers Assn., have been 
elected to the 1957 Legislature 
which convenes Jan, 14. 

They are: Carroll Price, Hawkeye 
Farm Equipment Co, (Oldsmobile), 
Knoxville, senator from the Marion- 
Monroe County district, and W. 
L. Moody Center Motors (Ford), 
Grundy Center, representative from 
Grundy County. 
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Price Cycle Complete; 
Average Up 7.17 Pet. 


By John K. Teahen Jr. 
Staff Writer 

2. buyer of a 1957 automobile 

will pay an average of 7.17 per- 
cent more than he would have paid 
for a comparable 1956 model, an 
AvuToMOTIVE News survey disclosed 
last week as Mercury introduction 
completed the price: cycle. 


The survey compared 162 new 





cars with their 1956 counterparts 
—model for model and series for 
series, All prices included the re- 
tail figure suggested by the fac- 
tory plus Federal excise taxes and 
suggested dealer preparation 
charges. 

All but two of the 18 U. S, makes 
will be more expensive in 1957 than 
they were in 1956. Cutting prices 
were Nash and Hudson, which 
chopped 9.4 and 11.2 percent, re- 
spectively, from their 1956 figures. 

* * * 
Soe which made only 
engineering changes in its ex- 
clusive Mark II, held its price in- 
crease to 1.6 percent, Of the volume 
producers, Chrysler division had the 
smallest increase—a 4.5 percent rise. 


Studebaker jumped only 4.7 per- 
cent, and Dodge, Ford, Rambler and 
Plymouth added 5 to 5.68 percent, 

At the other end of the scale 
were Oldsmobile with an increase 
of 11.4 percent, and Lincoln which 
climbed 11.78 percent, 

The promotion of optional items 
to standard-equipment status 
played a part in the 1957 price 
hikes. Oldsmobile and Lincoln were 
among the makers to do this. 


* * * 


SMOBILE added power 
brakes to the already-standard 
power steering and automatic 
|}transmission on its Series 98 
| models. Dual exhausts and padded 
instrument panels now appear on 
its two top series, and oil filters 
and four-barrel carburetors are 
standard throughout the line. 

Lincoln made power brakes 
standard on all models and also 
tossed in a rear license-plate 
frame and a _ remote-controlled 
side mirror, 

Chrysler made power steering 
standard on New Yorkers, but 
dropped power brakes back into 
the optional category. They were 
standard last year. Like the New 
Yorker, the reinstated Saratoga 
series lists power steering and auto- 
matic transmission as standard 
items. 

Wheel disks, clocks, turn indi- 
cators and special exterior trim are 
other extras which have been made 
standard by various manufacturers. 
All contributed to the price in- 
creases of the cars involved. 

- > * 
7S new Mercurys are priced 7.9 

percent above comparable 1956 

models with increases ranging from 
$168 on Monterey hardtops to $301 
on the Montclair convertible. 

Merc-O-Matic transmission now 
is standard on Montclairs and on 
the new Voyager and Colony Park 
station wagons. 

On a model-for-model basis, the 
industry’s smallest increase for 
1957 belongs to the Chryler Wind- 
sor four-door hardtop which rose 
$30.75. On the other hand, Lin- 
coln’s Premiere four-door sedan 

(Continued on Page 70, Col. 1) 


On the House... . 


Unless there are last-minute arrangements, it 
appears that Pontiac, DeSoto, Cadillac and Oldsmo- 
bile will be the only makers sponsoring special 
dealer affairs during the National Auto Show next 
month . . . Pontiac will set up dealer headquarters 
in New York City’s Essex House, DeSoto will stage 
a dealer luncheon Friday, Dec. 7, while Cadillac and 
Olds will maintain quarters in the Essex House Dec. 
6-8 .. . Minnesota dealer association is taking a poll 
of members on the need for a state law licensing car 
makers, a title act, and measures limiting finance 
charges, making periodic inspections mandatory 
and banning Sunday sales... 

President Oakes of Tennessee association has 
appointed following dealers to legislative committee: 8. I. Bryant, 
chairman; W. J. Ellis, W. M. Liddon, H. G. Roberts, J. E. Murdock, 
L. B. Stevens, Jack Yeiser, L. F. Buschbaum and F.C. Wallace ... 
St. Louis association has added three new members, lowa 18 new 
ones... 

“Minnesota Auto Dealers Assn. is run by a clique,” reports Mana- 
ger Leo Faricy ... “It’s a clique composed of faithful members who 
are present at every convention, who accept appointments to commit- 
tees, who give willingly of their time, energy and effort ... We sug- 
gest that you (our members) join this clique .. . show a continual 
interest in all MADA affairs .. . before long you'll become a member 

-of this clique and you would ‘be surprised to know how eagerly the 
clique will be to have you.” 


Jimmie Jackson (Chevrolet), Mon- 
ticello, Ark., have devoted so much 
time to speeches, presentations and 
charts which they jointly have pre- 
pared and presented that Roland 
Hughes (Mercury), Arkansas 
NADA director, wondered out loud 
“how they have any time left for 
their own business.” 


Inquiries about the Arkansas| 
series of conferences have been 
received by Benjamin from many 
states, where dealers seem anxious 
to conduct similar regional meet- 
ings. 


Maring Elected 
In Birmingham 


BIRMINGHAM, Ala. — Don H. 
Maring jr., will head the Birming- 
ham Automobile Dealers Assn. for 
the coming year. 

Other officers are Blaine Brownell 
jr, first vice-president; L. E.| 
Thomas, second vice-president, and 
C. H. House, secretary-treasurer. 
Directors are Fred Goad, O. Z. Hall, 
Jesse Drennen and Mal Casler.| 
Stuart Riddle is executive secre-| 
tary. 








Wemhoff 


—Perre Wemuorr, Editor, 
Automotive News 
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Less than Half Level A Year Ago... 


Dealer Stocks Hit 2- 


(Continued from Page 1) 


month at least — is scheduled at 
100,000 units fewer than the same 
month of last year. 

Finally, the part of the equation 
called sales is holding up well ahead 
of the year-ago pace. Dealers are 
hopeful that sales this month will 
not lag nearly 150,000 behind output, 
as was the case last November. 

Reports from dealers in every 
part of the country, in fact, are 
decidedly enthusiastic as to public 
response to 1957 models. Short- 
ages have cropped up in several 
“hot” series, and the November 
spurt in factory schedules is de- 
signed to alleviate the scarcities 
without repeating the glut of last 
winter. 

Of the Nov. 1 total of 276,378 
cars, the breakdown between 1957 
and 1956 models was calculated at 
about 50-50. It was estimated that 
franchised merchants last month 
sold about 160,000 of the 285,000 cars 
of 56 vintage with which they en- 
tered October. 

This left an aggregate of one 


Chrysler Windsor Tops 


Auction Prices of 57s 


DETROIT. — With ’57 models 
appearing at wholesale auctions 
in growing numbers, last week’s 
top prices for various lines were: 

Chrysler (Windsor), $3,250; 
Pontiac (Safari), $2,870; Ford, 
$2,800; Plymouth, $2,799; Dodge, 
$2,780; DeSoto, $2,770; Chevrolet, 





$2,750, and DeSoto (Firesweep), | 


$2,550. 











| 


| 


week’s supply of ’56 cars at dealer- 
ships Nov. 1, based on the rising 
sales tempo this month. That No- 
vember would see the final clear- 
ance of the ’'56 entries from the 
showrooms was a prospect few 
dealers doubted last week. 


Ci ae om 


ARELY in the past has a clean- 

up gone forward with such 
“control” as in the past few 
months. 

Even the estimated 125,000 older 
models left in stock Nov, 1 was not 
an undesired phenomenon. Dealers 
often strive to hold over a token 
number of the preceding models to 
catch “value shoppers” drawn in for 
a look at the newest cars available. 


With sales analysts reluctant to 
gauge fully the 1957-market out- 
look pending the November and 
December registrations results, 
tight credit loomed again as the 
principal uncertainty in an other- 
wise bright picture. 

Three out of every four dealers 
questioned by Automotive News ex- 


| pressed fear that while inability to 


swing loans hasn’t curbed sales to 
date, the tightness policy seems 
likely to do so when the hard-sell 
season arrives next spring. 

“Many ’55 owners would buy ’57 
models if they had enough equity 
for a down payment,” a Chicago 


| dealer said. 


* x * 


THER guesses as to the impact 
of credit policies on sales were: 
“20 percent slowup,” “appreciable,” 


and “spring sales will be hard hit.” 
Several dealers mentioned 
higher prices as another likely de- 
terring factor, although credit 


Auto Show Called ‘Jewel Case’... 


Chicago Polishes a Gem 


CHICAGO. — Glistening new 1957 
models will be displayed here Jan. 
5-13 in what is called the “world’s 
largest jewel case.” 

Don C, Mullery, chairman, exec- 
utive show committee, said the 
jewel-case motif was suggested 
and approved with tints of back- 
ground drapery which will not 
compete with the 1957 variety of 
colors. 

The show will be held in the 

International Amphitheatre. 

The ceiling, Mullery said, will be 
masked with 20,000 yards of solid 
white material trimmed with 
golden valances that is intended to 
accentuate the illumination from 
indirect lighting troughs. 

The sidewalls will be covered 
with cream-colored satin as will the 
56 supporting columns. These will 
have flower boxes at the base. 

The truck area, Mullery said, will 
carry out the softness of the back- 
ground tints. Columns will be 
draped in white with cream-colored 
sidewall covering and extra light- 
ing. 

In all, 290,000 square feet of ex- 
hibit is available, all at 
ground floor level, Mullery said 
the Chicago show is the largest 

in the nation from the standpoint 
of displays under one roof. 

Attendance last year was 493,000. 

Cars to be shown include Buick, 
Cadillac, Chevrolet, Chrysler, Conti- 
nental, DeSoto, Dodge, Ford, Hud- 
son, Imperial, Lincoln, Mercury, 
Nash, Oldsmobile, Packard, Plym- 
outh, Pontiac, Rambler, Studebaker 
and foreign makes. 

Truck makes include Chevrolet, 
Dodge, Ford, GMC, Hendrickson, 
International Harvester, Mack, Stu- 
debaker and Willys. 

Cc. J. McCorkle, president of the 


General Tire Names Firm 


To Sell Polyeurethanes 


AKRON. — General Tire & Rub- 
ber Co. has announced the appoint- 
ment of Collins & Aikman Corp., a 
supplier of fabrics to the auto in- 
dustry, as sales representatives for 
General’s polyeurethane products in 
the automotive field. 

General Tire, one of the original 
manufacturers of polyeurethane in 
the U. S., recently enlarged its fa- 
cilities at Marion, Ind., to meet the 
growing demand for the material. 





sponsoring Chicago Automobile 
Trade Assn., and Edward L. Cleary, 
show manager, also are on the show 
committee. Other members are 
Maxwell S. Evans, Jerry H, Cizek, 
Walter A. Gerwig, James F. Mc- 
Manus jr. and Walter Schroeder. 
Meanwhile, it is reported that 
John Ramsey (Pontiac), president, 
Des Moines (Ia.) Automobile 


Dealers Assn., has announced that ' 


the association will not sponsor a 
1957 auto show. 


“The 1956 show was a fair fi- 
nancial success but the associa- 
tion has decided that it was not 
sufficiently helpful sales wise,” 
said Ramsey. 

The 11-day Los Angeles show 
started last Thursday (Nov. 15) and 


will close next Sunday (Nov. 25).|; 


The event is commemorating the 
175th anniversary of the City of Los 
Angeles. 

Wednesday (Nov, 21), the dealers 
in Sioux Falls, S. D., will open their 
show in the local coliseum and In- 
ternational Autorama will open Sat- 
urday (Nov. 24) in the Commercial 
Museum in Philadelphia. 


Coming Dec. 3... 











Year Low 


rated the votes of a far higher 
percentage. 

There was no reservation about 
public reaction to ’57s, on the other 
hand. “Excellent,” “public wild 
about them” and “very well satis- 
fied” were among the comments. 

With actual turnover bearing out 
dealer enthusiasm, there appears to 
be small likelihood of a repetition 
of the inventory surfeit of a year 
ago, 

* 


New-Car Stocks 


In Field, In Transit 
(Compiled by Automotive News) 


* * 





Dealers 

Cars Cars In Total 
In Transit Potential 
Period Field to Inventory 
Ending Stocks? Dealers Stocks 
Jan, 1, "50.... 251,754 188,500 440,254 
Apr. 1, ’50.... 276,136 158,000 434,136 
dune 1, ’50.... 247,680 160,200 407,880 
Sept. 1, ’50.... 239,642 160,400 400,042 
Jan, 1, ’51.... 305,858 89,900 404,788 
Apr. 1, ’51.... 406,541 138,500 545,041 
duly 1, ’51.... 357,606 90,700 448,306 
Sept. 1, ’51.... 283,402 86,800 370,202 
dan, 1, ’52.... 224,968 31,000 255,968 
Feb. 1, ’52.... 198,762 69,000 267,762 
Mar. 1, ’52.... 182,577 76,000 258,577 
Apr. 1, ’52.... 213,391 83,000 296,391 
May 1, ’52.... 251,674 88,000 339,674 
dune 1, ’52.... 232,036 70,000 302,036 
duly 1, ’52.... 193,462 84,500 277,962 
Aug. 1, ’52.... 162,086 12,000 174,086 
Sept. 1, ’52.... 149,091 77,000 226,091 
Oct. 1, ’52.... 233,556 89,000 322,556 
Nov. 1, ’52.... 308,894 90,500 399,394 
Dec. 1, ’52.... 287,247 76,000 363,247 
dan, 1, ’53.... 291,671 83,300 374,971 
Feb. 1, '53.... 324,835 86,600 412,035 
Mar. 1, ’53.... 389,011 87,200 476,211 
Apr. 1, '53.... 445,882 89,300 535,182 
May 1, ’53.... 490,381 97,700 588,081 
1, °53.... 463,546 73,500 537,046 
-» 479,698 82,800 562,498 
Aug. 1, ’53.... 517,119 82,200 599,319 
Sept. 1, '53.... 514,569 74,500 589,069 
Oct. 1, °53.... 519,037 60,900 579,937 
Nov. 1, °53.... 538,087 68,300 606 ,387 
Dec, 1, °53.... 430,876 29,000 459,876 
Jan. 1, ’54.... 428,125 36,600 464,725 
Feb. 1, ’54.... 466,176 60,600 526,776 
Mar. 1, ’54.... 511,122 62,000 573,122 
Apr. 1, ’54.... 541,911 64,000 605,911 
May 1, ’54.... 538,775 68,500 607,275 
June 1, °'54.... 5€3,219 62,500 565,719 
duly 1, °54.... 445,665 62,500 508,165 
Aug. 1, ’54.... 390,854 57,000 447,854 
Sept, 1, °54.... 355,654 50,400 406,054 
Oct. 1, ’54.... 267,469 29,000 296,469 
Nov. 1, ’54.... 120,107 37,500 157,607 
Dec. 1, ’54... 203,453 61,700 265,153 
Jan. 1, ’55.... 293,881 68,500 362,381 
Feb. 1, ’55.... 373,573 89,100 462,673 
Mar. 1, ’55.... 467,655 95,000 562.655 
Apr. 1, ’55.... 544,038 99,500 643,538 
May 1, ’55.... 660,341 102,700 763,041 
June 1, ’55.... 755,498 93,000 848,498 
July 1, '55.... 736,591 77,000 $13,591 
Aug. 1, ’55.... 735,447 71,500 806,947 
Sept. 1, ’55.... 675,964 37,300 713,264 
Oct, 1, °55.... 489,475 48,900 538,375 
Nov. 1, ’55.... 487,666 87,600 575,266 
Dec. 1, ’55.... 645,707 77,400 723,107 
Jan, 1, ’56.... 755,177 53,300 808,477 
Feb, 1, '56.... 801,499 68,900 870,399 
Mar, 1, ’56.... 840,089 63,700 903,789 
Apr. 1, '56.... 827,977 68,100 898,669 
May 1, °56.... 846,285 56,300 902,585 
dune 1, ’56.... 746,012 52,890 798,902 
duly 1, °56.... 613,451 50,568 679,596 
Aug. 1, °56.... 551,081 53,026 588,172 
Sept. 1, ’56.... 456,013 48,382 504,395 
Oct. 1, °56.... 289,099 25,900 *314,999 
Nov, 1, ’56.... 211,370 65,008 276,378 


+ Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 

* Revised. 





Auto Selling Guide for 57° 


Automotive News is proud to announce a history-making four-color 
“Auto Selling Guide for 1957,” to be published as a section of the Dec. 3 
issue, just prior to opening of first National Auto Show in 16 years. 

The 28-page section, which will contain no advertising, will devote a 
page to each standard American-made car for 1957. Besides photos of 
various models and mechanical changes of each line (plus a four-color 
photo of each make), the section will highlight the top selling features of 


each car. 


The section, to be printed on 60-pound gloss enamel paper stock, will 
also offer illustrated articles by leading authorities on new-car selling, 
used-car merchandising, dealer public relations, engineering advancements 
in the 1957 models, major specifications and prices. 

The “Auto Selling Guide for 1957” will be a must for every dealer, 
salesman, manufacturer and: supplier—for constant reference throughout 
the year. Each subscriber will get a copy of this special section in his 
regular Dec. 3 issue. But you'll probably need an extra copy or two, so 
place your order today. Extra copies of the 28-page section will sell for 


50 cents each. 


So that we may print sufficient copies of the Dec. 3 section, please 
address your request immediately to— 
AUTOMOTIVE NEWS 
2666 Penobscot Bldg. 
Detroit 26, Mich. 








Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


Nov. 14 
(Sold 84 cars out of 147 offerings.) 
BUICK-—’56 Super Riviera, $2,500*. '55 
RM Riviera, $1,775* (ps); Century 
Riviera, $1,765*, $1,730* (ps), $1,- 
675*; Special Riviera, $1,650*; 2-dr., 
$1,450*, $1,100*. '54 Special Riviera, 
$1,375*, $1,370*, $1,325*, $1,260*. '53 
Special Riviera, $800*; 4-dr., $535*. 
CADILLAC "56 (60) Special 4-dr., 
"  §$4,070* (ps). °54 (62) coupe de Ville, 
$2,725* (ps); conv., $2,635* (ps). 
CHEVROLET — ’'56 Bel Air (8) Hard- 
top, §2,050*. °55 Bel Air (8) Hardtop, 


$1,575*; Two-ten (8) 2-dr., $1,250*. 
‘53 Two-ten 4-dr., $480. - 
CHRYSLER — '56 NY Newport, §$2,- 


765* (ps). '55 NY 4-dr., $1,965* (ps). 
'53 NY 4-dr., $750. '52 Windsor 4-dr., 
$340. 

DeSOTO—'55 Firedome Hardtop, 
600*,. ’°52 Firedome 4-dr., 

DODGE — ’'55 Custom Royal conv., 
$1,650* (ps); 4-dr., $1,440*; Coronet 
4-dr., $1,350. °54 Coronet (8) 2-dr., 
$840*. 

FORD — '56 Fairlane (8) Victoria $1,- 
810* (ps). ’55 Fairlane (8) Victoria, 
$1,455*; conv., $1,480* (ps), $1,390*; 
Ranch Wagon, $1,465; Custom (8) 
2-dr., $1,220*, $1,000; 4-dr., $615 
(police); Main (6) 2-dr., $900. ‘54 
Custom (6) station wagon, $965*; 


$1,- 


$315". | 


Main (8) 2-dr., $620. '53 Crest (9) 
Victoria, $775; conv., $660; Custom 
(8) 4-dr., $705*, $650*; Custom (6) 
4-dr., $565*, $550. "52 Custom (6) 2. 
dr., $425. '51 Deluxe 4-dr., $275. 
KAISER—’'52 Deluxe 4-dr., $205 
LINCOLN—’53 Capri Hardtop, $1 050+. 


MERCURY — '55 Montclair conv , §1,. 
610*, $1,565*; 2-dr., $1,380*; Mon. 
terey Hardtop, $1,500*, $1,410°. ‘5 
Monterey Hardtop, $1,155*; 4-dr, 
$850. ‘53 Monterey conv., $805*; 
Hardtop, $800; 4-dr., $765°*. "52 Harq. 


top, $700. 
OLDSMOBILE — '54 (88) Super Hard. 
} top, $1,630* (ps). 


PLYMOUTH — '55 Belvedere (8) Hard. 
top, $1,395*; Savoy (6) 4-dr., $1,035: 
2-dr., $930, $700; Plaza (6) 2-dr, 
$880. °52 Cranbrook 4-dr., $550; 2 
dr., $480. 

PONTIAC — ‘56 Chieftain (8) Catalina, 
$1,825*. °55 Star Chief (8) 4-dr. 


$1,550* (ps); Chieftain (8) 4-dr., $1,. 

"54 Star Chief (8) 4-dr,, 

| $1,050*. °53 Chieftain (8) Catalina 
$770*; 4-dr., $630, $550; 2-dr., $495 
‘52 Chieftain (8) 2-dr., $425*; Chief. 
tain (6) 2-dr., $250°. ‘51 Silver 
Streak (8) Catalina, $425°. 

STUDEBAKER—’'52 Commander Hard- 
top, $220*; 4-dr., $140. 


360° (ps). 





*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 58, 59, 60, 61, 62. 


Gas-Rationing Rumors 
Denied in Washington 


By William Ullman 
Washington Correspondent 

WASHINGTON, — There are no 
plans afoot in Washington at this 
time fo ration gasoline in the U. S. 
as a result of the Middle East oil 
crisis, an Office of Defense Mobili- 
zation official affirmed last week. 

The U. S. petroleum industry 
can produce enough oil to satisfy 
all domestic needs without any 
help from Middle East supplies, 
and it is capable of stepping up 
production to supply Europe with 
550,000 barrels of oil a day with- 
out causing any shortage at 
home. 

Rumors of possible gas rationing 
here began to sprout after closing 
of the Suez Canal blocked ship- 
ments to Europe of 1.2 million bar- 
rels of oil a day. More rumors were 
spread after explosions wrecked 
portions of Iraq Petroleum Co. 
pipelines, 

The facts, however, are these: 

1. A Middle East emergency com- 
mittee formed in this country after 
Egypt’s nationalization of the Suez 
Canal prepared an action program 
last month through which the U. S. 
would increase oil production by 
850,000 barrels a day. Of this total, 


550,000 barrels would be available! 
for shipment to Europe and 300,000) 


would be used to replace Middle 
East oil ordinarily shipped to the 


U. S. But not even this program—}| 


which would cause no domestic 
shortage—has been placed in effect. 
It was inactivated by President 
Eisenhower when Great Britain 
and France intervened in the 
Egypt-Israel war. 

2. There is a question whether | 
enough tankers could be made 
available to ship even the U. S. 
oil surplus to Europe. 


Two weeks ago, at the request of 
the President, the National Petro- 
leum Council formed a committee 
on tankers to determine the num- 
ber of ships that could be put into 
service. The committee’s count has 
not yet been completed, but ob- 


cies, but would require long-tem 
dollar loans to buy from the U.& 
If such loans came from this cou 
try, they would have to be author 
ized by the new Congress. 

The U. S., which currently pre 
duces about 7 million barrels of 
oil a day, accounts for 44.1 per 
cent of the world’s output, and 
the industry believes it could pre 
duce 8 million barrels in an emer 
gency. 

While we import about 30000 
barrels a day from Middle Eastem 
countries, it is more of a good wil 
gesture than a practical necessity. 
Western Europe, on the other hand 
is almost totally dependent on Mit 
dle East supplies for survival, and 
usually imports two-thirds of it 
oil requirements from Arab nations 

It is possible that President Eis 
enhower will reactivate the Middle 
East emergency committee and put 
its program into effect soon after 
the United Nations truce team 
takes over in Egypt. In the mea® 
time, Britain and France are & 
| pected to attempt to pressure this 
country into shipping them add- 
tional oil at once. 

* o > 


Oil Demand Expected 


To Rise Next Year 
CHICAGO.—Business in 1957 will 
compare “reasonably well” with 
that of 1956, with a 4 percent it 
creased demand for petroleum 
| products, according to E. T. Knight 
| Atlantic Refining Co., Philadelphia 
Knight spoke before the annual 
meeting of the American Petre 
(Continued on Page 65, Col. 3) 














servers don’t think it likely that 
enough oil could be shipped under 
any circumstances to force domes- 
tic rationing. 

3. Oil production in Venezuela, 
Colombia and Canada can be 
stepped up a combined 300,000 bar- 
rels a day—if transportation can 
be found to get it to Europe. An 
officer of the National Petroleum 
Council here pointed out that the 
chief problem in alleviating the 
European shortage is one of “trans- 
portation, not supply.” He added 
that he knew of no group—“indus- 
try or government” —which has 
suggested that gas rationing in the 
U. S. might be necessary. 

4. European nations would be 
hard pressed to find the dollars to 
pay for Western oil, even if ade- 
quate supplies could be transported 
to them. They can pay for Middle 
Eastern oil with their own curren- 





Dodge Mystery Girl— 
Sparking Dodge's new advertising cam 
paign in California is this famous 
wood personality who is being billed @ 
the “Girl from the World of Autedf 
namics." The Los Angeles Dodge Deales 
Assn. is offering a new Dodge to the pet 
son who correctly identifies her. The 
girl's identity will be announced aftef 
Jan. 1., 
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*...£makes a better 
satisfied customer” 


says PAUL DAVIS, partner of Downey Sales and 
Service, Dodge-Plymouth Dealer of Downey, Calif. 


“To our way of thinking, CommerciAt Crepit PLAN is second to none. 
Our experience is that their complete package deal reduces confusion 
to a minimum, and makes a better satisfied customer. COMMERCIAL 
Crepit knows the dealers’ problems well, cuts red tape for us, has 


our interest at heart at all times. They’re best by far.” 


Commercial Credit dealers 
are successful dealers 


Write or call our nearest office for complete 
information on the benefits of CoMMERCIAL 
Crepit Pian. Why not do it today? 


COMMERCIAL CREDIT CORPORATION 


A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $190,000,000 . . . offices in principal 
cities of the United States and Canada. 





= 


6 


AUTOMOTIVE NEWS, NOVEMBER 19, 1956 


At Kentucky Convention .. . 





Unite for Survival, 
Sutter Tells Dealers 


LOUISVILLE. Auto dealers 
need their associations more than 
ever in today’s era of big business, 
big government and big labor, 
Frederick M. Sutter (Dodge- 
Plymouth), Columbus, Ind., first vice- 
president of NADA, last week told 
the 10th annual convention of the 
Kentucky Automobile Dealers Assn. 

“The small businessman is due 
for extinction unless he gets 
properly organized,” said Sutter. 

He spoke as part of a working 
conference aimed at “profit with 
progress in 1957.” Others were Elson 
G, Sims (Ford), Vincennes, Ind.; 
Edward A. Sahli (Chevrolet), 
Beaver Falls, Pa., and Walter B. 
Cooper (Chevrolet) Fort Collins, 
Colo., chairman, NADA public rela- 
tions committee, 

Sims said that auto dealers faced 


TorqueF lite Boosts| 


Automatics’ Gain, 


Chrysler Says 


KOKOMO, Ind. — Automatic 
transmissions are currently being 
installed on more than 85 percent 
of the combined passenger-car pro- 
duction of all Chryler Corp. divi- 
sions, Byron J. Nichols, general 
manager of group marketing, said 
last week. 


Spearheading the popularity} 
climb of the automatic pushbutton | 


units is TorqueF lite, the company’s 
new three-speed transmission, 
available on all lines for the first 
time this year. 

Combining a hydraulic torque 
converter and three-speed planetary 
gear box, TorqueFlite provides 
smooth operation, with increased 
accelerating ability in the low and 
middle speed ranges. Also, because 
it is possible to use lower rear axle 
gear ratios with the new transmis- 
sion, fuel economy is improved and 
engine life extended, Chrysler says. 

At last week’s dedication of the 
new Chrysler Corp. plant here, 
where TorqueFlite transmissions 
are now in production, it was 
reported that 99.9 percent of the 
Chrysler division’s current produc- 
tion is TorqueF lite equipped. 

At DeSoto, automatic transmis- 
sions are also specified on more 
than 99 percent of all cars, and 
TorqueF lite installations account 
for 76.4 percent of these. 

Demand for automatic transmis- 
sions on the 1957 Plymouth is run- 
ning far stronger than a year ago, 
with TorqueFlite or PowerFlite 
being installed on 75.4 percent of all 
cars ordered, compared with the 
1956 model average of 61.7 percent. 

Dodge reports TorqueFlite and 
PowerFlite installations on 94.7 
percent of current production, com- 
pared with last year’s 90.3 percent. 


Ford Cuts Time 


Coast to Coast 


DEARBORN.—A 1957 stock Ford 
sedan last week chopped nine hours 
and 37 minutes off the New York- 
to-Los Angeles record which was 
set last month by a Chevrolet. Both 
cars observed all speed limits and 
traffic rules. 

Driving the Ford, which was the 
same car driven 50,000 miles in 20 
days recently, were Danny Eames 
and Chuck Daigh. The Chevrolet 
was driven by two women, Betty 
Skelton and Caroline Russ. The 
Ford traveled 2,913 miles and the 
Chevrolet covered 3,008 miles. 

The new record was confirmed by 
a telegram to Robert S. McNamara, 
Ford division general manager, 
from Bill France, president of 
NASCAR. 

Eames said, “In addition to prov- 
ing the Ford is a dependable car, 
this run demonstrates the tremen- 
dous improvement in the highway 
network of the nation in recent 
years. Better roads have definitely 
shrunk the distance between our 
two coasts.” 

Riding in the Ford was Norris R. 
Friel, NASCAR technical director, 
who certified that the drivers had 
meted with all traffic regula- 

ns. 








a greater threat today than at any 
time in the past 30 years as profit 
on the sales dollar is lower than 
at any time in history. 

Sahli outlined, under the topic 
“shop operations,” methods of keep- 
ing parts managers interested 
through incentive commissions and 
held that a good parts department 
should operate at a minimum profit 
of 25 percent. 

Cooper noted that everyone 
wants an automobile and urged 
dealers to cut out “silly” adver- 
tising, giveaway gimmicks and 
improve public relations gener- 
ally. 

O. C. Jordan, Universal C.I.T. 
Corp. vice-president, said he 
believed giveaways would lessen in 
1957 and that dealers generally 
would return to sound, profitable 
selling. 

However, he warned that dealers 
face tough competition from other 
industries for the consumer dollar. 

Thomas J. O'Neil, associate of 
Ford Motor Co. Dealer Policy 
Board, predicted that the next few 
years would be prosperous ones for 


| the auto industry. 





“Demand,” he said, “may be up 
60, or even 70, percent in the next 
few years.” 

O'Neil said he believed 1956 sales 
would be right at six million units 
and that 1957 might go 6.5 million. 

He said the present marketing 
system through dealers is absolutely 
essential to the manufacturer. O’- 
Neil said he thought it was unfor- 
tunate that there had to be political 
intervention in the industry instead 
of having kept manufacturer-dealer 
relations on a family basis. 

However, he hoped that it might 
result in a beneficial program for 
both as the “rupture” had been 
friendly and he noted that Ford 
had set up a policy board to work 
out relations between company and 
dealer. 

Sutter, at the working confer- 
ence, had suggested that all 
dealers keep a record file on hand 
of all discussions and conversa- 
tions between themselves and 
factory representatives. 

He said that manufacturers have 
on file a record of the dealer from 
the time he started and dealers 
need the same kind of record. 

Sutter emphasized that the new- 
car invoice does not represent 
dealer cost. It, he said, is merely 
the beginning. Now that the dealer 
has been freed of factory coercion, 
Sutter said, he eagerly will be seek- 
ing advice from the factory. “But 
force?” he asked “Never.” 

State officials comprised a panel 
to discuss legislation and regula- 
tions on matters concerning dealer 
licensing, car title laws, vehicle in- 
spection and other related subjects. 

Members were C, P. Thurman, 
insurance commissioner; C. M. 
Blackburn, transportation com- 
missioner; Morton Brashears, mo- 
tor vehicle department director; 
Don 8S. Sturgill, deputy commis- 
sioner of public safety; Jo. M. 
Ferguson, attorney general, and 
Lew Ullrich, KADA managing 
director. 

Problems of finding and training 
future executives of dealerships 
was discussed by Sumpter Priddy, 
NADA associations co-ordinator, 
Washington. 

The Kentucky revenue depart- 
ment last week issued new regula- 
tions regarding dealer license plates 
which provide that vehicles bear- 
ing the plates must be used only 
by the dealer or his employes. 

The provision will be effective 
Dec. 1, 1956, and also stipulates that 
any salesman driving such a car 
must be in possession of his state 
salesman’s license. 


Trumbull County Dealers 


Elect Stiver and Harris 


WARREN, O. — The Trumbull 
County (O.) New Car Dealers Assn. 
has elected Charles S. Stiver as 
president, Guy Harris jr. as vice- 
president, J. E. Grady as treasurer 
and Lee Sanzenbacher as secretary. 





Big Interest in Little Cars 
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‘Elegant’ Is Goggomobil— 
The Goggo coupe is described by its maker as ‘“‘elegant."’ This model is called a 
scootermobil. It was one of many small cars seen at the cycle, scooter and midget car | 


show in Frankfurt. 





*Sparrow’ in Plastic— 
The Spatz (sparrow) produced by Victoria, Nuremberg, has a plastic body and a 
step-in door. The car is powered by a one-cylinder, two-stroke engine. 





Snow White's Caske*— 


The improved Messerschmidt cabin scooter was one of several small cars displayed 
at the international bicycle, motorcycle, scooter and midget car show in Frankfurt, 
Germany. It is familiarly called “little Snow White's casket” by the people. 





Maico's Four Seater— 

A four-seater Maico was among the small cars on display at the Frankfurt show. It 
is powered by a water-cooled two-cylinder rear engine. The company is located in 
Pfaeffingen, Germany. 





Tiny Cars Star 9 


In German Show 


Soviet Zone Enters 
Improved Motorcycle 


By George Glaser 
Special Correspondent 
FRANKFURT, Germany.— Buyer; 
from all over the world visited the 
international bicycle, motorcycle 
scooter and midget car show here, 
The German-made small cars 
seemed to have scored a success, 


Two makes so far have cashed 
in on the demand for this type ay. 
tomobile: Goggo, a privately owned 
Bavarian firm, and Isetta, produced 
by Bavarian Motor Works, Munich, 


However, Messerschmidt’s cabin 
scooter also called, familiarly, 
“Little Snow-White’s Casket” — ang 
Heinkel’s Cabin, with dual rear 
wheels, are doing a nice business. 


Among those seen at the show 
were: Isetta, Goggo, Spatz (spar. 
row), Fuldamobil, Heinkel Cabin, 
Messerschmidt cabin scooter, Maico 
four-seater and Bruetsch, Stuttgart, 
which displayed prototypes in 
plastic. 

Simson Sport, an improved mo- 
torcycle manufactured in the 
Soviet Zone, also was shown, It 
is produced in Thuringia, Eastern 
Germany. 

News of other small cars includes 
word that a German-designed and 
powered midget car is being pre. 
pared for production by Air Tourist, 

Also, the French Government has 
ordered a number of bazooka 
equipped scooters, which can be 
parachuted with troops. The order 
was placed with Vespa. 

Gestrag, a German firm, exhibited 
a new four-speed transmission at 
the small-car show. 

The forward speeds are selected 
by a small lever and _ shifting 
occurs when the clutch pedal is 
depressed. The shifting apparatus 
is electrically powered. 

The preselection feature seemed 
to go over quite well at the show 
and errors are eliminated by having 
to use the clutch pedal. 


Emergency Brake 
Designed to Halt 


Runaway Trucks 


CONNEAUTVILLE, Pa.—A revo- 
lutionary emergency brake that re 
portedly will prevent runaway 
truck mishaps and stop a tractor 
trailer more quickly has been de- 
veloped by Hoppenstand Motors, 
Inc. 

To demonstrate the brake, a test 
was conducted with a 1948 GMC 
tractor-trailer going downhill on 4 
rainy duy with 38,000 pounds of 
steel on the trailer. 

At a signal from State Police, 
the driver applied the emergency 
brake and the rig stopped within 
240 feet. Hoppenstand officials claim 
any other brake would have re 
quired about 600 feet. 

Col. David Hoppenstand, who de- 
signed the brake, said it has @ 
double diaphragm so that if one 
fails, the other will stop the rig. 
The diaphragm also has a stroke 
that is three inches longer than the 
conventional braking stroke. 

Hoppenstand said the new brake 
will cost no more than other brakes. 
Production has started. 


2 Chicago Groups 
Elect Officers 


CHICAGO. — Two Chicago dealer 
groups, Ford and Oldsmobile, have 
elected new officers. 

Newly elected president of the 
Metropolitan Chicago Ford dealers 
Assn. is Leo Bullinger, Vesely 
Brothers, Inc. Elmer Hassen is the 
new vice-president. Secretary is Lee 
Dietz, and Joseph Moore is treas- 
urer. Directors are Don Mullery, 
George Poole, Max Tauber and 
Jack Wright. 

Clarence Marquardt jr., Mont- 
gomery Motor Sales Co., was 
elected president of the Oldsmobile 
Dealers Assn. of Metropolitan Chi- 
cago. Robert Kailer is the new vice- 
president and S. L. Davis jr. is sec- 
retary. Al Norman jr. is treasurer. 
Directors are F. W. Patterson jr. 
Jack Metnick, Jack Thompson, 
George C. May jr. and Ralph 
Hebert. 
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Advertising linage is the final measure 
of a newspaper’s sales power 


Che Philadelphia Mnguirer 


Constructively Serving Delaware Valley, U.S.A. 


Exclusive Advertising Representatives: West Coast Representatives: 
NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 
ROBERT T. DEVLIN, JR. EDWARD J. LYNCH GEORGE S. DIX FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 
342 Madison Ave. 20 N. Wacker Drive Penobscot Bidg. 155 Montgomery St. 3460 Wilshire Boulevard 


Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 Garfield 1-7946 Dunkirk 5-3557 
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Survey Finds Heavy Order Backlogs Tr 


°57 Rush Hikes Dealer Profits 


(Continued from Page 1) 
already. There is a tendency in most 
cities to require larger downpay- 
ments and shorter repayment 
periods, 

The man with good references, 
however, can still—in the much- 
advertised manner—“write his own 
deal.” 

+ * a 
HOLESALE credit is another 
matter. Dealers (with the ex- 

ception of those who pay the fac- 
tory in cash) are yowling over 


* successive rounds of rate hikes that 


have driven floor-plan interest to 6 
percent in many areas, 

Tight wholesale credit, of 
course, does not affect sales with 
such immediate impact as does a 
pinch in retail credit, It may be 
harmful to retail sales in the long 
run, say some dealers, because it 
will force them to keep a less- 
representative selection of display 
and demonstrator models, 

Closer dealer control over inven- 
tories is likely to have a harder 
impact on production rates this 
year. 

It is pointed out in some quarters 
that the increases in floor-planning 
rates in the last six to nine months 
rave just about equalled the ’56 
profit margin. 

Thus, dealers are faced with an 
inescapable choice: Boost profits 
in ’57 or go broke. 

Right now, however, the dealers 
are living it up. 

7 + + 

EW ORLEANS dealers, without 

exception, are pleased with the 

new-model impact. They are also 
unanimous in complaining about 
the shortage of cars for delivery. 
Three dealers, handling the same 
make, said they had but one car 
each on announcement day. 

Five dealers in the low-price 
field, who normally stock 150 to 
175 cars, are now working on an 
inventory of 25 to 30 units. 

Profits are good, New Orleans 
dealers say. One dealer said his 
gross thus far on '57s has averaged 
$426 per unit. Most dealers in the 
low-price field are grossing $375 
to $400. 

One dealer in the medium and 
high-price field reported a gross of 
$875 on one deal, and a volume 
operator said his net is averaging 
$286, adding that he would be 
happy to settle for this the year 
around. 

7 - * 

REDIT has had no effect on 

sales and dealers say they ex- 

pect no trouble in this respect in 
the immediate future. There is a 
surprising number of cash transac- 
tions. Credit buyers, they report, 
are attempting to make big down- 
payments. 

Dealers are not alarmed by 
higher floor-planning rates, Vol- 
ume dealers say they will carry 
inventories as large as usual 
despite increased costs. One line 
group has agreed to draw on 
each others’ stocks to make quick 
deliveries, 

Enthusiastic customer reception 
and far more profitable deals also 
are reported by dealers in San An- 
tonio. Most dealers are holding out 
for 20 percent down and 30 months 
to pay, although a few are writing 
36-month deals. 

Some dealers report tighter credit, 
but say this will have little effect 
on sales because the public has 
been conditioned to expect harder 
terms (along with higher prices). 

Nearly all of the dealers have 
scanty inventories and fat back- 
logs. But none would trade this 
situation for “factory forcing,” 
which they say was rampant a year 


ago. 

Biggest deterrent to sales this 
year, say San Antonio dealers, will 
be the large number of ’56s sold to 
make way for the new cars, and 
wild trading of the past two years 
which leaves too many prospects 
with no equity in the cars they will 
try to trade in. 

Higher floor-planning rates (5 to 
6 percent in San Antonio) leaves 
dealers figuring ways to cut down 
on inventories. 

* ” + 

N SAN FRANCISCO, the new 

models have made a big hit with 
both customers and dealers. All 











dealers report a backlog of orders, 
with the shortage in Studebaker 
and Plymouth lines apparently 
being most acute. 

While dealers were reluctant to 
discuss profits on a dollar basis, 
the consensus is that the gross 
is much better than it was at the 
beginning of the ’56 model year. 

Dealers in the low-price lines say 
buyers are going for the more ex- 
pensive models, 

Tighter credit doesn’t seem to be 
having much effect in the San 
Francisco area, although several 
dealers speculated that the pres- 
sure would be felt before the year’s 
end. One dealer reported “lots of 
cash deals.” 

Dealers prefer a maximum of 30 
months on time sales, but most said 
they will write for 36 months where 
higher downpayments and credit 
references justify it. 

Floor-planning rates are up one- 
half of one percent, but the money 
is not scarce. Dealers say the in- 
crease will pose no great problems 
and most of them do not plan to re- 
vise their inventory planning, hold- 
ing to a 30-day basis. 

* * * 

N JEFFERSON CITY, Mo., en- 

thusiasm of dealers and buyers 
‘Was reported evenly matched. Most 
dealers report heavy orders on in- 
troduction day, with prospect lists 
at new highs, too, 

Several dealers say they have 
noted the unlamented absence of 
the price buyer, with shoppers de- 
ciding on the basis of style and 
accepting the prices quoted. 

There have been fewer ex- 
amples of sloppy assembly among 
cars received in Jefferson City, 
and customer criticism has 
dropped off sharply, 

Power assists and other optional 
equipment are in heavy demand. 
Said one dealer, “People are not 
turning white when you say the de- 
livered price is $3,900 with such- 
and-such and so-and-so.” 

As a result, deals are written on 
a profitable basis, and backlogs of 
orders are building up. 

The widely publicized tighter 
credit is nonexistent in Jefferson 
City and other Midwest towns. 
There has been, however, a check 


DeSoto Again Sponsors 
Mrs. America Contest 


NEW YORK. — DeSoto again 
will participate in the 1957 Mrs. 
America homemaking promotion, 
it is announced by Bert Nevins, 
president of Mrs. America, Inc. 
This marks the second year that 
DeSoto will use the Mrs. America 
name in its national advertising. 

Mrs. America of 1958 will 
receive a 1957 DeSoto Fireflite 
Sedan as part of her prize for 
winning the title of the nation’s 
top homemaker, Nevins said. De- 
Soto dealers, in conjunction with 
gas utility members of the Amer- 
ican Gas Assn., will conduct local 
homemaking contests in each 
state and the District of Colum- 
bia. The national contest is set 
for May 7-14 in Fort Lauderdale, 


Shadow Box for '57 Buick— 





on wild deals, but any dealer can 
write an acceptable transaction for 
a@ prospect with fair credit and a 
steady job. 
* # 
i. are holding out for a 
third down and 24 months to 
pay, although most deals are being 
written at 20 to 25 percent down 
and 30 months to pay. 
There have been some increases 

in floor-planning rates in the Mid- 
west and more boosts have been 
rumored, Dealers are not too con- 
cerned, anticipating a quicker 
turnover of stock this year. Never- 
theless, dealers are playing stocks 
close to the vest. 

One thing is certain — the few 
‘56s left over are going to be 
mighty tough to unload. 

ce * * 
Vr BIRMINGHAM, Ala., dealers 
report sales of ’57s are “not too 


good,” but that profits are the best 
in months. 


In some instances, dealers have | 


sold all the cars received thus far, 
but have no substantial backlog of 
orders. Altogether, dealers feel that 
the market is healthy. 

Tighter credit has had no ef- 
fect on sales as yet, but dealers 
anticipate difficulties in the future 
in this respect. 

Present terms are little changed 


from those which prevailed| 


throughout 1956. Deals for 36 
months are available, but buyers 
seem to prefer 24-month transac- 
tions. 

Floor-planning money is tighter 
and rates are higher, As a result, 
dealers are attempting to hold down 
inventories. 

> * - 
| CINCINNATI, sales, profits 
and consumer credit are good. 
Factory deliveries and floor- 
planning are not so good. 

Many dealerships have a high 
backlog of orders because of the 
delivery problem. One dealer said 
he had not had a factory shipment 
for 10 qays and expected none for 
another 30 days. 

Another dealer, who said he 
“did not have many” cars in 
stock, took 35 orders in one day. 

Plymouth, Ford and Chevrolet 
dealers reported that the bulk of 
buyers prefer the Belvedere, Fair- 
lane 500 and Bel Air models. 

In most lines, more profitable 
deals are the order of the day. One 
Chevrolet dealer, however, said his 
deals were no more profitable than 
last year. He said he doubted the 
veracity of published reports about 
bigger profits and better deals. 

> * . 


REDIT has had no effect on Cin- 
cinnati deals as yet, but is ex- 
pected to slow up sales later on. 
Customers with excellent credit can 


get 36 months if they wish, but} 


most deals are in the 18-to-30 
months bracket. 

Some dealers expecting credit 
difficulties say it’s because 


“people owe so much on other 
things.” 

Most dealers are cutting down on 
inventories because of the higher 
rate structure for floor planning. 

One dealer, however, said he 





A shadow box, 30 feet long and 12 feet deep, was used as a setting for the intro- 
duction of the 1957 Buick at Wilkie Buick Corp., Philadelphia. Constructed at a cost 
of $3,000, the firm spent another $1,000 on it this year for the new model. Spotlights 
with changing colors played upon the gold cloth and sequin material in the back- 


ground to produce a spectacular attraction. 








would be forced to carry an inven- 
tory larger than he would prefer. 
“When buyers come in they want 
to see the car of their choice,” he 
said. “Color doesn’t matter. But you 
can’t sell with pictures.” 
* * + 


SCARCITY of ’57 models and 

extensive backlogs of orders 
also were reported by dealers in 
Chicago, Seattle, Minneapolis, and 
Portland, Ore. 

The new models also are in 
tight supply in Atlanta and Provi- 
dence, but dealers there say the 
number of unfilled orders is small. 
‘Dealers in New York City say 
they have a backlog, but only be- 
cause “buyers don’t want what’s in 
stock.” 

An Atlanta dealer in the middle- 
price field said he counted a record 

2,511 visitors in the showroom on 
opening day. In Seattle, a dealer re- 
ported he was still “shooing out” 
customers at 10 p.m, closing time. 

A Minneapolis dealer said Octo- 
ber had been his “biggest” month 
this year. 

Definite improvement in gross 
profits was reported by dealers in 
Chicago, Seattle, New York, At- 
lanta and Providence. 

“If we can’t sell at a profit, we 
won't sell,” said one Atlanta re- 
tailer. 

oa & * 

EW YORK dealers say cus- 

tomers have been jolted more 


by the end of overallowances on| 


tradeins than by the full suggested 
list price on new cars now being 
quoted. 

Some dissatisfaction on profit 
was expressed by a Chicago 
dealer, and a Minneapolis dealer. 
Both said their gross was better 
than it had been on 56s, but still 
was not as high as it should be. 

Credit has had no effect on sales, 
say dealers in Chicago and Provi- 
dence, and they add that they see 
no market restriction in the near 


| future in that regard. 


Tighter credit is hurting some 
sales in Seattle, Atlanta and New 
York. New Yorkers complain that 
the biggest credit hurdle is the ten- 
dency for finance firms to demand 
larger downpayments. 

Minneapolis dealers were divided 
in their reports on tighter credit. 
Some said it was hurting sales; 
others denied it. 

A Seattle dealer said the tighter 
credit would be good for the mar- 
ket, explaining, “It eliminates from 
the market the buyer who shouldn't 
be buying now, anyway, provided 
factories gear production to a nor- 
mal demand.” 

Credit restrictions in Atlanta have 
hit hardest at-sales in the low- 
priced field, dealers said. 

= * e 

“We CAN no longer afford to sell 

cars to persons with shaky 
credit who most likely will not be 
able to keep up payments,” one At- 
lanta dealer said. “In order to stay 
in business, we must operate on a 
profit-per-car basis at the expense 
of volume sales and eliminate re- 
possessions.” 

A 30-month repayment period 
is reported the maximum in New 
York City, Chicago and Seattle, 
although a “good risk” can get 36 
months in Seattle, Atlanta dealers 
say they are trying to hold to 24 
and 30 months, even when turn- 
ing down 36 months may kill a 
sale. 

Providence and Minneapolis 
dealers, however, are giving 36- 
month terms. 

Some Minneapolis dealers are ap- 
plying a reverse twist to the bal- 
loon note. While selling with $300 
down and 36 months to pay, but 
require bigger payments in the first 
six months so that the customer has 
a bigger equity. 

* One Chicago dealer said that 90 
percent of his ’57 sales so far had 
involved cash deals. 

Dealers in Chicago, Seattle, At- 
lanta, Minneapolis, New York and 
Providence report floor planning 
costs more, but that money is still 
readily available. Among the 
smaller dealerships, this means that 
reduced inventories are the order of 
the day. Large dealerships are ab- 
sorbing the higher rates, although 
New York dealers say they will at- 
tempt to hold stocks below a 30-day 
level. 

Said an Atlanta dealer, “Tight 
floor-plan rates mean dealers must 
watch selling trends carefully, order 
only what will move fast and sell 
each unit as quickly as possible. 

“Dealers now must operate on a 
businesslike basis or quit.” 

















Chevrolet Honors Smith— 


A. B. Smith, right, of A. B. Smith 
Chevrolet Co., Portland, Ore., receives 
plaque from S. W. Hunt, Chevrolet Port. 
land zone manager, on his 25th year os 
a Chevrolet dealer. Smith has been an 
automobile dealer for 39 years. 


°57 Debuts Spark 
Sales Upswing 


For Buick, Pontiac 


DETROIT. — Highly successful 
new-model introductions have been 
reported by Buick and Pontiac. 
Buick said five million persons vis- 
ited dealer showrooms during intro- 
duction weekend, and Pontiac said 
its dealers counted 3.3 million. 

Many Buick dealers reported sell- 
ing their entire stock of new cars 
within hours of the time they went 
on display, according to Edward T. 
Ragsdale, general manager. 

S. E. Knudsen, Pontiac chief, 
said his division’s dealers delivered 
5,400 cars and took orders for an 
additional 15,000 during the first 
two days. The deliveries  repre- 
sented 50 percent of dealers’ '57 in- 
ventories, Knudsen said. 

Ragsdale said a New York dealer 
reported writing 200 orders. A Les 
Angeles dealer said he had 4,10 
persons at his opening and that 
another 1,000 could not get in be- 
cause of fire department restric- 
tions. 

“Twenty-one dealers reported 
sales of 561 cars in two days, an 
average of 27 per dealer,” Rags- 
dale said. “And a dealer in Augusta, 
Me., said he wrote orders and de 
livered 6 percent of this year's 
business during the introduction 
weekend.” 





Divco Changes 


Corporate Name 


DETROIT.—Divco Corp., one of 
the nation’s major manufacturers 
of multi-stop delivery trucks, will 
hereafter be identified as the Divco 
Truck Division of Divco-Wayne 
Corp., according to G. E. Muma, 
president. 

The new name is the result of 
Divco’s purchase of Wayne Works, 
Inc., Richmond, Ind., and its sub- 
sidiaries, manufacturers of school 
bus bodies, ambulances and funeral 
cars. Divco-Wayne Corp. will have 
main offices at 22000 Hoover Road, 
Detroit 5. 


Fla. Upholds Ban 
On Sunday Sales 


TAMPA, Fla. — The state law 
banning automobile sales on Sunday 
has been upheld here by Judge L 
L. Parks, who denied a writ 
habeas corpus to free Archie Kelly, 
a used-car dealer, from charges of 
violating the law. 

Kelly deliberately made the sale 
on Sunday to test the law. He said 
he will appeal to the Florida 
Supreme Court. 

Judge Parks ruled that “such 
sales (on Sunday) are not a work 
of necessity.” 
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“Most successful Announcement in History!” 
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That’s what his telegram 






to the factory said. 

We could have shown 

you telegrams by the bushel, 

but we thought you might 

rather see a picture of 

a typical De Soto dealer 

three weeks after 

announcement. 

His telegram went on to say that 
his showroom was jammed... . 
not only on October 30th 

but for days after. 

His boys were writing orders faster 
than they can ever remember. 
Everybody agreed that this 

1957 De Soto was indeed 

“The Most Exciting Car 

in the World Today’”’. 

This fellow’s sitting on top of the world. 


He knows for sure why .. . 


PAYS T0 BE A DESOTO DEALER! 
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content and administration of the| subcommittee concerns treatment 





AUTOMOTIVE WASHINGTON 


Congress Settles Down 


To Plug 'Tax Loopholes 


By William Ullman 

Washington Correspondent 

IX ITS first flurry of post-election activity, Congress buckled 
down last week to the tedious job of making U. S. tax laws 
say what they mean. Last Monday, a House Ways and 
Means subcommittee headed by Rep. Wilbur D. Mills, Arkan- 
sas Democrat, set about correcting some 52 typographical 


and clerical errors in the 1954 
tax code. Several corrections 


involved nothing more than| @ 


adding a comma here and there, 
but, as tax attorneys know, mis- 
placed commas in a tax law can 
be expensive mistakes. 

Today (Nov. 19), the Mills sub- 
committee turned to a more con- 
fusing job—that of rewriting the 
tax code to remove 33 benefits and 
hardships which Congress did not 
intend. To the man in the street, 
unintended benefits are better 


known as “loopholes,” but Mills 





believes this term 
is too vulgar and 
controversial. 
Here is one ex- 
ample of a “gift” 
which Congress 
did not intend to 
confer, Under 
present laws, a 
dealer who builds 
a used-car sales 
office on land 
which he has 








leased for a short time may amor- 
tize the cost of the buildings over 
the life of the lease—even though 
he has the right to renew the lease 
at his option. 

This means that at the end of 
the initial lease period he owns 
good, modern buildings that have 
been completely amortized, 
though, as a rule, taxpayers are 
required to spread the recovery 
of the cost of such an improve- 
ment over the useful life of the 
property. 

The Department of the Treasury 
suggests that Congress alter the 
law to provide that the amortiza- 
tion period of any improvements 

made by a lessee include any period 
over which the lessee has a right 
to renew his lease. In no case would 
this period be permitted to exceed 
the useful life of the improvements. 

Mills hopes the 33 “loopholes” 
already selected for study by his 
tax group will stimulate the public 
to point out other inequities in the 
law, and he will hear such wit- 
nesses this week. In addition, he 
has formed an advisory group of 
20 distinguished private tax experts 
and management consultants to 
suggest improvements in both the 


tax code. 
* * + 
Excise Taxes Again 
XT Monday (Nov. 26), another 
Ways and Means subcommittee 
will open hearings on the contro- 
versial (and perennial) subject of 
excise taxes. The group, headed by 
Rep. Aime J. Forand, Rhode Island 
Democrat, was limited in eariler 
investigations this session to tech- 
nical problems of excise tax admin- 
istration. 
In these new hearings, ho w- 
ever, Forand will throw open the 
door to discussion of excise-tax 
rates—a subject much dearer to 
the hearts of retailers and indus- 
trialists. Hearings are expected 
to run a full two weeks, with 
plenty of animated testimony 
charging discrimination, inequity 
and plain highway robbery. 
Witnesses have already sought 
time to talk about the tax on such 
items as automobiles, furs, jewelry, 
musical instruments, cosmetics, 
handbags—and even bowling alleys 
—though NADA, usually a prompt 
witness against auto excises, has 
decided to forego an appearance 
this time. 

One big issue before the Forand 
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Aluminum Co. of America... 


is the nation’s major producer of aluminum, with capacity 
of 792,500 tons*—45.6% of the US industry total. But 
buyers are less concerned with the company’s size than 
with the value it offers. 








Mere size is not always a true index of worth and 


contribution. One instance is a magazine with only 
1,300,000 circulation—but reaching 42% of all farms 
earning $10,000 or more, and 26% of all commercial farms. 
The magazine is SuccessFuL FARMING. 


SuccessFuL Farminc farmers have big investments in 
machinery and plant, own more than one-third of the US 
tractors, almost half of the grain combines, haybalers, 
milking machines, and have farms large enough to enjoy 
the advantages of mechanization, average 285.8 acres. 

The SF farm subscribers are big producers and big 
earners. Their average cash income from farming alone was 
more than $10,000 in 1955, and has exceeded five figures for 
several years. They are today’s best class market in the US! 
SuccEssFUL FARMING gets an unusual welcome from its 


readers, merits the highest confidence, based on fifty years 
of service to better living and better farm business. Every 
advertiser needs SF for its influence, and to balance national 
schedules. Ask the nearest SF office for full facts. 


*Source: United Business Service, Fuly 23, 1956 


MEREDITH PuBLisHING Company, Des Moines... 
with offices in New York, Chicago, Detroit, Philadelphia, 
Cleveland, Atlanta, San Francisco, and Los Angeles. 
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of leases under the manufact 
excise tax. At present, it’s possible 
for excises on successive leases 
trucks and trailers to total mom 
than the tax would have been gp, 
a flat sale. Congress is expected to 
clear up this sort of inequity, 
* * * 


Good News for Dealers 


) yk the tax news most hearten. 
ing to dealers is still in the 
future. During the final weeks of 
his campaign for reelection, Pregj. 
dent Eisenhower pledged his sup. 
port to a lengthy program to help 
small business, and he is now ex 
pected to ask for Congressiona] 
action in a message in January, 

Among other things, the Pregj. 
dent said he will ask Congress ty 
cut the tax on a corporation’s first 
$25,000 of income from 30 percent 
to 20 percent. He also promised to 
seek extension of the life of the 
Small Business Administration 
beyond its expiration date of June 
30, 1957. 

Part of the President’s aid-to- 
small business program requires 
no congressional approval, and he 
says he has already asked the 
Bureau of the Budget to simplify 
wage-reporting for Social Secur- 

ity and income tax withholding 
to lessen the paperwork load on 
small businessmen. 

These, and other, proposals were 
first made last summer by the 
President's Cabinet Committee on 
Small Business, and the Chief 
Executive plans to follow through 
on practically all of their recom- 
mendations. 

Chief criticism of the President's 
tax-cut proposal has come from 
business spokesmen. Admitting that 
a 10 percent reduction on the first 
$25,000 of income will undoubtedly 
benefit a great number of small 
firms, they complain that an arbi- 
trary dollar limitation on what 
constitutes “small” is unrealistic 
The only small business which the 
President’s plan will help, they pro 
test, is business which is small in 
dollar volume. 

Actually, they fear that a tax 
concession to such firms will take 
the steam out of concerted drive 
for relief by all kinds of small bus- 
iness. “Smallness,” as the Small 
Business Administration has 
learned, is relative to “bigness,” and 
a firm that is a giant in one indus 
try may be a pigmy in another. 

* *~ > 

Worldwide Competition 
T OUnADs of foreigners are 

“eager” to do more business 
with the U. S., report 18 American 
businessmen just back from U. & 
sponsored trade missions in a dozen 
countries. 

But the observers warned that 
U. S. manufacturers must 
be ready to meet tougher compe- 
tition for many products in the 
world markets, pointing out that 
several nations, notably West 
Germany, have made rapid indus- 
trial progress since World War IL 

Though U. S. salesmen are occa- 
sionally criticized for offering loose 
credit here at home, the travelers 
said that Greeks have purchased 
many products from West Germany 
simply because the Germans give 
them better prices and easier credit 
for longer terms. 


Neal’s Record: 
Assembly Line in 
"49; Dealer in 56 


BURBANK, Calif. — From air- 
craft assembler to successful auto 
dealer in seven years is the record 
compiled by Tom Neal, whose slo 
gan, “Deal with Neal for Your New 
Oldsmobile,” is becoming increas- 
ingly popular in this area. 

Seven years ago, Neal was a pro 
duction worker at Douglas Aircraft 
Corp. He entered the auto business 
as a salesman and advanced to gen- 
eral manager of Colonial Buick, 
Glendale, Calif. 

Early this year, Neal, 36, bought 
Coulter Jones & Son (Oldsmobile). 
Neal and his salesmen, mostly 
young men, have been doing a high 
volume of business since the com- 
Pany opened, 

According to an observer, there 
are two main factors in Neal’s sales 
formula. First, the dealer is on the 
job, talking to customers at every 
opportunity; second, the sales force 
is young and ambitious enough te 
emulate the boss. 
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WONDER BAR* 


mark 


The amazing Wonder Bar radio is available for every General 
Motors car . . . Chevrolet, Pontiac, Oldsmobile, Buick and Cadillac. 
It gives you a big, big extra to sell in motoring enjoyment, an 
extra to sell in tuning convenience, and an extra mark of distinc- 
tion for cars that are already distinctively best sellers! 


Wonder Bar is the radio that finds stations for you, perfectly and 
automatically—at a touch! Each touch brings in another station, 
with pinpoint accuracy. All the way across the dial Wonder Bar 
radios work electronically, while five easy-tuning ‘‘Favorite- 
Station” pushbuttons provide a new and improved way to select 
local broadcasts. 

Wonder Bar radios are factory-engineered to work perfectly under 
all driving conditions. Delco Radio, Division of General Motors, 
Kokomo, Indiana. 


A GENERAL MOTORS VALUE 
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1 |. Fair and equitable contracts between manufacturers and dealers in | 
motor vehicles, parts and accessories; 
{ 2. Every dollar of gasoline and oil taxes, collected by states and federal 
governments, appli to the building and maintenance of highways; | 
{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Figures Can Be Funny, 
And Cost You Money 


TARTING Jan. 1, some of the makers will take an im- 

portant step in revising the uniform accounting systems | 

upon which their dealers depend for vital business manage- | 
ment information. 


For the first time, some will recognize that overallow- 
ances on new cars should be charged to new-car expenses, 
rather than the used-car departments. 


In these competitive times, fast and accurate figures are 
essential to reflect the economic well-being of any business. 


The strongest corporation in this business was built on the| 
premise that the first job was to get accurate information. 
Once that was available, the decisions were easy. 


That applies to dealers, as well as factories. Too often we 
are intrigued with the idea of what can be done with figures, 
outside of giving the straight facts. 


The fast pencil has fooled many in this business. More 
often than not, it has fooled the person using it. 


Much of the wild and ruinous discounting of recent years 
can be traced to distorted figures, which led many to believe | 
they were multiplying profits when in truth they were) 
multiplying losses. 

No dealer knowingly gives away his business, but many 
have done that very thing because they were fooled by their 
own distorted figures. 


Therefore, if you haven’t already done so, we urge all 
dealers to put every department of their business on its own 
feet, and set up an accounting system which quickly and 
accurately reflects the condition of that department. 


The dealer who plays this straight will find he has taken 
a major step toward a profitable 1957. 














Coming 
Events 


Dealer Conventions 


Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland, 


Dec. 4—Utah Automobile Dealers Assn., 
Salt Lake City. 


Dec. 7-8 — Montana Automobile Dealers 
Assn., Rainbow Hotel, Great Falls, Mont. 

Jan. 26-30—40th annual NADA_ Conven- 
tion and NAD Equipment Exhibition, 
San Francisco. 

Apr. | — Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
April 45—lIllinois Automotive Trade Assn., 
Pere Marquette Hotel, Springfield, Ill. 
* * * 





(NG MOTORS 


Auto Shows 


Nov. 15-25—Los Angeles Automobile Show, 
Pan Pacific Auditorium, Los Angeles. 


Nov. 21-25—Sioux Falls Auto Show, Coli- 
seum, Sioux Falls, S. D. 


Nov. 24-Dec. | — International Autorama, 
Commercial Museum, Philadelphia. 


Dec. 8-16 — National Automobile Show, 
Coliseum, New York, 


Dec. 15-20—Miami Auto Show, Dinner Key 
Auditorium, Miami. 


Dec. 28-Jan. 6-— Annual Upper Midwest 
Auto Show, Minneapolis Auditorium, 
Minneapolis. 


Jan. 4-13—Seattle Auto Show, Civic Audi- 
torium, Seattle. 


Jan. 4-13—Second International Automo- 
bile Show, Mexico City, Mex. 

Jan. 5-12—Buffalo Automobile Show, Mas- 
ten Avenue Armory, Buffalo. 

Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicago. 
Jan. 5-13—Washington Auto Show, Na- 
tional Guard Armory, Washington. 


Jan. 5-13—San Francisco Auto Show, Civic 
Auditorium, San Francisco. 


Jan. 8-13—Phoenix Automobile Show, 
Phoenix Coliseum, Phoenix, 

Jan. 18-26—Indianapolis Auto Show, Man- 
ufacturers Bidg., Indiana State Fair 
Grounds, Indianapolis. 

Jan. 19-27 — St. Louis Auto Show, Arena, 
Oakland Avenue, St. Louis. 

Jan. 19-26—Baltimore Automobile Show, 
Fifth Regiment Armory, Baltimore. 

Jan. 19-26—Pittsburgh Automobile Show, 
Hunt National ward Armory, Pitts- 
burgh. 

Jan. 19-27—Detroit Auto Show, 
Artillery Armory, Detroit. 

Jan. 21-26—Cincinnati Automobile Show, 
Cincinnati. 

Jan. 26-Feb. 2 — Rochester Automobile 
Show, War Memorial Exhibit Hall, 
Rochestr, N. Y, 

Feb. 2-10—Omaha Auto Show, Civic Audi- 
torium, Ohama. 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. 11-17—Albuquerque Auto Show, Coli- 
seum Bidg., State Fair Grounds, Albu- 
qureque, N. M. 

Feb. 9-16—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee. 

Feb. 14-17 — Asheville Auto Show, City 
Auditorium, Asheville, N. C. 

Feb. 15-17 — Richmond Auto Show, Me- 
morial Auditorium, Richmond. Calif. 
Feb. 17-23—Syracuse Automobile Show, 
Onondaga County War Memorial Bidg., 

Syracuse. 

Feb. 20-24 — Harttord Auto Show, Con- 
necticut State Armory, 

Feb. 28-March 2—Greenville Automobile | OTSanized in a frantic effort to halt 
Show, Textile Hall, Greenville, S. C. the headlong advance in auto acci- 

March 2-10—Kensas City Auto Show, Ex- dent deaths and injuries which are 
hibition Hall, Municipal Auditorium, heading toward more than 40,000 
Kansas City, Mo. | killed and two million injured this 

+ - * year. 
Speed is solemnly branded as a 
major cause of auto accidents. So, 
| the auto industry boosts horsepower 


Interna- 


Detroit 





used, 


Our Finest Hour? 
While trumpets blare and dealers 


and in effect proclaims: “This is 
our finest hour. Look what our 
matchless engineers and _ stylists 
and multi-million-dollar researche- 
terias have produced. Behold, we 
give you cars that are more power- 
| ful than ever, longer, lower, wider.” 


General 


Dec. 2-4—Third Annual Auto Trim Show, 
Sherman Hotel, Chicago. 

Dec. 9-l!—Automotive Warehouse Dis- | 
tributors Assn., Inc., Membership Meet- 
ing and Conference, Palmer House, 
Chicago. 


Dec. !1—I7th Anniversary Dinner, Auto- 


Headlamp glare and inadequate 
| lighting are denounced as accident 
factors. So, the industry places the 
gouge-browed headlamps, doubled 


mobile Old Timers, Waldorf-Astoria (for full blinding measure, so low 
Hotel, New York. 'that they must shine up into the 
Jan. 7-11 — 36th Annual Meeting, Chair- | eyes of oncoming drivers. 


man end Euacutive Committee, oo | Statistically, Americans are get- 
way Researc card, eraton-Park : : ; 

Hotel, Washington, 'D. C. | ting taller. So, the auto industry 
Jan. 1418—Annual Meeting, Society of | meets that phenomenon by making 
Automotive Engineers, The Sheraton- | its new cars “as much as five inches 
Cadillac and Statler Hotels, Detroit. lower.” 


(See CALENDAR, Page 14, Col. 5) | ‘It would seem that the common- 


30 Years Ago... 


The Big Stories 


General Motors and Ford Motor Co. are two of the 12 largest 
money-making corporations in the United States, the former heading 
the list, while Ford ranks fifth, according to tax figures of the In- 


ternal Revenue Bureau. 


October sales of cars by General Motors divisions to dealers totalled 
115,849, compared with 96,364 in October, 1925, and with 49,552 in 1924. 
Scientists approve denatured alcohol for anti-freeze use in radiators, 
according to the Industrial Alcohol Manufacturers’ Assn. In tests it 
was found that 5 percent of alcohol in water lowered the freezing 
point to 30 degrees Fahrenheit. Thirty-five percent of alcohol shot 

the freezing point down to 10 degrees below zero. 
—From the files of Automotive News. 








‘Finest Hour 





cheer, the 1957 models are unveiled. | 
The auto industry points to them) 














Automotive Cartoon 


Of the Week 


“It may look that way to the public but it's 
not all profit to the dealer.” 


9 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Sense thing for the industry to do 
would be to cooperate to the full 
in making the greatest possible use 
of the present highway system. But, 
while protesting it is being 


strangled by today’s road, it spends 
| millions tooling up to have the 1957 
|model cars aggravate the problem 


by greater length and width. 
In the light of experience, it is 


|;reasonable to fear that the 1957 


model cars are going to increase, 


At the same time, all the/not relieve, traffic congestion and, 
Hartford. | resources of the country are being | what is far worse. are going to in- 
| crease the automobile accident toll, 
jin all probability, by an appalling 
|number to a new high in dead and 


injured during the year 1957. — 
ArTHUR W. Stevens, president, Au- 
tomobile Safety Assn. 


|Serves Jobbers 


ito new highs in the 1957 models.| Your use of the word “jobbers” 


in a recent issue to identify mem- 
bers of the Automotive Warehouse 
Distributors Assn. is inaccurate. 

AWDA was first organized in 
1948. The need for this type of 
organization existed because none 
of our members could qualify under 
membership requirements of the 
then existing automotive trade 
associations serving the after- 
market industry. 

Substantial funds were expended 
during these past eight years to 
educate many different groups that 
make up the automotive service 
industry to the fact that our folks 
are not jobbers, but warehouses 
that supplement the manufacturers’ 
operations both in warehousing and 
distribution. 

After all, the automotive business 
is a service business and_ stocks 
must be maintained in many stra- 
tegic locations; in fact, so many 
that the average manufacturer does 
not find it economical to own and 
operate his own warehouses in 80 
many places.—MartTiIn Fromm, exec- 
utive secretary, AWDA, Kansas 
City, Mo. 

Editor’s Note: Code of Ethics 
of AWDA points out that mem- 
bers sell exclusively to jobbers 
and refrain from competing with 
jobbers. 












% oe 


with ine 10 MON | : 





® 


Tesee 
ery 


with the DUMONT 


That’s what Fred and Ray Vollherbst, of SERVICE AUTO ELECTRIC CO., in Union, 
New Jersey, tell us. 

‘, .. And we’re providing better service too,” Ray continues, “because the 
EnginScope spots problems like reversed coil polarity, corroded distributor cap 
castles, flashing breaker points and a mess of other troubles we’d find ONLY 
if we spent the time to check each part separately on a whole raft of test gear 
. . » and by comparing lines, even our customers spot troubles instantly.” 

“,.. 50” says Fred, “the Du Mont EnginScope is a wonderful customer con- 
vincer for the guys who like to watch us work. We just let him see the TV-type 
screen to show him what’s wrong with his car and he doesn’t balk at the cost 
of parts he knows he needs to put his engine back into original shape. 

“.. . We’re doing extra tune-up business because of the EnginScope. You 
see, the word spreads like wildfire that we have a new test instrument and new 
customers come in to have their cars “‘EnginScoped.” This is all money in our 
pockets, AND we’re not working any overtime.” 

See your jobber-this EnginScope is the greatest profitmaker yet. He'll set 
up a demonstration and you'll find that you NEED the EnginScope too. 
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ALLEN B. DUMONT LABORATORIES, INC. 
DEPT. CLIFTON, N. J. 


[] Arrange a demonstration of the EnginScope. 

[1 Send more information on the EnginScope. 
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Canadian Replacements— 


A boxcar load of engine blocks is unloaded at the Oshawa (Ont.) parts and 
accessories warehouse of General Motors of Canada. The blocks are produced by 
McKinnon Industries, Lid., St. Catharines, a GM subsidiary. GM has “built-in” ship- 
ping and receiving rail facilities for 18 boxcars at the 13-acre Oshawa warehouse, one 
of 10 GM warehouses in Canada. 





Parts Boom in Canada 


Inventories Increase 300 Pct. in 10 Years, 
Says President of GM 


OSHAWA, Ont. — The phenome- 
nal growth of the automobile in- 


122,000 different parts are pretty 
much inactive,” Wecker said. “They 
dustry in Canada in the last 10/ are kept in the main warehouse at 
years has forced most Canadian| Oshawa. Whether they are moved 
manufacturers to increase parts| often or not, we have to be ready 








and accessories inventories by as|when the demand is made.” 


much as 300 percent, W. A. Wecker, 


Wecker said that about 12,000 


president of General Motors Of| items, classified as “fast-moving” 


Canada, said last week. 


Today GM of Canada stocks 122,- 
000 individual parts to service the 
more than 1,200,000 GM cars and 
trucks on Canadian highways, he 


said. 

Wecker also reported that the 
sales volume of replacement 
parts and accessories for the in- 
dustry has almost tripled. Dur- 
ing the postwar years, GM built 
a cross-Canada link of ten parts 
warehouses to provide fast serv- 
ice for dealers and car owners, 
Wecker said. 


| parts, actually account for 85 per- 
cent of the parts business. All of 
these “fast-moving” parts are 
stocked by the nine regional ware- 
| houses which sell directly to GM 





|New Synthetic Rubber 


| Goes into Production 
| AVON LAKE, O. — First pilot- 
| plant production of synthetic rub- 
| ber which exactly duplicates tree 
|rubber has been achieved here by 
| Goodrich-Gulf Chemicals, Inc. 

The new rubber, called Ameripol 


“One of our major problems in-| SN, will shortly be made available 
sofar as parts storage is concerned | to other companies for testing, said 
is that nearly 75 percent of our’ W. L Burt, Goodrich-Gulf president. 









TEMPERATURES 
MADE 
TO. 


ORDER 


HARRISON heater 





when there’s a 















the job! 


Outside . . . wintry blasts and biting cold haul 
temperatures down to subzero. Inside . . . passengers ride 
snug and warm at even, comfortable temperatures and 
enjoy the safety of frost-free visibility—provided 

by a Harrison heater and defroster. Leading automotive 
manufacturers have looked to Harrison for top-quality 
heat-control products for over 46 years. That’s why you'll 
find Harrison heaters, defrosters, air conditioners 

and radiators on the new Chevrolet, Pontiac, Buick, 
Oldsmobile and Cadillac. If you have a hot 

or cold problem, look to Harrison for the answer. 


Watch “WIDE WIDE WORLD" Sundays on NBC-TV 


HARRISON 


RADIATOR DIVISION, GENERAL. MOTORS CORP., LOCKPORT, N.Y. 
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dealers. Dealers also carry a sub. 
stantial number of these “fast. 
moving” parts. 

“It would be impossible for , 
dealer to stock all available parts” 
Wecker said. “The scrap problem 
and a large stock that can’t bh 
moved are two of the big obstacle; 
Generai Motors tries to help 
dealers avoid,” he said, 

“We provide a plan to assist 
dealers in determining the parts 
market in their particular areg 
and also offer a system for cop. 
trolling parts inventory by assur. 
ing that only those parts used in 
normal operation of the business 
are purchased on stock.” 

General Motors also provides 
a method of returning obsolete 
parts under an obsolescence plap 
so that dealer operating capital 
won’t be invested in dead stock, 

Through the GM dealer, factory. 
|}engineered parts are available to 
| independent garages in every city, 

The bulk of GM parts are stored 
at the central warehouse in Osh- 
awa, which covers 13 acres. Wecker 
said there was a total of 27 acre 
of floor space available for parts 
| and accessories service and storage 
when the regional warehouses were 
counted. 

The huge number and wide 
variety of parts and accessories is 
explained in part by the fact that 
GM at Oshawa produces 88 pas 
|senger car models in 275 color 
combinations using 47 different 
engines, 11 transmissions and with 
|53 options available. 

In addition, 153 different truck 
models are produced with 24 dif- 
ferent engines, 25 rear axles, 35 
transmissions and 100 propeller 
shafts. 

Although GM builds most of its 
parts and accessories at its own 
plants at Oshawa and at the GM- 
owned McKinnon Industries at St 
Catharines, millions of dollars are 
paid to other Canadian firms for 
parts supply. In 1955 almost # 
percent of the parts used by GM 
for its vehicles were manufactured 
by some €00 outside firms. 


Electric Group 
To Open Chicago 
Meeting Dec. 13 


DETROIT. — The annual mem- 
bership meeting of the Automotive 
Electric Assn. will be held Dec, 13 
18 in Chicago, according to E. N. 
Robinson, president. 

The board of directors will meet 
the morning of Dec. 12 and the 
AEA manufacturers sales man- 
agers will hold a dinner meeting 
the same day. 

A major portion of the meeting 
will be devoted, Robinson said, to 
individual meetings and group con- 
ferences conducted by manufac- 
turer members. 

There also will be meetings on 
business management subjects, in- 
cluding inventory control and ma- 
terial handling, he said. 


Calendar 


(Continued from Page 12) 


General 

Jan. 19-23—Sixteenth Annual Convention, 
Truck-Trailer Manufacturers Assn., Hotel 
Del Coronado, Coronado, Calif. 

Jan. 3—Houston National Auto- 
mobile Show, Sam Houston Coliseum, 
Houston. 

Feb. 4-7—National Automotive Acces- 
sories Manufacturers of America Expo- 
sition, New York Coliseum, New York. 

March 6-8—Annual Spring Technical Meet- 
ing, Pressed Metal Institute, Hotel 
Carter, Cleveland. 

March 1I1-12—Annual Convention, 
dian Automotive Wholesalers’ 
ufacturers' Windsor 
Montreal. 


March 13-14—National Automotive Serv- 
ice Show. Show Mart Bidg., Montreal. 
March 25-27— American Society of Tool 
Engineers, Technical Meeting and Con- 
vention, Shamrock Hilton otel, Hous- 


ton. 
May 9-12 — Midwest Automotive Trade 
Show, Kiel Auditorium, St, Louis. 
a 4-7—Southwest Automotive Show 
allas. 


Massachusetts Mohair 


Moves Its N. Y. Office 

NEW YORK. — Massachusetts 
Mohair Plush Co., Inc., has moved 
its executive and sales offices and 
offices and showrooms of all its af- 
filiates and divisions to 16 E 
Thirty-Fourth St, here. 

Sales executives making theif 
headquarters in the new lo 
cation include John P. McGivney, 
sales manager, automotive fabrics 
division, and Bernard Senia, sales 
manager, auto seat cover fabrics, 
Nycar division, Ellenboro Mills. 
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More people are 


taking a shine to Chevrolet! 





The new °57 Chevrolet is the 
car that’s getting the big play! 
You can tell that by the num- 
ber of people who are stop- 
ping in to see it... staying 
for a longer look... and then 
signing on the dotted line. The 
word got around fast that 
Chevy goes em all one better! 


This ’57 beauty was no sooner announced 
when people started walking into Chevrolet 
dealerships and driving out. We’re happy 
to say this isn’t something new. Folks have 





been falling in love with Chevies at first 
sight for a long time now. In fact, Chevrolet 
has been America’s first-choice car for over 
20 years—and it’s far ahead in preference 
again this year. Right now, folks seem to 
be falling for Chevy faster than ever. But 
that isn’t surprising when you consider 
how really new the ’57 Chevrolet is. New 
and inviting, with longer, lower lines; 
new V8 power options up to 245 h.p.*; even 
fuel injection is offered—and Turboglide, 
a swift-smooth new triple-turbine automatic 
transmission is optional at extra cost. 

It takes a car that’s sweet, smooth and 
sassy—plus the industry’s finest dealer 
organization to make Chevrolet’s kind of 
popularity possible. . . . Chevrolet Division 
of General Motors, Detroit 2, Michigan. 















1USA 


‘S57 CHEVROLET 








*270-h.p. high-performance engine also 
available at extra cost. Also Ramjet fuel 
injection engines with up to 283 h.p. 
in Corvette and passenger car models. 
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Railroads Accused 
Of Trying to 
Emasculate ICC 


HARTFORD. — Railroad- 
sponsored transportation bills, if 
passed, could make it virtually im- 
possible for the Interstate Com- 
merce Commission to regulate the 
nation’s transportation, the annual 
convention of the Motor Transport 
Assn. of Connecticut was warned. 


John V. Lawrence, managing 
director of the American Trucking 
Assns., told the delegates that a 
weakened ICC would prompt cut- 
throat competition between rail- 
roads and trucks. 

As a result, he said, only the 
strongest trucking companies could 
survive and the railroads, with little 
competition, could raise their rates 
unhampered by regulation, 

Officers elected at the convention 
were Richard McCusker, Jewett 
City, president; John Hyland, Hart- 
ford, first vice-president; Jack Dun- 
bar, Newington, second vice- 
president; John F.. Maerz, Hartford, 
secretary, and Harold J, Horan, 
Waterbury, treasurer. 
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Sharon Ups Production— 

New facilities which will increase the 
stainless steel production capacity of 
Sharon Steel Corp. by 25 percent have 
been placed in operation at the firm's 


Dearborn division. David B. Carson, 
executive vice-president, starts the opera- 
tion by inserting stainless strip-steel into 
the new unit. 






PITTSBURGH. — Metals stock- 
piling has been “politically moti- 
vated” and has been forcing small 
businesses to the 
“brink of bank- 
ruptcy,” accord- 
ing to Willard F. 
Rockwell, board 
chairman, Rock- 
well Mfg. Co. and 
Rockwell Spring 
& Axle Co. 

Speaking at the 
annual meeting 
of the Pittsburgh 
chapter of the 
American Found- 
rymen’s Society, Rockwell charged 

that “bureaucrats” of both parties 
were buying vital materials for 
political purposes with “utter dis- 
regard of disaster to private enter- 
prise.” 

This stockpiling and what Rock- 
well called the Government’s “un- 
scrupulous manipulation of com- 
modity markets,” have caused, he 





W. F. Rockwell 





Because you are in the oil business, 








































Chicago 1, Ill. 


The Pure Oil Co. 
35 E. Wacker Drive 


nly the finest oil will do 


for the fine cars you sell! 
NEW 1957 


> HIGH HP P 


a 


Whether you realize 


good business to use 


1. It’s an all-weather, 


the-job protection. 


ditions. 


Purelube doesn’t cost 


yet it goes a long way to complement 
the fine cars you sell and service. Stock 
up. Contact your local Pure Oil repre- 


sentative today. 


Stockpile ‘Squeeze’ Told 


Rockwell Claims ‘Politics’ Forces Small Business 
To ‘Brink of Bankruptcy’ 


® . the finest all-season, all-weather 
p , multigrade oil money can buy! 


—you’re in the oil business! To match the fine 
quality of the cars you sell, it’s good sense and 


a multigrade motor oil! And the finest multi- 
grade available today is new 1957 High HP 
Purelube. Here are 5 good reasons why: 


combination of the right “‘body’’, consistent 
toughness and stability that offer always-on- 


2. Keeps engines 50% cleaner—new detergent 
keeps engines cleaner under stop-and-go con- 


3. Antiwear protection—the antiwear additive 
protects today’s modern engines against dam- 
aging wear at critical points. 
4. Guards against power-robbing knock—spe- 
cial formulation resists the formation of com- 
bustion chamber deposits which cause ORI 
(Octane Requirement Increase). 


5. Superior rust and corrosion protection—de- 
livers maximum protection to highly sensitive 
motor parts in today’s hot-running, high- 
speed, high-compression engines. 


All of this extra quality in High HP 


said, “tidal-wave” price fluctua- 
tions and “terrific” inventory and 
other losses to small business. 
“Big business has been able to 
protect itself through many of these 
wide price swings by long-term 
contracts,” said Rockwell. “Little 
business could not accept this risk, 


and did not dare accept orders for| 


future deliveries without protection 
against a price squeeze.” 
According to Rockwell, the small 





Rambler ‘Adopts 
Champion Plugs 


TOLEDO. — American Motors 
Corp. has adopted Champion H-10 
spark plugs for the 1957 six-cylinder 
Rambler. 

These spark plugs have also been 

| approved for use in the 1957 V-8- 
| powered Nash and Hudson, In 1956 
| the Nash and Hudson were equipped 


with Champion’s N-18 spark plugs. | 


too... 








URELUBE 


it or not, if you sell cars 


the best oil available... 


all-season oil—a superior 





you a cent extra, 





businessman had the choice of spee. 
ulating dangerously, or selling oy 
to his bigger competitors which, he 
said, too many have had to do. 


As an example, Rockwell citeg 
the stockpiling of aluminum which 
he said, created such a shortage of 
scrap that secondary aluminum only 
could be bought at eight cents 
above the primary price of three 
months before. 

“When the Government an- 
nounced that its aluminum stock. 
pile was complete,” Rockwell 
said, “the secondary price dropped 
. .. lower than the primary price, 
Literally thousands of small busi- 
nessmen had to absorb terrific in- 
ventory losses.” 


He said much the same thing 
happened to small buyers of natural 
rubber when the Government ended 
stockpiling. 

Rockwell said that the “worst sit. 
uation of all” exists in the nickel 
market where Government stock- 
piling has provided a “wicked ex. 
ample of wasteful and useless 
hoarding.” 


He charged the nation’s esti- 
mated need will never be met 
under the 1953 Government agree- 
ment to a low fixed price far 
below the world market price. 


“That strange ‘fix’ discouraged 
| potential independent nickel pro- 
ducers and promoted a gray mar- 
ket in which prices have soared 200 
| percent beyond the normal price,” 
Rockwell said. 








Inspect Service Center— 


Elliot G. Ewell, Mack 


vice- 
president, and Albert G.' Crockett, sales 
promotion and development director, in- 
spect a Mack cab-forward D model at the 


sales 


opening of the new Mack Manhattan 
Sales and Service Center in New York. 
The center is geared to service and 


repair more than 50 tractor and trailer 
combinations at one time. 


New Musk —_— 
In N.Y. Serves 
50 Units at Once 


NEW YORK.—The largest truck 
center believed ever constructed in 
New York has been opened by 
Mack. 

The new Mack Manhattan Sales 
and Service Center, at 625 W. 
Forty-Second St., is geared to serv- 
ice and repair more than 50 trucks 
of any make at one time. 

A special feature of the center 
will be an electronic tower, now 
being blueprinted. Through an in- 
ternal communications system, the 
tower will time all jobs in the Cen- 
ter for maximum utilization of all 
repair facilities. 

E. G. Ewell, Mack sales vice 
president, said the new facility was 
necessitated by an increase of 55 
percent in the number of trucks 
and buses entering New York since 
World War II. The location was 
especially selected to offer conveni- 
ent access to tunnel, bridge, truck 
and water transport. 

Repair area in the structure ex- 
ceeds 30,000 square feet. Ten de- 
partments are staffed with more 
than 100 sales and service tech- 
nicians. 

Manager of the Center is Jack 
Connor, who has a background of 
more than 20 years in the truck 
and car field. Service manager is 





James Atkins, also a 20-year man 
in automotive servicing. 
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On the Financial Front 





Hertz Corp. has announced record 
nine-month earnings of $3,476,387 
for 1956 and said the company will 
pegin operations in Europe next 
year. 1 

Profit for the nine-month period | $449,571. The corresponding figure 
of 1955 was $2,271,050, Hertz said.| in 1955 was $779,804. 

Revenues for the nine months were * we 

$42,648,986 in 1956 and $29,953,877 in Douglas Oil Co. 

at sen canbe cole oF Gant Douglas Oil Co, of California, six- 

ais “in a few years.” |month report (period ended Sept. 

-_ ae 30), 1956 vs, 1955: Sales, $14,471,308 
" ‘ “5 and $11,959,147; earnings, $432,477 

Sales, Earnings Trail ’55, and $131,824. 

Midland Steel Reports : 

Earnings of Midland Steel Prod- 
ucts Co. for the nine months ended 
Sept. 30 were $2,117,848, down from 


$3,120,306 for the like period 
1955. Sales were $51,911,755 com- 


three quarters of 1955. 


Inland Steel 


Inland Steel Co., first nine 
months, 1956 vs. 1955: Net income, 


Third-quarter earnings were | 


* 


* 


first nine mon 


+ 


* 


ths, 


| $35,490,480 and $36,437,815; 
| $530,819,524 and $480,083,585. 


* 


| Sheller 


Sheller Mfg. Corp., Portland, Ind., 
|nine-month report, 1956. vs. 
in| Net profits, $826,467 and $2,679,546; 


sales, $29,337,154 and $39,191,504. 
pared with $58,840,077 for the first! 


* 


1955: 


National Malleable 


National Malleable & Steel Co., 
1956 vs. 


1955: 


| Earnings, $2,618,361 and $1,507,056; 
Sales, $48,295,942 and $42,853,258. 


* 


* 


* 


Budd 


Budd Co., 
1956 vs. 


sales, 


nine-month report, | 
1955: Earnings, $7,604,336 | 
and $10,251,410; 


$231,933,210 


and $232,529,203. Third quarter, 1956 
$985,901 and 
$831,593; sales, $72,085,397 and $61,- 


vs. 1955: 


439,118, 


Earnings, 


sales, 





Tapfer Opens in New Building— 


Ted R. Tapfer, 





Inc. (Nash), has moved into this new building in Alhambra, Calif. 


Guy L. Tapfer is vice-president and manager. «_ 





and a service department which can handle 30 cars. 


Featuring 17,600 square feet of floor space, the building has a five-car showroom 


Ted R. Tapfer is president and 


New Passenger Car Registrations, Nine Months Total, 1956-1955 


AM. 
MO- 
TORS 
TOTAL 


Car registrations by states 


are released here weekly, as 


Chrys- 
ler 


De- 
Soto 


Impe- 
compiled by R. L, Polk rep- viol 


resentatives in state capitals. 








LER 


TOTAL| Ford |Lincoin 


cury 





FORD 
TOTAL | Buick 
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reasonable precaution has been exercised to insure accuracy of this report to the extent of the registrations 





reason of inaccuracies or omissions.’’ — R. 
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HAT multi-billion dollar national 
highway project seemed colossal 


enouzh—for the cost alone. For 
most of us, billions of dollars are 
as hard to visualize as millions of 
troops. You have to figure how 
many cities vf eight-room houses 
and eight-story buildings it would 
pay for. Or it’s just a figure. 

So colossal’s the word, all right. 
Specially when you add the way it 
will boost wages, get industry away 
from cities — as defense planners 
want — bring quicker farm-to- 
market delivery, and boom travel 
and recreation with fewer highway 
accidents. 

Plus, as the King of Siam says 
in The King and I, “et cetera,, 
et cetera, et cetera.” 

Colossal also will be the problems, 
what with locating and building 41,- 
000 miles of interstate highways 
with no crossroads, and improving 
nearly three-quarters of a million 
miles of primary highways and 
feeder roads. 

But the problems won’t make a 
dent in the benefits—if we're lucky. 
And it looks as if we’re lucky: For 
we've got two proved men already 
who'll have a lot to do with it. 


* = + 

Tallamy and Mitchell 

E is Bertram D. Tallamy, 

chairman of the New York 
Thruway Authority. He will direct 
the 13-year national highway job in 
the newly created post of Federal 
Highway Administrator. The other 
is James P. Mitchell, Secretary of 
Labor. 

Let’s chat first about Bert Tal- 
lamy, a top-record civil engineer 
who's gone away up, both as a 
planner and a builder. He adminis- 
ters ably and delegates authority 
on a big project, of course. But he’s 
a do-it-yourself kind of guy, too. 
Take his summer cabin on Big 
Bowman Lake near Albany. In 
spare time, instead of canasta, he 
carpentered, plumbed and bricklaid 
the cabin into a dandy year-round 
home. He did the wiring too. 

And while engineering the 
Thruway, he walked every foot 
of the 427 miles of the main route 
from New York City to Buffalo. 
But he doesn’t tramp everywhere, 
even if his legs and feet are good. 
He drives 40,000 miles a year in 
his automobile. 

This sort of outdoor doer is usu- 
ally a nature lover. He sees a good 
deal of it—enough to know it well, 
and therefore like it. Bert’s like 
that. In summer he deep-sea fishes. 
In winter, he straps on snowshoes 
and strides through white woods. 
When he planned the New York 
Thruway, he took care to keep 
trickling brooks and stands of tim- 
ber along the route. He wanted 
motorists to have a good view, in- 
stead of monotony that can hypno- 
tize a driver to drowse at the 
wheel. 

Bert gets the job done fast and 
right — and he has imagination. 
When building materials get scarce, 
he tries to help producers increase 
their output. Or when that’s im- 
practicable, he changes to other 
materials. Because of the shortage 
of engineers, he’ll use a good many 
aerial surveys—and electronics for 
much of the computing. 

a . + 


Eye on Wages 


E’S quite a guy. And he’ll work 
closely with Jim Mitchell, Sec- 


GLENN MILLER 


and hundreds of other famous 
artists on any RCA Victor Rec- 
ord Album (list $3.98) YOURS 
FREE with each case of SILOO 
HYDRA-VALVE KLEEN or 
SILOO TRANSMISSION 
KLEEN, For details of this 
FREE OFFER, contact your 
jobber or write Petroleum Sol- 
vents Corporation, Dept. M, 331 
Madison Ave., New York 17, N. Y. 
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retary of Labor. Jim formerly was! § 


an industrial relations man, and 
he’s won the trust of both manage- 
ment and labor in his three years 
with the Eisenhower cabinet. 

He’s been responsible for a plan 
to keep wages on this road proj- 
ect so they'll neither upset local 
business conditions with higher- 
paid outside workers or with 
lower-paid men. The “prevailing 
wage” rule of the Davis-Bacon 
Act, he'll enforce “to the hilt,” 
Jim says. 

Jim Mitchell’s decisions, at peak 
construction, will affect not only 
the 440,000 road workers — but in- 
directly many, many more whose 
jobs are far from the highways 
being built . . . possibly millions. 

Some cities across main routes of 
the planned system wonder about 
increased traffic induced from 
greater travel. But already $15 bil- 
lion has been allocated for special 
freeways tunnels, man-made valleys 
and other devices to break up 
bottlenecks. One planned bridge 
will put San Francisco’s Golden 
Gate span into second place as “the 





For the lowdown on dealer thinking, 
read John O, Munn’s column each week 
on Page 3. 








New Quarters for Ritz Oldsmobile— 


Ritz Oldsmobile, Inc., has moved into this modern building in East Point, Ga. The 
brick and steel facility has 35,000 square feet and a separate body shop. An unusual 
feature is the covered used-car display area, center, integrated into the main structure. | 
D. F. Ritz is president of the firm. 


longest suspension bridge in the/ nation without glaring at the glare| 


world. 
* *~ + 


Prospect Looks Good 
LL, the prospect looks mighty | 
good: A national system of in-| 
terstate highways and defenseways | 
— by which we can one day Grive | 
the length and breadth of the} 


of a single headlight — and little 
chance of anyone’s getting illegal 
slices of the money. 

The records of Bert Tallamy 
and Jim Mitchell are what we 
need for this big a job with its 
problems and its benefits. Colos- 
sal is right all right, and the men 
are the right men for a colossal 





job. So we’re lucky — and on the 
way. 

P.S. From what I know of Ta. 
lamy, it may not be the fuil 1 
| years before a lot of folks star 
cross-country on safe highways a 
70 miles an hour. So the automo 
tive industry better speed up 
designs — and pop better see that 
junior learns to drive fast with a 
clear head and steady hand. 

I don’t know whether Bert or Jim 
have pink Cadillacs—which Tulsa 
I read, seems to take as the hal}. 
mark of success. But their records 
are the loveliest color I’ve seen, in 
my book — a fast outdoor color 


| that won’t check with the grit of 


travel, or fade in the sun as you 


| drive West. Maybe it’s the pink of 


a sunrise. Or the green of banked 
foliage. Or the blue of the sea, 


Kendall Begins Construction 


Of Kentucky Factory 
FRANKLIN, Ky. — Kendall C, 





|has launched construction of its 
| 35,000-square-foot plant here. 


This plant will produce industrial 


| tapes, plastic film and plastic spe- 
| cialties. The two-story plant will 
| triple the company’s capacity for 
these products, which are now 


made in Chicago. 





HOW TO MAKE YOU 


in the heavy-dut 


With these two McGraw-Hill publications you reach 
over 45,000 prime customers and prospects. 


For the bigger profits of regular sales in a highly concentrated 
market, look to the heavy-duty part of the automotive industry. 


America’s truck and bus fleets spend billions and billions each 
year for vehicles, operating and maintenance supplies, shop equip- 


ment and tools. 


These fleets — truck and bus —are quality buyers because their 
livelihood depends on timetable service and scheduled delivery. 
They are quantity buyers because some 90% of the larger fleets 
do their own maintenance in their own shops. 


Successful manufacturers have found that the surest way to reach 
the men with purchasing power is through FLEET OWNER AND BUS _o@ 























TRANSPORTATION. Together these publications offer you the mest 
coverage and the best type of interested readership . _.<ecause 
every executive receiving them is a voluntary paid subseriber. 


Each is edited for its specific field by an expert staff whose ability 


to serve this heavy-duty market is unmatched by any other pub- 


lication. 


» 


If you haven’t seen a copy of BUS TRANSPORTATION OR FLEET 
Owner recently it will pay you to examine, them carefully. Just 
drop us a line at 330 West 42nd Street, New. York 36, N. Y. 


AB; 
















































Mean Profits 


SYRACUSE. For two years, 
Forsythe Motors (Dodge-Plymouth) | 
lost money. But in the last three} 
months it has pushed its Dodge 
sales above the national average 
and has started using black ink in 
its ledgers. 

A prime reason for the change 
is Arthur Wolf, who became vice- 
president and general manager 
May 15. 

Wolf shrugs off suggestions that 
he’s responsible for the surge. He 
feels that the organization and not 
any individual is the basis of suc- 
cess in the auto business. But the 
fact remains that the upswing be- 
gan when he took over. 

The dealership’s summer sales) 








Calumet Steel Expands 


CHICAGO.—Borg-Warner Corp.’s 
Calumet Steel division has started | 
construction of a $200,000 office | 
building in Chicago Heights. Com- | 
pletion is scheduled for March 1. 





®, 





i me 


Ford Introduction at Hanlon Motor... 


Hanlon Motor Co. used this Hawaiian setting to introduce the 1957 Ford in Liberty- 
ville, Ill. John K. Hanlon, president, said the public's response was “overwhelming.” 








utomotive market 


Wolf Turns Wolf from Door 


Manager’s Sales Promotion, Sound Planning 





for Forsythe 
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if there is such a thing—will sus- 
tain you for leng without crack 
personnel to sell the product and 
keep the organization running.” 
He insists that a dealer must back 
|up his salesmen with good service 
| facilities and sales promotion. 
Here are two. examples of putting 








5 Directors Picked | 


have topped 100 new units a month. this theory into practice: 


Wolf sums up his management; Wolf has initiated a “courtesy 
philosophy this way: “Build your| car” system for the service depart- 
organization like a three-legged| ment, The courtesy car, a Dodge 
stool. I think of the three legs as| Sierra station wagon, operates on 
capital, personnel and facilities. No| an hourly schedule between For- 
two are any good without the third. | sythe Motors and five downtown 

“Not even unlimited capital— | points. 

When a customer leaves her car 
for service, she receives a map 
|showing these pickup points and 
|the time the car arrives at each. 


By Parts Makers |\She is then driven to the stop of 


: ; her choice, does her shopping or 
DETROIT. — Five new directors : : 
have been elected to the board of errands and is picked up at the 


s most. convenient point when she is 
the Automotive Parts Manufactur-| ready to return, These hourly runs 


|are made from eight a.m. to six 
| p.m, 


ers Assn., according to Frank Ris- 
ing, general manager. 


|son, AC Spark Plug; N. D. Ely, L.| 





RODUCT ROLL FASTER 





While the courtesy car will be 
a permanent feature of Forsythe’s 
service, Wolf also uses short-term 
sales-promotion campaigns. One 
of them, conducted the last two 
weeks in July, tripled showroom 
traffic and doubled new-car sales. 

All the salesmen dressed in bright 
| Bermuda sherts and wore umbrella 
hats, which looked like miniature 
| beach umbrellas. Newspaper ads 


Elected were Joseph A, Ander- 


A. Young Spring & Wire Corp.;| 
J. E. Martin, Dana Corp.; A. J. 
Mummert, McQuay-Norris Mfg. Co., 
and George Spatta, Clark Equip- 
ment Co. 












Forsythe's Courtesy Cor— 

An attractive chaufferette pilots Forsythe 
Motors’ Courtesy Cor, which has helped 
boost service absorption to 83 percent at 
the Syracuse Dodge-Plymouth dealership. 
The station wagon operates on an hourly 
schedule between the dealership and five 
downtown points for the convenience of 
women customers who wish to shop while 
their cars are being serviced. 

* * > 

backing up the campaign carried 
the slogan: “See the Man in the 
Short Pants for the Long Deal.” 

“Some might think it corny,” 
Wolf said, “but it started people 
talking—and brought them in. Even 
the local papers covered it as a 
news story. 

“The courtesy car also has started 
people talking. You know—the one- 
woman-tells-another sort of thing. 
I feel it has helped boost our serv- 
ice absorption to its present 83 per- 
cent. Our goal is 100 percent. Then 
every car sale is a clear profit.” 





Downpayment to Jail 

OAKLAND, Calif. — Irving H. 
Blair, 39, a used-car salesman, has 
been sentenced to prison for 
gambling away a customer’s $400 
downpayment. Blair was given a 
term of one to 10 years after he 
admitted using the money for 
gambling in Reno, Nev. 











USED CAR DEALERS 
We can supply you with 


CHEVROLETS 


FORDS 


1955 - MODELS - 1956 
other makes too 
wholesale prices 


lowest 
all cars clean 


As Near As Your Telephone 


EMKAY, INC. 


6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: MUseum 4.6969 
Ask for Ben Geller 
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Meeting the Practical Problems .. . 





Eprror’s Notre: This is one of 
a series of letters on practical | 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 








* * ok | 
\ Dear Ed: 
/ Vail Moves into New Building— HESE ~— se citte gon 3 
j This modern building is the new home of Vail Motor Corp. (Buick-Pontiac), River-| | eae ‘ oe o58, Rave 4a ; 
head, N. Y. The dealership is owned by Carl Vail. : a Bert Simons 





Ed, it’s the time of the year 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 





Case Histories of a Salesman 


and, if you’re |to draw the crowd. We got «xcel. 


careful, at the 
end of such a 
week you might 
wind up apply- 
ing for a job as 


guide in a mu- | 


seum., 


Here’s how it | 


happened at my 
dealership on 
announcement 


lent results. There were times that 
evening that you couldn’t wali two 
steps without bumping into some 


one, 
* * * 


ICH were the prospects and 
which were the sightseers? 
This, in a nutshell, was the prob- 
lem. For a while I stood to one 
side, well, as far as I could, any- 


| way, and observed the people 


night. First, let | 
me give you a | 
Wondering how new-car and truck production and sales are making out? AUTOMO-| whon you talk to people from bit of background. It’s a very 


automotive industry, every week throughout the year. early morning to late at night ' large place and we went all out 








HERE COME THE ’57 CARS, WITH 


6,600,000 





Keeps car seats like new . . . 
Lets beauty shine through. 





VINALON® Will Sell and Satisfy Them! 
Vi 


NEW 





And Only Southbridge “Picture-Window Clear” 


LO N ® Owners want to enjoy the fashionable new upholstery of their dazzling 
NA 1957 cars...mnot hide the colorful interior beauty. That’s why seat 


is the only clear plastic covers of VINALON are your best bet to help you snap up millions of 


GUARANTEED 


fies upholstery color, makes it more brilliantly beautiful. 
life of the car! Pp ry y 


profitable new customers! And double-polished clear VINALON intensi- 


for the a Only VINALON has been thoroughly laboratory-tested, road-tested, 
against Cracking, Splitting, proved satisfactory—with millions of motorists! 
Deterioration. Only VINALON gives you and your customer a written “life of the car” 


Discoloration, 
Protects upholstery —, sate 
_ari nd rime— 
sun and freeze grit es eor-rein and water! publicity and exploitation program! Offers sensational 
an 6 rantee in the industry! including the exclusive “Patchbook”. 
itten gua 
Greatest writte ; 


guarantee! Ends “adjustments” . . . boosts your profits! 


write your seat cover supplier or jobber for details today. 


SOUTHBRIDGE -@vtico 


Division of Golding Bros. Company, Inc. * 241 Church Street, New York 13, N.Y. * Telephone CAnal 6-5432 





Only VINALON backs your sales effort with a nation-wide promotion, 


sales helps, 


Get in front of the seat cover sales parade with VINALON. Call, wire, 


milling around. 

Finally, I selected what I 
thought was a likely prospect 
and struck up a conversation 
with him and his wife. 

After a few minutes of qualify- 
ing chatter, I said: “Let’s get 
away from this mob. I have a 
demonstrator out in back and can 
show you and tell you more about 


| this wonderful all-new car while 





you are driving it yourself. Cer- 
tainly it will be with less confu- 


| sion.” 


Well, the prospect accepted this 
as a special privilege. To me, it 
was what I was looking for: A 
chance to sell a car to someone 
who seemed to be interested. 

The demo ride was very 
pleasant. I drove away from 
the dealership explaining all 
the new features and reminding 
them of the old ones, too. 

Then, after a while, I pulled 
over and invited the prospect— 
his name was St. Charles—to take 


| the wheel. I briefly acquainted 


him with the new controls and 
away he went. Meanwhile, I kept 


talking about our new model. 
* > * 


yy we were about half-way 
b 


ack, I asked if Mrs. St. 


| Charles drove. She did and drove 
| us back to the showroom. During 


this last lap, all three of us were 
selling each other on this new 
model. 

Pretty soon, Mrs. St. Charles 
asked me how much the car cost 
and how soon she could have it. 

“Not much and you can have 
it tonight,” I replied. 

The moral is: When you've got 
more lookers than salesmen, 
qualify a few, pick a live one and 
shoot the works. 

Unless you just want to gather 
experience to become a “museum 
guide.” 

—Bert Simons. 


Car Thefts Put 
In ‘Big Business’ 


Class by FBI 


SAVANNAH, Ga. — Stealing cars 
has become “big business,” J. M. 
Lopez, special agent in charge of 
the Savannah office of the Federal 
Bureau of Investigation, said at 4 
conference here on auto thefts. 

Lopez noted that 134,000 cars 
were stolen from January to June 
this year, a 22 percent increase 


over the same period last year. 
This, he said, represents the larg- 


est single increase in crime in this 
country. 

Car dealers and representatives 
of law enforcement agencies, in- 
surance and finance companies at- 
tended the conference. 

Lopez said approximately 92 per- 


cent of stolen cars are recovered. 
Although the remaining 8 percent 
seems like a small figure, he added, 
“it represents around 16,000 autos 
that are stolen and never heard 


from again.” 


U. C. Manager 
Jailed in Fraud 


DENVER. — Robert R. Billings- 


ley, manager of the Binx Johnson 
Used Car Lot here, has been jailed 
on charges of forgery and fraud. 


Bert Keating, district attorney, 


said Billingsley admitted altering 
car-sales contracts and forging 
signatures of salesmen and pur- 
chasers to bilk the auto firm. 


Billingsley was tripped up cash- 
ing a check for the sale of tradcin, 


which was not shown on the altered 


sales contract, Keating said. He 
added that Billingsley admitted, in 


other cases, that he had reduced 
the amounts of sales prices on 
altered and forged contracts and 


had pocketed the difference. 
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Upkeep of U. S. Industry... 


Price of Progress: 


$40 Billion 


CHICAGO, — American industry 
and business face costs of $40 bil- 
lion annually to replace and main- 
tain machinery, absorb the yearly 
growth of the labor force and pro- 
yide for a nominal increase in in- 
dividual productivity, a Ford Motor 
Company executive said here. 

The summary of necessary spend- 
ing for “upkeep” and expansion was 
presented by D.S. Harder, executive 
vice - president 
of basic manu- 
facturing divi-| 
sions.Harder, 
who coined the 
word “automa- 
tion,” spoke be- 
fore members of 
the National 
MachineTool 
Builders Assn. 
convened at the 
Edgewater Beach 
Hotel. 





D. 8. Harder 
The total American working 


force, excluding employes of 
government and financial institu- 
tions, uses assets valued at nearly | 
$700 billion — a national average 
investment of $12,500 for every in- 
dividual — which includes plants 
and equipment, land and natural | 
resources and working capital, 
Harder said. 

“At the minimum $25 _billion | 





the social 
manufacturing trend. 


a Year 


implications of this 


The concept of automation did 
not originate overnight, but 
evolved over many years, Harder 
explained. Present automatic 
production lines are the result of 
combining automatic individual 


machines and transfer equipment 
between machines, he said. 
“Lately, we have seen much 


printed speculation on the future of 
automation,” Harder said. 

“On the one hand, some people 
|envision completely automatic fac- 
tories with robots replacing many 
workers. A more moderate group 
is concerned over the rate at which 
industry will automate its factories, 
and the effect of this change on 
the economy. Actually, as has been 
said many times, the trend will 
continue to be evolutionary.” 

Management must move carefully 
in this area, Harder warned, since 
no standard replacement formula 


Schnurmacher Picked 


NEW YORK, — Charles Schnur- 
| macher, president of Schnurmacher 
Corp., has been appointed chairman 
of the automotive division of the 
1957 National Foundation for In- 
fantile Paralysis Campaign. 





can be applied indiscriminately to 
all operations. 

The automobile industry, a sym- 
bol of rapid technoligical advance- 
ment, indicates what happens when 
equipment is improved and ex- 
panded, according to Harder. 

Production and sales have in- 
creased faster than the growth in 
population, while jobs in the indus- 
try have doubled and average 
weekly earnings have tripled since 
1939, he said. 

“Certain elements in our society 
| always associate increased mech- 
| anization with unemployment 
when just the opposite is true,” 
Harder said. 








Metropolitan Sales Up 


74.8 Pct. in October 


DETROIT.—Sales of American 
Motors Corp.’s Metropolitan 
amounted to 745 units in October, 
compared to 426 in October, 1955, 
according to J. W. Watson, Met- 
ropolitan sales manager. This was 
an increase of 74.8 percent, 

Watson said, “Nash and Hud- 
son dealers across the country 
report that the demand for the 
Metropolitan is increasing stead-. 
ily. In many areas the demand 
for the Metropolitan ‘1500’ is ex- 
ceeding the current supply.” 





“Each year the rate of installa-|the rate of mechanization went 
tion of labor-saving devices went | down, employment went down. This 
| up, employment went up, Each year | has been true constantly since 1910.” 





Layers of glass cloth saturated with the 
resin mix are set in place and shaped 
roughly to conform to the section being 
repaired. Several layers can be built up 
to fit required contours. 


While the damaged area is being heated 
after cleaning by sanding and solvent 
(background), the glass cloth patches are 
cut to size and the BAKELITE Epoxy Resin 
is mixed with its hardener. 


A fender that’s rusted through like this 
can really depreciate a car's value. Be- 
sides spoiling the appearance, it costs 
a lot to repair with conventional meth- 
ods and materials. 


are needed each year to main- 
tain existing plant and equipment | 
—to keep it in working order 
without adding to it or improving 
it,” he said. “This amounts to 
$450 a year just to maintain a job 
after $12,500 has been invested to 
create it. 

“Every year, at least 400,000 new | 
workers join the labor force,” 
Harder said. “Each expects as his 
birthright a standard of living twice | 
that of his father at the same age. | 
Conservatively, it takes $5 billion | 
to supply equipment for this legion| 
of youth. 

“We must also provide for greater | 
productivity and that means we} 
must add at least 1.5 percent each | 
year to the investment for each} 
worker. For this, $10 billion a year 
are needed,” Harder said. 

A minimum $40 billion annual 
outlay by private nonfarm business 
alone is “a must if we are to con- 
tinue the rate of growth and im- 
provement realized in the past,” 
Harder said. 

Harder also discussed the devel-| 
opment of automatic production | 
lines, the capital investment 
required for such equipment and| 


Buffalo Dealers | 
Seek to Stamp Out | 
Phony Practices 


BUFFALO. — The Buffalo Auto-| 
mobile Dealers Assn, has launched | 
a@ newspaper advertising campaign | 
to help stamp out misleading ad- 
vertising and questionable selling| 
Practices used by a few Buffalo 
dealers. 

Conducted in cooperation with| 
the Buffalo Better Business Bureau, | 
the campaign will be designed to} 
alert customers to such devices as 
exaggerted tradein allowances and/| 
verbal guarantees that are not sub- 
stantiated in writing. 

Edward E. Tunmore, association 
President, and Mearl D. Pritchard, | 
BBB president, are directing the 
campaign. 

Tunmore said that more than 90) 
Percent of the association members| 
had signed a pledge promising to| 
comply with a code of ethics. The 
association has asked the BBB to 
use these standards as a yardstick | 
in checking advertising and selling) 
Practices of dealers as a means of 
Protecting the reliable dealer and| 
the car buyer from unfair and de-| 
ceptive practices. 

Pritchard commended the associ-| 
ation for its “constructive step” | 
toward self regulation. 


Atlanta Deals Add Packard 

ATLANTA, — Yarbrough Motor| 
Co. and Chick Barron, Inc., both 
Studebaker dealerships, have added | 

ackard franchises. | 


Patching fender with 


heinlorced plastic saves 707 


Patching this fender took just a little over an 
hour. The saving was 70 per cent of the cost of 
doing the job with conventional materials and 
methods. Figure your own savings in dollars 
and time when you patch rusted or dented sheet 
metal with this lamination of glass cloth and 
Bake.ite Brand Epoxy Resins. 

BakELITE Epoxy Resins are extremely dura- 
ble when cured — hard, tough, resistant to 
moisture, corrosion, chemicals. They're easy to 
work with. The liquid resin is mixed with its 
liquid hardener and cures at room temperature 
or by infra-red lamps. For more information, 
write Dept. SG-10 











Heating with infra-red lamps causes the resin-hardener mixture to set. 
This operation takes about fifteen minutes. Shrinkage is no problem with 
BakELITE Epoxy Resins. Patch holds fast to metal base. 


Final operation before painting involves usual procedure of sanding the 
glass cloth—Baxeire Epoxy Resin laminated patch. Patch could also 
be machined or drilled. Paint is applied as with metal. 
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BAKELITE COMPANY 
A Division of Union Carbide and Carbon Corporation 
UCC 
30 East 42nd Street, New York 17, N. Y. 


The term Bake tre and the Trefoil Symbol 
are registered trade-marks of UCC 


Apply compound based on BaKELITE 
Epoxy Resin. Shaped roughly to dam- 
aged area, it’s easy to form needed con- 
tours. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Electronic Control Seen 


For Engine, Transmission 


fe VECATEO monitoring of en- 
gine and transmission controls 
by means of a built-in electronic 
computer is seen as a possibility for 
the truck of the near-future by 
Philip J. Monaghan, general man- 
ager, GMC Truck and Coach Divi- 
sion. 

Such a development should be 
considered as the ultimate in what 
already is a 10-year effort by indus- 
try designers to improve engine- 
transmission inter-relationships. 
The many engineers who have been 
working in this direction will be 





encouraged to note that Monaghan 
foresees improved automatic trans- 
missions and electronic sensing de- 
vices that would keep the engine- 
transmission unit operating with 
maximum effectiveness at all times. 

He said, “Much can be accom- 
plished in interrelating the trans- 
mission and engine controls and 
in setting them to provide an 
optimum relationship suited to 
the prevailing operating condi- 
tions. 

“For example,” he continued, 
“electronic sensing units can re- 
ceive data such as vehicle speed, 
load and road conditions and other 


| matically perform the calculation 
| indicating the most suitable engine| gig 
and transmission adjustments to) _. 


provide economical operation for 
these conditions.” 

Signals which will initiate auto- 
matic resetting of controls also can 
be originated by the computers as 
envisioned by Monaghan. 

With operating cost and profit 
factors figured in fractions of a 
cent per mile, truckers undoubtedly 
will welcome such engineering ad- 
vancements that hold promise of 
improving economy. Monaghan said 
that fuel economy could be doubled 
with electronic controls for the en- 
gine and transmission, 

Backing up Monaghan’s refer- 
ence to this idea as a possibility 
for the near future, GMC engi- 
neers told me that such a devel- 
opment already is technically 

feasible. Principal remaining en- 
gineering problems are those re- 
lated to production design and 
progress toward commercial 
status. 


One interesting technical point 
illustrates the practicality of this 
development and the down-to-earth 
approach taken by engineers who 
have worked on the project. When 
I inquired about the fundamentals 





Olds on Trail— 


A portion of the 37-car caravan of 
1957 Oldsmobiles which were subjected 
to extensive road trails and tests at GM's 
Desert Proving Ground is shown in this 
view of one of the milder sections of the 
Arizona terrain. 

i, ae 
pared for use by the computer, I 
was informed that, to obtain a 


pertinent data and can then auto-!or how the “feed-in” data is pre-| speed-sensitive signal, the device 





if you’re particular about your service 








sell WOLF’S HEAD 





Selling Wotr¥’s HEap Oil is a mark of better service. 


Whether it’s for a complete oil change or for a ‘“‘make-up”’ 
sale... nationally-advertised Wo.LFr’s HEap is the “‘finest 


of the fine’”’ to the vast number of drivers who demand 


the best in oil for their cars. It’s the super-refinement of 
nature’s finest, most expensive crude. Scientifically forti- 
fied to clean as it lubricates ... Woxir’s HEapD prevents 
unnecessary wear and provides modern cars with the 


extra ‘‘all-around” protection they need. 


Sell WotFr’s HEap...Superior Premium Quality all the way. 


WOLF’S HEAD MOTOR OIL AND LUBES 


100% Pure Pennsylvania—Scientifically Fortified es Member, Penna. Grade Crude Oil Association 


* Keeps 
* Keeps 





100% PURE PENNSYLVANIA 
* Longer Lasting 
* Superior Protection 


Engines Clean 


Power High 


Freel 


“GUIDE TO THE WEATHER” 
Folder. Tells how to be your 
own weather forecaster. Write 
for your copy. 


WOLF’S HEAD OIL REFINING CO., inc. 


Oil CITY, PA. 


New York Office: Glendale 27, N. Y. 


— 


simply counts the sparks - 
divides by eight and multiplies by 
two. 

So you see the engine-transmig. 
sion computer control really isn’t 
mysterious after all. It’s siinple 
when you know how. 

+ * + 


°57 Production Samples 
Get Rugged Road Trials 


oo extent to which quality con. 
trol is emphasized in introdue. 
ing a new model into production 
was illustrated dramatically earlier 
this month, when Oldsmobile trang. 
ported a batch of 40 cars from its 


:|initial ’57 production run to Ari- 


zona for thorough road trials. 


Purpose of Oldsmobile manage. 
ment in road testing such a large 
production sample was to acceler. 
ate the normal procedures for find. 
ing and correcting defects that may 
show up only on a small percentage 
of cars. 

As explained by Jack F. Wolf- 
ram, general manager of Oldsmo- 
bile, “If, on a certain part of the 
car, you have only a two percent 
defect, that sounds small—but, 
don’t forget that it’s 100 percent 
to the man who buys the car with 
the defect.” 


“Mass field testing of a new 
model even before it goes on the 
market will assure a quality prod- 
uct right from the very start of 
production,” stated Wolfram. 


Certainly, those of us who piloted 
1957 Oldsmobiles in the 37-car cara- 
van covered the steep grades and 
sharp switchbacks of the Apache 
Trail will agree that engineers 
chose a test course capable of un- 
covering even the peskiest produc- 
tion bugs. 

Considering the road conditions, 
I enjoyed an uncommonly comfort- 
able back-seat ride all the way 
from Phoenix to the Tonto National 
Monument. Then, at the wheel for 
the 100-mile drive returning to 
Camelback Inn through Globe, Ariz, 
I experienced definitely favorable 
impressions of roadability and han- 
dling improvements attributable to 
design changes in the ’57 model. 


Chassis and suspension changes 
unquestionably have contributed to 
flat cornering and reduction of body 
sway on winding roads. 

An early driving reaction is that 
of being pleased with all-around 
stability of the car. It tends to go 
“straight down the road” and re 
turns to a straight course when a 
turn is completed. 

my opinion, the antidive 
geometry of the new ball joint 
front end is remarkably effective 
in minimizing nose-down during 
braking. Transmission refine- 
ments also were evident, as the 
relatively rough 2-3 automatic 
shift has been smoothed out by 
changes in valving and accumu- 
lator characteristics. 

Personally, I should add that 
there’s nothing like a hike up the 
trail to Pueblo Indian cliff-dwelling 
ruins to impel respect for the abil- 
ity of modern automobiles to en- 
dure steep hill-climb without 
strain. This hiking trail rises ver- 
tically 350 feet in a distance of one 
half mile. After puffing my way to 
the top, I thought that Indians who 
negotiated the same trail carrying 
heavy baskets of grain must have 
been a tough breed, and strong in 


the leg. 
. * * 


a= morning after our tour of 
the scenic Apache Trail, the 
press group assembled at the GM 
Desert Proving Ground near Mesa, 
Ariz. Various acceleration demon- 
strations afforded ample proof that 
the 1957 product is superior to its 
predecessor in the performance 
category as well as in all-around 
roadability. Typical of improve 
ments obtained was the 0-to-60- 
m.p.h. acceleration time of 10 sec- 
onds for the 1957 Golden Rocket 88 
—a two-second gain over the time 
made by its 1956 counterpart. 

On the 1957 Super 88 model, 
the new three-dual carburetion 
installation was shown fo move 
from standing start to 60 m.ph 
in 8% seconds, which represented 
@ one-second reduction over the 
acceleration time for the same 
model with standard four-barrel 
carburetor. 

Engine horsepower and torque 
curves were openly displayed for 
the three-dual-carburetor setup. But 
no such performance figures were 
revealed for the experimental fuel 
injection job—which was demon- 
strated to be even “hotter” than 
the triple-carburetor fuel system. 
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Sales Conditions in Various Areas... 





~ Auto Market Reports 


Augusta, Ga. 
Sales of new cars in Augusta,| 
Ga. during October showed a 5) 
reent increase over the same) 
month last year and a 2 percent) 
rise for the first nine months of| 
the year, compared with the first} 
three quarters of 1955. 
Dealers here are suggesting that) 
sales of new and used cars in 1957) 
will top this year by 8 percent or 
more, despite more difficult work- 
ing conditions. 
Chevrolet, Ford, Pontiac, Dodge, | 
Oldsmobile, Plymouth and Buick| 
remain the seven top sellers.—(Ju- 
lanie Lampkin.) ‘ 
+. 


Columbus, O. 


October found new-car registra- 
tions in Franklin County (Colum- 
pus), O., virtually unchanged from 
the previous month. The total was 
1909 in October and 1,925 in Sep- 
tember. 

Ford, however, replaced Chevro- 
let as best-seller by a score of 508 
to 455. In September, Chevrolet led, 
526 to 385. 

Other October registrations 
were: Buick, 172; Oldsmobile, 150; 
Pontiac, 149; Dodge, 148; Plym- 
outh, 96; Mercury, 71; Chrysler, 
82; DeSoto, 27; Volkswagen, 23; 
Nash, 16; Cadillac, 13; Lincoln, 
10; Checker, 9; Studebaker, 6; 
Clipper, 5; Hudson, 4; Imperial, 
3; MG, 3; Rambler, 3; Triumph, 
2; DKW, 1; Jaguar, 1; Packard, 
1, and Willys, 1. 

Tax-paid used-car transactions in 
October totalled 5,325, up 12 percent 
from the previous month’s 4,747. 

New-truck registrations amounted 
to 171 in October, up 4 percent 
from the 164 counted in September. 
By makes, October new-truck)| 
registrations were: Ford, 61; Chev- 
rolet, 36; International, 25; GMC, 
21; Dodge, 15; White, 7; Mack, 3; 
Reo, 2, and Willys, 1. 

Tax-paid used-truck sales rose 39 
percent in October, from 284 to 397. 
—(Bert Strang.) 

= * * 


Washington, D. C. 


A total of 1,556 new cars were 
registered in the National Capital 
area during October, compared with 
1479 in the previous month, for a 
gain of 5 percent, according to fig- 
ures compiled by the Automotive 
Trade Assn. — National Capital 
Area, 

New -truck registrations, mean- 
while, jumped 33 percent, from 137 
to 183. 

By make, October new-car reg- 
istrations were: Chevrolet, 455; 
Ford, 339; Plymouth, 149; Olds- 
mobile, 129; Pontiac, 102; Buick, 
97; Mercury, 55; Dodge, 45; Cad- 
illac, 41; Chrysler, 28; DeSoto, 
28; Lincoln, 19; Nash, 12; Pack- 
ard, 7; Studebaker, 5; Hudson, 4; 
seoertal, 2, and miscellaneous, 
Truck registrations were: Chev- 
rolet, 61; Ford, 51; International, 
25; Dodge, 14; GMC, 13; Reo, 6;| 
Divco, 3; White, 3; Mack, 2; Willys, | 
1, and miscellaneous, 4.—(William | 
Uliman.) 


* * 


. 
Clevelan 

A slight upbeat in automotive 
Sales was reflected in the opening 
week of November as new-car mod- 
els instilled high interest in the 
Cleveland area. 

First-week sales totalled 1,308, 
compared with 1,273 for the pre- 
vious week. Used-car sales were 
1,614, down from 1,754 for the 
Previous seven days. Commercial 
sales of 111 new and 66 used re- 
flected continued warm-weather 
which has helped the construc- 
tion business. 

For October, new-car sales of 
5,792 were at least 500 under the 
1955 figure. Used-car turnover of 
7,685 was about 600 below the pre- 
vious year’s figure; commercial 
Sales of 447 and 315 were about 
equal to the 1955. month.—(Sanford 
Markey.) 


* x * 


Indianapolis 
A gain of 28 percent was re- 
corded for new-car registrations in 
rion County (Indianapolis), Ind., 
during October, according to fig- 
ures compiled by the Indianapolis 
Automobile Trade Assn. 





The October total was 2,189, com- 


By makes, October registra- 
tions were: Ford, 578; Chevrolet, 
480; Oldsmobile, 243; Buick, 187; 
Pontiac, 177; Mercury, 126; Plym- 
outh, 106; Dodge, 52; Chrysler, 
48; Cadillac, 38; DeSoto, 33; Nash, 
30; Studebaker, 21; Volkswagen, 
16; Hudson, 12; Lincoln, 12; Tri- 
umph, 7; Jaguar, 5; Packard, 5; 
Imperial, 3; MG, 3; Austin, 2; 
Borgward, 1; Mercedes, 1; Mor- 


gan, 1; Porsche, 1, and Willys, 1. | 


Truck registrations in October 
jumped 42 percent, climing to 263 
from 185 a month earlier. Ten- 
month totals were 2,384 for 1956 and 
2,948 for 1955. 

By makes, October registrations 
were: Ford, 79; Chevrolet, 76; In- 
ternational, 34; White, 24; Dodge, 
13; GMC, 13; Reo, 8; Autocar, 4; 






MECHANICAL OPERATIONS—This model has a Dual 
reverse worm driven power unit built in as an inte- 


grate part of the wrecker 


power-down operations without ratchets or manually 
operated brakes. De-clutching mechanism to permit 
unreeling cable by hand. Automatic backlash brakes 
to prevent drums from spinning and causing loose 


cable on drum. Positive rear 


of body to assure complete and accurate control of 


|pared with 1,705 in the previous; Divco, 4; Willys, 3; Diamond T, 1; 
| month. For the first 10 months, the| Studebaker, 1, and miscellaneous, 
1956 total is 23,305, far below the) 3.—(C, L, Kern.) 
36,287 registrations recorded in the| * 

same period of 1955. 


+ * 
Boise, Id. 

| A total of 218 new cars were 
| registered in Ada County (Boise), 
|Id., during October, a gain of 12 
| percent over the 195 counted in the 
| previous month, 

New-truck registrations, mean- 
while, advanced 34 percent, from 
50 to 67. 

October new-car registrations 
by makes were: Chevrolet, 44; 
Ford, 36; Buick, 21; Pontiac, 18; 
Plymouth, 15; Nash, 13; Oldsmo- 
bile, 13; Cadillac, 10; Hudson, 9; 
Mercury, 9; Studebaker, 6; Chrys- 
ler, 4; DeSoto, 3; Dodge, 3; Willys, 
3; Lincoln, 2, and miscellaneous, 


Truck registrations were: Ford, 
25; Chevrolet, 23; International, 12; 


to afford power-up and 


end controls on each side 


both drums in either direction. 





Dodge, 2; Studebaker, 2; GMC, 1; 
White, 1, and Willys, 1. 


* * * 


Sioux City, Ia. 

New-car dealers in Woodbury 
County (Sioux City), Ia., delivered 
223 new cars in October, a gain of 
23 percent over the previous 
month’s total of 181. 

New-truck registrations, however, 
dropped 17 percent, from 34 in Sep- 
tember to 28 in October. 

The October new-car break- 
down showed: Chevrolet, 63; 
Ford, 55; Oldsmobile, 23; Buick, 
20; Pontiac, 17; Plymouth, 16; 
Chrysler, 6; Cadillac, 4; DeSoto, 
4; Mercury, 4; Dodge, 3; Nash, 
3; Hudson, 2; Lincoln, 2, and 
Studebaker, 1. 

Truck registrations were: Ford, 
12; Chevrolet, 7; International 5; 
Diamond T, 2, and GMC, 2, 


* * * 


Manhattan, Kans. 

Sales of new cars in Riley 
County (Manhattan), Kans., con- 
inued to slump in October, making 
the third consecutive month that 
sales in this department have de- 
clined. 

According to registrations at the 
county treasurer’s office, t here 


. i 
NEW HOLMES Model 470 HAS 
MANY DESIRABLE FEATURES 


¥% Design small and compact (Frame no higher than Cab) 
with all the power-operated features of the larger more 
expensive Holmes models. 


% Can be installed with Holmes platform type service 
body on any truck of | to 2 ton capacity. 





a OE 


ERNEST HOLMES COMPANY 


Chattanooga 7, 
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were 62 new cars sold in October, 
compared with 85 in September, a 
decline of 27 percent. 

Used-car sales also continued 
to decline, with 244 registered in 
October and 393 in September. 

New-truck sales slumped deci- 

sively with six being registered in 
October, against 13 the previous 
month. 

In the used-truck department, 
there were only 10 units sold. com- 
pared to 28 in September..— (George 


M. Hunholtz.) 
& * * 
Cincinnati 


Sales of new automobiles in 
Hamilton County (Cincinnati), O., 
in the week ended Nov. 5 totalled 
591 units, or 3 percent fewer than 
the 613 sold in the previous week. 

Used cars also declined, falling 
4 percent from 945 to 914. 

Truck sales reflected the only 
increase, New-truck transactions 
were up from 43 to 60, and used 
trucks climbed from 44 to 52. 

Total sales for the week were 
1,617, compared with 1,645 for the 
previous week and 1,574 for the 
comparable week of 1955. 

Repossessions during the week 

(Continued on Page 51, Col. 1) 








¥%& Fast, Flexible, easy to maneuver around shop or in 
traffic. Ideal for pick-up and towing in congested city 
areas. Specially suited for short turns on winding ramps 
and into on-the-street doorways. 


% Versatile, handles all cars and light trucks. Economical 
to operate—Profitable to use. Write factory for details. 


Tennessee 
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Roundup from State Capitals .. . 
Legislation Affecting Auto Industry 


By Bethune Jones 


Legislative Correspondent 
OE of the most widespread issues of automotive interest 
confronting the legislatures convening next year in 45 
states will be the problem of providing more effective pro- 
tection against financially irresponsible motorists. 
Proposed solutions include the following : 


1. Outright compulsoryf, 
motor vehicle liability insur- 


ance, thus far adopted only 
by Massachusetts and New York. 

States in which such measures 
probably will be considered include 
Arizona, Arkansas, California, 
Georgia, Idaho, Indiana, Maryland, 
Michigan, Missouri, New Hamp- 
shire, New Jersey, Pennsylvania, 
Rhode Island, South Carolina, Ten- 
nessee and Wisconsin. 

Enactment of such a measure 
this year in New York will give 





added impetus to similar proposals 
in other states next year. 

2.More stringent motorists’ 
financial responsibility laws, pro- 
viding for suspension of driving 
privileges of accident - involved 
motorists unable to demonstrate 
ability to pay damage claims 
through insurance or otherwise. 

Such laws already are the most 
widespread type of legislative effort 
to deal with the financial irrespon- 
sible motorist. As in other recent 
years, many bills will be introduced 
in state legislatures to make these 
laws tougher as an alternative to 





compulsory insurance or other 
more stringent means. 
+ . + 


Unsatisfied Fund Claim 


CREATION of special state 


5 funds for payment of unsatis- 
fied claims arising out of motor 
vehicle accidents. 

Already in effect in North Dakota 
and New Jersey, such funds are 
sustained by additional fees as- 


sessed against highway users and| i 
insurance companies, They are de-| 


signed to give some financial relief 
for damage cause by uninsured, hit- 
and-run, nonresident, or unauthor- 
ized-use drivers. An increasing 
number of legislatures will 
sider them next year. 

4. Laws providing for impound- 
ment of accident-involved vehi- 
cles of financially - irresponsible 
drivers. 


Aimed primarily at nonresident | 


Here’s the Best Match for Cars 
Originally Finished in Black Lacquer! 


Ueda Pall 


ORIGINAL EQUIPMENT BLACK 


e Ditzler’s new DAL-9200 is the deepest, 
finest, most beautiful Black Lacquer you can 
buy. It is designed primarily for use on cars 
that need a durable high-lustre black lacquer 
to match their rich original finish. 


e This new high-quality Double-Deep Black 
Lacquer saves work for the painter. Because 
of its excellent film thickness and coverage, 


con-| 





accident-involved drivers, such bills! 
have appeared in increasing num- 
bers in recent years and will be up 


again in 1957. 
* + * 


Law Recommended in Pa. 
A= significant new develop- 
ments in preparations for legis- 
lative consideration next year of 
the financially irresponsible motor- 
ist, enactment of a Pennsylvania | 
compulsory 
bility insurance 
law was recom-| 
mended to Gov. 
George Leader by 
a special study 
committee he 
named last year. 
The 
vania committee 
recommend that 


all drivers be re-| 


quired to carry a 

Bethune Jones stipulated mini- 
mum of liability insurance against 
death, injury and property damage, 
or post a $25,000 bond to insure 


| payment of claims arising from 


automobile accidents. Out-of-state 


| motorists also would be required to 


meet such requirements before) 
driving in Pennsylvania. 


Leader said he would urge the 


lia-| 





fewer coats are required. Less thinner is needed 
—equal parts of thinner and lacquer assure 
highly pleasing results. When used with 
Ditzler’s DTL-113 High Gloss Lacquer Thin- 
ner, no polishing is needed to produce a 
gleaming natural lustre on over-all jobs. It’s 
easy to polish when a rabbed finish is desired 


on spot work. 


DITZLER COLOR DIVISION, Pittsburgh Plate Glass Company, Detroit 4, Michigan 
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1957 Legislature to enact the com. 
mittee’s recommendations, which 
also included a proposal that the 
operator’s license fee be increased 
to establish a fund from which 
to pay claims involving hit-rug 
drivers, drivers of stolen vehicles 
and persons who failed to main. 
tain financial responsibility. 


Also proposed by the committee 


| were periodic re-examination of 


automobile and truck drivers and 
requirement that drivers 16 and 17 
years old be permitted to drive only 
|if they have completed an authorm 
ized driving-school course, 
* * + 

fy eee legislative interim 
+ study committee will recom. 


|mend enactment of a compulso 
Pennsyl- r.! 


motor vehicle liability insurange 
law to the 1957 State Legislature 
according to its chairman, Senator 
Thomas F. Dempsey, Baltimore 
Democrat, Under the proposal, fail. 
ure to carry liability insurance 
would result in a revocation of 
license plates of the uninsured ve 
hicle. The committee estimated 
there are now 200,000 uninsured 
cars in the state. 


New Hampshire’s State Legis- 
lative Council, an interim study 
agency, decided to recommend 
that the 1957 State Legislature 
set up a five-member committee 
for further study of the problem 
of the uninsured motorist. 


A plan for selling automobile lia- 
bility insurance in Massachusetts 
on a group basis, like accident and 
health plans, with premiums to be 
deducted from salaries by employ- 
ers, is included in a program pro- 
posed by a state lawmaker to reduce 
insurance costs and curb accidents, 

7 * * 


Safety Programs Continue 


O= phases of the highway 
safety problem are contin 

as a top issue in many state capi- 
tals throughout the country, with 
developments including endorse 
ment by the Kansas Governors 
Highway Safety Conference of 4 
1957 legislative program. 


The program would bring Kan- 
sas traffic laws into conformity 
with the uniform motor vehicle 
code; impose a 60 - mile - an - hour 
daytime speed limit and a 55-mile 
night limit; provide state financial 
aid to high school driver training 
courses so that “no driver's license 
would be issued to any new driver 
until that driver has completed @ 
behind - the- wheel driver training 
course;” expand the State Highway 
Patrol from 165 to 250 troopers 
within the next two years, and 
modernize the driver’s license law. 

A legislative program recom- 
mended to the Colorado Citizens 
Traffic Safety Committee by State - 
Patrol Chief Gilbert Carrel in- 
cluded proposal for an absolute 
speed limit and a point penalty 
system for drivers. 

Strengthening of the state motor 
vehicle inspection law and provi- 
sions for penalties also were urged 
by Carrel. He said presently there 
are no definite procedures provid- 
ing penalties when inspection sta- 
tions issue stickers without proper 
inspections, 

o = 7 

Transfer of Responsibility 
CAmm. also proposed transfer 

of responsibility for testing and 
approval of automotive devices 
from the Colorado Department of 
Highways to the State Motor Vehi- 
cle Division. He explained this 
would open the way for rules and 
regulations for mandatory installa- 
tion of seat belts and other safety 
features, 

Carrel further urged that Colo 
rado join other states in requiring 
that all traffic must stop whem 
school buses are loading or unload- 
ing, and that a law be enacted to 
permit suspension or revocation 
the licenses of drivers refusing © 
take chemical tests for intoxica- 
tion. 

Recommendations adopted by 
the California Governor’s Traffic 
Safety Conference called for: 
Mandatory jail terms for drunken 
drivers; statewide use of radar 
devices for checking speeding 
cars; a requirement that all traf- 
fic judges have previous judicial 
experience; uniformity of signs, 
signals and other traffic devices; 
a requirement that all applicants 
for driver licenses be able to read 
and write; uniform handling of 
traffic cases regardless of the age 
of the offender; establishment or 
expansion of schools for traffic | 

(Continued on Page 41, Col. 1) 
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‘Across the Nation... 


Auto Dealer Changes 


Motors, Inc., a used-car business 
at 1221 W. Grant St. has opened 
Arrow Acceptance Corp., an auto 
finance firm, at the Grant St. lo- 


cation, 
| * * 


* 

| Foreign Motors Opens | Mur phy Signs Oldsmobile, 

J. Fox and Theodore Barnum| Goes Back to New Cars 
opened Foreign Motors, Inc.| Andrew Murphy & Son, Inc.,| 
Vancouver, Wash, They are from|Omaha, a former Chrysler-| 
and, Ore. Plymouth dealership which dropped 
a. - its new-car franchise last spring, 
Partners Buy Arnett ee that it will become 

% an smobile dealer. 

nett Motor Co. (Ford), Clat-| Norbert R. Wolke, president, said: | 
nie, Ore., has been sold to Ale | we found th ‘are 
t at to hold our service | 
McLean, Westport, Ore., and busines | 
oe > S, we needed a new-car fran- | 
chard H. Stinson, Clatskanie. The chise.” Bert Murphy, son of the| 
e has been changed to Mc- 5 ‘ we 4 
Sites Go Stinson te general founder, is chairman of the board. 
Roger . 8g The firm has been in business 86 | 
- F years. 


enneth C. Anderson (Oldsmo- 
J), Lebanon, Ore., a dealer 
e 1945, has sold his firm to | 
Villiam F. Perry. It will be oper- 
id as Perry Oldsmobile Co. 


* * x 





* * * 


Lea Purchases Nash 
1 E. Lea has purchased 
os-Nash, Medford, Ore., from 
Surros, who said he will de-| 
his time to his Grants Pass 
.) dealership. The firm will 
ate as Lea Motors. 

* * * 


Parker Sells to Jarmon 
3 Jarmon has purchased Cur- 
Parker Motors (Ford), Carroll- 
m, Tex. Jarmon owns another} 
d agency. 
* * * 


iss, Beuther Buy Cadillac 
‘L. W. Sanderson has sold San- 
on Motors, Inc. (Cadillac), 
ich he had owned 19 years, to 
L. Seiss, general manager, 
Elmer A, Beuther, service 

in ig 


* * * 


Richardson Quits 
Richardson Motor Co. (Dodge- 


* * * 


Klug Opens Ford Deal 
Klug has opened a new Ford| 
ership at W. Forest Home Ave.| 
19th St., Milwaukee. He will 
te as Al Klug, Inc. 


| New Owners for ABC 


» All stock in ABC Motors Inc., 
ichita, has been purchased by 
rt L. Riggs and Darrell E. 

ty, Wichita. The firm will 

an exclusive DeSoto dealer- 


ar 


| Riggs has been a sales man- 
c for eight years. Prunty has | 
a in the automobile business 
for 29 years. Riggs will head sales 
' and Prunty will be in charge of 
the service department. 

* > 7 


; Huff Adds Buick to Name 


| Glenn Huff has changed the 
na of his Shreveport (La.) 
"@ealership from Glenn Huff, Inc., 
Glenn Huff. Buick, Inc. 
er * * * 
| Harris Opens Chrysler 
> Al Harris, former general 
ger of Ed James Buick Co., 
Angeles, has been named a 
yarysier-Plymouth dealer in New- 
Beach, Calif. 


z= * * 


_ Chrysler Names Fahys 
dim and Doug Fahy have opened 
}Chrysler-Plymouth dealership in 
ata Maria, Calif. Their brother, 
is a Ford dealer in Banning, 
, and their father, Ben Fahy, 


a former Los Angeles dealer. 
* * * 


> Schulte Ford Opens 
Schulte Ford Sales, Inc., has 
med at 917 Gov. Ritchie High-| 
y, Glen Burnie, Md., near Balti- 
bre. W. A. Schulte is president. 


* * * 


McClellan Takes Nash 


_ Tom McClellan has opened Tom 
eClellan, Inc., (Rambler-Nash), at 
Spring St., Shreveport, La. 


"fubotsky Buys Cudahy; 
Sechlytter Shifts to Arrow 


- The new-car sales business of 
| Cudahy Motors, Inc. (DeSoto- 
z Plymouth), 3353 E. Layton Ave., 
» Cudahy, Wis., has been sold to | 
'dohn Lubotsky Motor Sales, Inc. 
| @eSoto-Plymouth), 2137 Green- 
tad Ave., Milwaukee. It will be 
| ®Perated as a Lubotsky branch. | 
'  R. O. Schliytter, former Cudahy 
_ ®Wner, who also operates Arrow 


ee 


LION 


ae 


Plymouth), Fort Scott, Kans., has 
gone out of business after 34 years. 

A letter said the company was 
going out of business “due to prob- 
lems beyond control,” and facilities 
were being transferred to Richard- 
son Motor Co., Nevada, Mo. The 
Fort Scott dealership was owned by 
the Missouri firm. “We intend to 
occupy a location again in Fort 
Scott at some future time,” the 
letter said. 

+” * 
Corcoran Opens Pontiac 


Dave Corcoran has opened a Pon- 
tiac dealership in Pipestone, Minn. 
od * * 


DeSoto Names Bledsoe 

DeSoto has appointed Bledsoe | 
Motor Co., 1401 Texas Ave., 
Shreveport, La. as a dealer. | 
Bledsoe also will handle Plym- | 
outh, 





oe * * 
Bohn Starts Ford Deal 
Dick Bohn Ford, Inc., 1900| 
Franklin St. Gretna, La. has| 
started business. 
* ok ea 


Gary Adds Nash-Rambler 

Gary (Ind.) Auto Exchange 
(Packard) has opened a Nash- 
Rambler dealership, operating the 


WITH L 


“How’s this for head room?” 


Packard showroom at 1968 
Broadway and Nash-Rambler at 
1976 Broadway, Founded in 1929 
by Jacob Dalkoff and his son, 


Irving, Gary dealt in used cars | 


until 1952, when it began selling 
Willys and Jeep. 


® * * 


Westcott DeSoto-Plymouth 
Bought by Walker Bros. 


Westcott Motors Inc. (DeSoto- 
Plymouth), Sycamore and Walden 
Sts., Buffalo, has been purchased 


* 


Nokorode 


at 


a 
—_ pS ” 


_LION 
OIL COMPANY 


A Division of Monsanto Chemical Company 
EL DORADO, ARKANSAS 


*Trademark of Monsanto Chemica! Company 


Lion Nokorode gives 


25 


by Donald J. and Robert G. 
Walker, The brothers have oper- 
ated Walker’s garage and service 
station in Buffalo for 25 years. 

Westcott’s name has been 
changed to Walden Motors, Inc. 
Donald Walker is president; 
Robert, vice-president; Leo J. 
Cosmann, sales manager, and 
Leighton Cook, parts manager. 

* * * 


Adamson Ford Opens 
Adamson Ford, Inc., successor 
to Adamson Motor Co., has 
opened at 1922 Second Ave., 8. 
Birmingham, Ala. John Israel is 
president. 


* * * 


Anthony Ford Starts 

| Anthony Motor Co, has been ap- 
pointed a Ford dealership in An- 
| thony, N. M. Tommy Thompson 
|and Warner Dutro head the firm. 
: * * + 

Wester Closes 


| Wallace Wester, operator of Wes- 
ter Motor Co. (Studebaker), 441 W. 

| Dickson St., Fayetteville, Ark., has 

| closed his business. 

| ~ * * 


Wolfson Takes Packard 


Lee Wolfson has been appointed 
a Packard dealer in Philadelphia. 


“I make 50% to 100% MORE PROFIT 


UNDERCAR SEALER AND SILENCERS” 


superior results with a 


thinner coating... you get 50% more under- 
coating jobs from every drum. 


Lion’s patented process (U. S. Patent No. 
2,393,774) gives Nokorode extra density— 
extra toughness—so that heavy applications, 
as are often recommended for other brands, 
are simply not necessary. Result: the thinner 
coat recommended for Nokorode gives ex- 
cellent protection, yet builds up more profits 
for you because you get 50% more satisfied 
customers with each drum. 


Dries faster 


Lasts longer 


Is concentrated 


Is preferred by spray men, 
because both application and 
clean-up are easier 


Is guaranteed by Lion Oil 


Lion Oil Company 
Dept. AN-K 
El Dorado, Arkansas 


tion, of course. 


Please sead me complete information about Lion Nokorode, 
and how it can increase underbody coating profits. No obliga- 
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HERE'S THE CAR THAT CAUGHT THE INDUSTRY BY ee 
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THE NEW Pont +i C sic 


® Fresh from 100,000 miles of road tests, the ’57 Pontiac is on display! 


Better go see it because this is the biggest surprise package of any 


A prototype of this 57 Pontiac pounded the road through 100.000 A 
I YI p on ivy" 


miles of tests ... over country lanes, city streets and superhighways. Sta 


year—the car that beat them all to the big-time changes in every de- 
partment of motoring. 

Even a brief once-over of Pontiac’s sleek new styling tells you that 
you're in at the start of an automotive revolution. Those taut, wind- 
tunnel lines literally point the way for the others to follow. 

And there’s plenty for them to follow! That glistening sheath conceals a 
carload of engineering “‘firsts!?’—all polished to watch-work perfection in 


the toughest test ever given a new car. 


iT’S AMERICA’S NUMBER (a) ROAD CAR! 


Through it all Pontiac engineers refined, redesigned and perfected. 

They made Pontiac’s big new power plant even more efficient than its 
predecessor, the engine that set over fifty new world records and led all 
eights in miles per gallon! They perfected the new suspension system, new 
controls and new Strato-Flight Hydra-Matic* to give you the smoothest 
riding, easiest handling—and safest—new car ever to hit the road! 

See and drive this new °57 Pontiac before another sun sets. Sample 
in a single mile all that’s been proved by 100,000 miles of testing. 


*An extra-cost option 
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fe CAR THAT GIVES PONTIAC DEALERS THE BREAK OF THE YEAR. 
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Completely /Vew from Power to Personality 


AND THE FIRST CAR AT ANY PRICE WITH... 


Star Flight Body Design —a Pontiac Exclusive—longer and lower 
than ever before—’57’s most distinctive new automotive styling. 

The “Off-the-Shoulder”’ Look Interior Styling — «a fashion 
“first” for °57—perfectly color-matched with the exterior of your choice. 


New Strato-Streak V-8 Engine—270 h.p. in Star Chief and Super 
Chief, 252 h.p. in the Chieftain—with smoother Strato-Flight Hydra-Matic. 


Cloud-soft, Level-Line Ride—the ride sensation of the year—a new 
suspension system based on a big, road-hugging 124- or 122-inch wheelbase. 


3 Popular-Priced Series: Star Chief + Super Chief + Chieftain. 


PONTIAC MOTOR DIVISION OF GENERAL MOTORS CORPORATION 













By Leo T. Parker 
Attorney at Law 
“WRONGFUL” taking or con- 
version of merchandise always 
results in the guilty party’s being 
fully liable to the owner of the 
merchandise. This law is applica- 
ble to a person who finds, steals or 
illegally appropriates merchandise. 
For instance, in Cram v. Wells, 
256 Pac. (2d) 96, it was shown that 
a purchaser of automobile acces- 
sories and equip- 
ment defaulted in 
his payments 
and the seller 
repossessed the 
mortgaged mer- 
chandise and 
equipment. 

Also, he took 
possession of 
other merchan- 
dise on which 
he held no 
mortgage, con- 


Delco Milestone— 


Delco radio division of General Mo- 
tors, Kokomo, Ind., has manufactured its 
20 millionth radio, a transistor-output set 
for a 1957 Pontiac. It took Delco over 
four years to turn out its first million 
radios, 16 years to produce its first 10 
million, but only four years to build its 
second 10 million. 


Lawsuits Affecting Dealers... 
Court Decisions 
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sisting of sprockets, chains, belts, 
bearings, shafts, etc, 


The higher court held the seller 
liable to the purchaser for the full 
value of all non-mortgaged equip- 
ment and accessories, illegally pos- 
sessed, plus all court costs, and in- 


terest. 
* * + 


Owner Must Pay 
on a higher court held 
that if police officers order or 
authorize an automobile dealer or 
garageman to take charge of an 
automobile, the owner of the auto- 
mobile must pay accumulated 
charges. 

For example, in Moral Insurance 
Co. v. Cooksey Tire & Battery Serv- 
ice, 285 pac. (2d), 223, the testimony 
showed facts, as follows: A garage- 
man took charge of a stolen auto- 
mobile when directed to do so by 
police. 

In subsequent litigation, the 
higher court held that the garage 












man could have a lien on the 
automobile to secure payment for 
towage, storage and automobile 
service charges, and for foreclo- 
sure of a lien and attorney’s fees 
and exemplary damages. 

This court said: “One who finds 
a thing lost is not bound to take 
charge of it; but if he does so, he 
is thenceforward a bailee for the 
owner, with the rights and obliga- 
tions of a bailee for hire.” 

* ok a 


Dealer Was Liable 


GREAT deal of discussion has 
arisen from time to time over 
the legal question: If a motor vehi- 
cle driver is loaned by an automo- 
bile dealer to another, who is lia- 
ble if the employe negligently 
effects an injury? 
Recently a higher court laid down 
this law: “The question of who is 
the employer, and therefore respon- 


|sible for the negligent act of the 


employe, must be determinable by 
who at the time had the right to 
control the employe who caused the 
injury. 

“In other words, to escape lia- 
bility the original employer must 
resign full control of the em- 
ploye to the person who uses his 
services and it is not sufficient 





with 1957 automobiles 


Guesswork Is Out! 


1957’s high output, high compression 


engines 


call for pinpoint precision in tune up. 
Without modern test equipment, you are groping in the dark. 


SUN tune-up equipment is designed to handle 1957 


Cars, aS 


well as those of previous years. With modern SUN equipment 
you can be sure when tracing troubles, and, after repair, 

you can check out your work with -the virtual certainty 
that you will not have comebacks, 


@ Modernization of older SUN tune-up equipment 
to deal with 1957 cars—including fuel injection—can 
be accomplished by SUN modernization kits. 

Ask your SUN man. 


Ss Li rm ELECTRIC CORPORATION 


6327 N. Avondale, Chicago 31, Ill. 


oe WRAS 
| 


SUN Tune-Up Tester tests 9 major 
engine areas in 10 minutes to in- 
Sure your tune-up profits. 


SUN Master Motor Tester makes 
32 motor tests, the most complete 
—— engine test equipment 





SUN Master Distributor Tester 
makes 12 accurate tests of the dis- 
tributor (the heart of the engine). 





—. 


that the employe was parti 
under the control of the latter, 

For example, in Arditi v, Br 
266 S. W. (2d) 556, it was show, 
that an automobile had bee, 
delivered to an automobile dealer 
for repair of a leak in its tank 
When the leak was repaired the 
dealer told one of his employes 
named Nelson to deliver the auto. 
mobile to its owner, During the trip 
Nelson ran through a stop sign ang 
collided with a bus. A passenger 
on the bus was severely injured 
and sued both the bus company 
and automobile dealer for dam. 
ages. 

The higher court held the bus 
company not liable but held the 
automobile dealer liable in $10,009 
damages to the injured bus passen. 
ger, and said: “Certainly, the eyj- 
dence in this case was sufficient to 
show that defendant (dealer) had 
the right of direction and control 


over Nelson.” 
* * * 


Lien Must Be Noted 


A FEW weeks ago a higher court 
held that irrespective of special 
or unusual circumstances one who 
| loans money on an automobile, and 
fails to make a notation of the lien 
|on the certificate, stands ready to 
lose the money so loaned. 

| For instance, in Murray v. Kraft, 
288 S. W. (2d) 524, the testimony 
showed facts, as follows: 


Ed Cross was in the business 
| Of a used-car dealer. One Murray, 
| branch manager of Interstate 
| Securities Co., a finance company, 
| in behalf of the finance company, 
| advanced money to Cross on a 
Ford automobile, taking a note 
payable to his company, secured 
by chattel mortgage on the Ford. 
The chattel mortgage provided 
| that the mortgagee should have the 
| power to seize the Ford at private 
sale in the event Cross failed to 
pay the note. The manufacturer's 
certificate on the Ford was 
delivered to the finance company 
|and the cerificate was initialed by 
the latter’s representative and 
returned to Ed Cross. 

| No notation of the finance com- 
pany’s lien was made upon the 
certificate. The certificate showed 
title to the Ford to be in Ganus 
Motor Co. Later Ed Cross borrowed 
money from one Kraft using the 
same Ford as security. Kraft took 
a chattel mortgage on the Ford and 
took possession of the manufac- 
turer’s certificate, but Kraft’s lien 
was never noted on the manufac- 
turer’s certificate, this certificate 
still showing title to be in Ganus 
Motor. 





Cross Refuses to P. 


7 finance company demanded 
that its note be paid. Cross 
refused. The finance company then 
took possession of the Ford from 
Cross’ lot. Cross consented to this 
taking and neither the finance com- 
pany nor its agent Murray had 
notice of the loan made by Kraft 
on the car. 

Later Kraft took the manufac- 
turer’s certificate and Ganus Mo- 
| tor endorsed it to Kraft and 
| Kraft applied for and obtained 
a Texas certificate of title. 

In subsequent litigation, the 
higher court held that the finance 
company was guilty of conversion, 
|'when it repossessed the Ford from 
| Cross’ lot. 

The court said: “Under this un- 
disputed record, were the appellants 
(finance company) guilty of conver- 
sion at the time Cross delivered the 
possession of the car to them? We 
think they were.” 

Therefore, Kraft was held entitled 
to recover payment of $1,900 from 
the finance company. 


8 Autos Destroyed 


As Nash Deal Burns 


STAMFORD, Conn, — A fire has 
caused an estimated $100,000 in 
damages at Boulevard Motors, Inc. 
(Nash), including destruction of 
eight new and used cars. 

An accumulation of gas and paint 
vapors was blamed for an explosion 
in the rear of the building. It set 
off a chain fire that partially 
burned out the two-story building. 
The fire also wiped out five other 
firms occupying the site. 





Santay Appoints Lalick 
Michael J. Lalick has been named 
sales manager, proprietory division, 
of Santay Corp. He succeeds Verne 
C. James, who becomes director of 
industrial relations. 
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Service Management 


Backshop 


... by Jack Weed 





ECEIPTS of automobile repair 

services and garages in the 
United States increased 42 percent 
to a record $2.2 billion in 1954 from 
the 1948 report, according to the 
November preliminary trade report 
by the Bureau of the Census, U, S. 
Department of Commerce. The re- 
port covered retail, wholesale and 
selected service trades in the United 
States, Alaska and Hawaii. 

Also, in effect, it is a report on 
the active competition of the 
franchised vehicle dealer as this 
report does not cover any es- 
tablishment whose principal busi- 
ness is other than that of 
providing automotive service. Car 
and truck dealers are considered | 
to have their vehicle lines as their 
principal business. 


A Regular Monthly Section for Those Who Maintain America’s Motor Vehicles 


the smaller shops have an increas- 
ingly harder struggle to stay in 
business since it becomes more and 
more difficult for the small shop 
to lay out the money for the tools 
and testing devices that are neces- 
sary to do an efficient service job. 

The report also seems to indi- 
cate that the price advantage on 
service that the independent shop 
formerly had over the franchised 
dealer is being dissipated rapidly 
by the shortage of trained me- 
chanics. The 37 percent increase 
in payroll is within 5 percent of 
the increase in total receipts of 
the shops. 

Thus, if the conclusions drawn 
from this report are reasonably 
correct, they indicate that if the 
average franchised dealer with his 


Stylists F orget Maintenance... 








Nightmare Under Hoo 


eee with independent shops and filling stations, 

as well as many in the employ of franchised dealers, are 
beginning to believe that automobile engineers are a bunch of 
“pack rats.’ They are constantly complaining that these 
engineers stuff important assemblies that need frequent serv- 
ice into the under-hood and? "ahead ae 
other areas of the modern, conscientious mechanic can forget 


car, with no regard for the| check them. 
mechanic who has to work on them|. This year, however, there is an 
or the owner of the vehicle who| indication that eventually these 
must pay the bill. units may again at some future 
Other service experts, closer to time become fairly accessible. Some 


the factories, are beginning to |of the clues that point to this new 


4 |“utopia” are seen in new engineer- 
believe that stylists have been put P & 


‘ ing features that of their very| 
on such an “untouchable” pede- | : 
stal by top management d that design remove some of the obstacles | 


me ten’ enecuiive would Gace tell to excessive service costs and in a} 
‘ _4 ; ~ aot few instances, point to accessibility | 
a stylist that he had to rework : 
. . for the service man. 
his new design to make it easier 


to service the vehicle and to keep po es 


| 
the cost of operation at the lowest — of ithe features on many of | 
level. the 1957 models that are being | 


They feel that when the stylist has hailed in the field as boons to both 


This 42 percent increase in auto-| better facilities and more complete 
motive service business compares|tooling and equipment had done 
with a 32 percent increase in all| anywhere ‘near as good a job in| 
lines of retail trade thus again af-| selling service to his customers as 
firming that the automotive service |the average independent, the in- 
business of this nation is getting|creases in employes and payroll 
larger every year and more im-|might have been decreases. No 


created the new “dream car design,” | 


|}owner and mechanic, for instance, 


portant to those engaged in it. | doubt, too, the decrease in the num- 
ber of independent shops during the 


The report also shows a decrease | 
— six-year period would have been 


of one percent in the number of in-| 
dependent shops but an increase in| 
both number of employes and pay-| 
roll. Number of employes in the in-| 
dependent shops went up 2.5 percent | 
and payrolls increased 37 percent. 


> x * | 


a report seems to indicate) 
that as we increase the tech- | 
nological improvements on our cars, | 


Alert Shop Pays 
In Small Town 


Dealer Uses Service 
To Drum Up Business 


By L. H. Houck 

Staff Correspondent 
ALDWIN, Kans. — Service- 
minded dealers with factory- 
trained mechanics and knowledge 
and equipment for servicing such 
complicated mechanisms as auto- 
matic drives, are the dealers un- 
worried by price shoppers, new and 
used-car demand and the indus- 
try’s nationwide no-profit picture. 

Furthermore, the service-minded 
dealer almost always makes more 
good deals than dealers who ac- 
cent sales too heavily. In bad 
times particularly, the service- 
minded dealer has a high service 
absorption figure that carries him 
over lulls in selling. In good times 
it increases his profit, but per- 
haps more than anything else it 
increases his community stand- 
ing and goodwill. 

All of these facts and more have 
been found true by Pat Beedles, 
owner of Beedles Motor Co. (Ford). 

Beedles established his dealership 
seven years ago on an efficient 
Service basis. While his accent is 
on Ford, he makes a strong and 
Successful bid for service business 





on all makes. This helps new and_| before the final decision is made to|is necessary to do is to step up the| 


used-car sales, too, in the long run. | 
His most outstanding accomplish- | 
ment has been to prove that spe- 


|} even greater. 


” * * 


Hoisting Recessed Frames 


PEAKING about the technologi- 
cal improvements in cars, the 
swing to the “dished-in” frames this 
year may cause as much trouble in| 
the field as the anticipated swing, | 
some years ago, to the small Euro-| 
pean type car would have caused. | 
In the latter situation, more than 
one car builder had ready for “pop-| 
ping” cars with frames so narrow 
that they could not have been 
hoisted on the majority of the lifts 
in either dealer shops or gas sta- 
tions. This field problem may have 
been of more than passing influence | 
in why none of these midgets ever 
saw the light on announcement day. 
The field trouble anticipated by 
Buick — to name one maker — 
is of the same nature but differ- 
ent. A recent Buick special letter 
to dealers says, “As a result of | 
(Continued on Page 30, Col. 1) | 





Voltage Regulator Headaches 


fo at least 20 years, voltage | 
regulator manufacturers, their 
electrical centrals and vehicle fac- 
tory service executives have been 
complaining about the number of 
voltage regulators sent back for| 
replacement. 

Not only that, but they say at 
least 80 percent of those received 
by the manufacturers are not de- 
fective. 

They say that practically all the 
regulators sent back on warranty 
and policy adjustments only need 
minor adjustments for them to 
work perfectly. 

These adjustments, they say, 
should be made by dealer mechan- | 
ics and the regulator tested again 





return the part. 
* ” * | 


|the owner from excessive service| and making tracing circuits much 
|costs brought on by the inaccessi- | easier, and the general switch to 


THEY point out that for several | Selection in automatic transmis- 





jis in trouble. 


: : are: The swing to torsion bar 

the product engineer is forced to| ; 
| Suspension, that has made front 
put the power plant and power | § ; 
train assemblies in the limited end work much ng ner! and faster to 
use of printed electrical 


: | perform; 
space allowed by the stylist. circuits by Oldsmobile in both the 


This is done without any aid|jnstrument cluster and the radio, 
from top management to protect! eliminating chances for loose wires 


bility of the very items upon which | “throwaway” type oil filters and 
protective maintenance depends. | cartridge type air cleaners, 
a | Push button control over gear 





sions has put the controls outside 


dustry have suffered from seared|°f the steering wheel assembly, 
wrists caused by working on spark | where they are much more acces- 
plugs so placed that there is not | Sible. 
sufficient room to remove them| Major design changes have 
when the engine is hot without, been affected in some cars and 
running the risk of being badly| trucks with the primary view of 
burned. | making the servicing of the unit 
Oil filters are hidden in such out-| Bt only easier for the mechanic 
of-the-way places that many an oil| Dut less costly for the owner. 
station attendant merely wipes the|, Prominent among these is chang- 
unit off and charges for an element |im& Of hood hinging — noticeable 
change because it takes so much | ©SPecially among the truck makers, 
time and effort to do the proper | fOr whom cost of operation is really 
servicing. | pinpointed in engineering thinking. 
’ | Reo features “walk-in” accessi- 
Master brake cylinders are | pility by the removal of five bolts. 
placed in spots where even @ | Dodge opens the truck hood to a| 
full 90-degree angle. Ford and Mer- 
cury have hinged the hood in front, 
| making the rear of the engine com- 
| partment not only more accessible 
|but allowing much more light to 


years the mechanics of the in- 


Service New Products 


Page 42 


where the trouble existed. For in- 
stance, whether the generator 
needed its boosting rate increased, 
if there was a loss of energy in the 
line or other trouble. 

The regulator problem has been 
increasing as new designs and driv- 
ing aids put more and more load 


on battery and generator. 
on * Om 


els off quickly at an under-charged 
condition. They point out that a 
great deal of the sulfation trouble 
in batteries is due to being operated 
in an under-charged condition. 
Many of these service experts 
are certain that it isn’t the com- 
plexity of testing that causes a 
high percentage of mechanics to 
; 7 blame electrical trouble on the 
Svstem in Trouble voltage regulator and replace them 
N TODAY’S modern car, es-| With new units, without trying to 
pecially if the regulator does |@djust them. 
not allow enough “juice” to go 
to the battery to keep it fully) 
charged, the whole system quickly 


| 

+ * * 

THEY feel there is a definite lack 
of incentive for the mechanic 

|to learn how to properly adjust 
To correct this condition, every | this unit. It is much easier to arbi- 

mechanic recognizes that all that |trarily change the unit. 





liberal. Where the regulator is sent 
to a distributor, in many cases, the 


charging rate of the generator and | 
adjust the regulator, if it needs it, | 


The exchange basis is unusually 


cially trained mechanics and com- question of requiring the dealer | 
Petent service organizations are the | to send a test report with each re- 
answer to the inefficient competi-|turned regulator showing in detail | 
tion of the so-called alley garage. | where the part failed to operate. | 
. = s It is believed this would cut | 
down the number of regulators | 
being returned. 
Service experts claim that this 


IS experience also demonstrates | 
that it pays small-town dealers) 
to have mechanics trained on auto-| 


Matic transmissions and new en-| simple test, which would take only | battery a quick charge only gives a 
two or three minutes, would show | surface charge and the battery lev- 


(Continued on Page 34, Col. 1) 


| yl FACT, they are considering the | to allow for the higher charge rate. 
| 


In this connection, the electri- 
cal service experts are pointing | 
out a bad practice that is becom- 
ing far too general in many 
dealer shops — to put the run- | 
down battery on a quick charge | 
and turn it back to the customer. 

They claim that with the 12-volt 


distributor will disallow the war- 
ranty if the seal on the case is 
broken. 

This has brought about a be- 
lief in many dealerships, espe- 
cially in the smaller cities, that 
the regulator should not _be 
touched by a dealer automotive 
mechanic. Perhaps this is one 
reason why, although voltage 





(Continued on Page 35, Col. 3) 


fall on the job from overhead !ight- 
ing. 

Other phases of this engineering 
to give the mechanic more free 
access to the engine compartment 
are seen in the tilt type cabs, which 
free the engine of all “hurdles” the 
mechanic must bridge, and the 


| openings through the floor to criti- 


cal power components. 
* x * 


Wiper Motor Moved 


NOTHER trend in the 1957 car 
+% models has been the relocating 
of the windshield wiper assembly 
on the firewall, where it is easily 
reached, and switch of the fuse box 
to the left side of the cowl, such 
as has been done by Ford, Mer- 
cury and Oldsmobile. This elimi- 
nates the need for the mechanic to 

(Continued on Page 32, Col, 1) 
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Disentangled 





Hinged at Front— 


Hoods on 1957 Fords and Mercurys, 
opening from rear, are designed to pro- 
vide mechanics with greater accessibility 
to engine compartments. More comforta- 
ble working positions can be maintained. 





Walk Right In— 


Removal of but five bolts allows service 
man to step behind the wheel for adjust- 
ments and repairs on Reo V-8 engine. 






Py 


- 


No More Maze— 


Printed circuit for instrument cluster of 


| 1957 Oldsmobile does away with former 
| complex maze of wiring. Single wire leads 
| to instrument cluster, replacing 14 sepa- 
rate connections. 











Backshop . 
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design change in the 1957 Buick, 

the frame is approximately 10 
inches wider than that used in 
1956. Because of this change, it 
has been found that when raising 
the 1957 Buick on frame contact 
lifts, it is possible to damage the 
the exhaust system. 

“For this reason All frame con- 
tact type lifts should be equipped 
with adapters, which are an ac- 
cessory and normally supplied with 
the lift, to compensate for the ten- 
inch-wider frame and _ eliminate 
possible damage to the exhaust sys- 
tem.” 

Then followed a list of the 
adapters that should be used with 
each of at least seven makes of 
hoists. 


+ * * 


Customers Will Wail 


ARE must be exercised, too, 
when using conventional twin 
post lifts other than the frame con- 
tact type, not to lift against the 


rear axle housing radius rod 
bracket and that the lifting pads in 
front do not contact the front shock 
absorbers. 


I presume that we can antici- 
pate, that until a quarter of a 
million or so “grease monkeys” 
learn from experience and having 
their ears chewed out by irate 
owners, that the already high 
exhaust-line replacement will in- 
crease materially and, through no 
selling effort on the part of the 
shops, front shock replacement 
also will go up—not always profit- 
ably from the standpoint of the 
service shop, 

Habit is perhaps the hardest 
thing in the world to overcome and 
until lube men find out that they 
must locate some of these cars 
with the new frames slightly off 
center to insure clearance at these 
points, we will be hearing many 
loud wails of dismay and condem- 
nation of both mechanics and en- 


gineers, All progress is not gained 
without some slight difficulty, 
* og * 


|'U. C. Warranty 


\A 


GREAT many franchised) 
dealers have found during the) 
past few years that they have dif-| 
ficulty in selling their up-to-three- | 
year-old used cars at prices they) 
must get to insure that they will 
obtain the profit they feel these cars 
should bring. 

One of the great drawbacks, it is 
claimed, is that the price tag on 
these cars is so high that many a 
potential used-car buyer has real 
difficulty in scraping up sufficient 
money to put with his beat-up old 
jalopy to make the down payment. 
Careful and “monthly-payment- 
loaded” buyers therefore are afraid 
that if any trouble develops in the 
used car, they will not be able to 
finance the repairs. 

Charlie LaFleur, head of Sales 
Engineering Institute, Inc., De- 
troit Lakes, Minn., has come up 
with an idea that may help 
many dealers solve this phase of 
their used-car merchandising—a 
Guaranteed Reserve Automobile 
Warranty. 

This policy is written with no de- 
ductible clause, or the dealer can 


j 
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Lead Automotive Service Managers— 


Officers and directors of the Society of Automotive Service Managers, pictured aj 
their third annual dinner-dance in New York, are, standing, from left, Frank D'Angelo, 
Leo Panzirer; George Charney; Anthony Pizza; Lawrence Campbell; Daniel Cirenzo, 
secretary; Robert Corrine; George Bissert; Lawrence Bierman, and George Peat. Seated: 
Patrick D'Angelo; Lester Gross, secretary; Sol Goldhush; Vincent Lombardi, president, 
Morris Shapiro, vice-president; Jim Teri; Max Ramel; Albert Amegod, and Frederick 


Falvo. 





put in a $25 or $50 deductible clause 
if he wishes. He can write the iron- 
clad warranty for six months, nine 
months or a year, whichever he 


How to JUDGE the VALUE 
of an AIR COMPRESSOR 


It's the cost of 
compressed air NOT 
the purchase price 


of the compressor 
that determines 


the real value of the 
air compressor 





O 


VER THE normal life span of an air 
compressor the cost of operation will 


usually be 2 to 3 times the purchase 


price of the outfit. 


compressors. 


So the real value of an air compressor 
lies in how much more air it delivers for 


every dollar you pay for electricity. 


By actual test DeVilbiss Air Compressors 
deliver as much as 22.5% more air per 
power dollar than the general run of 


In terms of real value to you, this means 


that DeVilbiss compressors often save 


their full purchase price through lower 


power costs over their service life span. 


Remember this the next time someone 


offers you a “bargain” on the purchase 


price of a compressor. For purchase price 


is only part of the real value of an air 


compressor. 


THE DeVILBISS COMPANY 


Toledo 1, Ohio 








feels his market needs. In other 
words this policy is so set up that 
the dealer can extend this type of 
coverage to cars which obviously 
could not be protected safely for 
12 months at 100 percent as pro- 
vided in several other types of 
bonded programs. 

The dealer can offer this wider 
scope of protection to his customers 
because he is retaining in his own 
reserve account funds that other- 
wise would necessarily represent in- 
spection fees, insurance premiums 
and other management costs. 

+ o = 


Nationwide Protection 


1. new type of warranty pro- 
vides the buyer with nation- 
wide protection inasmuch as it will 
be honored in the shop of any In- 
ternational Repair Service dealer. 
There are more than 3,000 of them 
in the United States, and all are 
franchised new-car dealers. This 
assures legitimate repairs at stand- 
ard prices. 

This warranty also may be ex- 
tended to trucks just as safely for 
the dealer and with just as much 
protection to the used-truck buyer. 


Since the dealer makes his own 
inspections on the cars and trucks 
he puts under warranty, he 
knows just what he must do to 
them in the way of repair work 
before he can safely cover them 
with this policy and thus has the 
opportunity to tailor the policy to 
fit the age and condition of the 
vehicle. 

As LaFluer says, in this new 
policy he is able to offer dealers a 
warranty deal that will cover safely 
all retailed units from the cream 
puffs to the clunkers, 

Inasmuch as there is no insur- 
ance involved in writing this policy, 
the issuing dealer does not have to 
hold an insurance writer's certifi- 
cate as required by law in many 
states. And as the warranty is given 
without charge, there can be no 
possible doubt that any payment 
has been made for the coverage. 

At present it is planned to write 
this policy for Ford dealers only 
but Charlie no doubt will extend 
some version of this program to 
dealers in cther makes a little later. 

a . +. 


Farewell to Bill Cowling 


I WONDER if my old friend Bill 
Cowling, once heralded as the 
world’s best traffic manager and 
later Ford’s general sales manager, 
will pace the celestial path be- 
tween clouds in the Valhalla to 
which he passed last Saturday. 

Bill had a habit of walking back 
and forth behind his desk or, when 
addressing a meeting, across the 
platform as he talked. It always 
seemed that Bill could not mar- 
shal his thoughts unless he was in 
motion. 

I particularly remember the 
day after Henry Ford had dropped 
into Bill’s traffic office and told 
him that beginning the next 
morning he was to be sales man- 
ager. 

Bill knew just about as much 3as 
one could expect of a traffic mam 
ager about the running. of a com- 
plex sales setup such as Ford had 
in those days. But by using good 
common sense, listening to his 
friends and having -good advisors 
under him, Bill made out as weil as 
most who held that job in those 
days. 














Roll Testing? 
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lon MANUFACTURING COMPANY 


PIONEERS AND LEADERS FOR 25 YEARS IN ENGINE AND CHASSIS 
or DYNAMOMETER RESEARCH, DEVELOPMENT AND PRODUCTION 


3 announces the Claylon. 
Convertible “Dynaroll” 


y COMPLETE WITH NEW AIRLIFT FEATURE 


3 Priced at *650.00 F.0.B. Factory 


AVAILABLE FROM YOUR EQUIPMENT JOBBER 
ON OR BEFORE JANUARY 1ST 





Exclusive Ist: The only set of Test Rolls 
that can subsequently be converted as de- 
sired without loss of investment. By adding 
a Power Absorption Unit and/or Inertia Fly- 
wheel any and all of the remaining phases of 
Dynamic or Dynamometer Testing can be 
accomplished for complete Quality Control. 


Exclusive Ist: The only Airlift with Air 
Operated Ram that lifts the car out of the NA 
Rolls and locks both Rolls and Ram in a flush, “DYNAROLL” 


closed well position. 
= Flush or Top-Floor Models 





Equipment on display at 
Booths 121, 122 and 123 
NADA Convention in San Francisco 





INERTIA FLYWHEEL 








MANUFACTURING COMPANY 
EL MONTE, CALIFORNIA ; 
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°57s Show Slight Improvement. . . 


Engineers Tackle Hood Clutter 


(Continued from Page 29) ment is now possible without 
lie on the front seat with his feet| disturbing the fuel tank. 
in the air and his head under the eS 2.8 
cowl to get at the fuses. T* THE 1957 Dodge the Torque- 
Buick accomplishes much the flite transmission or three-speed 
same with a “slide out” fuse block | automatic transmission now in- 
with color coded circuits, which | corporates external adjustments for 
makes fuse replacement or tracing| both bands. This eliminates the 


comparatively simple. 


Buick has located the brake | MEMA Elects 


master cylinder up high on the 2 a 
‘Five Directors 


firewall in the engine compartment, 
where it is easily reached for| 
checking and refilling. NEW YORK, — Five men have 
Cadillac has relocated the bat- | been elected directors of the Motor 
tery to a bracket which puts it |“ Equipment Manufacturers Assn., 
along side of the radiator, where ;according to Albert H. Eichholz, 
it does not interfere with getting | S°neral manager. 
at engine components and where | Elected for the 1957-59 term are 
the tendency of the fan to throw |C. P. Brewster, K-D Mfg. Co.; A. 
snow and dirt on it is not so pro- |C. Bryan, National Carbon Co.; V. 
nounced. In this position it is |B. Day, Bear Mfg. Co. and C. F. 
also easier to replace and service. | Stuhlreyer, Grote Mfg. Co. 

Several cars have the instrument| E. G. Heeren, Permatex Co., has 
panel so designed that by removing | been elected a director for the 1957 
two or three bolts, the entire instru- | term. 
ment cluster can be brought for- 
ward out of the dash for accessi- | 
bility and easy instrument chang- | 
ing. To check these instruments it | 
is not necessary to remove any of | 
the wiring, as plenty of slack has| 
been provided. 


Several companies have incorpo- 
rated a fuel gauge sending unit 
that is located outside of the fuel 
tank so that fuel line filter replace- | 


Tar Removers 
Developed for 


Acrylic Finishes 


NEW YORK. — Means by which | 
a conventional road tar remover) 
ean be used safely on the new) 
acrylic body finishes for automo-| 
biles became an actuality last week 
with the announcement by Perma- 
tex Co. of a method for diluting its| 
Taroff road tar remover so that it} 
will not harm these finishes. 

The acrylic finishes introduced | 
this year on a few specific colors) 
for some cars are soluble in aro- 
matic hydrocarbons, One or another 
of these aromatics have for years| 
been the basis of all conventional | 
road tar removers, the company) 
said. 

For automobiles with an acrylic} 
finish that have been on the road| 
six months or more, Permatex re- 
search chemists recommend dilu-| 
tion of Permatex Taroff with kero-| 
sene in equal proportions. On cars 
less than six months old there will | 
likewise be no damage to finishes, | 
they state, if two parts of kerosene} 
are mixed with one part of Perma-| 
tex Taroff. 

The recommended mixtures were 
termed by C. A. Benoit jr., presi- 
dent of Permatex, “an interim 
solution of a serious problem in| 
the automotive after-market which 
could have produced widespread ill | 
will on the part of the car owning} 
public.” 


Dupont Enjoins 2 Firms 
Under Fair Trade Acts 


WILMINGTON, Del.—Two firms 
have been enjoined from selling 
duPont Zerone and Zerex anti- 
freezes below fair trade prices. 

A permanent injunction has been 
issued against M&M Tire Service 
Co., Newark, N. J., by Judge M. A. 
Sullivan jr. In Eau Claire, Wis., 
Judge C. E. Rinehard issued a tem- 
porary restraining order against 
George’s Cash Market. 


AUTO-TURNTABLE_& 


Make passersby stop, look, COME IN AND 
BUY. Priced within every dealers budget. No 
Pit—No Holes. Just plug into nearest elec- 
trical outlet. For indoor or outdoor display. 
Write for free literature. 
AMERICAN STAGE EQUIPMENT 
805 East 134 $t., Bronx 54, N. Y. 


practice of dropping the oil pan to 
make these adjustments. 

In the new spherical joint type 
front suspension, caster and camber 
adjustments now can be made by 
simply changing the thickness of 
shims eliminating the need for any 
bending operations. 

Oldsmobile has relocated the 
dual tail pipes to an outboard 
position where they do not inter- 
fere with the removal of the gas 
tank and present much less of a 
service problem from the stand- 
point of vibration and rattle, 'The 
division also has redesigned the 
brake equalizer for the service 
brake cables so that but one 
adjusting nut adjust both brakes 
equally. 

At the same time that some com- 
panies have made the windshield 
;motor more accessible, they also 
|have made the changing of wiper 
| blades more confusing for the serv- 
ice men, especially those on the gas 
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| Straight Up— 


| 


New alligator-type hood on new Dodge 
| trucks opens to 45 or full 90 degrees. 


| Engine can be lifted out on most models. 
a 


| filling islands, by going to different 
length blades. 

Chrysler now is using 16-inch 
blades; all General Motors cars | 
with the exception of Chevrolet | 
have gone to a 13-inch blade, while | 
Chevrolet and Ford are staying 


| iNest Adena Peele t 
VN ole poeta es 


Wiper Move— 

With a new windshield wiper system, 
Mercury has ended placement of motor 
behind radio. Now, motor is on cowl in. 
side engine compartment. 

- = eS 


with the 12-inch blade that 
universal in 1956. 
* * * 
Hopes for the Future 
ERVICEMEN are anxiously look. 
ing forward to the time when 
(Continued on Page 33, Col. 3) 
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MEWA Admits 
88 More Firms 
To Membership 


|Co. Greeley, Colo.; Griffin Co. 


| Louisville; 


Florence, Ala., and Guthrie Auto- 
motive Supply, Guthrie Center, Ia. | 

Harbison and Gathright, Inc.,| 
Heastand Auto Parts, | 
Inc., Alliance, O.; Hill Piston Serv-| 





lice, Inc. Jackson, Mich.; Holland 


NEW YORK. — The board of} auto Supply, Inc., Greenville, S. C.; 


directors of the Motor & Equip- 
ment Wholesalers Assn., convened 
ere, approved membership appli- 
gations of 38 firms. 


This brings the total new mem- 


pers admitted during the year to 
more than 200, MEWA said. 

The new members are: Arnau 
Tire & Accessory Co., Dublin, Ga.; 
Auto Parts & Bearing Co. Hot 
Springs, Ark.; Auto Parts Co., Inc., 
Morgantown, W. Va.; Auto Parts 
Service Co. of Tifton, Inc., Tifton, 
Ga.; Broyles Rubber Oil Co., Greene- 
ville, Tenn.; C & L Auto Parts, 
Barnesville, O.; Cain’s Parts 
Service, Lake Wales, Fla, and 
Dixie Parts & Equipment Co., Sid- 


ney, O. 

T. C. Drake Auto Parts Co., Mary- 
ville, Tenn.; Dunbar Motor Parts 
Co. Dunbar, W. Va.; Fergerson 
Co. Paducah, Ky.; Gardner-Voiers 
Auto Supply, Maysville, Ky.; Gen- 
eral Motor Supply Co., Camden, 
N. J.; Gordon Auto Parts, Mounds- 
ville, W. Va.; Greeley Auto Supply 


|I.K.T. Service, Inc., Metropolis, Iil., 
| and Madison Auto Supply, Madison, | 
| Ga. 

L. Mandelberg & Sons, Inc., Alli- 
ance, Neb.; David Mattson Co., Des) 
Moines; Motor Parts & Machine 





Co., Detroit; Motor Service, Inc.,| enough room so that the plugs in| 
ie! a hot engine can be safely removed | 


Parkersburg, W. Va.; New Dix 
Auto Parts, Vine Grove, Ky.; Ohio 


Auto Parts Co., Columbus, O.; Ox-| 


|ford Auto Parts, Oxford, Miss., and 
Penton-Shepard Tire Co., Miami. 
Piston Ring & Supply Co., La- 
Grange, Ga.; Price Auto Supply Co., 
Columbus, Miss.; Shawnee Motor 
Supply Co., Shawnee, Okla.; Smith 
Automotive Co., Inc., South Boston, 
Va.; Stover Co., Lansing; Tri-State 
Motor Supply Co., Middlesboro, Ky, 
|}and Ward Auto Supply, Warren, O. 


Abraham to Expand 
MIAMI.—Abraham Chevrolet Co. 


has begun a $500,000 moderniza- | 
tion, expa:sion and rebuilding pro- | 


gram. 
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"57s Improved Sligh tly sin 


Clutter Uniler Hood 
Being Untangled 


(Continued from Page 32) 


top-level engineers will place the} 
exhaust manifolds below the spark 
plug openings or at least allow| 


more attention being paid by en- 
gineering on service. One top en- 
gineer recently stated in a press 
preview, “We have adopted a new 
frame work to try and engineer 





without danger of the mechanics’ | 
arms being “broiled,” when all com- DuMont Names Dealers } 
panies will follow the lead of Dodge | z | 
Truck by putting a knurled knob For Auto Test Device 
on the end of the parking brake; CLIFTON, N. J. — Seven new 
lever so that the cable can be kept| franchised dealers for DuMont’s 
in perfect adjustment just by turn-|TV-type testing device have been 
ing this knob, and when all oil|named by Allen B, DuMont Lab- 
filters will be located in an upright | oratories, Inc., here. 
position in the engine compartment,| The dealers are: Complete Auto 
where the cartridge or entire filter}; & Home Supply Co., Tucson, Ariz.; 
can be easily replaced. Motor Parts & Equipment, Inc., 
Accessibility to this unit filter not| Tacoma, Wash.; Parmenter Auto 
only will insure renewal at the/ Parts Co., Springfield, Mass.; Stick- 
proper time, which is a protection 
for the owner, but also would in- 
crease shop and parts revenue. 
There is some sentiment for 


Auto Supply, El Centro, Calif.; Van 





Engineering Ltd., Ajax, Ont. 


DELCO-REMY ANNOUNCES NEW 
WATERPROOF STANDARD REGULATORS 





WITH IMPROVED PERFORMANCE 


Better electrical performance and greater dependability in any weather 
are important user benefits found in Delco-Remy’s new waterproof 
standard generator regulators, now available for general replacement use. 


And here are the features that make them the right regulators for 
millions of Delco-Remy equipped cars and trucks. 


New overhanging one-piece formed-steel cover and mating base 


and water vapors. 


0000 


shed road splash . . . convenient attaching screws are outside the 
enclosed area. Molded soft rubber gasket seals out harmful oil 


Integral sleeves of molded nylon insulator form permanent seal 
around rivets—assure watertight base. 


New, longer, more flexible armature contact spring on voltage 
regulator unit assures more positive closing of contact points for 
smoother operation. 


Welded electrical connections, and highest quality tungsten and 
non-tarnishing précious metal contact points, assure minimum 
resistance, maximum durability. 


Special fine thread screw-type controls allow easy, highly accurate 
adjustment of all three units. 


Always replace with Delco-Remy waterproof regulators when you 


service Delco-Rem 


equipped cars and trucks. These improved regu- 


lators are available from your car or truck dealer or the United 
Motors System. 


DELCO-REMY « 


DIVISION OF GENERAL MOTORS oe 


ANDERSON, INDIANA 





Auto Parts, Houston, and Bayly brake 
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every part to reduce customer 
labor required on service.” 
Even though he no doubt had in 
mind the fast increasing cost of 
warranty and policy, rather than 
cost to the owner in mind, it is 
thinking in the right direction. 
* 


B= it takes more than just en- 

gineering toward that end in 

the design of new units such as 

the torsion springing. It needs a 
+ * * 





|\ney’s, Inc., Sterling, Colo.; Valley| Easier to Get Af— 


Buick has moved both manual and power 
cylinders high on cowl of engine 


compartment of 1957 models. 
Sa ie 





Under Speedometer— 


On the 1957 Dodge car and other 
models, removal of corner screws permits 
speedometer to be lifted out for servicing 
behind lnctroment panel. ‘ 


much greater amount of attention 
to availability and accessibility of 
the often serviced units. 

As one of the acknowledged serv- 
ice authorities recently said in a 
bulletin, “Big changes between 
models will be the rule, not the ex- 
ception. The man beneath the lift 
will find that Model A of a certain 
line won't carry the same service 
points in the same place as Model B. 

“Results: Increased chances for 
missed items that can mean any- 
thing from mild customer dissatis- 
faction to heavy damages from neg- 
lected service parts.” 


U.C. Bonders Open 


In Denver Area; 
Offer Warranty 


DENVER. — Protection to auto 
dealers and used-car buyers through 
a “hospitalization plan for used 
cars” has been established here by 
Certified Cars Corp., Chicago. 

The organization is operated by 
two automotive men, each with 
more than 20 years experiences— 
W. O. Olson, divisional manager, 
and W. G. Peterson, district man- 
ager. 

Any used-cars, 1953 or later, after 
inspection, are bonded against me- 
chanical failure or breakdown any- 
where in the U. S. for a 12-month 
period — regardless of mileage at 
time of purchase, Olson said. 

Claims during the warranty pe- 
riod are handled through CCC's 
insurance company—American Em- 
ployers Insurance Co. 


PERRY COMO 


and hundreds of other famous 
artists on any RCA Victor Rec- 
ord Album (list $3.98) YOURS 
FREE with each case of SILOO 
HYDRA-VALVE KLEEN or 
SILOO TRANSMISSION 
KLEEN, For details of this 
FREE OFFER, contact your 
jobber or write Petroleum Sol- 
vents Corporation, Dept. L, 331 
Madison Ave., New York 17, N. ¥. 

























Sharp Shop Pays Off 


Small-Town Dealer Finds Skilled Mechanics 
Best Way to Build Business 
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gines. Beedles’ experience proves 
that when the complicated modern 
car gets out of order, trained me- 
chanics are a must. 


His mechanics are regularly 
trained at factory schools on new 
service operations, and Beedles 
sees that this fact is well known 
in the community. It has been 
the means of drawing service 
from as far as 100 miles occa- 
sionally and frequently from 50 
miles away. 


Not long ago a Ford owner 
brought his car in from the 50-mile 
band, It had been purchased from 
another dealer, but when the auto- 
matic transmission needed adjust- 
ing, the driver asked the owner of 
an alley garage if he would be able 
to do it. The man said that he 
guessed he could, since after all 
there couldn’t be much to it, so he 
dismantled the transmission, rein- 
stalled it in the car, charged the 
customer $20 and sent him on his 
way—or about 100 feet on the way. 


There was some noise from the 
transmission, so the customer de- 
cided to nave the car towed to a 
garage where there was a trans- 
mission expert. 

By inquiry, he discovered that 
Beedles was nearest, so he had it 
towed there. 


Beedles’ transmission expert dis- 
mantled the transmission and dis- 
covered that it was a total loss. 
Not only had it been improperly 
assembled, but there was no neces- 
sity for dismantling it in the first 
place. 

aa = > 

ota got the customer to 

come in and look at the mess. 
Some of the curved vanes had been 
installed wrongly so that most of 
them got their ears knocked off as 
goon as it was engaged. Beedles 
explained to the customer that it 
was a total loss and the customer 
started blaming the equipment. 

“There's nothing wrong with 
the equipment,” Beedles told the 
man, “and the adjustment which 
you needed in the first place and 
which you paid $20 would have 

cost only $4.50 here made by a 
competent and trained mechanic 
and we would have stood back of 
the job.” 

Beedles showed him the flat-rate 
schedule. The new transmission 
and installation listed for $525. 
Beedles contacted the factory and 
got Ford to furnish the parts at 
cost. He furnished the labor at cost 
and completed the job for the cus- 
tomer at $325 without any profit. 
The customer went back to the 
alley garage and got back $10, so 
he wound up paying $315 for a job 
that should have cost less than $5 
in the first place. 


Some might question the wisdom 
of making these concessions, but 
according to Beedles’ reasoning the 
man had been an unusual victim 
of ignorance on the part of an un- 
trained mechanic. 

Having been completely sold on 
the concessions made and the re- 
placement he was certain to become 
a walking advertisement for Bee- 
dies’ service, as well as a regular 
service customer himself even 
though he had to drive 50 miles. He 
also could be a potential new-car 
buyer in another year or two and 
he could send in customers for new 
or used cars. 

Although the incident related 
above occurred not long ago, some 
customers have already been 
‘brought into the service department 
as a result of the job. Before the 


MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on a 


TRADE 
pe hued tone (Since 


these cars will be used locally your serv- 
ice shop can benefit also.) 


Contact Ben Geller 
EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois 
“Phone: MUseurn 46969 


supply 


year is out, Beedles expects to pick 
up his profit and then some, 
a + * 


—= service operations can be 
valuable without being profit- 
able. Beedles does a good job of 


St. Louis Service Group 


Elects New Officers 


ST. LOUIS.—New officers of the 
Service and Parts Managers Bu- 
reau of the Greater St. Louis Auto- 
motive Assn. are Ray Moss, presi- 
dent; Ed Schwalke, vice-president; 
Rus B. Hammond, secretary-treas- 
urer, and Miss Fay Hahn, assistant 
secretary. 


Directors are Don Bishop (Ford), 
George Crain (Oldsmobile), Ray 
Moss (Dodge-Plymouth), Al Ogden 
(Ford), Ben Rockwell (Pontiac), 
Ed Schwalke (Chevrolet), Harold 
Walsh (Ford), and William Wasser 
(Ford). 





selling service and safety in the 
public interest. 


Twice each year students come 
from Baldwin College and other 
schools for a demonstration of how 
a transmission and engine and 
brakes actually work. Beedles’ me- 
chanics have built a cutaway model 
of a transmission, drive shaft, rear 
end and brakes from old parts. By 
cranking the transmission by hand, 
each operating part is shown in 
simplified form. This, along with a AR, +. 
prepared lecture, preaches preven- og 3 
tive maintenance by safe driving. , >A 

“I don’t think it sells anything,” a> - 
Beedles said, “but it may save » 
lives and a few cars and the one 

that it saves might be my daugh- e= - a 

ter or your son.” Flampy ~~ 3 FE - 

In connection with the lecture) . ee 
for the students, he shows them the) The 1902 Franklin featured 
“bone pile,” which is also shown| %7-cooled engine. 
regularly to customers. 

In the “bone pile,” which is a bar-| deep than to have to reline and 
rel of warn parts from service jobs,| replace drums which have not had 
will be found at least one set of| @ normal life,” Beedles said. 
brake drums which had to be re-| ve 
placed because the owner did not 7 WE can help our customers 
have his brakes relined in time to get more out of the equipment 
save the drums. they buy we are going to be able to 

“We would much rather reline| keep them as service customers, as 
brakes in time than to have to re-| new and used-car buyers. They are 
place drums at the same time be-| going to have complete confidence 
cause they have been scored too! in our recommendations and we are 
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WHEEL CYLINDER REPAIR KIT 


All parts necessary to put wheel cylinder 
in normal operating condition. 





MASTER CYLINDER REPAIR KIT 


All parts needed to put 


in normal operating condition. 


Delco Su 
ment in 


and metal parts in the brake s —and with 
= corrosion and evaporation— 
fluid. Do yourself and 
11 improved with H 


_ master cylinder 
from pint cans to 54-gallon 


| 








ee 


going to be able to deal with them 
on the highest plane possible 
“There is one advantage in 
showing a customer he could have 
saved $20 or so in brake drums; 
If we keep him for a customer he 
will let us check the brakes at 
regular intervals so it will not 
happen to him the second time, 
He is also a good advertisement 


the customer get the most out of 
his purchase, 

“One of the things about the mod. 
ern automobile that is not sold 
enough,” Beedles said, “is the fact 
that proper service can only be sup. 
plied by trained mechanics in a9 
dealer’s service department equipped 
with the special tools and gauges 
needed.” 


Thomson Picks Sonneborn 


As Michigan-Ohio Rep 


DETROIT. — Arthur B. Sonne 
born Co. has been named Michigan 
and northwest Ohio representative 
for Thomson Electric Welder Co's 
electric welding equipment. 

Thomson manufactures both re 
sistance and wire fabric welders 
for industry. 





11 brake fluid improved with HTD—original equip- 
eneral Motors cars and trucks—is efficient at 50° higher 
temperatures, improves braking at all temperatures, under all 
operating conditions. Chemically stable, compatible with the rubber 
ith greater resistance 
co Super 11 exceeds all S. A. E. 
overnment specifications for heavy-duty hydraulic brake 
our customers a favor—order Delco Super 
today! Packed in convenient containers, 

acm, Available everywhere through 


the United Motors System or your General Motors car or truck dealer. 





Moraine Products 


Division of General Motors, Dayton, Ohio 
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For Future Mechanics— 


Student mechanics will receive training on modern engines, thanks to DeSoto dealers 
in the Los Angeles region who have presented schools with 1956 DeSoto engines. Bob 
Mclure, right, McLure-Knoling, Inc., Long Beach, Calif., is shown presenting a new 
engine to Al Hatwan, left, instructor at Jordan High School, while Romer Packer, 
second from left, DeSoto regional service manager, and J. H. Morrell, DeStoto service 
representative, look on. Engines were also donated to schools by Thrasher Motors Co., 
Bokersfield; Atwater & Fish, Hollywood, and Stephens Motors, Phoenix, Ariz. 
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Dealer Field Test Studied .. . 





Voltage Regulators 
Stir Up Headaches 


(Continued from Page 29) 


regulators have been in use for at 
least two decades, the problem of 


| neering and working results needed 


returning perfectly good units for | 
| Battery Troubles 


replacement still haunts the in- 
dustry. 


Where the units are returned to) 


duly appointed electrical centrals 
operating under the direction of 
the regulator maker the only cause 


for not replacing the unit would) 
be if the mechanic improperly ad-| 
| Shaw Development Corp., a sub- 


justed it. 

Service training men admit pri- 
vately that the training program 
on proper regulator adjustment 
may be a little too stilted for many 
mechanics. 

However, they point out that 
most training programs are a com- 
promise between ideals of engi- 


For the lowdown on dealer thinking, 
read John O. Munn’s column each week 
on Page 3. 


in the field. 


* * x 


UT this still does not lessen 
: problems of field service. It still 





Shaw Development Opens 


Pilot Foundry in N. Y. 
PORT WASHINGTON, N. Y. — 


sidiary of British Industries Corp., 
has completed a pilot foundry here 
to license American foundries and 
train personnel in the Shaw method 
of making investment castings. 
The Shaw process differs from 
normal investment casting in that 
no wax is used, and refractory 
molds are produced directly from 
suitable masters or patterns made 


| of wood, plaster, plastic or metal. 









MORAINE-400 BEARINGS— 


\ toughest automotive engine bearings 
\ ever made. 


MORAINE BI-METAL BEARINGS— 


precision built to original equipment 
specifications. 






M-100 BEARINGS— 


excellent fatigue resistance and longer 
life expectancy. 


General Motors Values from 


Moraine service bearings are available eve 
through the United Motors System or your 
Motors car or truck dealer. 


er 


neral 


A complete line of Moraine Service bearings for all cars 
and trucks. The new, complete Moraine bearing line 
gives you the bearings you need for all bearing replace- 
ment jobs—conveniently available from a single source. 
Remember— Moraine bearings are original equipment 
in General Motors cars and trucks. So—replace with 
Moraine in General Motors applications; sell and use 
Moraine bearings for other bearing replacement jobs. 


here 


MORAINE GAS FILTERS! 


Glass-bowl and pancake all- 
metal types assure dirt free, 


lint free fuel under all oper- 


ating conditions. 





y Moraine Products 


Division of General Motors, Dayton, Ohio 











|over 300,000 miles 









remains that batteries are the 
cause of a great deal of electrical 
trouble today and improperly func- 
tioning regulators are the cause of 


|a great deal of battery trouble. 


If the charging rate is too high, 
it burns the battery up. If it is 
too low, the battery sulfates. Bat- 
teries take a charge faster when 
warm and thus the temperature 
under which the battery operates 
has much to do with its perform- 
ance. 

New-car dealers who make it 
a practice to deliver a fully 
charged-battery in every new car 
and follow through to make cer- 
tain that the charging rate is all 
right, have found that battery 
and regulator troubles almost 
magically disappear. 

Dealers should make certain that 
they have more than one man on 
duty at all times who knows how 
to test and regulate the voltage 
regulator. 

This is extremely important to 
the proper operation of the auto- 
motive vehicle and has a_ direct 
bearing on how well the customer 
is pleased with his purchase. 


Vast Potential 
Seen in Ceramic 


Muffler Coating 


TOLEDO. — The automobile and 


|truck engine muffler field repre- 
|sents “a vast potential market for 
| the ceramic coatings industry,” ac- 


cording to Richard Crumley, sales 
manager of Toledo Porcelain En- 
amel Products Co., a division of 
Bettinger Corp. 

“Ceramic coatings on mufflers 
have resulted in muffler use for 
in some in- 
stances,” Crumley said, adding that 
he feels such performance figures 
will make ceramic coated mufflers 
increasingly popular. 

Although their greatest use has 


| been in the postwar period, Crum- 


ley notes that ceramic-coated muf- 
flers were standard equipment on 
many Army and Navy vehicles dur- 
ing World War II. A critical short- 
age of nickel and other raw mate- 
rials necessitated the development 
of a ceramic glass coating for use 
with less critical mild steel. The 
coating was especially successful 
in guarding exhaust systems against 
road salt or salt water, heat oxida- 
tion, lead bromide gases and ther- 
mal shock. 

At the present, Crumley said, 
ceramic-coated mufflers are stand- 


| ard equipment on the exhaust sys- 


tems of White trucks. And both 
GMC and Mack use ceramic coat- 
ings on certain areas where heat 
and corrosion present problems. 
Performance standards have been 


| high. The service life of a truck 


muffler is about 60,000 miles. If 430 
or 446 stainless steel is used, this 
may increase performance to 100,- 
000 miles or more. A mild steel muf- 
fler, ceramic-coated inside and’ out, 
can have a life of 318,000 miles, 
Crumley said. 


Dual H eadlamps 
Announced by GE 


CLEVELAND. — Introduction of 
two new sealed beam headlamps, 
designed to be used in the automo- 
tive industry’s new four-lamp head- 
lighting system, was announced last 
week by General Electric’s minia- 
ture lamp department. 

The new headlamps are designed 
to give motorists easier and safer 
seeing for nighttime driving, 
according to George E. Meese, GE 
automotive lighting specialist. They 
provide more light in both beams, 
better controlled light on both the 
upper and lower beams, and are 
especially effective in rain, snow, 
fog and dust, he stated. 








AUTO 
TURNTABLES 
a 


Manufactured by 


Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Conn. 


FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 
OF NEWS AND VIEWS 


A weekly roundup of news 
and views: of special interest 
to all who sell and service 
Ford, Thunderbird, Mercury, 


Lincoln and Continental 
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No. 5 OF A SERIES 


“What the Lincoln 
stands for... 


“* We at Lincoln Division are dedicated to this simple propo- 
sition: the Lincoln must be the finest of the fine cars. This is 
more than an objective. It is an ideal. 


““We are proud that the men who sell and service the 
Lincoln subscribe to this ideal as fully as we do. 


“Our mutual dedication to this ideal of supreme quality is 
our best, in fact our only, guarantee of continued success. 


“‘Let me assure you that this is the governing principle 
behind the exciting new 1957 Lincoln, the new marketing 
and distribution plans, and the new Lincoln assembly 
plant now under construction in Novi Township, Michigan 
—the most advanced plant of its kind in the industry. 


“This is why I believe, most firmly, that the Lincoln will 
take and hold its position at the head of its class. We take 
pride in the splendid record of the past year and feel 
confident of even greater success for the future. 


**In the coming months, more and more fine car owners will 
become aware of the exciting Lincoln story. They will hear 
it from you, from our intensive advertising program and, 
most of all, from the increasing number of proud Lincoln 
owners. 


**For the Lincoln is more than an automobile. It is a symbol 
of Ford Motor Company’s reputation and must continue 
to stand as proof of our determination to build only the 


finest.” 


Vice President, General Manager 
LINCOLN DIVISION 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD * THUNDERBIRD * MERCURY ® LINCOLN * CONTINENTAL 
FORD TRUCKS * TRACTORS * FARM IMPLEMENTS 
INDUSTRIAL ENGINES 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AuTo- 
motive News. 

For Make Servicemen 

AMERICAN MOTORS CORP. — 
Starting Nov. 19 American Motors’ 
zone parts and service depts. will 
be conducting 1957 product schools 
and 1957 Flash-O-Matic transmis- 
sion schools, with dealers through- 
out all zones. These schools will be 
conducted at dealer level and con- 
tinue through the month of Decem- 
ber. 

CHRYSLER CORP. — Master 
technicians service conference 
which consists of a kit containing 
a film, record, charts, reference 
booklets and other material 
supplied monthly for the training 
of mechanics in the dealer’s place 
of business. 

FORD DIV.—Ford district serv- 
ice school instructors will be con- 


ducting 1957 model introductory 
courses in all 35 sales districts 
throughout the U. S. These courses 
cover new engine, electrical and 
chassis features, two new bodies 
and the new-design rear axle. 
GMC TRUCK & COACH DIV. — 
V-8 Tuneup — Atlanta, Nov. 26-Dec. 
10. Hydra-Matic — Dedham, Mass., 
Nov. 26; Hinsdale, Ill, Nov. 26; 
Oklahoma City, Dec. 3-10; Memphis, 
Dec. 10; Golden Valley, Minn., Dec. 
17. Fuller Transmission—Dedham, 
Mass., Dec. 10. Carburetion—Ded- 
ham, Mass., Dec. 17. Twin Hydra- 
Matic—Garland, Tex., Nov. 26-Dec. 
17; Shawnee, Kans., Nov, 26; Bur- 
bank, Calif., Nov. 26. Hydraulic 
Brakes—Denver, Dec. 3; Memphis, 
Dec. 17; Wide Range Axle—Mem- 
phis, Tenn., Nov. 26. New Process 
Transmission — Dec. 3. Diesel — 
Tarrytown, N. Y., Dec, 3-10; Golden 
Valley, Minn., Dec, 3-10. 
PLYMOUTH — New Torque-Flite 


Transmission — Nov. 26-27, Dec. 3-4, | 


10-11, 17-18. Power Steering, 
Torsion-Aire Ride, Body Sealing 
and Sheet Metal Adjustment—Nov. 
21-22, 28-29, Dec. 5-6, 12-13, 19-20. 
Air conditioning—Nov. 23-30, Dec. 
7-14-21. A. B. Lehman, instructor 
in charge, and H. E. Miller, assist- 
ant. Write G. J, Cutler, Box 1518, 
Detroit 31, Mich. for additional in- 
formation or applications for class 
attendance. 

UNITED MOTORS SERVICE — 
Classes held continuously at 30 
United Motors classrooms at Gen- 
eral Motors training centers 
throughout the country. Contact 
United Motors service distributor 
for training center locations and 
classroom schedules. Instruction in 
factory approved service methods, 
using the latest equipment, is avail- 
able in (1) automotive electricity 
(Delco-Remy), (2) carburetion 
(Rochester), (3) electronics (Delco 
radio and Guide Autronic Eye), (4) 
transmission (Hydra-Matic). 

WHITE MOTOR CO. — Mobile 
training unit, equipped to set up a 
class in any service shop, will visit 
Cincinnati (2230 Gilbert Ave., see 
J. E. Stott) Nov. 26-29; Pittsburgh 





road map for the country west of 
Chicago as late as 1912. 





see B. Van Hoesen) Dec. 10-13. Any- 
one desiring to attend the school 
may write to White Motor Co, at 
the address given and to the atten- 
tion of those listed. —~ 


For All Servicemen 
ALLEN ELECTRIC AND 


(1136 Western Ave., see G. J. Otto)| EQUIPMENT CO., Kalamazoo, 


Dec. 3-6; Buffalo (85 Michigan Ave., 


Mich. — Allen Power-Tune course 


ALEMITE ANNOUNCES AWN 


Entirely New Chassis Lubricant ! 


Protects better! Won't 
wash out! Won't pound 


out — stays put! 


Formulated especially 


for new ball joint 


suspensions! 


Temperature-controlled 


consistencies assure 
easy handling! 


There’s much more than its color that’s new and 
different about Alemite’s revolutionary new, 
longer-lasting Alduralube chassis lubricant! It’s 
the modern lubricant that’s scientifically formu- 
lated for today’s tighter chassis. Fortified with ex- 
clusive Alemite AO-1 to prevent oxidation and to 
give longer service life. Only Alduralube contains 
extreme pressure additives to give greater protec- 


tion against wear. 


Alemite Alduralube gives you more lube jobs 
per pound. Its selected heavy-bodied base oils pro- 
duce unusually high tackiness to make it stay 





“put.” Can’t be displaced by roughest shock loads 
or rugged driving. Gives a softer-cushioned ride 


and easier car handling. 


Switch to new Alemite Alduralube now. Your 
customers will like the difference — and let you 
know they do with steady repeat business! 


Contact Your Alemite Distributor Today! 


ALEMITE 


Alduralube Chassis Lubricant 


STEWART 


5 F 


WARNE 


A Product of STEWART-WARNER CORPORATION 
1826 Diversey Parkway, Chicago 14, Illinois 


is being conducted throughout the 
|U. S. and Canada by Allen whole 
| salers and authorized field stations, 
Additional information can be 
obtained by writing directly to 
Allen Electric, 2101 N. Pitcher St, 
Kalamazoo, Mich. 


AMMCO TOOLS, INC., North 
Chicago — Instruction on engine 
repair and brake service. No set 
schedule but three to five-day 
classes started when needed. No 
instruction charge. Contact Richard 
D. Stevenson, Ammco Tools, Inc, 
2128 Commonwealth Ave., North 
Chicago, Il. 


BEAR MFG. CO., Rock Isiand, 
Ill.—Classes cover training in align. 
ment, balancing and frame 
straightening. New classes will 
begin Nov. 19 and Dec. 3. Write 
Mrs. Mildred T. Clark, registrar, 
2103 Fifth Ave., Rock Island, IIl. 

BINKS MFG. CO., Chicago — 
Classes are held for a period of 
one week once a month. Anyone 
interested in spray painting and 
spray equipment may attend. Next 
spray painting equipment may at- 
tend. Next class will be held Dec. 
3-7. No tuition. Contact W. Bea- 
chan, instructor. 

DEVILBISS CoO., Toledo One 
week classes of limited size cover- 
ing theory, maintenance and serv- 
icing of spray painting equipment. 
The subject of spray painting is 
broken down into four categories, 
industrial, auto refinishing, automo- 
tive jobber, portable equipment 
jobber. No instruction charge. 
Applications may be obtained by 
writing DeVilbiss Co., 300 Phillips 
Ave., Toledo, O. 

ELECTRIC AUTO-LITE, Toledo 
—Courses open to anyone in the 
automotive trade. No fee for tuition 
or materials. Students learn basic 
information and fundamentals of 
electricity, magnetism and testing 
equipment; the battery as related 
to electrical system; component 
parts of electrical system, circuit by 
circuit, and wiring. Next class, 
Nov. 26-Dec. 14. Write William B. 
Selb or H. M. Riddle, instructor in 
charge, 511 Hamilton St., Toledo, 0. 

INLAND MFG, CO., Omaha — 
Classes start each Monday morning. 
Time required to complete course 
varies from one to two weeks. No 
tuition if equipment is purchased— 
$100 otherwise. Course teaches: All 
aspects radiator cleaning, repairing 
and recoring; use and maintenance 
of equipment; fundamentals of 
merchandising, advertising and 
pricing. Write J. V. Grasso, 1108 
Jackson St., Omaha, Neb., for reser- 
vation or further information. 


RAYBESTOS DIV., Bridgeport, 
Conn.—Five-day courses extending 
8 a.m. Monday - 5 p.m. Friday are 
held at the Raybestos brake serv- 
ice school and work shop locatéd 
in Stratford, Conn. The training 
covers all phases of brake service 
work including major adjustments, 
minor adjustments, and complete 
brake overhaul on all types of 
brake systems. Personal instruction 
is augumented by a technical, full- 
length, color, sound, motion picture 
for a well integrated training pro- 
gram. Write J. Kane for further 
information. Courses will be con- 
ducted by A. D’Andrea. 

SUN ELECTRIC CORP.—Classes 
in service merchandising, Nov. 26- 
30, test equipment operation, Dec. 
2-7, principles of electrical testing, 
Dec. 10-14, engine tune-up, Dec. 17- 
21. Classes will be held at Chicago 
technical training center. Instruc- 
tors will be G. A. Lane, R, C. Heid- 
rich, A. E. Evenson, and G. A. 
Buhr. 

THERMOID CO., Trenton, N. J.— 
No definite school schedule. Classes 
are held whenever there is 4 
demand from students for brake 
service information, and are held 
by J. A. McLaine in the Thermoid 
engineering department test garage. 
There is no tuition, but students are 
expected to pay own living ex- 
penses. Session takes approximately 
five days. Text book furnished to 
students at no charge. 


Remaco Names 3 Reps 


In South and Southwest 


NEW YORK. — Remaco, Inc. 
maker of cold vulcanizing rubber 
repair materials, has appointed 
three new sales representatives in 
the South and Southwest. 

They are B. B. Burk Co., Dallas, 
in Texas, Oklahoma, Louisiana and 
Arkansas; A. N. Wine Sales Co, 
Jackson, in Mississippi and Ala- 
bama, and William D. Thornburgh, 
i Georgia and Florida, 








— 


AUTHORIZED 
8 


SERVICE 





GET INTO THIS PROFIT PICTURE! 


For many dealers, the addition of a ‘Jeep’ vehicle franchise to their 
present operation has meant a substantial increase in net profits. 


Spread your overhead in facilities and in Sales and Service per- 
sonnel over two lines. To get into this profit picture, you don’t need to 
give up anything. You retain your present operation, but you add the 
profit potential of the ‘Jeep’ vehicle franchise to it. With practically no 
increase in operating overhead, you add substantial profits. You use the 
same physical facilities for two lines, without any overlapping of prod- 
ucts or weakening of position with your present owners. 


‘Jeep’ vehicle gross profits are higher than those of most lines. 
Hundreds of dealers who are dualing ‘Jeep’ vehicles with another line 
are amazed to discover how much higher their ‘Jeep’ vehicle gross profit 
opportunity is, because: 


¢ ‘Jeep’ dealers aren’t in the profitless “volume race”. There’s no 
wheeling and dealing competition down the street when you 
sell ‘Jeep’ vehicles. 

e ‘Jeep’ vehicle resale value is far greater than that of most auto- 


motive products. (For example, a two-year-old Universal ‘Jeep’ 
commands 90.4% of original Factory list price.) 


e 49.8% of all ‘Jeep’ vehicle sales were “clean deals” in 1955. 


e ‘Jeep’ vehicle sales frequently include substantial additional 
profits from the sale of special equipment (either at the time of 
original sale, or later when owners have new jobs to do). 


The yeep family of 4-Wheel-Drive vehicles 





The success of most of the 712 dealers who added the ‘Jeep’ 
franchise to their present operation in 1955—and many others who are 
profitably selling ‘Jeep’ vehicles along with another line—has been so 
great that you are passing up a real bet if you don’t get the facts on how 
easily a similar arrangement could fit into your operation—how you 
could make more efficient use of your Sales and Service force by expand- 
ing their range of prospects—how you could spread your investment in 
facilities and your overhead over two lines instead of one. 


Here is all you do. Get the detailed facts and see what they can mean 
to you—facts about how you give up nothing, but add substantial profit 
opportunities. You owe it to your future to give this opportunity careful 
study. For complete information, fill out and mail the coupon below. 
There’s no obligation. Do it right now! 
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Dealer Development Department 
Willys Motors, Inc., Toledo 1, Ohio 


Name 


tiie 


Without obligation, please have a representative call and 
give me information about the ‘Jeep’ family franchise. 
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‘Jeep’ Truck ‘Jeep’ Utility Wagon 
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1H Opens Training Center in Atilanta— 


International's new training center in Atlanta is serving more than 400 dealers in 
11 southern states. D. A. Kelly, center, supervisor of training, is shown demonstrating 
the correct way to measure an engine's cylinder walls. Proper procedures of diagnosis, 
teardown, inspection, precision adjustments and reassembly of major components are 
taught to 15 servicemen in weekly courses. 


Almost Half 
the Cars On 
the Road Have 


Automatic 


Transmissions 


Service Briefs 





CHICAGO.—The Motor & Equip-| tained by writing MEWA, 309 W. 
ment Wholesalers Assn. will hold| Jackson Blvd., Chicago 6, Ill. 


its General Management Institute) 
May 12-17 at the University of Illi- 
nois, co-sponsor of the course, at 


Allerton Park, Ill. 


The curriculum will be centered| merchandising calendar previously, 


os * * 
Merchandising Calendars 


Extended to Dealer Level 
KANSAS CITY.—A personalized 


distribute its portable electric tools 
in the Belgium-Luxembourg area, 
| It is the seventh foreign subsidi- 
| ary set up by the company. Others 
|are in England, Australia, Canada, 
| Union of South Africa, Mexico and 
| Brazil. 
: * s 


| Rus Hammond Resigns 

| ST. LOUIS. — Rus B, Hammond, 
| manager of the Greater St. Louis 
Automotive Assn., since 1950, hag 
| resigned to return to his home in 
Columbus, O. Hammond is credited 


about the respective phases of gen-| available to jobbers has been ex-| With having successfully maneged 
eral business operation with stress| tended to automobile dealers. 


on the management principles in- 


volved in each. 


Topics to be covered include: Or-| 48 
ganizing for efficient operations; | 


formulating wholesaling polices and 
planning; budgeting, psychological 
testing; 


tive plans; meetings and clinics; 
customer relations; sales manage- 
ment; merchandising and promo- 


selecting and evaluating 
personnel; compensation and incen-, 


Each month of the calendar is 


ing theme. It is designed to act 
as an advance reminder to dealers 
of seasonable and timely services 
to car owners. Wholesaler’s name, 
address and phone number appear 
on the calendars he distributes to 
dealers. They are available to job- 
bers who are Supercharger clients. 
* + + 


Black & Decker Opens 


tion; credit and collection; financial | Subsidiary in Belgium 


statements—their analysis and use; 


TOWSON, Md. — Black & 


office routine simplifications, and! nooner Mfg. Co. has opened a new 


purchasing and traffic. 


warehousing, sales and service 


| Further information may be ob-! subsidiary in Brussels, Belgium, to 


iat * 






Automatic Transmission Tools 


Yes, the trend is to automatics — and the 
servicing profits are going to shops with 
special tools like this Snap-on set. It’s 
quick work, too, because an estimated 70- 
75 percent of all transmission adjustments 
can be done externally with these tools — 
with transmission right on the car. Tools 
handle adjustments on Hydramatic, Dyna- 
flow, Powerglide, Fordomatic, Mercomatic 
and Powerflite transmissions. 


Simple with Snap-on Illustrated Booklet 
With this Snap-on set and the easy-to-fol- 


*Snap-on is the trademark of Snap-on Tools Corporation. 






8082-K 28th Avenue © Kenosha, Wisconsin 


SNAP-ON TOOLS CORPORATION 


low Snap-on instruction booklet, included 
free, your mechanics can make the adjust- 
ments quickly, profitably. They simply 


follow the photographs and 
directions. 


clear, simple 


Get this automatic transmission set and 
special tool stand from your Snap-on man 


the next time he stops. 


ONLY $4.07 A WEEK 
Just $10.70 down and $4.07 a week 


puts the illustrated 2026A-ATS set 
plus stand to work for you. 








Pesala, 


Oy ROSSA Jase te TT 8S 









the St. Louis auto shows during the 
| past four years. His successor has 


| keyed to a product and merchan-| NOt been selected. 


* od s 


_ K-D Opens Atlanta Depot 
| ATLANTA. — K-D Lamp Co, 
manufacturer of automotive safety 
products, has opened a warehouse 
| here at 95 Pine St., N. E. 
a +. = 
A Santa for Dealers 
| LANSING. — Liquid Glaze here 
(offers automobile dealers an elec- 
tric lighted plastic Santa (24x 14”) 
for dealer display — free of charge 
with each purchase of 12 Super 
Liquid Glaze Aerosol Cans and 12 
Super Liquid Glaze Cleaner. 
* * e 
Cold Lubrication 
PORTLAND, Ore. — A device to 
lubricate the internal parts of a car 
or truck engine before it is started 
will be manufactured and sold by 
the newly formed Prematic Mfg. 
Co. Partners are Joseph McClelland 
and Clarence Easton. 


MEWA Parleys 
‘Linked to Shows 


CHICAGO.—The Motor & Equip- 
ment Wholesalers Assn. will con- 
|}tinue its policy of meetings in 
connection with manufacturer- 
wholesaler shows. The following 
meetings have been scheduled: 

Western States Business Confer- 
ence, Seattle, March 6, preceding the 
Pacific Automotive Show; South- 
western Business Conference, 
Dallas, Apr. 3, preceding the South- 
west Automotive Show; national 
convention, Miami, Apr. 23-24, pre- 
|ceding the International Automo- 
tive Exposition. 

Also, National Automotive Sales- 
manship Conference, St. Louis, May 
8, preceding the Midwest Automo- 
tive Show, and national convention, 
Boston, May 21-22, preceding the 
National Automotive Service Show. 

* 7 + 
Parker Picks Distributor 

CLEVELAND. — Appointment of 
Industrial Gasket & Packing Co., 
Inc., Oklahoma City, as distributor 
of Parker o-rings and other molded 


| 





|rubber products has been an- 


nounced by Parker Appliance Co. 
here. 
+ * . 


Hydra-Matic Manual 


Published by NADA 


DETROIT. — A new manual 
covering the “Diagnosis, Repair & 
Adjustment of Hydra-Matic Trans- 
missions” has been issued by the 
National Automotive Parts Assn., 
and is now available to the trade 
through NAPA jobbers. 

This is the first of a series of 
manuals which will cover all auto- 
matic transmissions to be prepared 
by the instructional staff of Lincoln 
Technical Institute, and published 
by Davies & Scott Associates for 
distribution by NAPA jobbers to 
their customers. 

The 156-page manual is said to 
place particular stress on the 
proper procedure for diagnosing 
trouble before attempting adjust- 
ment or repair, on the theory that 
the mechanic’s greatest problem is 
not the job of overhauling the 
transmission, but in making a cor- 
rect diagnosis of the trouble. 

* * * 


Automotive Electric Assn. 


Issues Tuneup Charts 

DETROIT. — The Automotive 
Electric Assn. has announced 4 
series of tuneup charts covering 
all 1956 passenger cars. 

The charts contain exact factory 
specifications and latest engineer- 
ing changes, as well as standards 
of adjustment essential for proper 
tuneup work, 
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| the best title laws in the United| 
States.” 


(Continued from Page 24) 


violators, with violators of all | informed the State Legislative 


ages required to attend. 


Council he plans to ask the 1957 


Also, establishment of a Califor-| Legislature to double the state's 


nia safety center for Geis! 


training and research in traffic 
safety and driver education; re-| 
quirement that every high school| 
student complete a minimum of six| 
hours behind the wheel and six 
hours’ observation in the driver 
education program; a program of 
safety checks for all student-driven 
ears; requirement that all teenage 
driver license applicants complete 
satisfactory driver education and 
driver training before securing a 
license; teaching in all elementary 
schools of a safety program stress- 
ing pedestrian and other basic traf- 
fic problems; more stringent tests 
for driver license applicants; and 
establishment by the State High- 
way Patrol of juvenile traffic 
schools for the education of 
juvenile traffic offenders. 


Heavier Penalties in R. I. 


N RHODE ISLAND, the Gover- 
nor’s Conference on Traffic 
Safety called for: Heavier minimum 
court penalties for first-offense 
drunken drivers; general use of 
chemical tests for sobriety in 
drunken driving cases; license revo- 
cation for any drivers refusing to 
take chemical tests if suspected of 
drunken driving; driver education 
courses for every eligible high 
school student in the state; and 
uniform traffic signs on city and 
town streets, in conformity with 
state standards. 

Gov. Dennis J. Roberts subse- 
quently announced that Rhode 
Island legislation is being prepared 
to provide cities and towns with 
state aid for high school driver 
training programs, with the aim of 
making such courses available to) 
every eligible high school pupil in 
the state. It is now available to only 
about 20 percent of those eligible. 

Proposals which Gov. Averell | 
Harriman has indicated he will 
submit to the 1957 New York 
State Legislature include one to | 
authorize license suspensions of 
New York State drivers after 
out-of-state convictions, He said 
he would propose that the law 
be changed so that convictions of 
New York State drivers in Con- | 
necticut and other states would 
be considered equivalent to New 
York State convictions for pur- 
poses of license suspension. | 

Another proposal backed by the! 
New York governor would permit 
Suspension of driver’s licenses in| 
Instances where bad judgment is) 
deemed to have caused accidents. 
Under present state law the driver 
must be guilty of gross negligence. 

Other proposals supported by 
Harriman would facilitate use of! 
radar in apprehending speeders: 
permit suspensions of licenses of 
drivers who refused to answer traf- 
fic summonses, and establish the 
Same penalties for those driving 
under the influence of narcotics as 
for those under the influence of 
alcohol. 

* * * 
Arkansas Fee Boost 


In Arkansas, Gov. Orval Faubus 





Lower-Court Test Set 


In Fla. Sunday Case 


TALAHASSEE, Fla.—Florida’s 
Supreme Court has refused to 
assume original jurisdiction in a 
case intended to test the validity | 
of the state’s Sunday blue laws, | 
which prohibit the sale on Sunday | 
of anything but necessities. | 

The court had been petitioned 
for a writ of habeas corpus to 
free Archie Kelly, a Tampa used- 
car dealer, from jail. Kelly’s 
arrest on a charge of selling a 
used car on Sunday had been 
arranged as a test for the validity 
of the laws. 


The high state court denied the 
petition without prejudice, which 
cleared the way for Johnson to 
seek the writ in Circuit Court. 
Chief Justice E. Harris Drew ex- 
plained the writ was denied be- 
cause the court has “an absolute 
policy not to entertain original 
jurisdiction of habeas corpus in 
actions involving constitutionality 
of laws.” 





present $l-a-year driver's _— 


fee to provide funds for expansion 
of the State Police. The fee boost, 
he said, also would enable the State 
Police to establish a driver’s license 
bureau, which in turn would set up 
facilities for testing drivers apply- 
ing for licenses for the first time, 
those who are accident-prone, or| 
those ordered examined by a court.| 
Actual issuance of licenses, how- 
ever, would remain with the State) 
Revenue Department. 

Among 1957 legislative issues in 
the making in other areas of auto- 
motive interest, plans have been 
announced to seek the enactment 
of a Georgia automobile certificate 
of title bill. Rep. Barry Wright said 
he and other Floyd County repre- 
sentatives will introduce in the 
Georgia Legislature a bill modeled 
after “what we consider some of 





Georgia at the present time | 
doesn’t require a certificate of 
title ownership for an automo- 
bile nor any recording of sales. 
The only evidence an owner can 
present is the bill of sale for the 
car and the license registration. 
Wright explained the proposed 

Georgia legislation would require a 
documentary certificate of title 
similar to a real estate deed, show- 
ing the history of the vehicle from 
the time of its manufacture. Own- 
ership of the vehicle could be trans- 
ferred only by official transfer of 
the certificate. He added that the 
bill probably also would require 
that the title certificate be pre- 
sented before a license plate could 
be issud. 

The Tennessee Independent Auto- 
mobile Dealers Assn. will ask the 
1957 State Legislature for a revi- 
sion of the state sales tax law to 
allow county court clerks to collect 
the levy on automobiles sold in the 
state. The proposal is aimed at bet- 
ter collection of the sales tax and 
elimination of “curbstone opera- 
tors.” The clerks would collect the 
tax when the owner applied for 
title transfer. 






































The only reason you rebuild an engine is to restore its original smooth- 
running power. That’s why you should back up your own good work 
with the best parts. Replace the engine bearings. Worn bearings left in 
a rebuild are trouble-makers for the owner, and for you! Replace with 
Federal-Mogul bearings to protect your own quality work and to give 
customers the brand they know and prefer for finer performance. Your 








Dormont'’s Spacious Showroom— 


The spacious new-car showroom of Dormont Oldsmobile Co., Pittsburgh, contains 
2,120 square feet of terrazzo floor area. A customer's waiting room and five closing 
rooms are adjacent to the showroom. Both the general office and the dealer's office 
hove windows that overlook the showroom, which features 80 feet of glass across the 
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jobber has complete stocks—and fast service! 


FEDERAL-MOGUL SERVICE 


Division of Federal-Mogu!l-Bower Bearings, Inc. 
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bile, contains rocker-arm shafts, 
push rods of lightweight chromoly 
tubular steel, mechanical lifters, 
magnesium rocker arms equipped 
with Oilite bushings and adjust- 


ment screws and metal gaskets. 
* * * 





TUBE CLEANER — Thoro-Clean, a water- 
less hand cleaner, is being introduced in 
tubes as a service shop resale item. The 
cleaner is said to contain no abrasives 
or caustic agents and to be harmless to 
the skin. Tubes are individually cartoned, 
and service managers desiring larger in- 
dividual sizes still may obtain Thoro- 
Clean in one-pound jars and in cans 
of one quart, Y-gallon and one-gallon 
sizes. Display racks are available for 
counter sales. Marick Products, Inc., 1159 
National Bank Bidg., Detroit 26, Mich. 





TRE GROOVER — The Vari-Matic 
Groove-Master is a machine featuring the 
ability to groove small tires which are 
standard equipment on ‘57 cars, foreign 
cor tires, as well as large truck fires 
up to 12 by 24 inches. With a specially 
designed mechanism controlling the groove 
blade it is possible to cut new grooves 
in a smooth tire, recut grooves in a worn 
tire, cut small feather edge zig-zags, cut 
any width or length or depth desired, 
and duplicate, follow or retrace and 
deepen original wavering treads, it is 
claimed. Ballak and Co., 811 N. Ninth 
St., St. Louis, Mo. 





AIR DEODERIZER — “Kar Kwips” are 
dual-purpose deoderizer plaques designed 
to provide a note of humor while refresh- 
ing the air with ao pine fragrance said 
to last for months. The plaques come 
packaged 12 or 24 per display card. 
Surco Products, Inc., 3256 E. Eleventh Ave., 
Hialeah, Fic. 





LUGGAGE CARRIER—A luggage carrier 
designed especially for station wagons has 
been announced by Canell Co., 44 Liberty 
St., Little Ferry, N. J. The carrier features 
one-piece, factory assembled side rails 
made of hardened aluminum seamless 
tubing. Railings are fastened to roof at 
corners, where crown of roof provides 
strongest support. The unit also features 
a heavy-duty all-wood platform, shaped to 
fit roof and strong enough to support a 
man's weight, it is claimed. 

se # = 





EXHAUST ATTACHMENT—Hedman Hed- | 
ders adaptable to present exhaust systems 
of all Ford and Mercury models, 1955 
through 1957, are being offered by Hed- 
man Muffler & Mfg. Co., 11039-49 W. | 
Washington Bivd., Culver City, Calif. The 
units ore said to be test proven to produce 
10 percent horsepower gain over stock 


factory dual systems. 
* 








PORTABLE BATTERY CHARGERS—Ameri- 
can Television & Radio Co., 300 E. Fourth 
St., St. Paul 1, Minn., announces a line of 
ATR portable automobile plug-in type bat- 
tery chargers for operation with six or 12- 
volt storage battery systems in 4, 6, and 
10-ampere capacities. The chargers fea- 
ture easy charging by simply plugging 
into the cigaret lighter receptacle, it is 
claimed. 





AIR FILTER—Cut-away view of the 
automotive dry-type air filter, now being 
marketed by Purolator Products, Inc., Rah- 
way, N. J. Intake air passes through spe- 
cial, accordion-pleated filter paper which 
filters out all dust and grime particles as 
small as a few microns (1/39 millionths of 
an inch) in size, it is claimed. Because it 
uses neither baffles or oil, the dry-type 
air filter is said to be more effective and 
easier to clean than the standard air 
cleaner. 





* * * 


Rocker-Arm Assembly Kit 
Offered for Replacement 


A rocker-arm assembly kit which, 
its maker says, will eliminate noisy 
lifters, has been marketed by 
Thomas Automotive Products Co., 
8816 S. Crocker St., Los Angeles 3, 4, 6, 8, 12, and 16-ounce sizes. Serrations 


Calif. | in face of weight permits sawing to obtain 
The kit for Cadillac or Oldsmo-| odd sizes, if required. 


WHEEL BALANCING WEIGHT—A truck 
weight equipped with a clip designed 
especially for use on the outside flanges 
of the Goodyear 7.50 and 8.25 tubeless 
truck rims is being marketed by Turner 
Mfg. Co., Inc., Kokomo, Ind. The weight is 
said to fit the shallow depth of the outside 
flange of the wheels. The unit comes in 





ANGLE SCREW DRIVER — An electric 
angle screw driver, said to drive or 
remove wood screws, self-tapping screws, 
lag screws ond machine screws and nuts, 
has been announced by Albertson & Co., 
Inc., Sioux City, Ila. The Sioux Screw 
Driver is offered with a positive or adjust- 
able clutch. The positive clutch is said 
to provide a free spindle for engaging 
bit with screw. Where uniform tightness 
is desired, no matter how much pressure 
the operator supplies, an adjustable clutch 


is offered. 
J a 





FOOD TRAY—The Autotray, a conveni- 
ent combination of tray plus spill-proof 
bottle holder, for use in automobiles, has 
been marketed by Autotray Co., Inc., 3901 
E. 26th St., Indianapolis, Ind. Said to 
fit any automobile, the unit's under-dash 
installation permits it to swing out for 
use, then back under the dash out of the 
way. The unit is made of heavy-gauge 
steel mounted in hard fibre. The twin 
of the Autotray is called the “Snok-Bar,” 
@ tray with spill-proof well which fits 
the windows of all cars, it is said. 

— 





BURN BASKET The Bennett Burn 
Basket, for depositing classified, confiden- 
tial and secret papers prior to burning, 
is made of heavy-gauge steel, with welded 
and rounded reinforced corners and has 
@ special baked encmel finish. Permanent, 
Positive stops insidc the two top deposit- 
ing doors reduce door openings to one 
inch. The heavy-duty hasp securely holds 
top and body of basket together, when 
padiocked. Full size galvanized liners are 
standard equipment with the basket. The 
basket is available in two models, 112-1B 
with a capacity of approximately 1 
bushels and model 130-LB with a capacity 
of 2% bushels. Bennett Mfg. Co., Alden, 


New York. 
—- + 


Yale Lift Attachment 


Lets Truck ‘Double’ 

Yale & Towne Mfg. Co., Phila- 
delphia, has announced develop- 
ment of a rotating industrial lift 
truck attachment which will per- 
mit the truck to double as a stand- 
ard fork truck and a textile or 
paper bale handler. 

The attachment permits the 


NEW PRODUCTS 


handling of two dissimilar loads 
with the same truck, Yale said, 
thereby providing maximum utili- 
zation of a single piece of equip- 
ment. 





AN 


BRAKE AID—An automotive safety de- 
vice, called Saf-T-Brak, has been an- 
nounced by Auto-Mate Corp. of America, 
18228 Parthenia St., Northridge, Calif. 
The basic unit of the device is a hydraulic 
electrical switch that registers the motion 
of the automobile through the drive shaft. 
Through a check valve, the unit controls 
the energy the driver has put in the brak- 
ing system. This energy, having been 
sufficient to stop the car, is therefore 
sufficient to hold the car after it has 
stopped, regardless of position of the car, 
relative to up or down hill, it is claimed. 
The stored-up energy is released -by de- 
pressing the accelerator. 

* ¢ ef 








BATTERY TESTER — A tester that can| 
test any 12-volt battery in a single opera- | 
tion is now available from Christie Electric 
Co., Los Angeles, Calif. Known as the} 





Christie BT-12, the unit automatically com- | 
pores three cells of a 12-volt battery| 
against the other three cells in a sensitive | 
bridge-circuit. The degree of unbalance | 
between cells is registered on the dial, | 
with the meter reading either “Good” or | 
“Bad,” if is claimed. 





RATCHET-TYPE JACK—Three ratchet-type 
mechanical jacks, two bumper and one 
frame lift, have been added to the line 
of jacks produced by Blackhawk Mfg. Co., 
5325 W. Rogers St., Milwaukee 46, Wis. 
Model J-3 is a frame jack which lifts from 
the side, fits all cars, and combines 
minimum weight with maximum durability, 
eliminating bumper strain, it is claimed. 
The one-ton capacity models J-4 and J-5 
are built to lift any model car designed 
| for bumper lifting. 





BEAD LOOSENER SHOES—Bead loosener 
shoes, designed to work on the new 14- 
inch rims as well as the conventional 
sizes, have been introduced by Coats Co., 
Fort Dodge, Ia., to replace present loosener 
shoes on the D-D model Tireman changer, 
According to the Coats, only a slight modi- 
fication of the Tireman bead loosener 
was necessary to adapt it for the 14-inch 
wheel. The same new loosener shoes, 
called D-D Changeover, work equally well 
on all other sizes of car and light truck 
tires whether tubeless or conventional type. 

. s * 


SNOW PLOW—Rid-O-Sno is an all-steel 
plow with a 30 by 12-inch adjustable 
blade that is said to push snow in any 
direction angle of the plow's blade 
changed by four springs locked in position 
by finger-controlied wingnuts. The plow 
rolis on 6-inch rubber wheels. Leisure 
Industries, Dept. 96-09 Metrépotitan Ave., 
Forest Hills, 75, N. Y. 

* * «& 


Safety-Stop Valve 


A positive safety-stop valve for 


| installation in the base of service 


station dispensing pedestals of re- 
mote pumping systems has been 
developed by Milwaukee Valve Co., 
2375 S. Burrell St., Milwaukee 7, 
Wis. 





ANTI-FREEZE TESTER — The easy-to- 
read model 556-TA Universal anti-freeze 
tester is designed to test all generally 
used types of anti-freeze ethylene 
glycol, methanol and alcohol. Figures are 
said to be enlarged by a magnifying slide 
calculator. The model will make accurate 
tests even at temperatures in excess of 
180 degrees Fahrenheit, it is claimed. 
Thermometer is marked to show 140 and 
180-degree temperatures ‘for quick indent- 
ification of type of thermostat being used 
in car. Imperial Brass Mfg. Co., 1200 
W. Harrison St., Chicago 7, Ill. 





| 
| 
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A Man, an Idea and $253 


Lovan Hall Builds Autolease on Service 
And a Profit to Dealers 


NEW YORK, — Autolease Group| tion of a Wall Street bank which 
was started in 1953 by Lovan Hall) agreed to finance it. It has de- 
with an idea and a capital invest-| veloped into a mail order loan 
ment of $253. It literally was a one-| business that is unique.” 
man business. Autolease in New York is 

Today the group is made up of | Charged with developing new busi- 
more than 30 automobile dealers | "ess, handling established accounts | 
across the country and serves | 2nd acting as liaison between deal- 
more than 20 corporations leas- |€TS and accounts and source of| 
ing vehicles. funds. ‘ ; | 

“Not only that,” said Hall, “it| Tf one of the contracting cor-| 
has developed into a mail-order| P0Tations desires a vehicle or piece 
loan business that is unique in| of industrial equipment, it writes| 
banking.” See ia The group} 

How did it start? Hall said it|jcasea’ vehicle nuctacee tn ake 


; leased vehicle quotation to the 
really began when he took a job/ dealer nearest point of delivery. 
as eastern sales representative for! The dealer completes the quota- 
ee mnewi ty Leormmedl «NG wremt «Lee tay | annie 
company. His brother, Hugh Hall,| . . 
then general manager of a Detroit | Pontiac Honors Finley 
auto dealership, got him the job.| BEND, Ore. — Claude R, Finley, 
Hugh joined Autolease as a partner| parts manager, Ward Motor Co. 
in 1955. | (Pontiac) here has been awarded 






| 





tion and signs it as an offer to 
deliver. If acceptable, it is signed 
by the corporation and becomes a 
firm order to deliver. 

A master invoice for all vehicles, 
which may be owned and leased by 
all 30 dealers, goes to the corpora- 
tion each month. This is paid to the 
Wall Street bank which distributes 
each dealer-lessor’s share to him. 

Autolease, Hall said, receives 
the bulk of its earnings from a 
part of a small monthly service 
charge made against each vehicle. 

“We sell leasing as a service,” 
said Hall, “and as an overall oper- 
ating economy.” 

Autolease claims its costs must 
always be lower than those of 
salesmen - owned vehicles operated 
on a mileage allowance, unless the 
firm is transferring part of its 
travel costs to the employe. 

Fleet accounts operate Autolease 
| units at from 5.9 to 7.5 cents per 
| mile, This, said Hall, includes de-| A more powerful Sunbeam Rapier Coupe de Sport has been introduced in New 
| Preciation, interest, Service charge, | York by Rootes Motors, Inc. Horsepower has been increased to 67.5 by fitting twin 
| as and oil, _tepair and service, | corburetors, providing a top speed of over 90 m.p.h. at 30 miles per galion. The 
|insurance, tire replacement and British-built two-door hardtop, available in a variety of two-tone color combinations, 


| miscellaneous expenses su ch 43! retails for $2,499, including heater, overdrive, tubeless tires, tachometer and 12-volt 
washing, parking and tolls. electrical system. 


Autolease, according to Hall, es- oases 
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Designed for The American Market— 





Hall found that the setup he|@ Prize for being the top parts 
joined violated a basic principle of| salesman among Portland zone 
sound merchandising by demanding} Pontiac dealers. 
two profits. One for the dealer, an- 


. other for the leasing firm. 

' He believed that a method of 
i leasing which gave a single profit 
k to the dealer would be more at- 


tractive to good lease accounts. 

Hall started without a dealer 
network, fleet accounts and financ- 
ing. The first three fleet accounts 
he approached received it favorably 
and were willing to try it out. All 
had had experience with leased 
vehicles. 

The first dealers approached—in 
Boston, New York, Richmond, V32., 
and Atlanta—accepted the plan 


and became part of the group. 
“Our Atlantic dealer,” said Hall, 
“brought the plan to the atten- 









Dry Air F ilter 
Held Necessity 
Of Modern Auto 


RAHWAY, N. J.—Purolator Prod- 
ucts’ dry air filter, replacing oil-| 
bath air cleaners on many 1957 
models, was “necessitated” by re-| 
finements in modern autos, accord- 
ing to James B. Lightburn, general 
sales manager of the firm’s after- 
market division. 

Lightburn said everybody benefits 
from the new filter: Manufacturers, 
because of new freedom in lowering | 
hood lines; car owners, because it} 
provides longer trouble-free service | 
and does a better job of engine 
protection, and service managers, 
because it is easier and more profit- 
able to service. 

The main advantage of the new 
cleaner, Lightburn said, is that it 
filters all of the air entering the 
carburetor at all speeds. 

As dirt accumulates on the dry 
filter, he said, most of it is shaken 
off by normal engine vibrations. Re-| 
Placement of the element is recom-| 
mended at 10,000 miles. 


Chrysler, Workers 
Give $1.5 Million 


DETROIT. — Gifts totalling $1,- 
563,947 to the United Foundation’s 
1956 Torch Drive from the Chrysler 
Fund and employes of Chrysler 
Corp. have been announced by L. L. 
Colbert, president. 

Chrysler Corp.’s Detroit-area em-| 
ployes have pledged $1,163,947.98 to 
the 1956 Torch Drive through the 
payroll deduction plan. Robert W. 
Conder, Chrysler personnel vice- 
president, presented the $400,000 
Chrysler Fund gift at the final 
Torch Drive luncheon. 

Some 82.8 percent of Chrysler 
Corp. men and women contributed 
an average of $11.84 each to the 
1956 Torch Drive, Conder said. 
This amounts to a 3.2 percent 
greater participation by the com- 
pany’s employes than a year ago. 


to you when it’s ti 
And they go aw 





So Soon? motors—made to 


BUFFALO.—Tool and diemakers 
at the Ford stamping plant already 
are at work on dies for the 1958 
models in addition to regular work 
for the 1957-model dies, it was re- 
ported last week. 







Because it lubricates better, protects bet- 
ter—Super Blend brings customers back 


State Super Blend is refined especially for 
today’s high-powered, high compression 


timates it will admit 20 new dealer 
| outlets to the group in the next; 7 
| year. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
VE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





ance. Extensive national advertising tells 
your customers again and again about 
this great all-weather (SAE 10W-30 HD) 
pure Pennsylvania motor oil. Take ad- 
vantage of that pre-selling, take in those 
extra profits. Recommend Quaker State 
Super Blend—make it your profit leader! 


eT ta 
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MOTOR OIL 


me for an oil change. 
ay satisfied! Quaker 


insure top perform- 





QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 
Member Pennsylvania Grade Crude Oil Association 
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,|800-Pounder Has Unit Body .. . 








Horse Trader— 


Bud Templin, left, shakes hands with 
R. Mitchell McClure, owner of Courtesy 
Chevrolet, Phoenix, Ariz., after trading his 
sorrel show horse for the Chevrolet truck 
in the background. McClure, who also 
operates a declership in Los Angeles, 
added the horse to his stable of show 
horses. 


For the lowdown on dealer thinking, 
read John O. Munn’s column each week 
on Page 3. es 


Council Tests show that reinforced 
tire chains increase stopping ability 
nearly 3 times—starting and 


climbing 


It’s the “Jiffy” hook 
that does the trick! 


By George L. Glaser 


European Correspondent 


dapp has introduced 
Janus. Like its Roman deity name- 
sake, the small auto literally faces 
in both directions. 


The air-cooled engine is in the 
center of the car and the doors 
are at the extreme front and 
back. In other words, the wind- 

| shield is also the window of the 

| front door and the back opens 
like a U. S. panel truck. 

| The rear seats face backward and 

|the engine is fitted between the 

' front and the back seats. 

Zuendapp, which started in pro- 
duction of the ignition mechanism 
for World War I hand grenades, 
| has been making two-wheeled vehi- 
| cles and sewing machines. 

However, it built the prototype of 
the present Volkswagen and has 


NUREMBERG, Germany.—Zuen- | 
its new car, | 
| which may range up to about 960 


Germans Introduce 
Two-Faced Runabout 


been experimenting with automo- 


biles for 20 years. 


The Janus has a weight of ap- 
proximately 800 pounds minimum 


pounds with extra equipment. 

The Janus is scheduled to go 
into production in April, 1957, at 
a rate of about 800 units per 
month. The body is of unitized 
construction and the side win- 
dows are made of Plexi-glass and 
slide to open and close. 

The spare wheel is positioned 
next to the engine in the center of 
the car and the suspension system 
seems to be very well designed. 


All four wheels are independently | 


suspended, the front utilizing torque 
arms which extend forward from 
the pivoting points. In the rear, 
pendulum-type swing axles form 
the suspension. 

It is said the large amount of 
wheel travel does not cause any 





New Campbell “‘Jiffy’’ Chains go on amazingly 
fast. No jacking the car. No moving the car. 
No hard-to-fasten inside lock. No dirty work— 
plastic sleeve guards with every pair. Get 
proof positive that here is the answer to get- 
ting out of trouble—and getting where you’re 


Fitde — Sees 
going safely. 
traction 4 to 7 times! 


Be ready when bad weather 


strikes. Get your “Jiffy”” Chains today. Ask 


your dealer or service man. 


Millions and millions of car owners will see the above advertisement 
in The Saturday Evening Post. And Campbell will be advertising in 
the Post consistently during the chain-selling season—to send sales 
your way! So, it’s just good business to stock up now. Remember— 
when you sell a car—you have the first opportunity to profit by selling 
a set of “Jiffy” Chains! See your Campbell distributor, or write direct. 


CAMPBELL CHAI 




















Emergency 
“TRACTION KLIPS” 


The easy way out in 
snow, ice, mud. Out 
of ruts—up slippery 
hills—away from icy 
curbs. On or off in 10 
seconds! No dirty 
hands or clothing. 
Handy lever flips 
them off. 


CAMPBELL 
CHAIN 
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combine coil springs and shock ab-| 


sorbers are installed above the sus-| 


pension arms, 

The rear suspension is kept in 
line by torque rods on each side 
of the car and in the front a tor- 
sionetic stabilizer has been incor- 
porated into the system. Tires are 
size 4.40 x 12. 

At the present there is a clearly 
recognizable trend to lightweight 
cars in Germany. These should re- 
place many motorcycles, scooters 
and similar types of transportation 
as the climate requires a weather- 
protected vehicle. 

Zuendapp’s new 250 ce. motor- 
cycle also was seen. It will be 
shown at the Paris Auto Salon. It, 
for the first time, has a hydraulic 
shock absorber for the handle-bar 
control in order, it was said, to re- 
move chances for sudden turns. 
| It was noted that the Polish mo- 
torcycle endurance team from be- 
hind the Iron Curtain is equipped 
with the West German Zuendapp 
motorcycles. 





camber change of the front wheels. | : 
Motorcycle type “spring legs” which | : ait 
> 
w 





The Janus Entrance— 


Zuendapp's light car, called Janus, 
literally has a front door. The rear door 
is the same. Passengers in the rear 
ride “backwards and the air-cooled 
engine is situated between the seats. 

e S's 





optional equipment. 
Zuendapp, the manufacturer, said. 






CHICAGO. — Fall business pros- 
pects remain good, according to the 
| Federal Reserve Bank of Chicago. 

The bank, in its monthly review, 
said that production and new 
orders still are rising while the 
uptrend in personal 

| “bodes well for consumer bu y- 
| ing.” 





According to the bank, the auto 


|industry is scheduled to produce 
;}more than 1.7 million cars in the 
| fourth quarter of 1956, nearly 250,- 
|000 below 1955’s record. 
Industry spokesmen, the bank 
| said, anticipate that 1957 car out- 
| put will climb 10 to 15 percent over 
the current year. 

| The bank said most merchants 
| are looking forward to higher levels 
| of consumer buying in the next few 
months. Personal income passed 


Canada Tightens 
Credit; Dealers 
Are Optimistic 
OTTAWA. — A further tighten- 
ing of credit in Canada will not be 
felt in dealer new-car sales for at 
least six months, except by those 


offering low downpayments and 
long terms, according to Govern- 








Business Prospects Good 


Federal Reserve Says New Orders Still Rising; 
Personal Income Goes Up 


income | 


Janus Unitized Construction— 


Shown above is a drawing of the new German Janus which gives details of its 
construction and ithe positioning of the engine between the seats. 
about 800 pounds minimum and may range up to approximately 960 pounds with 
It is scheduled for 800-unit production monthly starting in April, 


The car weighs 





the $328 billion (annual) rate in 
late summer, up almost $20 billion 
from 1955. 

Average hourly earnings in 
manufacturing cracked the $2 
mark in September for the first 
time, weekly earnings were at a 
| new high of $81. 

Pessimists, according to the bank, 
are able to muster some support 
for their less enthusiastic view. 
| Although the nation’s output of 
| goods and services rose an estimated 
|$5 billion from the second-quarter 
rate, the rise was traced almost 
entirely to higher prices. 

In September, seasonally adjusted 
employment was down slightly 
from August. Average weekly man- 
ufacturing hours worked ran below 
year-ago figures. 

Home-building prospects weak- 
ened further in early fall. Housing 
starts declined in September to an 
annual rate of about one million, 
20 percent under 1955. 

On the other hand, the bank 
said, one of the most optimistic 
forces on the business scene is 
the rosy capital spending outlook. 
Current estimates foresee an 
annual rate of $48 billion in the 
fourth quarter, continuing the 
steady rise throughout the year. 

Machinery order backlogs are 





ment observers and members of 
the auto industry here. 


“This (credit tightening) may 
help, not hurt, sales of new cars for 
dealers who have followed the 
proper line of selling,” said Ed 
Dagenais, general sales manager, 
C. Connelly, Ltd., here. 

Other dealers seem to hold simi- 
lar views. 

“If a customer wants a new car 
bad enough, he’ll make a larger 
downpayment on shorter terms. of 
payment,” said one dealer, adding, 
“they've got the money and can 
spend more if they have to.” 


still going up, with some firms com- 
plaining about slow delivery. Be- 
hind the 1956 capital outlay boom 
has been the driving need to ex- 
pand business facilities. The bank 
said this should continue to pro- 
vide the economy with support in 
1957. 


Garlach Expands 


Garlach’s Chevrolet Co. has pur- 
chased General Auto Service & Sup- 
ply Garage, Versailles, O. General 
Auto had a Chrysler-Plymouth fran- 
chise in Versailles for several years. 
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HARRISBURG, Pa, — (UTPS)— 
Pennsylvania new-car dealers were 
Jauded for a “magnificent contribu- 
tion” to driver education courses in 
an address by Amos E, Neyhart, 
administrative director of the Insti- 
tute of Public Safety, Pennsylvania 
State College. 

Neyhart, who is also a con- 
sultant on road training for the 
American Automobile Assn., 
spoke to nearly 100 members of 
the safety committee of the 
Pennsylvania Automotive Assn. 
at a meeting at the West Shore 
Country Club. 

“Automobile dealers of Pennsyl- 
yania in supplying 554 dual-control 
cars With a market value of $1.25 
million are helping to build a new 
generation of drivers — trained to 
cope with street and highway con- 
ditions today and in the future— 
who will save lives and prevent in- 
juries and make driving safer and 
more pleasurable for all highway 
users,” Neyhart said. 

“Our dealers in Pennsylvania are 
bringing national recognition to the 
commonwealth, which is among the 
first half dozen states in the nation 
with large numbers of dual control 
cars provided to teach boys and 
girls sportsmanlike driving. Dealers 
throughout the country are provid- 
ing upward of 9,000 cars, and about 
a million boys and girls annually 
are receiving instruction in proper 
attitude toward other highway 
users, as well as in skillful control 
of the car.” 

He also praised Pennsylvania's 
new-car dealers for support of the 


300 Papers Ses 
{At Mechanical 


Engineer’s Parley 


NEW YORK.—Some 7,000 engi- 
neers are expected to attend the 
annual meeting of the American 
Society of Mechanical Engineers 
here Nov. 25-30, according to 
society officials. 

More than 300 technical papers 
will be presented and discussed in 
a program whose theme is “Free 
Exchange of Knowledge—Path to 
the Future.” 

Topics to be covered include 
advances in nuclear power plants, 
design of tomorrow's air-terminal 
facilities and fatigue in metals. 

In order to compress the techni- 
cal papers into three days, the 
usual procedure under which each 
author summarizes his paper will 
be dispensed with. 

Instead, presentation will be con- 
densed with a “reporter” summar- 
izing all papers briefly—as many as 
15 in a single session—thus leaving 
maximum time for discussion. 


SE Show Invites 
Foreign Jobbers 


MIAMI.—Automotive wholesalers 
in Cuba and Central and South 
America have been invited to the 
Southeast Automotive Show here 
Apr. 25-27. 

Special committees have been ap- 
pointed to meet with the wholesaler 
Officials in these areas to encourage 
@ big attendance of sponsoring 
jobbers. 

Another committee is encouraging 
state and national wholesaler 
associations to plan their meetings 
in Miami preceding the show. The 
Motor & Equipment Wholesalers 
Assn. has announced its national 
convention will be held Apr. 23-24.) 














Community Chest Honors 


3 August (Ga.) Dealers 


AUGUSTA, Ga.— Walker Motor 
Co, (Ford) here is the third auto- 
Mobile dealer to be added to the 
Community Chest “honor list.” Em- 
Ployes pledged $704 and the firm 
Pledged $250. 
Richards Buick, Inc. and Harison- 
Gulley. Chevrolet Inc, also have} 
done outstanding jobs for the Chest 
this year, according to Murphy Hol- 
loway, chairman of the large firms 
and payroll collections division. 


For the lowdown on dealer thinking, | 
Tead John O, Munn’s column each week | 
on Page 3. | 


For Driver-Training Aid .. . 


Pennsylvanians Praised 





AUTOMOTIVE NEWS, NOVEMBER 19, 1956 





semiannual motor vehicle inspec- 
tion campaigns, stating that “the 
automobile dealers are doing a good 
job in keeping vehicles safe.” 
Theme for the one-day session 
was set by Charles A. Dailey, 
Erie, chairman of the committee, 
who said in opening the meeting 
that the state’s automobile 
dealers “are safety conscious, 
which is not true in all states.” 
“If we,, the dealers of Pennsyl- 
vania, really get serious about a 
safety program, we'll have the co- 
operation of the State Police and 
the Legislature,” Dailey said. 
Neyhart warned that Americans 
should not be lulled into complac- 
ency regarding traffic fatalities in 
the belief that the Federal highway 
program is going to bring any 
reduction in highway deaths. 
“Certainly,” he declared, “good 
roads play a part, but the major 
responsibility still rests on 
the shoulders of the drivers.” 
James M. Heller, adviser in the 
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DIVIDERS 


are instantly adjustable—no 
nuts, no bolts, no springs. 


STRENGTH 


exclusive side flange reinforce- 
ment on shelf adds unusual 
strength to shelf and rigidity 
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| driver education to students. 


1 SLIDING SHELVES 
slip easily into position in a 
matter of seconds. 
place automatically. Adjustable 


LYON 


METAL PRODUCTS, INC. 


General Offices: 
1190 Monroe Avenue « Aurora, Illinois 


Factories: 
Avrora, Illinois « York, Pennsylvania 


PARTIAL LIST © 


| State Bureau of Highway Educa- 


tion, Department of Public Instruc- 
| tion, also praised dealers for their 
|support of driver education pro- 
|}grams in the high schools of the 
state, in a report on the progress 
of the program, which he described 
as “very steady.” 

| “If you fellows refused to loan 
| cars, our program might be reduced 
| 75 percent,” Heller said. 

| He reported that as of last June, 
70 percent of the schools in 
Pennsylvania (499 of 713) offered 


E. W. Parkinson, assistant 
manager of PAA, said a survey of 
dealers gives “assurance of con- 
tinued interest and participation 
in the program.” 

Appreciation to dealers for sup- 
port of the motor vehicle inspection 





system was expressed by Capt. 
Thomas P. Cahalan, traffic officer | 
of the Pennsylvania State Police, 
who gave a brief report on the 
recent State Police inspection sys- 
tem supervisors conference for the 
55 State Police officers charged with 
the responsibility of supervising the 
system. 

Reports were also given by 
Richard N. McCord and Donald C. 
Reinhard, executive assistants to 
Claude S. Klugh, general manager. 
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FASTER CHANGE-OVERS 


Lock in 


Mail Coupon for NEW CATALOG 


which illestrates and describes Lyon's complete line of avtomotive storage equipment 
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LYON METAL PRODUCTS, INC. 
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| Dealers Lauded for Safety Efforts— 


Pennsylvania new-car dealers were praised for their efforts in the field of safety 
by state officials and educators at a meeting of the safety committee of the Pennsyl- 
vania Automotive Assn. Taking time out during the session are, from left, Eugene 
L. Simm, traffic engineer for Harrisburg; Amos E. Neyhart, administrative director of 
the Institute of Public Safety, Pennsylvania State College; Capt. Thomas P. Cahalan, of 
the State Police; James M. Heller, adviser in the State Bureau of Highway Education; 
State Senator George N. Wade, chairman of the Senate Highways Committee; Charles 
A. Dailey, Erie, chairman of the PAA safety committee; E. W. Parkinson, assistant 
manager, and Claude S. Klugh, general manager of PAA. 





0 Please send me a copy of the new Lyon Catalog 


(] Please send me name of nearest Lyon Automotive 
Bin Distributor 
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DeSoto Officials at Dealer Convention— 


A. B. Nielsen, third from left, DeSoto general sales manager, is welcomed to the 
sixth annual north-south DeSoto dealers’ convention in Santa Barbara, Calif., by Robert 
A. Waters jr., second from right, president, northern group, and H. R. McNeil, third 
from left, president, southern group. With Neilsen are D. H. Copeland, right, DeSoto 
western zone manager; Y. M. Posthuma, left, Los Angeles regional manager, and Ford 
Frame, second from left, San Francisco regional manager. 


Ee 


Auto Personnel 


Edward H. Bick has been named 
manager of the special products 
division, Pontiac Coach Co., Dray- 
ton Plains, Mich. 

Bick has been with Willys 
Motors, Inc., Toledo. 


Kelly Elected Chairman 


Of LaSalle Steel Board 

T. Lloyd Kelly has been named 
chairman of the board, LaSalle 
Steel Co., Chicago, He had been 
president since 1945. 

Thomas A. Kelly, former execu- 
tive vice-president, has been elected 
president and chief operating of- 
ficer, es 

+ 


Goodrich Tire Appoints 


Campbell and Cunningham 


Two new appointments have been 
made in replacement tire sales of 
B. F. Goodrich Tire Co., a division 
of B. F, Goodrich Co. 

William H. Campbell has been 
appointed manager of dealer sales 


and Haskell A. Cunningham has 
been named manager of petroleum 
company tire sales. 

* + * 


AMC Names Molloy, Flick 


To Sales Training Posts 


R, J. Molloy has been appointed 
automotive sales training man- 
ager of American Motors Corp. 
and R. J. Flick has been named 
assistant sales training manager. 

Molloy will direct sales train- 
ing activities for Rambler, Nash 
and Hudson. He joined Nash in 
1944 and has been Nash sales pro- 
motion manager since May, 1955. 
Flick, former assistant merchan- 
dising manager of Hudson, joined 
the company in 1948 as a district 
manager. 

= * * 
American Airlines Moves 


Sherwood to New Post 


Ben E. Sherwood has been pro- 
moted by American Airlines to 
director of airmail and air express. 

American said the promotion was 


EVERYBODY, BUT EVERYBODY, 
is getting to know Pete Penn! 


Every week, millions of motorists are 
getting acquainted with Pete Penn 
in the pages of the nation’s leading 
magazines. And here is what they are 
learning about the best motor oil 


for their cars: 


Quality of the basic crude oil 
is the most important factor 
in any motor oil’s lubricating 


quality. 


This is a statement that people under- 
stand, just as they understand the 
way their cars perform better with 
the help of a Pennsylvania motor oil. 


’ 
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Today’s BEST Ojils 


start with 


Nature’s BEST Crude 
---and that means PENNSYL VANIA! 


‘ Yad a | 
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These are the seven large and important maga- 
zines that regularly carry interesting and color- 
ful ads telling 111,539,730 motorists why they 
should’ buy a brand of Pennsylvania motor oil. 


PENNSYLVANIA 


GRAD’: CRUDE OIL ASSOCIATION, Oil City, Pennsyivania 
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the first step in a company pro 
gram to expand its mail and ex. 
press business. Sherwood has heey 
in the airline’s sales departmen: for 
20 years. aide 
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Ford Motor Names Wallace 


To New Styling Position 


Appointment of William L. Wal- 
lace as styling administration :man- 
ager has been announced by George 

W. Walker, Ford 
styling director, 
In his new posi- 
tion, Wallace wil] 
coordinate admin. 
istrative and 
planning activi. 
ties of the Ford, 
Mercury, Lincoln, 
special products 
and advanced 
styling studios. He 
; also will adminig- 

W. L. Wallace ter activities of 
four newly aligned components of 
the Ford styling office, including 
advance planning, cost evaluati 
operations planning and analysis, 
and purchasing and facility sery. 
ices. 

- * * 


Aitken to Manage 


Dodge Truck Plant 


Appointment of Murray Aitken 
as operating manager of Detroit's 
Dodge truck plant has been an- 
nounced. 

Aitken formerly was associated 
with Kenworth Motor Truck Corp. 
Seattle. He also was works man- 
ager of the Renton division of 
Pacific Car and Foundry, Seattle. 


Lundstrom to Direct 


GM Proving Grounds 


Appointment of Louis C. Lund- 
strom as director of General Motors 
Corp. proving 
grounds has been 
announced. 

Lundstrom suc- 
ceeds Harold H. 

Barnes, ~ retiring 

after 37 years 

with GM. Barnes 

has been director 

of GM proving 

grounds, which 

include facilities 

at Milford, Mich., 4h 
Mesa, Ariz., and L. C. Lundstrom 
Manitou Springs, Colo. Lundstrom 
joined the proving ground staff at 
Milford as a test engineer in 1939. 
In 1953 he was named assistant to 


Barnes. 
* > > 


Borg-Warner Picks Roush 


As Group Vice-President 


The election of Stanley J. Roush 
to the newly created position of 
group vice-president of Borg- 
Warner has been announced by 
Roy C. Ingersoll, chairman. Sev- 
eral divisions of the corporation 
will report directly to Roush. 

Roush also will retain his pres- 
ent positions as president of At- 
kins Saw division of Borg-Warner 
and president of Morse Chain Co., 
a subsidiary of Borg-Warner, He 
was president of the Kerotest 
Mfg. Co. prior to joining Borg- 
Warner. 

+ > . 


Goodyear Reassigns Stroud, 
Tulloss and Parker 


Realignment of sales personnel 
at key posts has been announced 
by Goodyear Tire & Rubber Co. 
tire division. 

Named acting Southern division 
manager is C. F. Stroud, Char- 
lotte, (N. C.) district manager. 
J. W. Tulloss, Birmingham (Ala.) 
district manager, assumes Char- 
lotte district duties and, in turn, 
is succeeded by F. B. Parker, 
former Columbus (0O.) district 
manager. 

+ * 7 


AMC Promotes Courage 


In Automotive Marketing 
American Motors Corp. has ap- 

pointed William L. Courage as man- 

ager of its automotive marketing 

and analysis department. 
Formerly executive assistant to 

the general sales manager of Hud- 

son, Courage joined Hudson in 1922. 

aa ¥ 7 


Ford Product Planning 


To Be Headed by Scott 
Will Scott has been appointed 
manager of the Ford division 
product planning office. 
Scott will direct the division’s 
(Continued on Page 47, Col. 1) 
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Auto Personnel 


(Continued from Page 46) 


ear planning, truck planning, and 
Thunderbird planning activities. 
‘)He also will be a member of the 
’ division’s operating committee. 
+ Scott had been merchandising and 
tae planning manager of Lin- 
goln division since May, 1955. 
* * = 


dro Equipment Promotes 


Stockwell and Stutsman 
_ Aro Equipment Corp. has pro- 
moted F. A. Stockwell to assistant 
to the president and C, A, Stutzman 
» manager of the lubricating and 
equipment divi- 

sion, 

Stockwell joined 
Aro in January, 
1952. Soon after 
that he became 
general manager 
of the lubrication 
equipment divi- 
sion, He served 
in that position 
until his present 
. promotion. Stutz- 
_ ©, A, Stutzman man joined Aro in 
1947 as New England division man- 
"ager. He later served as western re- 
gional manager and merchandising 


Manager of the lubricating equip- 


ment division. 
* * = 


Lincoln Planning Post 


Delegated to Petersen 


Donald E. Petersen has been ap- 
pointed merchandising and product 
planning manager of Lincoln divi- 
sion. 

He will also serve as a member 
of the division’s operating commit- 
tee. He was formerly assistant car- 
Planning manager for Ford divi- 
gion, which he joined in 1949. 


= « * 


Delsig, Smith Appointed 
Pontiac Zone Managers 


Appointment of Charles K, Delsig 
as Oklahoma City zone manager 
and W. L. Smith as Houston zone 


C. K. Delsig W. L. Smith 
Manager has been announced by 
Pontiac. 

Formerly Kansas City assistant 
zone manager, Delsig succeeds T. A. 
Cullen, who is being transferred to 
the central office. Named to suc- 
ceed T. J. Nicholson, who is retir- 
ing, Smith formerly was Dallas as- 
sistant zone manager. 

* 7 - 


Electric Storage Battery 


Picks Roberts in Sales 


Harry N. Roberts, formerly with 
B. F. Goodrich Co., has been ap- 
Pointed assistant general sales man- 
ager of Blectric Storage Battery 
Co.’s automotive division. 

Roberts began his career with 
Goodrich as a service engineer 21 
years ago. He transferred to sales 
and was national manager of dealer 
Sales when appointed by Electric 
Storage. 

* * * 
Pontiac Coach Elects 


Danto as President 

Raymond E. Danto has been 
elected president and Michael Wild 
vice-president and treasurer of Pon- 
tiac Coach Co, Drayton Plains, 
Mich. 

Danto succeeds the late Leslie 
Hutchinson, who founded the firm 
in 1947. Danto announced that Fred 
Lindsay has been named plant 


- Manager, and Max Fell controller. 
* ae cS 


Houdaille Elects Schugar, 


Miraldi Vice-Presidents 


E. M. Schugar, since 1949 general 
Manager of Buffalo Arms, Inc., Ak- 
* fon, N. Y., a Houdaille subsidiary, 
has been named vice-president of 
Houdaille Industries, Inc., in charge 
| of government contracts. 

R. .V. Miraldi, since December, 





1955, engineering assistant to the 
operations vice-president, has been 
elected vice-president and group 
executive in charge of Buffalo 
Arms, Inc.; Wales-Strippit Co., an- 
other subsidiary, and the Buffalo 
hydraulic division of Houdaille. 
* * * 


Tilden Appoints Matrinez 

Frank P. Matrinez has been ap- 
pointed vice-president of TCA, Inc., 
Roselle, N. J., a subsidiary of Tilden 
Commercial Alliance, Inc., Brook- 
lyn, N. Y. 


* * * 


Thompson Detroit Office 


Headed by Trevarthen 

The piston ring division of 
Thompson Products, Inc., 
named George C. Trevarthen dis- 
trict manager at Detroit. 

Since joining Thompson two 
years ago, Trevarthen has been 
He replaces 


sales engineer. 


has | 


Thomas A. Nicholson, promoted 
to sales manager of the piston 
ring division, 

* *- 


U. S. Rubber Promotes 


Baldwin and Smith 

Walter D. Baldwin has been ap- 
pointed executive assistant to the 
general manager of the tire divi- 
sion of United States Rubber Co. 
| Succeeding Baldwin as director 


H. D. Smith W. D. Baldwin 
of manufacturers sales is Herbert 
D. Smith, formerly manager of oil 


| marketer sales. 
* - * 


Divco Names Curran 


| Diveo Corp., Detroit, has an- 
|}nounced appointment of Frank 
Curran as assistant sales repre- 
sentative in New Jersey and Penn- 


te 





ALL NEW BATTERY CHARGER LINE 


Now! Choose from the sensational, completely 
modern battery charger line that’s designed to meet 
the requirements of today’s modern autos and 


modern service stations . . 


(0 
a 


WJ 


o 
harrison 


“Boss, 
family!” 


I’ve found a 200-car 


sylvania. Curran has been with the 

Diveco dealer in Paterson, N. J., 

North Jersey White-Autocar, Inc. 
a + * 


S-P Picks Schoenfield 


Studebaker-Packard has set up 
one combined field sales office in 
Atlanta and appointed David L. 
Schoenfield as Atlanta zone sales 


manager. 
* + * 


Goodrich Appoints Morris 


H. E. Morris has been named 
Kansas City district field manager 


) 


AY 


47 


of Associated Tires & Accessories 


division, B. F. Goodrich Tire Co. 
Morris joined Goodrich in 1947, 
* * 


Selden Joins Silent Hoist 


As Midwest Sales Chief 


Chester J. Selden has joined 
Silent Hoist & Crane Co. in Brook- 
lyn, N. Y., as Midwest district sales 
manager. 

Selden was formerly the super- 
visor of materials handling engi- 
neering at Ford’s Dearborn assem- 
bly plant. 

af * 
Harvill Names Carrington 


John A. Carrington has been ap- 
pointed general sales manager of 
Harvill Corp., Los Angeles, maker 
of dies, die castings, mold castings, 
valve operators and temperature 
control equipment. 

* + +. 
Ford Promotes Whiteman 


A. L. Whiteman jr., who joined 
Ford division’s Kansas City office 
in 1948, has been appointed to the 
newly created position of assistant 
general field manager of the office. 

++ 


White Appoints Howard 


George Howard is the newly ap- 
pointed district manager for White 
in the Atlanta office. 


Seo 
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. Allen Tru-Charge Bat- 


tery Chargers. Up-to-date, fast, simple operation 
and heavy-duty performance in servicing automo- 
tive 6 and 12-volt batteries mean more money in 
your pockets. Get your share of the tremendous 
profits in the ever expanding battery service market 
with Tru-Charge . . . the most modern concept in 


battery chargers. 


Call your Allen distributor for a demonstration to- 
day — ask him about trade-ins and his easy payment 


plan. 


“Tru-Charging” is “Allenyzing” and your 


“Allenyzing” profits more than meet your payments! 
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ALLEN 
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“] 00” 


STANDARD "80" 


ALLEN 
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Electric and Equipment Compahy °¢ 


Kalamazoo, Michigan 


Canadian Branch: Walkerville, Ontario 





News to Note... 


AUTOMOTIVE NEWS, NOVEMBER 19, 1956 __ 


Auto World in Brief 


TONAWANDA, N. Y.—Ibbotson- 
Ritchie Ford Sales has started con- 
struction of a new $125,000 building. 
The new quarters, covering 8,000 
square feet, will include complete 
service facilities, showroom and 


offices. 
* + * 


Olin Mathieson Plans 
Hlinois Antifreeze Plant 


MAPLETON, Ill.—Plans for the 
construction of a $1.5 million au- 
tomotive antifreeze plant here, 
ten miles south of Peoria, has 
been announced by W. Adrian 
King, manager, automotive prod- 
ucts department, Olin Mathieson 
Chemical Corp., Baltimore. 

The new plant will consist of 
a one-story steel and concrete 
block building of about 90,000 sq. 
ft. floor space, an outdoor tank 
farm for bulk storage of raw 


materials, and terminal facilities 
for rail, truck and water trans- 
portation. Jet formulating equip- 
ment will enable the plant to turn 
out 12 million gallons of. anti- 
freeze a year. 

* * + 


National, Cash Register, 
Pitney-Bowes Sign Pact 


DAYTON, O. — National Cash 
Register Co, here and Pitney- 
Bowes, Inc., Stamford, Conn, have 
announced a 10-year agreement 
wherein they will cooperate in 
development and production of 
|“sorter-readers” of checks and 
other original forms for use in 
|connection with electronic data- 
processing machines for banks and 
| offices. 

Under the agreement, Pitney- 
Bowes will build for National the 


| mechanical portion of sorter-reader 


equipment for handling checks and | 
other paper items, and National | 
will equip it with electronic reading 
heads and processing units and/| 
market the complete sorter-readers. 
The machines will bear a dual} 
nameplate. | 

* * 


” 
Loss Estimated at $250,000 | 


In N. M. Dealership Blaze 
ALAMOGORDO, N. M.—Damage | 


| was estimated at $250,000 in a fire! 


that destroyed the building of, 
Alamo Motor Co. (Dodge-Plym- 
outh). 

Dealership officials said 22 cars| 
and trucks also were lost in the 
blaze. 

* * * 


Arnolt Expands 


WARSAW, Ind. — Arnolt Corp. 
has acquired additional plant facili- 
ties that will boost its production 
space by 50 percent. The new plant 
and 100 acres of land are about 
seven miles from the firm’s War- 
saw plant. 


* * 
Cass to Sell Wrecker 


HARRISONVILLE, Mo. — Cass| 
Mfg. Co. has taken over the sale 
and distribution of the Tow Champ)! 
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The 1902 Neustadt-Perry had a 
folding front seat. 


Wrecker which it has been manu- 
facturing for Champion Equipment 
Co., Kansas City. The wreckers will 
be sold through auto dealers. 

+ * * 


Woodill to Move Body Plant 


To New Coast Location 


SANTA ANA, Calif. — Woodill 
Fiber Glass Body Corp, will move 
from Downey, Calif., to Santa Ana 
as soon as a 12,000-square-foot plant 
now under construction is com- 
pleted. 

The new plant will be owned by 
Industrial Enterprises, Inc.. and 
leased to Woodill Corp. which has 
been manufacturing sports car 
bodies and bonding material since 
1952. 

* * * 
Ellis Buick Builds 

ASHTABULA, O. Don Ellis 
Buick has begun construction of a 
$120,000 sales and service building. 
The 16,000-square-foot structure is 
scheduled for completion next May. 

* + 


Republic Appoints Rep 


CLEVELAND, — Republic Steel 
Corp. has announced appointment 
of Fred Hill & Son Co. Philadel- 
phia, to handle the sale and distri- 
bution of Republic materials han- 


* 


|Rickenbaugh Cadillac 


Completes Expansion 


DENVER. — The $100,000 ex- 
pansion program of Rickenbaugh 
Cadillac Co. has been completed, 
according to R. L. Rickenbaugh, 
president. 

Adjoining the main structure at 
777 Broadway will be an added 
150-foot frontage of used-car dis- 
play with a building housing 
offices on the Broadway level, 
with a similar area for new and 
used-car preparation and service 
facilities on a lower level. The 
total operating area now exceeds 
110,000 square feet of floor space, 
compared with the original 24,- 
000 square feet. 

x x . 


A-C Names Service Shops 
MILWAUKEE. — Jones Electric 


’ 


— 


carriers will be equipped with 29. 
ton cranes and will be used for con. 
struction work on air bases, leveeg, 
bridges, and dams and for harbor 
and river maintenance, 

* * * 


American Brass Opens 


| Cleveland Warehouse 


CLEVELAND. A new cop- 
per and brass warehouse hag’ 
been opened by American Brass 
Co, 

Served by a New York Central 
siding, there is room inside the 
warehouse for two railroad cars, 
and space outside for two addi- 
tional cars within the company’s 
property line. Its shipping bay is 
large enough to load four trucks 
at one time, the company said. 


& % * 


Dodge Honors Snider 


BUFFALO. Dodge has pre- 
sented a “quality dealer award” 
plaque to Joseph W. Snider, presi- 
dent, Joseph W. Snider, Ine, 
(Dodge-Plymouth.) The award, first 
of three to be given to Dodge 
dealers in the East, is for “excel 
lence” in performance, administra. 
tion, finance, attitude and facilities, 

* * * 


Canada Volkswagen Builds 


TORONTO, — Volkswagen Can- 
ada, Ltd., has started construction 
of a new $500,000 addition to its 
parts and assembly plant here, 
which will nearly double its capa- 
city. Werner Jansen, managing di- 
rector, said sales this year will 
double the 1955 volume. 

* * 7” 


Silver Dollars Keynote 


American Mat Promotion 


TOLEDO.—Slotted cards which 
hold silver dollars and tell about 
the silver anniversary of Ameri- 
can Mat Corp, will be used dur- 
ing 1957 by company salesmen 
when making personal purchases 
from a business which might be 
a prospect for matting. 

On a specified day, there will 
be released by each American 
Mat salesman a homing pigeon 
carrying a bona fide order written 
that day to Toledo. The order 
from the farthest point will be 
filled at no eost to the customer. 
Salesmen can win $100 for the 
largest cumulative dollar volume 
sales in each of 17 different fields 
and are in line for bonuses. 

~ * * 


First Sales Branch Opened 
By Clark Truck Division 

BATTLE CREEK, Mich, — The 
industrial truck division of Clark 
Equipment Co. has established its 
first factory sales and service 
branch in Chicago in quarters for- 
merly occupied by the firm’s for- 
mer distributor in the area, Modern 
Handling Equipment, Inc. 

Robert H. Davies, division vice- 
president, said the branch would 
serve as a yardstick for measuring 
the needs of the company’s dealers. 
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| Machinery Co., Topeka, Kans., and 
| RW Electric Shop, Midland, Mich., 
|have been named certified service | 
shops for motors, controls and 
transformers produced by Allis-| 
Chalmers Mfg. Co. Jones also was) 
named a distributor for A-C motors, 
controls and Texrope V-belt drive 
equipment. 


Please send your gift subscription list to us with the following information 
for each person you wish to receive Automotive News: 


x x 


Rhodes-Walker Reopens 


CHARLESTON, W. Va.—Rhodes- 
Walker Chevrolet Co. has opened | 
for business in its new building 
here. The new building replaces the 
oné that was destroyed by fire a few 


months ago. 
*~ 7 ~ 


Canada Scraps 366,000 


OTTAWA. Canadians have 
scrapped 366,000 cars in the last 
three years, almost as many as they 
junked in the seven previous years. 
It is estimated that 37 percent of 
all cars and trucks produced in 
Canada last year were needed to 
replace scrapped vehicles. 

* od * 
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AMC Cites Airline Hero— 


Capt. Richard Ogg, center, the pilot ~ 
|who saved 32 lives by landing disabled 


Crane Carriers Ordered Pan American World Airways plane in ~ 
|the middle of the Pacific Ocean, receives © 


From Four Wheel Drive © 1957 Rambler Cross Country statiodil 


CLINTONVILLE, Wis. — Four) wagon and the American Motors Award” 
Wheel Drive Auto Co. has received | for Valor scroll. The cor. is the first new 
a $5,936,939 crane carrier order from| model to be officially delivered. Making 
the U. S. Army, according to G. F.|the presentation to Capt. and Mrs. Ogg 
DeCoursin, sales vice-president. lis Ronald McCulloch, AMC assistant sales 

The six-wheel-drive FWD crane! promotion manager. 





A 








W SUBSCRIPTION ORDER 


Send me Automotive News every week for 
2 Years $14 1 Year $8 | 


for which check is attached or send bill | 


TRADE CONNECTIONS 


Cer Dealer ] Make of cor-........ 
Used Car Dealer [] Truck Dealer [ 
Manufacturer f Jobber 

Service Station [] Engineer 


OP .nncccecscncccesccecsscsccccsscconssesencsncsscs 


ASE DO:NOT USE THIS CARD IF YOU ARE ALREADY A SUBSCRIBER) 








BU 
First 


SINESS REPLY CARD 


‘ 


AUTOMOTIVE NEWS 


2666 Penobscot Building 


Detroit 26, Michigan 








: 


nee 


ee eee 


i ame 


Fy Automotive Command has an- 
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P contract went to American Mo- 
_ ters for five-passenger Rambler 
_ Sedans for Air Force. 
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prrvice Absorption Idea Also Opposed . . . 


a 


> HUNTINGTON, Ind. — The idea 
that dealers should increase their 
ume without getting a propor- 
pnate increase in-.net profit is the 
pst dangerous thing ever perpe- 
ed on the auto retailing in- 
try, according to Elson G. Sims, 
Vincennes (Ind.) dealer. 

Sims was addressing a business 
management conference of the 
‘Automobile Dealers Assn. of In- 
diana. 

\ He declared, “When the time 
mes, as it apparently will now, 

t 40,000 dealers in America, rep- 
gesenting the largest industry, and 

Mgperating in the greatest era of 
Mrosperity the world has ever 
Seow and selling the most 
wanted product that human beings | 
have ever desired, when the time 
gomes that these men under those 
gonditions, are forced to operate at 
% loss—I tell you friends there is 
Something wrong in this industry,| 
and it’s high time we did some- 
thing about it.” 

Noting that dealers gave away 
2490 million in profits in 1955, | 

ims said this situation is of seri- 
kus concern to all dealers, Congress 
and the manufacturers. 

He said the situation had four 
(principal causes: 

1. Too many dealers don't 
know what their true costs were. 
He said they failed to apply their 
costs in the right proportions to 
the right departments. 

2. Dealers have been indoctrin- 
jted with too many false theories 
on how to make money. 

3. Some dealers have accounting 

tems which confuse them as to 
tl true cost of doing business, 
putting many of them in the posi- 
tion where they are willing to 
Sell cars at cost or below. 

Sims asserted, “We have some 
finance statements in this business 
in which the total cost of doing 
business does not include the 
‘dealer's salary, interest on floor 
Plan, interest on capital loans, 
Miscellaneous expenses, bonuses 
Paid department heads, dealers and 
gther employes. 

“No, these are not expenses, | 
they are deductions from income 
but they generally account for 
about 20 percent to 25 percent of 


Couple Buys Car | 
1For $2,000 Cash, 
Finds $1,400 Due 


BUFFALO. — A couple who} 
thought they purchased a new car) 
for $2,000 cash, only to be faced 
with a bill from a finance company | 
for $1,400, have had their money) 
fefunded by the dealer. The couple 
feturned the car, which turned out 
to be a used model. 

The couple’s attorney, Peter Mur- 
fett jr. said a satisfactory settle- 
Ment was obtained from the dealer 
who said he was away when the| 

)@ale was made and admitted that} 
Wthe couple had been “roughly| 
“treated.” 
The case was called to the atten- 
on of the Better Business Bureau | 
band referred to the Lawyers Refer- 
ence Service. 
» BBB General Manager Harold W. 
Webber said the case furnished a 
)f00d example of how New York’s 
Rew auto finance law works. 
| The couple was saved considera- 
trouble by the clause in the law 
pWhich requires that all charges 
Must be shown in detail. 


s 
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| Army Awards Contracts 
To AMC, Chevrolet, Ford 


| DETROIT. — Army Ordnance 
| tontracts totalling nearly $3 mil- 
‘lion have been awarded to Ford 
» Motor Co., Chevrolet and Ameri- 
_tan Motors for sedans and sta- 
' tion wagons, the Ordnance Tank- 


nounced. 

___ Chevrolet’s $1,560,000 contract is 
for five-passenger sedans for the 
Air Force and Navy. A contract 
for $1,380,000 was awarded to 

Ford for station wagons for the 
Air Force and Navy. A $21,000 


| percent of $2,200 which is $308 
a total cost of $2,308, which 


the total expenses when you 
figure them out.” 


4. Too many manufacturers have 
encouraged dealers to forget profits 
and go after volume. 


At this point Sims declared that 
he didn’t intend to indict the auto 
makers and that for 30 years he 
has had, for the most part, a profit- 
able and satisfactory relationship | 
with them. 

“But.” he continued, “I tell you | 
there is something wrong with an| 
industry when, for ‘the past three 
years, one half of the team has} 


| 


virtually been losing money and the 
other half has been making more 
money than they ever made before 
in the history of their existence. | 
“Over the years, we have been | 
indoctrinated with the theory 
| 

| 


that our service departments can 
pay 100 percent of our overhead 
and then the new-car and truck 
profits are just gravy. | 
“Let me suggest that when one 


|department of your business that! 


Dealer Attacks Volume Concept 


total cost on this new car is the 
amount you paid the factory plus 
14 percent of the total sales, In 
this case $490.” 

Sims also noted that, according 
to NADA operating averages, there 
is little difference in the operating 


| trom the rest of their profit pic- 


| ture. 

He said that he did this and 
found “We sold in new and used 
trucks, $221,550 worth of merchan- 


dise, with a gross profit of only 


inedes Group 
‘Elects Blasco 
|President for 57 


$18,623. Our total expenses during) NEW YORK, — A. J. Blasco, 
this period, both sales and oper-| Kansas City, was elected president 
ating, were 12.5 percent per sales|of the American Finance Confer- 
dollar. This, multiplied by the|ence at the group’s 23rd annual 
truck sales equals an expense of| convention. 


| $27,693, or a net loss in the truck | 


Blasco, who is president of Inter- 


expense per sales dollar of a 100-| business for 12 months of $9,070, or| state Securities Co., is the immedi- 


ear dealer and that of a 700-car 
dealer. He said the 100-car dealer’s 
expense was 12.4 percent, compared 
to 11.3 percent for the 700-car 
dealer. 


“This proves to me beyond a 
shadow of a doubt that you can’t 
get your expenses down very much 
through a high-volume operation,” 
he said. 

“I know a dealer here in In- 
diana who last year sold a little 
more than 200 new units yet he 
made three times more net profit 
than did another dealer in the 
same state handling the same 
make of car, that sold over 2,000 
units.” 


Sims then urged the dealers to 


$113 net loss per new truck: sold. 
‘During part of this time (the 
last three or four years), we were 
trying to subsidize the truck 
with our automobile business. I 


| need not tell anyone that the | 


| automobile business cannot af- 
ford to any longer subsidize any- 
| thing.” 

Sims declared that whenever 
dealers have become insolvent the 
disaster has been accompanied by, 
if not caused by, excessive overall 
allowances and big discounts 
| coupled with too much volume in 
| relation to potential. 


For the lowdown on dealer thinking, 


read John O, Munn’s column each week 


does 15 percent of your total vol-|S¢parate their new-truck profit! on Page 3. 


ume is able to pay 100 percent of 
your overhead, then I may suggest 
to you that you ought to start 
making a business out of this de- 
partment and kick out the other 
departments that are costing you 
money.” 

He added that there is no reason 
why a dealer should develop the 
service business to a point where 
it will pay 100 percent, just so he 
can sell his new cars at cost or 
below cost. 

Sims asserted, “If we can ex- 
pect our service department to 
pay 100 percent of our overhead, 
then we can expect our new- 
car department to pay 300 per- 
cent of our overhead, our used- 
car department to pay 160 
percent and our new-truck de- 
partment to pay 100 percent. 
When we start looking at our 
business on this basis, then we 
are going to start making 
money.” 

To illustrate, Sims said that if 


|a firm doing $1 million in sales an- 


nually has expenses of $140,000, 


then this firm’s costs are the cost 


|of the merchandise plus 14 percent 


of whatever amount the merchan- 
dise is sold for. 

“For instance,” he said, “if you 
buy an automobile from the factory 
that costs you $2,000 and the next 
day you sell this car straight out 


|for $2,200, then your cost on this 
| car is the $2,000 you paid the fac- 


tory plus its proportionate part of 
the total expense. In this case, 14 


sold for $2,200.” 

“Suppose you sell a new car 
tomorrow for $2,500 on which 
you take a tradein worth $1,000. 
In order to complete the trans- 
action, you will have to sell $3,500 
worth of merchandise and your 


Roads, Parking 
Called Top Sales 
Points for 1960 


WEST HARTFORD, Conn.—Mo- 
torists of 1960 will be more inter- 
ested in “roads to drive on, places 
to park and some opportunity to 
have pleasure on the highway” than 
in chrome, horsepower and paint 
jobs, the Hartford Sales Executive 
Club was told. 

Eugene B. Mapel, vice-president 
of Barrington Associates, Inc., a 
management consulting firm, told 
the club that sales forces in the 
auto industry now are “more con- 
cerned with the climate in which 
they have to sell.” 

He broadly identified “climate” as 
the road, parking and pleasure 
possibilities by 1960. 

Mapel added that firms consider- 
ing they can solve sales problems 
“solely by training and expansion 
are doomed to difficulty next year 
and the year after.” 

The solution to selling problems, 
he said, is to spend more time with 
the problem. 


Securities Investment Moves 


ST. LOUIS. — Securities Invest- 
ment Co. has moved its home 
offices from 4120 Lindell Blvd. to 
expanded quarters on the third floor 
of 901 Washington Ave. 


tate past chairman of the AFC 
executive committee. 

David D. Steere, president, Allied 
|Finance Co., Dallas, was reelected 
a vice-president. 

Other officers elected were Fran- 
|cis J. Conway, president, Thorp 
|Finance Corp., Thorp, Wis., vice- 
| president; Thomas W. Rogers Chi- 
cago, reelected executive vice- 
president; Robert B. Scott, vice- 
| president, General Finance Corp., 
| Evanston, IIll., reelected treasurer, 
and Alan 8S. Jeffrey, Chicago, secre- 
| tary. 

Richard E. Meier, president of 
|Interstate Finance Corp., Evans- 
ville, Ind., and immediate past 
| president of AFC, was elected chair- 
man of the executive committee. 
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McBride Understands His Neighbors . . . 





Bargaining Is a Way of Life 


LEBANON, - The used-car 
operation of “oa ‘McBride Chevrolet 
Co., Inc., headed by D. M. McBride, 
is considered an integral part of 
the automobile business instead of 
a stepchild, and because of this he 
attracts a large number of custom- 
ers by keeping a balanced stock of 
used cars. 

“Some dealers lose used-car cus- 

tomers by stocking only cheap 
cars on the used-car lot,” Mc- 
Bride said, “whereas in order to 
get some attention and action you 
have to have some ’54s and 55s. 
For that reason and others, I go 
out and buy used cars to keep my 
stock representative.” 


Another point, according to Mc- 
Bride, is that sales-staff morale 
may suffer when there are no good 
units on the used-car lot. Letting 
the stock run down is not fair to 
the salesmen who are depending on 
new and used-car sales for their 
earnings, he said. 


With a balanced stock of used 
cars there is _always a chance to 


trade some lookers up to a new car, 
McBride said, but if the stock con- 
sists of old models there is no pos- 
sibility of selling prospects a new 
car when they are looking at ’50s 
and ’53s. 

McBride took over the Chevrolet 
dealership here about a year ago 





Rootes Group Cars 


Win 6 Body Prizes 

NEW YORK, — Rootes Group 
cars have won four first prizes, a 
second and a third in coachwork 
(body) competition in London, 
according to the firm’s U, S. office 
here, 

Rootes said the contest is aimed 
at encouraging improvements in 
design, construction, finish and 
equipment. Winners were Hill- 
man Minx sedan and coupe, 
Singer Gazelle, Hillman estate 
ear and Husky and Humber 
Hawk estate car. 





after 20 years with a Chevrolet 
dealer in Kansas City. 

He has found a lot of differ- 
ence between operating a dealer- 
ship here and in a metropolitan 
area. One of the greatest differ- 
ences, he said, is that in Kansas 
City there was an even flow of 
work in the service department. 
Here, he does a big volume of 
profitable service work but it’s 
irregular. 

“I was amazed to find that we 
might open up some mornings with- 

| out a car in the service department 

and then find by 11 o’clock that we 
| had enough work to keep us busy 
for a week,” McBride said. 


“And another thing, we have days 
when there seems to be nothing 
doing at all and you begin to won- 
der what has happened and then 
| the next day there won't be 
| enough to see everybody.” 


Used-car prices generally are| 


|much higher in the smaller towns, 
| McBride reported, and 


hours 


it is com-| 





“Would I be entitled to that $25 
bird-dog fee I’ve heard about if I 
turn in my husband as a pros- 
pect?” 





paratively easy to make buys at} 


metropolitan auctions that will 
gross $200 on the home lot. 

If metropolitan dealers are 
plagued with shoppers, McBride 
said, they should come down and 
visit him for a week. Prices have 
to be jacked up to meet the buy- 
ing habits of the resident who 








Just what is an “adjustable” shock absorber? 


In one sense, every first-quality shock absorber 
made today is “‘self-adjusting.” Because, today, vir- 
tually all shocks incorporate spring-actuated valv- 
ing. Within a pre-calibrated range of control, these 
spring-loaded valves compensate for varying hy- 
draulic demands created by road and load condi- 
tions. In that sense, all Gabriel shock absorbers 


are “adjustable,” 


and have been for years. 


But it was not until Gabriel perfected and 
marketed the AjustOmatic that you could 
offer your customers adjustable ride control 
—in a choice of three ranges. 


MAKE $30-$40 A DAY! Geta 
new, Gabriel Shock Tester. Tie in 
with powerful national advertising 
featuring AjustOmatics this month. 
Show the need—sell the deal! 


© 1956 The Gabriel Company 


AJU 


The Gabriel AjustOmatic is different from any 
other shock absorber on the market today. 


You can, in less than a minute, select and set for 


every customer his kind of ride— 


for his kind of car 


and his kind of driving. You do the adjusting: 
“soft’’ for ultimate comfort, ‘““‘medium”’ for greater 
stability than with standard equipment, “‘firm’’ for 


utmost stability. 


There is a ready, steady market for adjustable 
shock absorbers today. Don’t be misled into giving 
your customers something less! Ask your Gabriel 


jobber for new fact folder giving full details. 


abriel 


STOMATIC 


has lived in these parts since 
Shakespeare was writing plays, 
McBride said it is not unusual 
for one to drive by the used-car lot, 
|} stay in his car and shout, “How 
| much for that '53 Chevvy?” ‘The 
salesman in charge will shout back 
a price that is easily $200 too high, 


The same man will come around 
again in a few days and find that 
| the price has dropped. But what- 
| ever it is, it is still too high, and he 
registers his disapproval by not re- 
plying to the salesman and slam- 
ming his car in second and ae 
| gravel with a jackrabbit takeoff 
| This is standard buying proce. 
dure, McBride said, and as the price 
goes down the shopper finally will] 
get out of his car and state again 
that he can do a hundred dollars 
better at some other dealer's place, 

The salesman then says: “Well, 
now, just how far are we off? 

Maybe I ought to drive your car. 
Maybe it’s better than we think. 
Maybe we have made a mistake, 
So we'll come down another $50 
if you'll come up $50.” 

The see-sawing finally will end 
in a sale at about the going price 
for the model. 

One customer 


in particular has 
| been making trips to McBride’s 
with the news that he can buy a 
pickup truck from another dealer 
for $200 less than McBride will sell 
him one. 


Not long ago McBride grabbed 
him by the arm and said: “Let's go 
see that dealer. He has to pay the 


same price for his pickups that I 
| do. If he'll sell you one $200 cheaper, 
|it is below cost and if you don't 
want it I'll take it.” 

3ut the man only smiled and said 
he couldn't go right then but would 
take him up on it later. 

Of course, he was playing one 
dealer against another and hav- 
ing a good time doing it. 

| But in this area it is more a way 
| of life than a new method of doing 
| business. If you go into a store to 
buy a suit of clothes and complain 
|about the marked price, the sales- 
man likely will tell you that he'll 
| take off $10 just to get started. And 
| it's a matter of record that suits 
|marked $69 have been bought for 
$27.50. 

Rolls of carpeting in one store 
are marked by the square yard and 
the salesman said they would cut 
those prices in half to get started 
on a deal. 
| When such methods are a way 
of life, McBride said, the first thing 
you need to learn is how to meet 
the conditions and not how to 
| change the methods. 

But McBride said he likes it fine. 


INew Ante Engines 


Rep orted to Need 


| ‘Eateue Warmup 


| TULSA, Okla. Good cold 
| weather performance of new auto 
|} engines depends more than ever on 
vaporizing behavior of winter gaso- 

|lines, according to tests re ported 
| he 2re by Standard Oil Co. (Ind.) and 
| Ethyl Corp. 

Quick starting at temperatures 
| down to zero Fahrenheit was found 
to be no problem with present win- 
ter gasolines, it was reported to the 
Society of Automotive Engineers 
meeting here. 

However, at lower temperatures, 


| gasoline volatility becomes a very 


important factor in rapid starting 
of some new cars. Tests showed 
that average warmup time of new 
cars is longer than earlier models. 

Later, Ethyl researchers reported 
that studies are yielding a new 
understanding of fuel sensitivity, 
engine severity and other aspects 
of engine- fuel relationships. 


| Plymouth Dealers Pick 


Officers in Chicago 


CHICAGO. — The newly organ- 
ized Chicago Plymouth Dealers 
Assn. has elected its first officers. 





They are M. R. Kay, president; J. 


|Gottfried, vice-president; A. M. 
| Zelke, 


secretary, and Norman C. 


| Towne, treasurer. 


THE ONLY GENUINE 
ADJUSTABLE 
SHOCK ABSORBER 





The directors include the four 
officers and L. Fiedler, C, Gracey, 
C. Hermanek, J. Levy, A. Ostrow, 
J. Rudman and W. Zimmerman. 


Dealer Heads Hospital 
LITTLE ROCK, Ark.—John Bale, 
of Bale Chevrolet Co., has been 
elected president of the board of 

Arkansas Children’s Hospital. 
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Markets 


(Continued from Page 23) 


ended Nov. 1 rose to 67 from 49 in| October, with 607 registrations, 


the previous week. | 


Total new-car registrations in 
October were 2,738, a gain of 11 
percent over September’s 2,469. 


New-car registrations by make 
during October were: Chevrolet, 
783; Ford, 685; Oldsmobile, 314; 
Buick, 200; Plymouth, 176; Mer- 
eury, 136; Pontiac, 132; Dodge, 
73; Cadillac, 43; Nash, 41; Chrys- 
ler, 38; DeSoto, 24; Volkswagen, | 
23; Studebaker, 21; Lincoln, 16; 
Hudson, 13; Packard, 9; MG, 
4, and miscellaneous, 7. 


New-truck registrations in Oc-| 
tober totalled 241, up 5 percent from | 
the 229 recorded in September. By 
make, they were: Ford, 76; Chevro- | 
jet, 49; International, 37; GMC, 30; 





Mack, 17; Dodge, 8; White, 7; Reo, | 
5; Diveo, 4; Studebaker, 3; Willys, | 
3, and Cadillac, 2. 

Used-car sales in October totalled | 
3.917, up 19 percent from Septem- 


ber’s 3,287 transactions. — (Frank | 
Kappel.) 
. : 
Minneapolis 


October new-car registrations in| 
Hennepin County (Minneapolis), 
Minn., dipped slightly below the 
previous month, according to fig- 
ures reported by Finance and Com- | 
merce, a business newspaper. 

The month's total was 2,166, ap- 
proximately 1 percent below the 
September count of 2,188. 

Ford, in third place in Septem- 
ber, zoomed to No. 1 position in 


Milady’s Gown 
Can Now Match 


Auto’s Interior 


NEW YORK.—The Lurex divi- 
sion of Dobeckmun Co. held a fash- 
ion show at the Ambassador Hotel 
here to illustrate the versatility of 
Lurex nontarnishing metallic yarn. 

Lurex is known for its applica- 
tion to automotive fabrics, which 
accounts for the highest percentage 
of total Lurex production. However, 
it uses in fabrics designed specifi- 
cally for women’s fashions are less 
well known, although becoming in- 
creasingly important to designers. 

The collection of fabrics on dis- 
play in conjunction with the fashion 
show were illustrative of the use of 
Lurex in decorating and accesso- 
Ties as well as fabrics designed 
exclusively for the use of fashion 
creators. 


Show on TV 


Reynolds Telecast Set 


For Dec. 9 


DETROIT.—A special “live” tele- 
cast of all 1957 American cars will 
be presented on the CBS network, 
Sunday, Dec. 9, from the New York 
Coliseum (CBS Television 5 to 6 
P.m., e.s.t.) in connection with the 
National Automobile Show. 

The nationally televised show 
will be sponsored by Reynolds 
Metals Co. 

Using as its theme “America on 
the Move,” the automobile show 
will reveal what is new technically 
and artistically in the latest pro- 
duction line cars manufactured by 
American Motors, Chrysler Cor p., 
Ford Motor Co., General Motors 
and Studebaker-Packard. 

CBS newsmen Charles Colling- 
wood, Douglas Edwards, Don Coch- 
fan and Dallas Townsend will 
describe the cars and their latest 
accessories. 


Eggleton Begins Term 


For Tax Evasion 

LOUISVILLE.—Edwin H. Eggle- 
ton, former Louisville used-car 
dealer, has begun serving a prison 
Sentence of a year and a day for 
evading $17,821 in U. S. income 
taxes in 1947-48. 

U. S. Judge Roy M. Shelbourne 
has denied a motion for probation 
of the sentence and suspension of 
&@ $5,000 fine. Eggleton’s conviction 
Was upheld by the U. S. Court of 
Appeals and the U. S. Supreme 
Court declined to review the case. 














For the lowdown on dealer thinking, 


Tead John O. Munn’s column each week 
on Page 3. 


compared with 565 for Chevrolet. 

In September, Ford counted 319 
to trail Chevrolet, 569, and Buick, 
324. Buick dropped to fourth in 
October, with 123. Third place in 


°57 Cars Choice Target 


Of Accessory Thieves 


BERKLEY, Calif. — The 1957 
models are a choice target for 
accessory thieves, the Northern 
California Auto Accessory Theft 
Law Enforcement Committee 
warned last week. The committee, 
plans a publicity campaign to 
enlist public cooperation. 

Police officials said the smaller 
wheels, fancier hubcaps and more 
ornamentation make the new 
models attractive to thieves. 
“Branding” hubcaps with the 
owner’s license number has 
reduced thefts 75 percent, the 
committee said. 











October was taken by Oldsmobile 
with 220. 

Other October registrations were: 
Pontiac, 149; Plymouth, 144; Dodge, 
75; Mercury, 68; DeSoto, 47; Nash, 
34; Chrysler, 29; Cadillac, 26; Stude- 
baker, 25; Lincoln, 23; Hudson, 13; 
Packard, 2, and miscellaneous, 16. 

New-truck registrations in Octo- 
ber went up about 1 percent, from 
185 to 187. 

According to makes, October 
new-truck registrations were di- 
vided as follows: Ford, 59; Chevro- 
let, 46; International, 39; GMC, 12; 
Dodge, 8; White, 8; Willys, 6; Dia- 
mond T, 1; Studebaker, 1, and mis- 


cellaneous, 7.—(Donld M. Lyons.) 
+ + * 


Montreal 

Montreal-district auto dealers re- 
port “excellent” response to 1957 
models and, in view of the con- 
tinued high earning power and 
good employment, say that they 
anticipate good sales before the 
“closed months” roll along. 

Sales in Montreal have a tend- 
ency to ease off during the thick 
of the winter as driving conditions 
are not conducive to taking deliv- 
ery of new cars. 

The credit situation is somewhat 
tighter than before—(Jules Laro- 
chelle.) 





Detroit Mercury Dealers, Salesmen Meet— 


Shown looking over the 1957 Mercury are a few of the more than 500 Mercury 
dealers and salesmen who attended a district sales meeting in Detroit. The business 
portion of the meeting was conducted by P. D. Warren, Mercury Detroit district sales 
manager, and T. A. Coward, assistant district sales manager. 











Dozens of smart dealers through- 
out the country have already dis- 
covered this ideal way to keep 
yearly profits evenly distributed. 
You who have the proven ability 
to sell... and with practically no 
increase in personnel or facilities 
---Can now gain extra profits from 
selling STEWART Mobile Homes. 


ACCEPTED LINE 


Stewart Mobile Homes ...seen and 
bought everywhere... are accepted as 


one of the very best manufactured to- 
day. A complete line of coaches, with 
merchandising aids that back you up, will 
assure you, as an exclusive Stewart dealer 
in your area, of real sales potential. 


I don’t depend 
on automobile 
sales alone — 


EASY FINANCING 


Stewart Coaches are recognized by ail 
well-known trailer financing firms. Re- 
quirements as to sturdiness, long life, high 
resale value, and backing by a well 
established financially responsible manu- 
facturer, have been fully met. For qual- 
ified dealers, we can arrange financing. 








VAST MARKET 


Nearly two million Americans are residents 
of mobile homes. in 1955, approximately 
96,000 coaches were sold at a retail 
sales “igure of nearly $400,000,000. 
Why don’t you share in this great market? 
Be a franchised Stewart dealer and cash 
in on plus profits month after month, 





For details, write, 
wire or call today. 


STEWART COACH INDUSTRIES, INC. 


Department AN e 





Bristol, indiana 











apes EP 


52 


SOME DEALERS HAVE 10072 ABSORPTION FIGURES! 


{National Average is 65%) 


We quarantee to increase your service absorption figures and fill your shop with customer- 
paid labor . . . eliminate non-productive and unapplied time . . . and increase 
your profits. 

For as little as $70.00 up per month, we can install a complete service production 
program that will do this—or it costs you nothing. We will analyze your problems and 
tell you how to correct them . . train the entire service personnel . . . free your 
service manager of details, so that he can think . . . free service salesmen of doing 
eliminate duplicate handling 


follow-up, so that they can have 8 hours a day to sell .. . 
of cars... and get away from single-item repair orders. 


is $7,000 or more, and you do not have a service desk 


if r monthly service volume } 
on ; we promise some new slants—without 


or tower control, write us and hear our story... 
obligation, of course. 


Flash-A-Call Service Contro 


2170 South Canalport Avenue 


Dept. AN-136, Chicago 8, III. 


WINTERIZE ni Badger 


PROFIT ACCESSORIES 














DE LUXE ICE 
SCRAPER SQUEEGEE 


WON'T SCRATCH GLASS 
@ STURDY © PRACTICAL © DURABLE © RUSTPROOF 


Easily removes ice and snow; plastic scraper blade 
reversible for long wear; will stand pressure because 
of heavy duty construction and weight. 


STEP INTO A WARM CAR THIS WINTER! 
WARM-UP 
ACCELERATOR 


Pre-heat.your motor 
during winter with 
safety and warm-up 
passenger heater 

Installed in less than ' 
a minute without any 
tools. 

Every car owner a 
customer. Every sale a 
profit maker 




















EASILY CLAMPS 
OVER GAS 
art 
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Auto News from Britain 


Triumph TR-3 Equipped with Disc Brakes; 
Austin Brings Out Speedster 


By F. C, Livingstone 


ONDON. — The Triumph TR-3 


| Staff Correspondent 


sports car is the first British 
| auto in volume production to be 
| fitted with disc brakes as standard 
equipment at no extra cost. 

| These, incorporating Girling 

patents, ure fitted to the front 

wheels which are said to carry 

60 percent of the braking load. 

The rear wheels will continue to} 
| have the Jarge 10 inch drum brakes, | 
| also manufactured by Girling. 

The principal advantage claimed 
is “complete elimination of brake 
fade,” according to the makers, 
Other advantages listed are 
| smooth, progressive and easily | 

controlled stopping; they are to a | 

large extent self-cleaning and in- | 
spection or changing friction | 
pads can be effected quickly. 

The Triumph sports car has un-| 
dergone progressive development 
|} since its introduction in 1952. As 
performance has been improved 
and speeds increased, special atten- 
tion has been paid to braking effi- 
| ciency, the firm said. 

+. 7 = 


| Austin Adapts Speedster 


ao the August success 
of Donald Healey at Bonneville 
Salt Flats, Utah, with a new Aus- 
| tin- Healey prototype, when he 
| broke 28 International and Ameri- 
|can records of 16 years’ standing, | 
Austin Motor Co., England, has de- 
| cided to adapt the auto for general 
| production. 
The new model became avail- 
able Sept. 28. The price in Britain 


| 
| 
| 
| 
| 
| 


prototype achieved sustained speeds 
in excess of 150 m.p.h. 

The production model employs an 
8.25 to 1 compression ratio in the 
six-cylinder 2,639 cc. engine, which 
develops 102 b.h.p. at 4,600 r.p.m. 

The body, while retaining the 
flowing lines of the previous model, 
is larger. There are two small seats 
at the rear for children, parcels or 
luggage, the front bucket seats tip- 
ping forward to give access to 
these. 

The fascia panel, in addition to 

many improvements in detail, has 


Ohio Seeks to Solve 


Title Filing Problem 

COLUMBUS, O. — A survey to 
determine how to simplify the 
filing of some 27 million certifi- 
cates of title at the Ohio Bureau | 
of Motor Vehicles here has been | 
started. 

C. E, Nofer, acting registrar, 
said nearly 4,660 copies are sent 
to the bureau each day. These 
are kept until the vehicle is 
junked, creating a tremendous 
filing problem, The survey will be 
made by representatives of the 
American Assn. of Motor Vehicle 
Administrators. 











Bulletin Boa 


a “crash-pad” along its en‘ire 

length. The doors are fitted v.ith 

a new type of opening side- 

screen, and there are extecior 
pull-out handles. 

The bonnet has an air scoo,» to 
improve engine cooling, and a freat 
deal of attention has been pa'd to 
the general weather sealing of the 
car when the hood is raised, When 
not in use the hood folds com- 
pletely out of sight behind the rear 
seats and there is an easily ‘itted 
tonneau cover. 

The boot carries the spare wheel 
and battery leaving room for stor- 
age of side screens, tonneau cover, 
tools and luggage. The gas filler is 
now mounted outside the boot 

No attempt has been made to in- 
crease the maximum speed of the 
new Austin-Healey in its standard 
form, although in fact it is faster, 
The designers have placed empha- 


|sis on refinement, comfort, safety 


and general handling qualities. 
However, the ample perform- 
ance margin of the auto is illus- 
trated by the fact that a super- 
charged model was officially 
timed at 203.06 m.p.h. at Bonne- 
ville driven by Donald Healey. 
The specification of the basic 
model inciudes many items such as 
windscreen washers, hide-faced 
seats, arm-rests, bumper overriders 


jand dual-tone colors. Optional ex- 
| tras 
| overdrive, wire “knock on” wheels 


include electrically operated 
and hubs, a new fresh air type 


heater, detachable hard-tops, and, 
of course, radio, 


oe 





Switches and Relays 
A catalog showing 40 different 


is $2,133 (plus purchase tax for | switches and relays and describing 


| home buyers) which is substan- 
tially below the cost of the model 
it replaces. Among the optional 
extras for the new auto are over- 
drive and wire wheels. 


At Bonneville, by using special 


engine tuning and nose and cockpit | 


streamlining, the unsupercharged 
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A “DOWN-TO-EA 


These ‘‘down-to-earth” solutions to your 
auto glass problems: 





@ more space in your Parts Department 


America’s finest 
Guass SERVICE 


@ fewer losses due to auto glass breakage and 
obsolescence 


e@ release of your capital from expensive wind- 
shield inventories 
are offered to you by your nearby SHat-R- 


Proor Distributor a real “‘space’’ expert. world.” 





RTH” SPACE MAN 


Save money .. . time and space. Let your SHAT- 
R-Proor Distributor stock your automobile re- 
placement glass needs for you. Whether you want 
clear, tinted or shaded, his complete stocks of 
— safety glass give you AUTO 


ae 


bs 2 
¥ 


Aa] 


HEN You NEEp IT. 


Your SHat-R-Proor Distributor wants to help 
turn your overhead dollars into profit dollars. Call 
him today for auto glass service that’s ‘‘out of this 


consuit vour(Sha/-R:Avof)vistrisutor ropay! 


“REST KNOWN NAME IY SAFETY GLASS” 





For further information or the name of your local Distributor write to: 


SHATTERPROOF GLASS CORPORATION 


4815 Cabot Avenue . 


Detroit 10, Michigan 


the operation and characteristics of 

each — free. Service Department, 

Jaidinger Mfg. Co., Inc., 1921 W. 

Hubbard St., Chicago 22, IIl. 
* = = 


Power Supply 


New literature explaining the 
| construction and operating princi- 
ples of a specially filtered DC power 
| supply for design testing and serv- 
|icing radios and electronic equip- 
| ment—free. R. C. Crossley, Electro 
| Products Laboratories, 4500 N. Rav- 
| enswood Ave., Chicago 40, Ill. 
| * 


Casting Design 


“Casting Design as Influenced by 
| Foundry Practice,” — 64 pages, free. 
Meehanite Metal Corp., 714 N. 
Rochelle Ave., New Rochelle, N. Y. 


« * t 


Transmitter Bulletin 


|for Brooks Rotameters — free. 
Brooks Rotameter Co., Lansdale, 
| Pa. 


> * * 


Welding Wall Chart 


“Low Temperature Welding 
Alloys” (wall chart No. TIS 2616)— 
free. Technical Information Service, 
Eutectic Welding Alloys Corp., 40- 
40 172nd St., Flushing 58, N. Y. 

> * ” 





Sales Techniques 
Guidebook of sales techniques for 
the auto seat cover industry—free. 
Lumite Division, Chicopee Mills, 
Inc., 47 Worth St., New York. 


Drill Press Bulletin 


inch drill press—four pages, free. 

Delta Power Tool Division, Rock- 

well Mfg., Co., 465 Lexington Ave., 

Pittsburgh 8, Pa. 
+. 


Copper Alloys 
Report on special copper alloys— 
free. Carl Pihl, secretary, Copper & 
Brass Research Assn., 420 Lexing- 
ton, New York 17, N. Y. 
od * - 


Rubber Products 


A catalog listing V-belts, car hose 
and auto mats— 238 pages, free. 
Dayton Rubber Co., Dayton, O. 

* * * 


| 


Beloit Tool Catalog 


| Beloit tap, drill and gauge cata- 
| log—free. Beloit Tool Corp., 12000 
| Milwaukee Road, Beloit, Wis. 

* * * 





Universal Joints 


A catalog showing cutaway 
drawings and engineering dimen- 


Bulletin (No. 170) on transmitters | 


Bulletin (AD-1011) describing 20-| - 


sions and specifications of Al- 
metal universal joints — eight 
pages, free. Detroit Bevel Gear 
Co., 8130 Jos. Campau, Detroit 
11, Mich. 


GM of Canada 
Making Batteries 


OSHAWA, Ont, — General Mo- 
tors of Canada has entered the 
battery manufacturing field this 
month with the production of 500 
dry-charge batteries in a pilot run 
j}here. Production of 1,500 units a 
day is expected by January. 

The 1957 production schedule 
calls for the manufacture of 330,- 
| 000 batteries, most of which will be 
|}used in GM's 1957 vehicles. The 
| batteries will bear the GM Delco 
name and will be built to the 
same specifications as their U. S. 
counterpart. 

Besides a heavy investment in 
plant and equipment, GM will 
|spend more than $1 million an- 
|nually with Canadian suppliers for 
| battery materials. 
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Reduced Rolling Radius— 


Celeste Ravel, Miss Mobilehome of 1957, 
points out reduced rolling radius of the 
hub-drum-wheel assembly designed by 
Motor Wheel Corp., Lansing. The unit 
is said to offer increased load capacity, 
stronger brakes, greater road stability and 
reduced overall trailer. height. A_ rolling 
radius of 26.3 inches is obtained with 
new 14.5 by 7.00 truck-type tubeless tires, 
thus eliminating the need for wheel wells: 
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Rubber Shippers 
Use Panama Canal 


In Suez Shutdown 


WASHINGTON.—Natural rubber 


from the Far East for the most part 
will reach the U. S. east coast via 
the Panama Canal henceforth until 
the Suez Canal is reopened to civil- 
jan traffic, the Department of Com- 
merce said last week, 

The Department urged “normal” 
tire buying and “normal selling 
pressure” to maintain stability. 

Rubber already enroute to this 

country from the Far East assures 
normal arrivals for most of Novem- 
ber, and any pinch could not be 
anticipated until December and 
would be expected to be temporary, 
the Department said. 

The statement said that normally, 
November-December would show a 
declining U. S. consumption, but 
present conditions may stimulate 
the domestic demand for rubber 
products in these months, causing 
some rise in consumption. 

Europe is said to be more affected 
trubberwise than the U. S. by the 
Suez situation. Stocks of natural | 
rubber in Europe are not high, and 
substantial supplies for export are 
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vice-president. 





not available. Transport from the 
Far East via Cape of Good Hope 
adds about a week to the time in 
transport to Europe. 


Ge 
Olds Zone Posts 


LANSING. — V. H. Sutherlen, 
Oldsmobile general sales manager, 
has announced that Harry C. Gepp 
has been named zone manager in 
Oakland, Calif., and Leo L. Holland 
has been appointed zone manager 
in Dallas. 





H. C. Gepp L. L. Holland 

Gepp joined Oldsmobile in 1928 
as a parts department clerk and 
later served as office manager-car 
distributor in Buffalo, Detroit zone 
manager and used-car merchandis- 
ing manager in Lansing. 

Holland entered the auto business 
as a dealer in Kansas City in 1935 
and later joined Oldsmobile as a 
district manager in the Atlanta 
zone. In 1952 he was appointed 
assistant zone manager in Char- 
lotte, N. C. 


All-Butyl Tire? 
Modifier Said to Solve 


Heat Problem 

ST. LOUIS. Butyl synthetic 
rubber tires, with a newly developed 
modifier to prevent heat buildup, 
are being tested, according to 
Monte C. Throdahl, Monsanto 
Chemical Co. here. 

He also predicted early adoption 
of butyl in hose, electrical insula- 
tion and air springs. The modifier 
gives easier mixing of butyl and 
smoother, faster extruding and cal- 
endaring, Throdahl said. 

Butyl, without the modifier, he 
said, developed too much heat as 
the tire absorbed road shock. It was 
found that it could be modified 
but only at the expense of high 
Processing temperatures and long 
mixing cycles. The modifier pro- 
duced by Monsznto, Throdahl said, 
eliminated these problems. 


MARIO LANZA 


and hundreds of other famous 
artists on any RCA Victor Rec- 
ord Album (list $3.98) YOURS 
FREE with each case of SILOO 
HYDRA-VALVE KLEEN or 
SILOO TRANSMISSION 
KLEEN, For details of this 
FREE OFFER, contact your 
jobber or write Petroleum Sol- 
vents -Corporation, Dept. P, 331 
Madison Ave., New York 17, N. Y. 
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DETROIT. 


half months, according to L. W.| 


tor. 

New franchises went to Glid- 
dens Motors, Valdosta, Ga.; Ridge- 
way Motor Co., Gainesville, Fla.; 
Rowell & Sons Motor, Inc., Pan- 
ama City, Fla.; Russ Chiles, Sara- 
| sota, Fla.; Northwestern Service, 
Cut Bank, Mont.; Granite City 
Auto, Inc., Barre, Vt.; Twin Sales 
Corp., Bridgewater, Mass. 

Henley - Kimball Co., Portland, 
Me.; Barrett-Barry, Livonia, N. Y.; 
|John R. Shepler Oxford, N. Y.; 
Topel Motor Sales, Inc., Waukegan, 
Ill.; Gary Auto Exchange, Gary, 
Ind.; Johns Motor Co., Welch, W. 
Va.; Clifton & Hoening Motor, Inc., 
Piqua, O.; Select Motors, Inc., Ko- 
komo, Ind.; W. O. Davis Motors, 
Huntington, W. Va.; Willoughby 
Nash, Inc., Willoughby, O. 

Irving Nash Motors, Ft. Worth; 
Workman Motor Co., Lubbock, Tex.; 
Cantrell Motor Co., Pasadena, Tex.; 
Cheshire Motor Co., San Antonio; 
Dean Motor Co. Roswell, N. M.; 
Jim Pollard, Sherman, Tex.; Lock- 
hart-Collins, Big Spring, -Tex.; 
Nash-Cleburne, Cleburne, Tex.; 
Wood Motor Co., Marshall, Tex.; 
C. Nick Baker, Inc., Ogden, Utah; 
Lloyds Motor Service, Vernal, Utah. 

Jim Fuoco Nash Motor Co., Grand 
Junction, Colo.; Jesse M. Chase, 
Casper Co., Inc., Casper, Wyo.; Lebo 
& Sons, Loveland, Colo.; Lyons 
Buick, Inc., Sidney, Neb.; Owen 
Faricy Motor Co., Pueblo, Colo.; 
Rex’s Nash, Inc., Mt. Clemens, 
Mich.; Ted Peterson Nash Co., To- 
ledo; Carl’s Sales & Service, Mem- 
phis, Mich. 

Dubowy - Stein Nash, Kansas 
City, Kans.; Wein Motors, Alva, 
Okla.; Donald Birge, Duncan, 
Okla.; Clippard-Rodekoph Motors, 
Independence, Mo.; Flint Motor 
Sales & Service, Inc., Pratt, 
Kans.; Wood Implement & Mo- 
tor Co. Inc. Council Grove, 
Kans.; O’Connell Motor Co., Great 
Bend, Kans.; Flint Motor Co., 
Dodge City, Kans.; Buck Dis- 
muke Motors, Muskogee, Okla. 

Camden Nash Co., Camden, Ark.; 
Johnson-Manning Motors, Clarks- 
dale, Miss.; Tom McClellen, Inc., 
Shreveport, La.; Capital Nash Co., 
Baton Rouge, La.; Specker Motor 
Sales, Marquette, Mich.; Green Bay 
Auto Distributors, Inc., Green Bay, 





Wis.; Coyne Motor Sales, Esca- 
naba, Mich.; Bloeche Motor Co., 
Merrill, Wis.; Nardi-Nash-Hudson, 


Iron River, Mich. 


Gjertson Farm Supply, Redwood 
Falls, Minn.; Jerry’s Standard 
Nash, Spirit Lake, Ia.; Bieglen Mo- 
tor Sales, Aberdeen, S. D.; Sandy’s 
Sales Service, Missoula, Mont.; 
Peterson Motors, Pierre, S. D.; 
Downtown Hudson, Minneapolis; 
Ken King Co., Sioux Falls, S. D.; 
Grau Co., Le Mars, Ia.; Sam Hen- 
derson Nash, Hatboro, Pa.; Glen- 
side Motors, Inc., Glenside, 


Stevens, dealer development direc- | 








Georgia Independents Elect Officers— 


| 

Retiring President Cy Young, left, Atlanta, who led the Georgia Independent Av- | 
tomobile Dealers Assn. through its first year of operation, poses with newly elected | 
officers at the association's first convention. 
ley, Atlanta, secretary; J. H. Posey, Columbus, treasurer; Paul Bennett, Augusta, sec- 
ond vice-president; Paul Carey, Atlanta, president, and Pete Hudson, Savannah, first 





In Two-and-a-Half Months .. . 


AMC Signs 82 Dealers | “™ 


— American Motors| Pa.; Big 3 Motors, Inc., E. Liberty, | 
Corp. has granted 82 new dealer | Pa. 
| franchises in the past two-and- -one- | 


Pa.; 
Witmer Motors, Inc., ~~ <a hond 
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Here’s trucking AUTOMATION that 
lets you combat High Cost Hauling 


Cost saving way to handle bulky 
items such as bakery goods, candy, 
dynamite, glass, laundry, groceries, 
appliances, etc. Newly developed 
skids, pallets, tote boxes, metal con- 
tainers, hampers, baskets, racks, etc. 
can be used for “bulk” loading. 













































































ANTHONY LIFT GATES 
FOR 3/4 TON and Larger Trucks and Semi-Trailers 


If high freight rates and costly delivery 
services are cutting a swath out of your 
profit picture, here are five ways you 
can offset them. 


With Young are, from left, G. R. Mose- 


1. Speed up deliveries. 


Develop faster, easier ways of load- 
ing and unloading trucks. 





Model No. 144 handles loads up 
to 1000 Ibs. Cuts loading and 
unloading time 50%. 


Systematize handling of bulky, awk- 
ward, heavy shipments. 


Prevent damage to goods, yet make 
it easier and safer for drivers to 
handle most shipments alone. 


Follestad Nash, Inc., Everett, 
Wash.; HiWay Garage, Madras, 
Ore.; Eldon Canter Motors, Col- 
ville, Wash.; Renbarger Motors, 
Walla Walla, Wash.; Ray’s Nash 


5. 


Help drivers contribute to the satis- 
faction of the receiver. 





& Hudson, Olympic, Wash.; Val- All of these advantages are yours when 
ley Auto Sales, Twisp, Wash.; \ you install Lift Gates on your trucks. 
Surroz Motors, Salem, Ore.; és —_— We will be glad to recommend the 





systems, the size and type of Gate best 
suited for your work. 


| Model No. 145 handles up to 2000 
Ibs. on 1%-Ton and larger trucks 
ond semi-trailers. 


Model No. 146 handles up to 4000 
ibs. on heavy trucks and semi- 
trailers. 


Thomas Motors, Hermiston, Ore. 

Aberdeen Nash-Hudson, Aber-| 
deen, Wash.; Hoyt Motor Co., Au-| 
burn, Wash.; Hanson Transfer &| 
Motors, Ketchikan, Alaska; Morgan 
County Nash, Inc., Jacksonville, 
Ill.; John Scyoc Nash, Hannibal, 
Mo.; Erickson’s, Annapolis, Md.; 
Rutrough Motor, Inc., Roanoke Va2., 
and Weber Motor Co., Edgewood, 
Md. } 


Write, wire or call us today—no obli- 
gation. One of our representatives is 
nearby. 





CN: ANTHONY COMPANY 
\IFT.S Streator, Illinois 
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Compact unit 
hangs on wall, 

accessible. 


easily 






Just turn it on 
and listen! Mag- 
nified sound 
locates rattles 
quickly, 


NOW—LOCATE CAR RATTLES QUICKLY! 


New Breeze RATL-CHEK magnifies sounds, 
finds noises without road test 


ing the sound until it can be located and 
corrected easily and quickly. 


Now you can keep your customers’ cars 
from being “rattle-traps”. Here’s the first 
practical instrument for locating rattles and 
car noises in mere minutes — without time- 
wasting road tests. The new Breeze RATL- 
CHEK is an electro-mechanical device that 
works on the principle of magnifying the 
vibration frequency of the noise. 

Simply clamp the vibrator on the car 
bumper, sit in the car and tum a knob on 
the portable frequency control unit Vibra- 
tion is set up and the unit “tunes in” the 


Rattles, window noise or other loose bolt 
connections of the car can be found and 
corrected, thus satisfying your customer 
and giving him a safer car — at a profit. 


Test after test has proved the efficiency 
and profit possibilities of the RATL-CHEK. 
All electrical parts meet Underwriter Ap- 
proval. Weighs only 34 pounds in case. 
Ask your jobber or write us for complete 














annoying rattle at its frequency, magnify- details. 
DEALER PRICE 
Ciates) BREEZE CORPORATIONS, INC. 


700 Liberty Avenue Union, New jersey 


$125” 
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U.S. Fact Book 
Published by 


Census Bureau 


WASHINGTON. — The 1956 edi- 
tion of the Statistical Abstract of 
the United States has been pub- 






the most beautiful 
things in sight 





The 77th edition, it contains 1,176 
500,000 facts in its 1,065 pages. 


Government Printing Office, Wash- 
ington 25, D. C., or at any of the 
field service offices of the U. S. De- 
partment of Commerce. 
Information is arranged in 34 
chapters on such subjects as popu- 


and motor vehicles and compara- 
tive international statistics. 


Need Money? 


Perfection Contest Offers 


13 Cash Prizes 


GALION, O. — Perfection Steel 
Body Co. is offering 13 cash prizes 
to employes of body and hoist dis- 
tributors for the slogan that com- 
bines the most features of Perfec- 
tion’s new telescopic line of hoists 
with the name Perfection. 

The promotion marks the com- 
pletion of three years of design 
work, laboratory and field testing 
of Perfection’s new line of single 
cylinder, twin straddle and inside 
mount telescopic hydraulic hoists. 

The prizes are as follows: First, 
$500; second, $250; third, $125, and 
10 prizes of $25. Everyone sending 
in a slogan will receive a free gift. 
Contestants may submit as many 
slogans as they wish. 

The contest is open to all shop, 
office and sales department em- 





The Nelmor Corporation of Detroit and Cleveland 
is the largest manufacturer of outside mirrors 
and the leading supplier of original equipment to 
the automotive industry. Each Nelmor mirror is 
outstanding in appearance, in features, in value. 


NELMOR CORPORATION — 1410 Fisher Building, Detroit, Michigan 
In Canada — NELMOR CORPORATION LTD., 14th St., New Toronto, Ontario tributors in the country, regardless 
of whether they handle the Perfec- 


tion line. 





HERE'S A 
WIDE 
i avis 


THE JOYCE TWO POST 
TWIN-MASTER LIFT 


Let's take a walk “right-down-the-center’’ of the new Joyce Twin- 
Master Lift .. . see the ‘““wide-open-spaces"’ offering greater under- 
car accessibility to all parts requiring service! 

. and check these features .. . faster car spotting with one 
wheel locator . car frame contacted directly by lift rails 
built-in automatic safety latch . simple accurate lift control . . . 
movements of pistons synchronized py foolproof rack and pinion 
gear...a Universar tift that handles pleasure cars, light trucks and 
sports cars! It's a fact... the Joyce Twin-Master Lift with its “right- 
down-the-center’’ freedom builds more profits by cutting job time 
and improving customer relations! 


oe 


Sania cane 


RIDLAND COMPANY 


rig aga par ie 
IN CANADA: MIDLAND FOUNDRY & MACHINE CO., LTD., MIDLAND, ONTARIO 


DAYTON | 









lished by the Bureau of the Census. | 


tables, 47 charts and more than | 


lation, income, prices, finance, roads | 


Ployes of all body and hoist dis-| 





It is available at $3.75 from the| 
Superintendent of Documents, U. S.| 











| They Lead Texas Independents— 


| New officers of the Texas Independent Automobile Dealers Assn. are, from left; 
| Front row—Joe Fralin, Lubbock, third vice-president; H. C. Poindexter, Lubbock, presi- 
dent; O. W. Conditt, Fort Worth, first vice-president; Tom Blundell, Dallas, general 
manager. Back row — Lee Sullivan, Dallas, treasurer; B. D. Gibson, Tyler, second vice- 
| president; Pat Willingham, Pasadena, regional vice-president; Doyle Renfro, Odessa, 


| 





regional vice-president; Charles 
presidents ore S. A. Meazell, Dallas, and 


Partlow, 


Austin, secretary. Other vice- 


John Geary, Fort Worth. 


regional 


57 Looks Like Big Year, 
Texas Independents Told 


By Charles Cates 

Staff Correspondent 
DALLAS. — Record business in 
1957 was the unanimous forecast of 
speakers at the llth annual con- 
vention of the Texas Independent 

Automobile Dealers Assn. 

The speakers attributed the 
bright outlook to business condi- 
tions generally, the strength of 
the used-car market and the 


benefits to be derived from the | 


new Federal highway program. 
More than 300 attented the con- 

vention. 

handled by Tom Blundell, Dallas, 


association general manager, and| 


Walter Wilson, Dallas, convention 
chairman. 


Principal convention speaker was 
Davis P. Whelchel, executive vice- 
president of the Tennessee Automo- 
tive Assn. and president of the 
national trade association mana- 
gers. He told the dealers he saw 
“nothing but the best for the auto 
industry” in the coming year. 


“The demand for used cars will 
continue to be terrific,” he said. 


Whelchel based his prediction 
mainly on continuing good business 
conditions, the price level of new 
automobiles, present scarcity of top- 
grade used merchandise and the 
prospect of continuing high money 
rates. 

He also predicted better profit 
margins for both franchised and 
independent dealers. 

Charles Aldrich, Associates In- 
vestment Co., Dallas, echoed the 
prediction that financing rates will 
remain high. He said that the 
return of cheap money simply is 
not in sight. 

Miles Elliott, field representative 
of the National Independent Auto- 
mobile Dealers Assn., predicted that 
1957 would be the greatest year, 
profitwise, for the independents in 
the history of the industry. 

He said that because of the stabi- 
lizing of the automobile industry 
generally at high levels, this pros- 
perity would be shared by all phases 
of the industry — dealers, factories 
and insurance and financing institu- 
tions. 

He saw continued high-level 
used-car prices, and he explained 
that the unusually high level in 
1956 stemmed partly from the 
heavy buying of used merchan- 
dise by franchised dealers to help 
offset the thin profit margins on 
the lower volume of new mer- 
chandise sold during the year. 

Elliott said this bid up the price 
of used cars an average of around 
$200. 

Elliott reported a 40 percent in- 
crease in NIADA membership dur- 
ing the past 12 months. Member- 
ship in the Texas association is 
more than 1,100, according to J, M. 
Vickers, retiring president. 

President-elect H. C. Poindexter, 
Lubbock, said he saw renewed in- 
terest in association activities in 
Texas. 

He declared that there is “a great 
community of interest between the 
franchised and independent dealer” 


Arrangements were! 


j}and said his administration would 
| urge and welcome a greater mem- 
| bership of franchised dealers in the 
independent group — especially the 
| used-car executives of such dealers. 
| Poindexter said Texas farmers 
|}are making more money than had 
been anticipated, that the drouth 
had been broken and that consider- 
ably better conditions are expected 
next year. 

He saw a greater demand for 
good used merchandise, but 
warned that such cars still would 
be difficult to sell because of tight 
money conditions which require 
larger downpayments. 

Other officers of the Texas associ- 
| ation are O. W. Conditt, Fort Worth, 
| first vice-president; B. D. Gibson, 
Tyler, second vice-president; Joe 
Fralin, Lubbock, third vice 
president; Lee Sullivan, Dallas, 
| treasurer, and Charles Partlow, 
| Austin, secretary. 
| Vickers and R. W. Workman, 
Lubbock, were named regional rep- 
| resentatives to the national associa- 
|tion, and Ray Williams, Fort 
Worth; Clyde McLaughlin, Lub- 
| bock; Clyde Cox, Tyler, and J. E. 
Battenfield, Amarillo, were elected 
NIADA directors. 

Appointed area vice-presidents of 
| the Texas group were A. A. Meazell, 
| Dallas; John Geary, Fort Worth; 
| Doyle Renfro, Odessa, and Pat Wil- 
| lingham, Pasadena. 


False Advertising 
Attributed to 
2 Tire Retailers 


| WASHINGTON. — Two tire re 
tailers in this area have been 
accused by the Federal Trade Com- 
mission of using bait advertising 
and false claims. 

Charged were Ben Hundley and 
Market Tire Co. 

Typical of the bait is to advertise 
name-brand tires at featured low 
prices. In fact, the FTC said, these 
tires cannot be bought at the low 
prices and, if they are purchased, 
the price is always higher. 

The firms were also charged with 
advertising old-stock tires as 








“factory fresh,” quoting “regular 
prices” far above the true figure, 
offering guarantees which are not 
bona-fide and describing third-line 
tires as first-line. 

Hearings on the charges are 
scheduled for Nov. 19 and 20. 


Courts Bar Four Firms 
From Cutting Polish Price 


CHICAGO.—Turtle Wax Co. has 
obtained court injunctions to re 
strain four firms from selling Tur- 
tle Wax auto polish at less than the 
minimum fair-trade price. 

Named in the injunctions were 
Auto Accessories Co. and Harry’s 
Auto Stores, Toledo, and Bargain 
Town U.S.A. and Service Carbure- 
tor & Ignition, New York City. 
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Affecting Factories and Dealers .. . 


Auto Advertising 


By Martin L. Whitmyer | 
Staff Writer | 
' The biggest announcement adver- | 
tising campaign in the history of | 
the division helped support the in-| 
troduction of Mercury last week,| tive market. 
gecording to T. J. Henry, advertis-| Included in the feature are the 
ing and sales promotion manager. | 1957 models of Buick, Cadillac, 
Full color ads in 96 Sunday | Chevrolet, Chrysler, Continental, 
newspaper magazine sections | DeSoto, Dodge, Ford, Hudson, Im- 
eovering 18 million homes, and | Perial, Lincoln, Mercury, Nash, 


ads of all sizes from small teasers | Oldsmobile, Plymouth, Pontiac, 
to two-page spreads in news- | Rambler and Studebaker. Also in- 


rs in nearly every market cluded is the 1956 Packard, 

with a total of 55 million circula- All of these models are pictured 
tion were in the program. Full in full color — alongside old-car 
color, two-page spreads also were illustrations running the gamut 
used in many leading magazines. from an ancient 1896 experi- 
In the television field the Ed Sul-| mental quadricycle to a 1940 Con- 
livan Show, which reaches more| ‘imental Pictured on the cover 
than 40 million people, carried the| 2F¢ the 1957 models of Chevrolet, 
main Mercury promotion in that| Ford and Plymouth, cae 
media, while spot radio was used Comparing ear ownership in the 
in every section of the country. U. S. with that of the rest of the 
The campaign this year is based | 8lobe, Koether cites the fact that 
on Mercury’s “visible and demon-|71 Percent of all the cars in the 


9» |world are owned in the U. S., and 
se tency. “Cneueutienaiip, teat points out that in the United States 


. , i icl 
among these is Mercury's new and there is one motor vehicle for every 


; : ; |2.6 persons; in Europe, one for 
exclusive styling which sets Mer-| aa ; 
cury apart from all other entries every 32; in South America, one for 


development of the automobile 
and its increasing influence on 
American living from the first 
car sold at retail in the 1890’s to 
the present multi-million automo- 





Detroit editor of Motor Trend, one 
of the Petersen Publishing Co, au- 
tomotive group. Wherry, formerly 
a writer in the aviation field, 
replaces Don MacDonald, who 
resigned to devote himself to free- 
lancing. 
- * * 


Al G. Smith has been named 
press relations manager and Ken- 
neth A. Hamel senior product pub- 
licity specialist for the glass con- 
tainer division of Owens-Illinois 
Glass Co. Smith formerly was vice- 
president of Carl Byoir & Associ- 
ates, Inc., and Hamel returns to 








” »» |every 66; in Africa, one for every 
in i. aia aun nek kai 114, and in Asia, one for every 644. 
* * + 
characteristics of the new car | Account 

also will come in for major adver- Patten Gets Ac a 
tising treatment, Henry said, Patten Co. of Birmingham, | 
Although the basic overall prod- Mich., has been named adver- 
uct advertising theme for 1957 is| tising agency for Automotive | 
“Dream Car Design,” the Big M| pica oe varie eect et 
concept of a year ago wiil be| Manufacturer of the Ford and 
| Mercury Amblewagon, ambulance 


carried over as an important in-| 4 emerneney er = 
gredient of the current campaign, cae Sa So 


he said. * * * 
> * * 

New DuPont Film on TV Olds Dealers Honored 

meee : sie a The Minneapolis Oldsmobile 
ter camaee a Ro oma oo | Dealers Assn, has been selected to 
” « caliiie aferenetion in coy | have reproductions of its newspaper 
being shown to television audiences | etary a te oie. —— ch 
by DuPont Co., manufacturer of _——, a na ee eee 
Scene and Sorex anti-freeses Assn.’s annual “Sales & Idea Book. 

Entitled “Winter Drivin Tips.” | The association was one of four 

: > ae Minneapolis concerns whose adver- 


the film is part of the company’s tisements were picked for the hook. 
* - * 


annual antifreeze promotion 
desi te fit . 
gned to create greater pro WGN Picks Ag ; 
Foote, Cone & Belding advertis- 


opportunities for dealers. 
It urges motorists to change to 
winter grade oil, have the battery| ing agency has been appointed to 
checked and the motor tuned up.| handle consumer advertising for 
Safety tips include checking de-| WGN, Inc., the Chicago Tribune’s 
frosters, lights, brakes, windshield| radio and television station. 
wipers and tires, checking chains Ward L. Quaal, vice-president 
for broken links, or putting on snow | and general manager of the sta- 
tires. tions, said the move was made to 
augment WGN and WGN-TV 
plans for extensive promotion of 
their operations. 
7” * 





+ = 2 


Look Traces Auto History 


In its Nov. 27 issue, Look maga- | 
zine will carry a seven-page feature 
—including 38 pictures in color — 
showing the 1957 automobiles and| Elmer O. Wayne has been elected 
contrasting them with their earlier | vice-president in charge of radio 
counterparts. | sales by the board of WJR, Detroit 

Titled “The Great American (radio station. He has been with 

Automobile,” and authored by | the station since 1951. 


* 


Names 





George Koether, Look’s automo- | ee 
Joe Wherry has been appointed 


tive editor, the feature traces the | 











Shrimp and Beer for Admen— 


Roland Ladreyt, general advertising manager of the New Orleans Times-Picayune 
ond Evening States, served as host and chef at “shrimp and beer party” for auto- 
motive advertising personnel in Detroit. Approximately 175 persons attended the 
annual event. From left are Ladreyt; Robert E. Hart, Detroit manager of Jann & Kelley, 
Inc., national advertising agency; Vincent J. Kelley, vice-president, Jann & Kelley, and 
Gordon Hebert, Times-Picayune automotive advertising manager. 





O-I after six months as public rela- 
tions director for the Toledo-Lucas 
County Port Authority. 


* * * 


Thomas A. Treleaven has been ap- 
pointed supervisor of advertising 
and sales promotion for Acheson 
Colloids Co., Port Huron, Mich.) 
Before joining Acheson, Treleaven 
worked on industrial accounts for'| 
Jaqua Co., Grand Rapids (Mich.) 
advertising agency. 

* * a 

Thomas R. Shepard jr., who has | 
been on the Look staff for 11 years, 
has been promoted to the position | 
of New York advertising manager 
of the magazine. 

* * * 

Robert J. MacCulley has been 
promoted to manager of automotive 
shows and exhibits for American 
Motors Corp, MacCulley, formerly | 
assistant sales promotion manager | 
of Nash, joined the company in 
1949 as a district manager in the 
Buffalo zone. 
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Vacation as 
“MRS. AMERICA” does 


Your choice of one, two or three bedroom 
Villas. All on the ground floor, completely fur- 
nished for vacation living. This, with complete 
recreation facilities, makes Ellinor Village Flori- 
da’s best vacation buy. Special rates for all units 
now until Dec. 31 only. Make reservation today. 
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with Reduced Height. . . 


Still More Power 


Seen in Future Cars 


30 YEARS OF 


Chyparalldlad 


*To create a superlative product 
and have that product withstand the 
test of time for 30 years is the 
attainment of perfection. Such is 


the story of Blue Coral. 





NEW YORK.—Today’s trend to- 
ward lower and more powerful cars 
will be carried on in the future, 
according to Victor G. Raviolo, ad- 
vanced product study and engineer- 
ing research director, Ford Motor 
Co. 

Raviolo, speaking before the 
metropolitan section, fuels and 
lubricants activity, of the Society 
of Automotive Engineers, said 
the cars of tomorrow will be 
“lower, safer, more comfortable, 
more powerful, easier to drive, 
quieter—and much more difficult 
to engineer and develop.” 

“We who are in (the auto) busi- 
ness must act today,” he said, “on 
the predictions as to the product 
which you will see in four or five 
years.” 

Raviolo emphasized that before 
being committed to huge outlays 


must be certain “of our ground.” 

As to the belief that the con- 
sumer sets the pattern, Raviolo 
said this was not true except for 
the most fundamental and for the 
most trivial matters of choice. 

“Fundamentals,” he said, “do 
not change and the superficial 
| details are not involved in the 
| ma‘or decisions.” 

Raviolo said that, in practice, the 
industry must create new demands 
and desires in the customer’s mind. 
“The new desires are most signifi- 
eant and effective when they are 


said. 


Raviolo. 
The problem facing builders of 
new autos, according to Raviolo, 


formance, endurance and economic 


|ber of two-car families will make | 


Production cars will last longer 
in the future, said Raviolo. He pre- 
dicted that sealed transmissions 
and axles and lifetime lubricated 
chassis components will appear. 

Of course, he said, the end object 
is to provide best possible value. 
“There is no doubt that new body 
models and vehicle types will de- 
velop to fit special requirements,” 
said Raviolo. He pointed to the 
Volkswagen eight-passenger bus as 
an example of this. 

Raviolo said the increasing num- 


it possible to satisfy different needs 
—such as local suburban and “high- 


| way cruiser” types—separately and 


| 


for tooling, those in the industry) 


based on real improvement,” he| 


could be categorized by the follow-| 
ing qualities: Comfort, safety, per-| 





more precisely. 


LONDON. — A dynamometer— 
Froude type “G’—has been devel- 
oped in Britain for testing motors 
up to 350 horsepower at speeds up 
to 6,000 r.p.m. 

Tests have been said to be suc- 
cessful and variations in design 
are being made for larger motors 
with higher speeds, the manufac- 
turer said. 

The dynamometer departs from 
previous designs chiefly in the load 


The future market will be big-|Comtrol gear, according to Heenan 
ger and more important as well as| |& Froude, Ltd., Worchester, the) 
| more difficult to satisfy, more com-| 
petitive and more demanding, said) 


makers. 

The sluice gate method of control 
has been replaced by a valve wheel 
which is said to be easier to operate 
and results in longer life. 

The machine also is said to work 
equally well in either direction of 
rotation. 


New British Dynamometer 


Froude Type ‘G’ Tests Motors up to 350 HP 
At Speeds to 6,000 RPM 


Like a fine Cartier or Tiffany 
creation .. . the creators of the 
Blue Coral Treatment have set a 
quality standard beyond compare. 
ie the founding of the firm 

the unswerving belief of product 
integrity and product improvement 
has made Blue Coral the greatest 
contribution ever made in the science 


of preserving and beautifying 


the fine factory finish of cars. 


H. D. T. COMPAN@ FACTORS, INC. 


WHITE PLAINS, N. Y. 
© 1956 


value, By turning it end to end, thus 
He predicted 52-inch high cars reversing the direction of rota- 

within 10 years. This, by the way, | tion, it is said to give an alterna- 

is the present height of Ford’s | tiv, and lower power absorption 

Thunderbird. Raviolo also be- envelope. This is said to enable 

lieves coming developments in . 

ventilation will lead to completely —— os Saar 


air-conditioned cars. Other advantages listed include: 
Seats are due for “revolutionary” 4 [¢ is coe in an attractive 


changes, he said, with needs for t i is m t. 
ventilation through the seat, more ee ae ae 


and individual adjustments. 5 
Raviolo said that he believed that alae tats wee 
| rearward facing seats will not be" 3 Contact seals and stuffing boxes 
accepted by the public, although) re eliminated. This is said to re- 
safety packages will be improved.| quce maintenance and the static 
Horsepower will increase be- palance of the machine can be 


cause of accessory functions, in- | checked without disconnecting the 





creased use of automatic trans- 
a ae ing ability. “The + 2 acme from the cardan 


ultimate limit on power,” Ravi- i 

olo said, “will be the tractive | going’ Ealanee hae’ heen ‘elimi. 
ability of tires and suspension.” nated. 

By 1958 or 1960, Raviolo sees a) 5 Weights used for backloading 


great many production cars with the spring balance are small and 
compression ratios of 10 to 1, or easily handled. 


higher, with requirements of 100 
research octane numbers in fuel. 

The development of high-speed | 
highways, with the ability to main- 
tain high speed for long periods, 
will emphasize what Raviolo calls 
true aerodynamic design. 

“It is not generally known,” he 
said, “that a car can develop 
enough lift at high speed to de- 
velop instability due to lack of 
traction.” 

Raviolo said that, in addition to 
this tendency to “fly,” transverse 
or gusty winds tend to steer the 
car at high speed. 

“There was a time when aero- 
dynamic design was not acceptable 
for appearance,” he said. However, 
he added, customers now are more 
“sophisticated” and familiar with 
many innovations, such as jet 
planes, and more ready to accept 
functional design. 


Md. Cadillac Dealers 


Elect Flanagan as Rep 


BALTIMORE.—-Roland A. Flana- 
gan, general manager, Chesapeake | ™ 
Cadillac Co., has been elected to a 
three-year term as member of Easy to Read— 
NADA’s national make advisory Workman installs highly readable street 
committee for Cadillac. sign along Chicago's Michigan Ave. The 
Flanagan will represent the state | new sign is made of lightweight aluminum, 
of Maryland. The committee ad-| supplied by Aluminum Co. of America, 
vises NADA’s industry relations | Pittsburgh. Light-reflecting Scotchlite let- 
committee on dealer-factory rela-| ters make signs easy to locate and read, 
tions. day. or night. 








| British Dynamometer— 


The new Froude “G" type dynamometer 
developed by Heenan & Froude, Ltd., Wor- 
cester, England, is shown above. The 
machine is rated to absorb 350 horse- 
power at speeds “P. to 600 r.p.m. 


6. Load is unaffected by altera- 
tions of inlet valve setting. 


7. A propeller law characteristic 
is maintained over the whole oper- 
ating range. 

8. Provision is made for addition 
of a friction brake as standard ac- 
cessory. 

The dynamometer carcass, cir- 
cular in shape, is mounted on 
conventional ball-bearing trun- 
nions housed in a cast-aluminum 
outer casing which is split on a 
horizontal center line. 

Torque weighing is said. to be 
effected by a lever system and dis- 
played on a spring balance mounted 
on top of the outer casing. The 
range is said to be extended by 
small deadweights of known value. 

The dashpot is attached at a 
point adjacent to the spring bal- 
ance, controlled by a small knob 
below the balance dial. Speed indi- 
cation is conventional and _ tach- 
ometer is housed on top of outer 
casing. 


Ohio Hearing 
To Sift Legality 
Of ‘Chain Letters’ 


CINCINNATI.—The Ohio Motor 
Vehicles Dealers and Salesmen Li- 
censing Board will hold a hearing 
Nov. 19 (today) to determine the 
legality of the “chain letter’ 
method of promoting auto sales. 

C. Ervin Nofer, acting motor ve- 
hicles registrar, said the board had 
received “notarized complaints from 
individuals” against the sales pro- 
motion methods of Sycamore Motor 
Co. (Dodge-Plymouth), which has 
| been cited by the board. 

Nofer said a firm known as Key 
Management, headquartered in Cali- 
|fornia, had introduced the sales 
promotion system in Cincinnati. 
Under the system, a person who 
buys a car from Sycamore could 
receive payment by referring an- 
other buyer to the company. 

Nofer said. Key Management also 
operates with a Dayton dealership 
but that no complaint had been re- 
ceived there. 

The vehicle board is composed of 
Nofer and two auto dealers. It can 
suspend a dealer’s license for vio- 
lations of its rules or the state law. 


Speak Up 


continue Insurance 
Subject of Poll 


COLUMBUS, O.—Nationwide In- 
surance is asking its policyholders 
for their opinions on compulsory 
automobile insurance. 

The arguments for and against 
compulsory coverage are reviewed 
in the current issue of Minutes, 
_ company’s policyholders’ maga- 
zine. 

According to Murray D. Lincoln, 
president, “Compulsory insurance 
is complicated. Even insurance ex- 
perts can’t agree on whether it 
would be good or bad. Maybe we've 
been looking in the wrong place for 
the answer. Let’s see what the peo- 
ple think about it.” 
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_ fhe following advertised - delivered 
wices include the suggested base fac- 
list prices, Federal excise tax 
mounts and suggested dealer delivery- 
; handling charges. Not included are 
ble items passed on to the retail 
peyer, such as State and local taxes, 


@ansportation charges and optional 
gquipment. 
BUICK — Special —4-dr. sed., $2,609; 
sed., $2,545; 4-dr. hardtop, $2,729; 
. hardtop, $2,653; conv., $2,936; 4-dr. | 


t stat. wag., $2,996; 4-dr. 2-seat hard- | 


op stat. wag., $3,116. Century—4-dr, hard- | 
$3,296; 2-dr. hardtop, $3,212; conv., | 

0: 4-dr, 2-seat hardtop stat. wag., | 
648. Super—4-dr. hardtop, $3,623; 2-dr. | 


hardtop, $3,478; conv., $3,843. Roadmaster | 
~4-dr. hardtop, $3,981; 2-dr. hardtop, $3,- 
#72; conv., $3,994. (Dynafiow standard on 
Century, Super and Roadmaster. Power 
@eering standard on Super and Roadmas- 
ter.) 





CADILLAC — Series 62 4-dr. hardtop. 
$4,713; 2-dr. hardtop, $4,609; 4-dr. Sedan 
#eVille hardtop, $5,188; 2-dr. Coupe deVille 
hatdtop, $5,048; conv., $5,225; Eldorado 
Seville 2-dr. hardtop, $7,218; Eldorado 
Biarritz conv., $7,218. Sixty Special—4-dr. 
hardtop, $5,539. Series 75—S-pass._sed., 
$7,348; Imperial limousine, $7,586. (Hydra- 


Matic, power steering, power brakes stand- 
ard.) 

CHEVROLET -—— (Prices are for 6-cyl. 
models. For V-8s, add $100.) One-Fifty— 
4dr, sed., $2,020; 2-dr. sed., $1,968; 
utility sed., $1,857; 2-dr, 2-seat stat. wag., 
$2,279. Two-Ten—4-dr. sed., $2,146; 2-dr. 
sed., $2,094; club cpe., $2,134; 4-dr, hard- 
top, $2,242; 2-dr. hardtop, $2,176; 2-dr. 
Q-seat stat. wag., $2,374; 4-dr. 2-seat 
stat. wag., $2,428; 4-dr. 3-seat stat. wag., 
$2,535. Bel Air—4-dr. sed., $2,262; 2-dr. 
sed., $2,210; 4-dr. hardtop, $2,336; 2-dr. 
hardtop, $2,271; conv., $2,483; 4-dr. 2- 
seat stat. wag., $2,552; 2-dr. 2-seat Nomad 
stat. wag., $2,729. Corvette—Hardtop cpe. 
or conv. (V-8 only), $3,437. 

CHRYSLER—Windsor—4-dr. sed., $3,030; 
4-dr. hardtop, $3,159; 2-dr. hardtop, §$3.,- 
095. Saratoga—4-dr. sed., $3,660; 4-dr 
hardtop, $3,774; 2-dr. hardtop, $3,696. New 
Yorker—4-dr. sed., $4,108; 4-dr, hardtop, | 
$4,194; 2-dr. hardtop, $4,137; conv., $4,- 
573.50. Station wagon prices not available. 
(Torque-Flite, power steering standard on 
Saratoga and New Yorker.) 

CLIPPER—(Prices are for 1956 models. ) 
—Deluxe—4-dr. sed., $2,731. Super—4-dr. 
sed., $2,866; 2-dr., hardtop, $2,916. Custom 
—4-dr. sed., $3,069; 2-dr. hardtop, $3,164. 

CONTINENTAL 2-dr. hardtop, $9,- 
695. (Turbo-Drive, power steering, power 
brakes standard.) 

DeSOTO — Firesweep — 4-dr. sed., $2.- 
723.50: 4-dr. hardtop, $2,858; 2-dr. hard- 
top, $2,782. Firedome—4-dr. sed., $2,897.50; 
4dr. hardtop, $3,081.50; 2-dr. hardtop, 
$3,024.50; conv., $3,301. Firefiite — 4-dr. 
sed., $3,426.50; 4-dr. hardtop, $3,610.50; 
2dr. hardtop. $3,553.50; conv., $3,830. 
Station wagon prices not available. (Torque- 
Filte standard on Fireflite.) 

DODGE—Coronet 6—4-dr. sed., $2,410; 
2dr. sed., $2,329.25. Coronet V-8—4-dr. 
ged., $2,517.50; 2-dr. sed., $2,437; 4-dr. 
hardtop, $2,624; 2-dr. hardtop, $2,539; | 
conv., $2,800.50. Royal V-8—4-dr. sed., 
$2,656.50; 4-dr. hardtop, $2,763; 2-dr. hard- 
top, $2,713.50. Custom Royal V-8—4-dr. 


eed.. $2,826; 4-dr. hardtop, $2,935; 2-dr. 
hardtop, $2,865; conv., $3,091. Station 
wagon prices not available. 

FORD—(Prices are for 6-cyl. models. 


For V-Ss, add $99.98). Custem—4-dr. sed., 
$2,004.18; 2-dr. sed., $1,952.90; business 2- 
dr., $1,840.94. Custom 300—4-dr. sed., 
$2,118.86; 2-dr., sed., $2,067.58. Fairlane— 
4-dr. sed., $2,248.66; 2-dr. sed.,. $2,197.38; 
4-dr. hardtop, $2,319.74; 2-dr. hardtop, 


Security Clause 


Called Vital to 
Dealer Strength 


FLINT.—A return of the dealer’s 
territorial security clause in fran- | 
chises has been urged by Arthur E. 
Summerfield jr., son of the post- 
master general, in a talk here be- | 
fore the Lions Club. 

Summerfield, president, Summer- 
field Chevrolet Co., here said the 
Justice Department views the | 
clause as a violation of antitrust 
laws and it was dropped in 1948. 

Territory security, said Summer- 
field, would help assure a strong 
dealer body for the auto industry. 
He said the franchised dealer distri- 
bution system must not be allowed 
to falter if the industry is to remain 
healthy. 

Auto dealers throughout the 
country have an investment of $5,- 
600,000,000, Summerfield said, which 
is almost as much as the $7 million 
stake of the manufacuturers. 
Dealers, he said, are making every 
effort to make this investment 
secure. 


Sales Rise Noted 


For Rootes Cars 


NEW YORK. — Rootes Motors 
Inc. announces that sales of the 
Hillman and Sunbeam line of auto- | 
mobiles have increased 21 percent | 


for the first 10 months of 1956 over | 









the corresponding period last year. 

John T, Panks, managing direc- 
tor of Rootes Motors in this coun- 
try, attributed the rise to introduc- 
tion of two new cars by Rootes in 
1956. These are the Sunbeam Rapier, 
& hardtop sports coupe, and the| 


eiman Minx sedan and converti-| 
e. 
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$2,255.10. Fairlane 500—4-dr. 
294.98; 2-dr. sed., $2,243.70; 4-dr. hard- 
top, $2,366.06; 2-dr. hardtop, $2,301.42; 
conv., $2,467.62. Station Wagons—2-dr. 2- 
seat Ranch Wagon, $2,263.02; 2-dr, 2- 
seat Del Rio Raneh Wagon, $2,359.62; 4- 
dr, 2-seat Country Sedan, $2,413.62; 4-dr. 
3-seat Country Sedan, $2,518.38; 4-dr. 3- 
seat Country Squire, $2,645.94. Thunder- 
bird—Hardtop cpe. (V-8 only), $3,367.32. 


HUDSON—Hornet Super V-8—4-dr. sed., 
$2,750; 2-dr. hardtop, $2,840. Hornet Cus- 
tom V-8—4-dr. sed., $2,940; 2-dr. hardtop, 


sed., $2,- | 





140; 


—4-dr 


$3,030. (Power brakes standard on Cus-| dr. 
tom.) conv., 
IMPERIAL — Imperial — 4-dr. sed., $4, | 


hardtop, $3,030. 
on Custom. ) 


OLDSMOBILE—Series 88 — 4-dr. 
$2,691; 
$2,812; 
2-seat stat. wag., 
2-seat hardtop stat. wag., $3,271. Super 88 
$2,988; 2-dr. sed., 
hardtop, $3,215; 2-dr. hardtop, $3,138; 
2-seat hardtop stat. 
wag., $3,499. Series 98—4-dr. sed., $3,691; 
hardtop, $3,- 
(Jetaway Hydra-Matic, 
power steering standard on 


$2,756; 
$2,890; 2-dr. 
4-dr. 


. sed., 





Current Prices on New Cars 


METROPOLITAN — 2-dr. hardtop, $1,- 
527; conv., $1,551. 
NASH — Ambassador Super V-8 — 4-dr. 
sed., $2,750; 2-dr. hardtop, $2,840. Ambas- 
sador Custom V-8—4-dr. sed., $2,940; 2-dr. 
(Power brakes standard 


2-dr. sed., 


hardtop, 


$3,405; 4-dr. 


763.50; 4-dr. hardtop, $4,763.50; 2-dr, hard-|4-dr. hardtop, $3,963; 
top, $4,661. Crown—4-dr. sed., $5,324.50; | 887; conv., $4,167, 
4-dr, hardtop, $5,324.50; 2-dr, hardtop, $5,- | power brakes, 

187; conv., $5,516. LeBaron—4-dr. sed., | Series 98.) 

$5,646. Limousine prices not available.| PACKARD 
(Torque-Flite, power steering, power brakes | e}s) 


standard.) 

LINCOLN—Capri—4-dr. sed., $4,722; 4- 
dr, hardtop, $4,722; 2-dr. hardtop, $4,576. 
Premiere—4-dr, sed., $5,221.50; 4-dr, hard- 
top, $5,221.50; 2-dr. hardtop, $5,075.50; 
conv., $5,308.50. (Turbo-Drive, power steer- 
ing, power brakes standard.) 

MERCURY—Monterey — 4-dr. 
605; 2-dr. sed., $2,536; 4-dr. hardtop, $2,-| 
723; 2-dr. hardtop, $2,653; conv., $2,965. | 
Montclair—4-dr. sed., $3,148; 4-dr, hardtop, | 
$3,277; 2-dr. hardtop, $3,196; conv., $3,390. 
Station wagons—Commuter — 2-dr. 2-seat, 
$2,863; 4-dr. 2-seat, $2,933; 4-dr. 3-seat, 
$3,030. Voyager—2-dr. 2-seat, $3,363; 4-dr. 
3-seat, $3,530. Colony Park—4-dr. 3-seat, 
$3,637. (Mere-O-Matic standard on Mont- 
clair, Voyager and Colony Park.) 


bean.) 


sed., $2,-| 


dr. 


2-dr. 
2-dr. 





hardtop, $3,560. 
160. 400—2-dr. hardtop, $4,190. Caribbean 

2-dr. hardtop, $5,495; conv., $5,995. (Ultra-| 
matic standard on all models. Power steer- 
jing and power brakes standard on Carrib-| 


$2,024. 
$1,868. 
sed., 
Belvedere—4-dr. sed., 
$2,233. 
hardtop, $2,318.25; ‘ 
607.75. Station wagon prices not available. 

PONTIAC—Chieftain—4-<dr. 


sed., 4-dr, 


75; 2-dr. sed., 
75. Savoy—4-dr. 


25; 4-dr. 


$2,428; 
hardtop, $2,494; 


$2,117.25; 2-dr. 


conv, 


2-dr. 


sed., 


4-dr. 


sed., 
hardtop, 

conv., $3,- 
$3,160; 4-dr. 


$2,926; 4- 


— (Prices are for 1956 mod- 
— Executive—4-dr. sed., $3,465; 2-dr., 
Patrician—4-dr. 


sed., 


PLYMOUTH—(Prices are for 6-cyl. mod- 
els. For V-8s, add $100.) Plaza—4-dr. sed., | 
$1,978.25; bus. 
$2,163.50; 2-| 
hardtop, $2,199. | 
$2,279.75; 
hardtop, $2,388.25; 
(V-8 only) 


cpe., 


2-dr, sed., 
2-dr. 
$2,- 


sed., $2,492; 


hardtop, $2,579; 


2-dr. 


2-seat stat. 








| Station 
$4,-| 


wag., $2,806; 4-dr. 3-seat stat. wag., $2,- 
863. Super Chief—4-dr. sed., $2,629; 4-dr. 
hardtop, $2,758; 2-dr. hardtop, $2,700; 4- 
dr, 2-seat stat. wag., $2,986. Star Chief— 
4-dr. deluxe sed., $2,804; 4-dr. custom 
sed., $2,861; 4-dr. hardtop, $2,940; 2-dr. 
hardtop, $2,866; conv., $3,070; 2-dr, 2-seat 
Safari stat. wag., $3,446. 


RAMBLER—Deluxe Six—4-dr. sed., 
925. Super Six—4-dr. sed., $2,065; 4-dr. 
hardtop, $2,150; 4-dr, 2-seat stat. wag., 
$2,352. Custom Six—4-dr. sed., $2,155; 4- 
dr. 2-seat stat. wag., $2,442. Super V-8— 
4-dr. sed., $2,195; 4-dr. 2-seat stat. wag., 
$2,482. Custom V-8—4-dr. sed., $2,285; 4- 
dr. hardtop, $2,370; 4-dr. 2-seat stat, wag., 


$1,- 


$2,572; 4-dr. 2-seat hardtop stat. wag., 
$2,657. 
STU DEBAKER—Champion 6—4-dr, cus-| 


tom sed., $2,048.89; 4-dr. deluxe sed., $2,- 
170.79; 2-dr. custom sed., $2,000.59; 2-dr. 
deluxe sed., $2,122.99. Commander V-8—| 
4-dr, custom sed., $2,173.29; 4-dr. deluxe) 
sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
2-dr. deluxe sed., $2,242.09, President V-8 








—4-dr, sed., $2,407; 2-dr. sed., $2,357.99. 
President Classic — 4-dr. sed., $2,538. 
wagons—-2-dr. 2-seat Pelham 6, 
$2,381.59; 2-dr, 2-seat Parkview V-8, $2,- 


504.69; 4-dr. 2-seat Provincial V-8, §$2,-/ 
560.72; 4-dr. 2-seat Broadmoor V-8, $2,-/ 
665.97. Hawks—Silver Hawk 6 cpe., $2,-| 
141.59; Silver Hawk V-8 cpe., $2,263.17; 


Golden Hawk V-8 2-dr. hardtop, $3,181.82. 
(Overdrive standard on Golden Hawk.) 


Corbin Heads BBB 
AKRON.-—David C. Corbin, presi- | 
dent, City Chevrolet Co. was 
named chairman of the board of | 
governors of the Assn. of Better 
Business Bureaus at the group’s na- 
tional convention in Savannah, Ga. | 
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Action Unlikely 
On Tax Complaint 
Of Canada Dealers 


OTTAWA. — Despite dealer com- 
plaints about heavy losses when ex- 
cise taxes are changed, it appears 
unlikely that the Government will 
change its rebate policy. 

Dealers have threatened not to 
accept any new cars for stock from 
manufacturers for 45 days before 
the next Federal budget unless the 
Federal authorities protect them in 
the tax situation. 

Government officials say that 


| when the Federal budget makes tax 


changes, it is not the policy to make 
rebates in all instances. They say 
it is unlikely that auto dealers 
would be treated as an exception. 
A resolution backing the 45-day 
nonacceptance proposal has been 
approved by the Federation of Au- 
tomobile Dealer Assns. of Canada. 
The group said the resolution would 
be void should the Government 
show that “adequate” protection 
will be given to dealers in the 
event of excise tax changes. 





with J-M FLEET TESTED brake sets 


... they give extra miles of trouble-free service 
on taxicabs and light trucks 





FT Sets for bonding 
or riveting 





. Packaged sets of 
Lined Brake Shoes 


FLEET OWNERS have stated, again and 
again, on the basis of actual mileage rec- 
ords, that J-M Fleet Tested* brake sets 
are the best linings ever developed for 
the hard, rugged daily wear and the 
constant stop-and-go driving required 
of taxicabs and commercial vehicles. 


This special purpose lining has no 
equal from the standpoint of perform- 
ance, stopping ability, long life and free- 


*Registered trademark 


BRAKE LI 


severe service. 


JOHNS -MANVI 


dom from scoring tendencies. Designed 
to withstand abuse, FT sets thrive on 


Put J-M FT sets on your next cab or 
truck reline job and watch mileage fig- 
ures jump! 

Call your Johns-Manville Distributor, 
or write to Johns-Manville, Box 60, 
New York 16, 
Credit, Ontario. 


N. Y. In Canada, Port 
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1955 1956 


$043" 015 


$880 = $873 Ss $873 = $874 



















Dec. dan. Feb. March Apr. May dune 


Super 4-dr., $200°, $120°; Special 4-dr., 


$160. 

CADILLAC—’'55 (62) 4-dr., $3,200* (ps). 
"54 (62) 4-dr., $2,425*. °51 (62) coupe 
de Ville, $990*; (60) Special 4-dr., $680°. 
"50 fs) 4-dr., $620*. '48 (62) conv., 


CHEVROLET—’57 Two-ten (8) club coupe, 
$2,325*. '56 Two-ten (6) station wagon, 


Market Trend 


With ’5%s taking a sharp loss 
of $27 on Automotive News’ used- 
car index last week, the overall 
average price of units sold at 
wholesale auctions declined $4, 

Surprising strength was shown 
by 56s, which went up $22. It was 
the first gain for ’56s since the 
index of Oct. 1. Advances also 
were scored by ’50s, which went 
up $4, and by ’51s, which increased 


$1,760; One-fifty (6) 4-dr., $1,380. ‘55 
Two-ten (8) 2-dr., $1,170; Bel Air (6) 


Added losses on the index were: 
63s, down $16; ’55s, down $11; 
"54s, down $4, and ’52s, down $1. 

New lows were established for 
"Sis, 55s, "54s, ’53s and "52s. 

At a group of representative 
auctions last week, the average 
consignment was 220.6 units, com- 
pared with 1818 the previous 
week. The sales ratio was 69.7 
percent, compared with 72.0 per- 
cent a week earlier. It was the 
first time in four weeks that the 
sales ratio had fallen below 70 


percent. 

Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) denotes power steering. | SACRAMENTO AUTO AUCT.—4304 


MINNEAPO W. Capitol Ave., West Sacramen 
LIS Ph HU. 1-4076 (Thurs. 12 a” 
(Minneapolis Auto Auction. Sale every . . ” 

Wednesday. Prices are for sale of Nov. 7.) 

(Bidding weaker today as retail is a 

way off in this area. ’S5e in good de- COLORADO 
mand. Sold 78 cars out of 131 offerings.) 

BUICK —'56 Super Riviera, $1,785*. ‘55 
Super Riviera, $1,675*. '54 Century 4-dr., 
$1,380°. 

CADILLAC—’'56 (62) coupe, $3,920° (ps). 
"55 (62) coupe, $3,060° (ps). "54 (62) 
coupe, $2,580* (ps). 

LET—'56 Bel Air (8) 2-dr., $1,- 


SAN DIEGO—San Diego Auto Auc- 
tion, 4744 Federal Blvd., Ph. 
CO. 4-0157. Thursday 1 p.m. 








COLORADO 


AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 


770°. °55 Bel Air (8) 2-dr., $1,400*; 
Two-ten (6) 4-dr., $1,105*. '54 Two-ten 

4-dr., $750, . ‘53 Bel Air coupe, DEALERS ONLY 
$875*, $705*; Two-ten 4-dr., $680, $600: 

One-fitty 4-dr., $505, $470. °52 SL De.| S@le Every Monday—11:00 a.m. 
luxe 4-dr., $380, $360, $350. "51 SL De- Owners: 


Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-7821 
Wire Colorado Auto Auction FAX 


luxe 2-dr., $275, $255. ‘50 SL Deluxe 


2-dr., $170, $140, $120. 


CHRYSLER—'53 Windsor 4-dr., $605*. 

DeSOTO — '57 Custom (8) 4-dr., $2,770* 
(ps). '54 Custom 4-dr., $790°. ‘53 Fire- 
dome 4-dr., $470°*. 

wae we oo 2. $1,185*. ‘54 

ronet 4-dr., 10°. °52 Coronet 4-dr., 

$405*. 50 4-dr., $150°. All cars paid for by our 

FORD—'57 Fairlane (8) 500 conv., $2,775* 
(ps). "56 Country sedan, $1,725*, $1,705*; 
Custom (8) 4-dr., $1,505, $1,515*; Main 
(6) 4-dr., $1,240. '55 Country sedan, $1,- 
620° (ps); Ranch Wagon, $1,480*; Cus- 
tom (8) 4-dr., $1,270*; Main (8) 2-dr., 
$1,050°, $1,005. °54 Custom (8) 4-dr., 
$880°, $860. 








DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 
"53 Custom (8) 4-dr., $710*, 


$690°, $640. '52 Custom (8) 4-dr.. $440°, | 4595 S. Santa Fe Littleton, Colo. 
, -. 
TB) dae, Sano, GENOe Ok Dale em | Ph. SU 1-6673— Ed Smith or Mil Nace 
Auction Every Friday at 11:00 A.M. 


<e. $200*, $165*, ‘49 Deluxe (8) 4-dr., 
KAISER—’54 Manhattan 4-dr., $885*, °51| We Issue Auction Checks and Guarantee Titles 
Deluxe 4-dr., $175, $110. 
RY—'56 Montclair Phaeton, $2,440* 
(ps). "55 Custom 4-dr., $1,305*. '50 Cus- 


NASH "54" Ambassador 4-dr., 650°, ‘s3| MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 


Ambassador 2-dr., $340°. "49 (600) 2-dr., 
DENVER, COLORADO 





$110°. 
OLDSMOBILE — '56 (88) Super Holiday. 
$2,305°. ‘55 (88) Super Holiday, $1,940* 


(ps). *53 (88) 4-dr., $1,090*, °52 Super Crom — 

4-dr., $805*. '51 Super 4-dr., $460°, o-Dedicy-Coswelt 
PACKARD—'51 4-dr., $255*. To serve you best 
PLYMOUTH—'56 Savoy (8) 4-dr., $1,510*. Phone Sherman 4-3263 

"55 Plaza 4-dr., $910°. °54 Plaza 4-dr., 

$605*. °53 Cambridge 2-dr., $420, $385. 

52 Cambridge 2-dr., $280. ’°51 Cranbrook 

4-dr., $275. 
PONTIAC—'55 Chieftain (8) 4-dr., $1,- IOWA 


305°. '54 Chieftain (8) 4-dr. $985*. '53 
Chieftain (8) 2-dr., $705*. ’52 Chieftain 
(8) 4-dr., $420°, "51 Silver Streak (8) 
2-4F., $240*. °49 Silver Streak (8) 4-dr., 


$160°. 
STUDEBAKER—’51 Champion 4-dr., $130*. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Nov. 5.) 
(Today’s market showed more cars and 


TOM FLETCHER'S 


DES MOINES AUTO AUCTION 


lowa's Oldest Auto Auction 
In the Heart of the Clean Car Country 
4701 S.E. 14th 


Phone ATiantic 2-8353 
Sale Every Thursday — 12 Noon 
Guaranteed Titles and Checks 


GRAND RAPIDS AUCTIONS, INC. 


i 


BUICK —’55 Super conv., $1,910* 
station wagon, $1,865*; Riviera, $1,560* 
ae. ’S4 Super Riviera, $1,360° (ps). 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best'' 

Phone: ARdmore 6-4720 


Average Used-Car Auction Prices 


(Compiled by Automotive News from auction reports.) 








: duly 
* Prices of '56s added; ’48s dropped. ** Prices of '57s added; ’49s dropped. 























Moines 15, lowa 











On M2i—One Half ume west of Grandville, 








$330*; 2-dr., $310. °49 SL Deluxe 2-dr., 
$120. 

DeSOTO—’ 54 Firedome conv., $1,050* (ps). 
’51 Custom 4-dr., $360*. 
DODGE—’53 Coronet 4-dr., $550°; conv., 
$525*. "52 Meadowbrook 4-dr., $350*. ’50 

Wayfarer 2-dr., $110. 

FORD—’57 Custom (8) 500 Country sedan, 
$2,625*; 4-dr., $1,870; Fairlane (8) 500 
Victoria, $2,450*; Ranch Wagon, $2,520*. 
55 Country sedan, $1,650*%, $1,455; 
Ranch Wagon, $1,525*; Custom (8) 4- 
dr., $1,060. '54 Custom (6) 2-dr., $730; 
Custom (8) 4-dr., $630. '53 Custom (8) 
coupe, $800; 2-dr., $700, $510; Main (6) 
2-dr., $490, $440; Main (8) 2-dr., $490; 
Custom (6) 2-dr., $620. ‘52 Crest (8) 
Victoria, $540*; 4-dr., $500; 2-dr., $4&0*; 
Main (8) 2-dr., $350. °51 Custom (8) 
2-dr., $310*. 

KAISER—’54 Deluxe 4-dr., $510*. 

LINCOLN—’54 Capri coupe, $1,290*, °52 
Capri coupe, $590. 

MERCURY —'’55 Monterey coupe, $1,740. 
‘54 Monterey coupe, $1,190*, $1,160*; 
Custom 4-dr., $970*, $920°. °53 Monterey 
coupe, $930°; 4-dr., $790*. ‘51 Custom 
4-dr., $350. 

NASH—’55 Rambler station wagon, $1,290. 
‘54 Rambler 4-dr., $800. ‘53 Rambler 
station wagon, $675, $620*; Statesman 
4-dr., $620. 

OLDSMOBILE—’56 (88) Holiday, $2,350*. 





$1,042** 





Aug. Sept. Oct. 





4-dr., $1,175; Two-ten (6) 2-dr., $1,090, 


$1,060, $1,050, $1,040, $1,030; 4-dr., "55 (88) Super Holiday, $1,930*. °54 (88) 
$1,200, $1,040, $1,030, $1,025; station Super Holiday, $1,360*; Deluxe 2-dr., 
wagon, $1,525, $1,390; One-fifty (6) $1,130*. °53 (88) 2-dr., $910*, "52 (98) 
4-dr., $900. °'54 Two-ten station wag- 4-dr., $570*; (88) 2-dr., $270* (ps). ’51 


on, $1,020; 2-dr., $870; One-fifty 4-dr., 
$710, $530. ‘53 Bel Air 4-dr., $840*; 
2-dr., $810°; Two-ten 2-dr., $700, $620; 
4-dr., $390. °51 SL Deluxe Bel Air, $450*; 
2-dr., $330°, $300; SL Special 4-dr., 
$300°; 2-dr., $170; FL Deluxe 4-dr., 


(88) Holiday, $550°; 4-dr., $280. 
PACKARD—’53 Mayfair coupe, $660* (ps); 
Clipper 4-dr., $400. °52 Clipper 4-dr., 


$340*, $230°*. . 
PLYMOUTH — '55 Savoy (8) 2-dr., $985. 
'54 Plaza station wagon, $970; Belvedere 








Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 
Conveniently located % mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 
19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 
Fidelity Insured Checks Phone Dunkirk 3-0150 


MISSOURI NEW YORK 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, . Insured 


ST. LOUIS AUTO Checks and Titles (Wed.). 


AUCTION BARN, INC. 
3807 Easton Ave. 


St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Galy! 
Operating Since 1946 


NORTH CAROLINA 


RALEIGH — Mann's Auto Auction 
| Sale, Re. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 











MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sele Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Willi—Our Most Valuable Asset 
On U. 5S. Revte 20A Phone 5-9535 





NEW YORK 





PENNSYLVANIA 








NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 


MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 


ie 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—10:00 A.M. 
Checks and Tities Guaranteed 
Phone Manheim 5-240! 





EMLENTON — Emlenton Auto Auc- 
tion. Every Tuesday, 12° Noon. 


TENNESSEE 


MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 











NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Avto Auction 
Albany 5, N. Y. 

Ev Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


JOHNSON AUTO 
AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








Model Breakdown 
Of Auction Averages 








Nov., 1956 Oct., Sept., 
Model To Date 1956 1956 
DDB cavsxsecessees $2,389 t t 
| nn 1916 $1,975 $2,050 
A oncevsessees 1,384 1,417 1,522 
Bs vccvccvenenes 1,003 1,027 1,064 
, 670 677 700 
BPD vacsensvn0cece 423 463 463 
TEE. sevccsonesees 309 312 322 
FED s ccvsecenses 241 233 227 
Pi cicctccond 167 175 
$1,042 $ 784 $ 815 


t Not computed. 





4-dr., $750*. °'53 Cranbrook Belvedere, 
$550; 4-dr.. $500. ‘51 Cranbrook 4-dr,, 
$250. ’50 Special Deluxe station wagon, 
$360; 4-dr., $110. 

PONTIAC—’54 Chieftain (8) 4-dr., $900°, 
*53 Chieftain (8) 2-dr., $730; 4-dr., $510*, 
$410*; Chieftain (6) 2-dr., $560*. '52 
Chieftain (8) Catalina, $490°; 2-dr., 
$460°; 4-dr., $370*. '51 Silver Streak (8) 
station wagon, $370°*. 


STUDEBAKER—’55 President 4-dr., $980*, 


MISCELLANEOUS—’'56 Ford Anglia 2-dr., 
$1,160. °53 International %-ton pickup, 
$360. °51 Willys 1-ton pickup, $590; 
Chevrolet %-ton pickup, $180. 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale of Nov. 5.) 


(Sold 150 cars out of 225 offerings.) 


BUICK—’56 RM Riviera, $2,650* (ps), §2,- 
600* (ps); Special Riviera, $2,035*. '55 
Special 2-dr., $1,515* (ps). "54 RM conv., 
$1,580° (ps); Super Riviera, $1,275* 
(ps). °53 Special conv., $775*. 

CADILLAC—’'56 (62) coupe de Ville, $3,- 
990° (ps). "55 (62) 4-dr.. $2,785* (ps). 
54 (62) coupe de Ville, $2,850* (ps). '53 
(62) coupe de Ville, $1,460*. 

CHEVROLET — ‘57 Two-ten (8) station 
wagon, $2,650; Bel Air (8) Sport coupe, 
3 at $2,580°; 4-dr., 2 at $2,550°. °56 Bel 
Air (8) 4-dr., $2,170* (ps), $2,140*, §2,- 
075°, $2,030, $2,025, $1,980°, $1,920*; 
Two-ten (8) Sport coupe, $1,985*. ‘55 
Bel Air (8) Sport coupe, $1,575, $1,500; 


Two-ten (8) 4-dr., $1,150, $1,035°, 'h 
Bel Air conv., $1,105*; 4-dr., $1,075; 
Two-ten (6) 2-dr., $900, $795. ‘53 Bel 


Air Sport coupe, $870°; 4-dr., $635. ‘51 
SL Deluxe 4-dr., $340°. 

CHRYSLER—'55 Windsor 4-dr., $1,630*, 
$1,600°. "54 NY 4-dr., $1,315° (ps). "SS 
Windsor 4-dr., $670°. 

DODGE—’'57 Royal 4-dr., $2,755*; Coronet 
4-dr., $2,630°. 

FORD—'57 Country sedan, $2,670*, $2,- 
652°; Fairlane (8) 500 2-dr., $2,555° 
(ps); Custom (8) 300 4-dr., $2,395*, §2,- 
280°, $2,140°, $2,010°. °56 Fairlane (8) 
conv., $2,035* (ps); Victoria, $1,935, $1,- 
815*; Country sedan, $1,895°. ‘55 Thun- 
derbird, $2,390° (ps); Country sedan, 
$1,590*, $1,555°, $1,500°; Ranch Wagon, 
$1,470, $1,420, $1,325; Fairlane (8) 2-dr., 
$1,300*. '54 Country sedan, $1,235°. 

HUDSON—'51 Commodore 4-dr., $130*. 

KAISER—’54 Manhattan 4-dr., $805°. 

LINCOLN — ‘56 Premiere 4-dr., $3,075* 
(ps). "55 Capri 4-dr., $1,980° (ps). 'S 
Capri conv., $950° (ps). 

MERCURY—’'54 Custom Sport coupe, $1,- 
230°; Monterey 4-dr., $1,165, $1,125. 'S3 
Custom 4-dr., $820; Monterey 4-dr., 
$600°. °52 coupe, $275*, °49 2-dr., $250. 

OLDSMOBILE—’56 (98) Holiday, $2,785° 
(ps); (88) Holiday, $2,525*, $2,365*, $2,- 
295°. "55 (98) Holiday, $2,005° (ps); (88) 
4-dr., $1,835* (ps), $1,725*, $1,640° (ps); 
Holiday, $1,670*. '54 (88) 4-dr., $1,390° 
(ps). "53 (98) 4-dr., $760°. 

PLYMOUTH—’'57 Belvedere (8) 4-dr., $2,- 
799°; Savoy (8) 4-dr., $2,453°, $2,319; 
Plaza (8) 4-dr., $2,385. "56 Belvedere (8) 
4-dr., $2,700*; Savoy (8) 2-dr., $2,430°; 
station wagon, $2,235. °55 Plaza (6) 4 
dr., $1,020*, $990°, $975°. 

PONTIAC — ‘56 Star Chief (8) Catalina 
$2.275° (ps); Chieftain (8) Catalina, $2,- 
075*, $1,950°. "54 Star Chief (8) Cata- 


lina, $1,295°. °'53 Chieftain (8) 4-dr., 
$775*; 2-dr., $600. 
WILLYS — ‘54 Jeep, $800. "48 Jeepster, 
$235. '47 Jeepster, $250. 
CHICAGO 


(Arena Auto Auction, Sale every Tue 
day. Prices are for sale of Nov. 6.) 
(Sold 253 cars out of 389 offerings.) 
BUICK—’55 Century Riviera, $1,945* (ps); 
2-dr., $1,755*; Super Riviera, $1,775* 
(ps). ’54 Century Riviera, $1,450°, $1,- 
305*; Super Riviera, $1,395* (ps), $1,- 
250* (ps), $1,240*; Special 4-dr., $1,020. 
’53 Super Riviera, $970*%, $800*° (ps); 
Special Riviera, $855*; 4-dr., $775; 2-dr.. 
$750, $700*, $620, °52 Special 4-dr., $290; 
Super station wagon, $660°; 4-dr., ; 
2-dr., $495*, $430°. ‘51 Special 2-dr., 


$250. 

CADILLAC—’56 (60) Special 4-dr., $4, 
150° (ps); (62) coupe, $3,850* (ps), $3,- 
790* (ps); 4-dr., $3,635* (ps). °55 (62 
coupe, $3,100* (ps). 54 (62) coupe, $2, 
660° (ps). '52 (60) Special 4-dr., $1,225' 
(ps); (62) 4-dr., $1,075* (ps). 50 (62) 


CHEVROLET — ’56 Bel Air (8) Hardtop, 
$1,980*; 4-dr., $1,855°; Two-ten (8) 
dr., $1,780*; Two-ten (6) 2-dr., $1,725*; 
4-dr., $1,400. '55 Bel Air (8) Hardtop, 
$1,565*; conv., 3 4-dr., $1,170°*. 
"54 Bel Air 4-dr., $925, $900; Two-ten 
2-dr., $770. °53 Bel Air Hardtop, 
$760; 4-dr., $755*, $745*; Two-ten 2-dr., 
$700, $655; 4-dr., $675*, $450; One-fifty 
2-dr., $400, $385; 4-dr., $260, "52 SL De 
luxe ‘Bel Air, $630*; 2-dr., $340. ‘51 SL 
Deluxe Bel Air, $300*. ‘50 SL Deluxe 
2-dr., $215. 4 

CHRYSLER — '54 Windsor 4-dr., $1,075 
(ps), ’53 Windsor 4-dr., $730%, $610°, 
$520. ’51 Imperial Hardtop, $545°* (ps); 
Windsor 4-dr., $200*. 

DeSOTO — ‘55 Firedome Hardtop, $1,470. 
53 Firedome 4-dr., $655*%; 2-dr., $580°. 
’52 Firedome 4-dr., $205. 4 

DODGE—’57 Coronet sedan, $2,570°. "# 
Royal (8) 4-dr., $900%; Meadow)’ 
4-dr., $640. ’51 Coronet 4-dr., $205*. 

FORD—'57 Fairlane (8) 500 4-dr., $2,350%: 
2-dr., $2,200*, 56 Thunderbird, $2,760°; 
Parklane (8) station wagon, $2,100" 
(ps); Fairlane (8) Victoria, $1,835° (pS); 


(Continued on Page 59, Col. 1) 
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$1,655* (ps); Custom (8) 2-dr., 
$1,600. ’55 Fairlane (8) Crown Victoria, 
$1,695° (ps), $1,675*; Victoria, $1,450*, 
2 at $1,400*; conv., $1,440° (ps); 4-dr., 
g1,300°. ‘54 Custom (8) 4-dr., $990°; 
9-dr., $895; Crest (8) 4-dr., $900; Crown 
Victoria, $860; Custom (6) 4-dr., $895*; 
Ranch Wagon, $865; Main (8) 2-dr., 
g680. 53 Ranch Wagon, $760; Crest (8) 
Crown Victoria, $725; conv., $640°; Cus- 
tom (8) 2-dr., $635; Custom (6) 2-dr., 
$550, 3 at $520; 4-dr., $490, °52 Custom 
(8) Hardtop, $525°; 2-dr., $370°. °51 
Custom (8) Victoria, $390; conv., $385°*. 


HUDSON—’ 55 Hollywood Hardtop, $1,465* 
(ps). °54 Super Wasp 4-dr., $460, ‘52 
Hornet 4-dr., $315°*. 

LINCOLN *56 Capri 
(ps). °53 Cosmopolitan 4-dr., 
Capri 4-dr., $365°. 

MERCURY —'55 Montclair Hardtop, $1,- 
650*. °54 Monterey Hardtop, $1,390*%, $1,- 
165*. °52 Monterey 4-dr., $650°. '51 2- 
r., $335°*. 

NASH ’55 Ambassador 4-dr., $1,500°; 
Statesman 4-dr., $1,000. '54 Ambassador 
4-dr., $950*, '52 Ambassador 4-dr., $630°; 
Rambler Hardtop, $200. 


2-dr., 


Hardtop, $3,195* 
$950°, '52 











OLDSMOBILE — '56 (98) conv., $2,750*° 
(ps); Holiday, $2,730° (ps), $2,550° (ps); 
(88) Holiday, $2,415* (ps), $2,405*, $2,- 
300° (ps), $2,125*. °55 (88) Holiday, 
$2,000* (ps); (98) Holiday, $1,960°, 

4= —_. 

Excerpt from Starch _ — 


gs Magazine households 
surveyed own one or more 
automobiles. Each 100 /és 
Magazine households own 
122.4 automobiles. 

In the car ownership 





classification, The Elks 
Magazine leads all others 


appearing in the report. 











BLITZ 


BATTERY CHARGERS 
Are Money Makers For a oe bug t 


priced ight ont 
ly gueranteed. 
A ae 
line of 
chergers. 
Fast & Slow. 
6 & 12 Volts. 
Battery Wheeler 
Battery Charging 
Jumpers 


Starting Cables 


Write today for 
new catalog, 
prices and details. 


BLITZ ELECTRIC CO.., Inc. 


5717 Wentworth Ave., Dept. D, Chicago 21, Ill. 














MOTOR ee 





wi» STEMAC 


PERSONALIZED 
NAME PLATES 


DETAILS ON REQUEST 


STEMAC 1281 So. Cherokee 


Denver, Colorado 





(ps), $1,925* (ps). °54 (98) Holiday, $1,- 
575° (ps); 4-dr., $1,550° (ps), $1,515*; 
(88) Holiday, $1,515*; 4-dr., $1,480*, 
$1,285*. °53 (88) Holiday, $950*; 4-dr., 
$955* (ps), $875*; (98) conv., $945* (ps); 
4-dr., $860* (ps). °50 (88) 2-dr., $225°. 

PACKARD—’53 2-dr., $505*. °52 Clipper 
4-dr., $395*, $285°. °51 Clipper 4-dr., 
$280*. 

PLYMOUTH—’55 Belvedere (6) 
$1,355*; Belvedere (8) 4-dr., 
Savoy (8) 4-dr., $1,045, $950; 
2-dr., $825. °54 Belvedere 4-dr., $865, 
$810*. °53 Cranbrook 4-dr., $570*, $525; 
Belvedere, $485; Plaza station wagon, 
$475. °52 Cranbrook Belvedere, $345*. 
’51 Savoy station wagon, $335. 

PONTIAC — '55 Star Chief (8) Catalina, 
$1,800* (ps), $1,575*; Chieftain (8) Cata- 
lina, $1,640°. ‘54 Chieftain (8) 2-dr., 
$805* (ps). °53 Chieftain (8) Catalina, 
$1,005*, $850*, $810, $600*; station wag- 
on, $900*%; 2-dr., $705*, $700°; 4-dr., 
$625*, 52 Chieftain (8) Catalina, $395*; 
4-dr., $335*; conv., $330*. °51 Silver 
Streak (8) 2-dr., $300*; 4-dr., $290°. 

STUDEBAKER—’55 President 4-dr., $1,- 
000. °53 Champion 4-dr., $550*, $350*°; 
club coupe, $450*. °50 Champion 2-dr., 
$220. 

WILLYS—’55 4-dr., $865°. 

MISCELLANEOUS—’52 MG Sports coupe, 
$870. 


Hardtop, 
$1,200°; 
Plaza (6) 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- 

day. Prices are for sale of Nov. 6.) 

(Election day kept consignments down 
this week, but a large selection of clean 
cars gave us an excellent sales percent- 

age. Sold 75 out of 96.) 

BUICK—’55 Special Riviera, $1,610*, $1,-/ 
590°. '54 Super Riviera, $1,425*. "53 Su-| 
per Riviera, $890*; 4-dr., $760°. "52 RM} 
conv., $430°; Super Riviera, $600°. °51) 
Super 4-dr., $175*. '50 RM 4-dr., $265*; | 
Super 4-dr., $245*. '49 Super 4-dr., $230°, 
$150°. | 

CADILLAC—’55 (62) conv., $3,240° (ps); 
4-dr., $2,750° (ps). "52 (75) 4-dr., $950°. 

CHEVROLET—’56 Bel Air (8) Sport se- 
dan, $2,020* $1,915*; Two-ten (8) 4-dr., 
$1,695*, $1,690°, $1,670°. '55 Bel Air (8) 
conv., $1,470°; station wagon, $1,480°; 
2-dr., $1,010*; Two-ten (8) 4-dr., $1,200°, 
$1,080, $1,060, $1,050, $1,045, 2 at $1,- 
035; 2-dr., $1,040, $1,035, $1,025, $1,000; 
One-fifty (6) 4-dr., $935, $925, $900. ‘54 
Two-ten 4-dr., $800; One-fifty 4-dr., $615; 
Business coupe, $400. '53 One-fifty station 





wagon, $520. ‘52 SL Deluxe 4-dr., $365, 
$210. °51 SL Deluxe 4-dr., $220°. "49 SL 
Deluxe 4-dr., $105. 


DODGE—’55 Royal 4-dr., $1,345; Coronet 
4-dr., $1,040. ‘53 Meadowbrook station 
wagon, $600; Coronet 4-dr.. $585°. ‘51 
Coronet Hardtop, $190°. '50 Wayfarer 


2-dr., $175°. 

FORD — ‘56 Fairlane (8) 2-dr., $1,560°; 
Custom (8) 4-dr., $1,475*°. ‘53 Custom 
(8) 2-dr., $675°; Main (8) 2-dr., $400 

HUDSON—'55 Rambler 4-dr., $850; Wasp 
4-dr., $825. °50 Commodore 4-dr.. $110 


LINCOLN—’52 Capri Hardtop, $300*. 


MERCURY—'55 Custom 2-dr., $1,270°; 4- 
r., $1,140. 

OUDSMOBILE—’51 (88) 4-dr., $225°. °50/ 
(98) 4-dr., $140°. 

PACKARD—'53 Clipper 4-dr., $520*. 

PLYMOUTH—’'56 Savoy (8) 2-dr., $1,390°. | 
'55 Plaza (taxi), $475, $330. °53 Cran-| 
brook 4-dr., $260. 

PONTIAC—’'55 Chieftain (8) 4-dr., $1,270*. 


"54 Chieftain (8) sedan, $610. "53 Chief- 


tain (8) 4-dr., $630°, $505, $425°. "51 
Silver Streak (8) 2-dr. 
ee 52 ‘nilmaa Minx 4-| 


, $225. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 

Tuesday. Prices are for sale of Nov. 6.) 
(Still a scarcity of late-model, clean 
autos. Market very good as we sold 83 
cars out of 96 offerings.) 

BUICK — '55 Special 4-dr., 
Century 2-dr., $1,635°. '54 Super 2-dr., 
$1.355° (ps), $1,270°; Special 2-dr., $1,- 
150°. "50 Super 4-dr.. $225°. 

CHEVROLET—’'56 Corvette 2-dr., $2,825°. 
’55 Two-ten (8) 2-dr., $1,200, $1,160. ‘53 
Two-ten 2-dr., $500. '51 SL Deluxe 2-dr., 
$405°. "50 SL Deluxe Bel Air, $400°; 4- 
dr., $240°; 2-dr.. $295, $225. 

CHRYSLER—'54 Windsor 2-dr., $980°*. 

DeSOTO—’'53 Firedome 2-dr., $650°. 

DODGE—'54 Meadowbrook 2-dr., $605. 
Meadowbrook 4-dr., $575. 

FORD — '57 Ranch Wagon, $2,570* (ps). 
‘55 Fairlane (6) 2-dr., $1,180; Custom 
(8) 2-dr., $1,150°; Main (6) 2-dr., $865. 
’54 Custom (8) 2-dr., $950. "53 Crest (8) 
2-dr., $650° (ps). °52 Custom (8) 2-dr., 
$400, $400°. ‘51 Custom (8) conv., $140. 
"50 Custom (8) 2-dr., $320. '49 Deluxe 
4-dr., $220; 2-dr., $145; Custom 2-dr., 
$160. 

HUDSON—’'54 Hornet 2-dr., $890°. ’50 Hor- 
net 4-dr., $135. 

$810°. '52 
4-dr., $315; 


$1,740° (ps); 


"53 





MERCURY—’53 Monterey 2-dr., 
Monterey 2-dr., $580°. °50 
2-dr., $195. 

NASH—'52 Rambler 2- dr., $385. 

OLDSMOBILE—'55 (88) Holiday, $1,870°. 
"53 (88) Holiday, $1,040°. '60 (88) 2-dr., 


$305°. 
PACKARD—’53 Clipper 4-dr., $485°. "51 
5 ee 


4-dr. $305°. 

PLYMOUTH—'57 Savoy (8) 2-dr., 
‘56 Savoy (8) station wagon, $1,600 . "53 
Cranbrook 2-dr., $530, $450. '50 Deluxe 
2-dr., $165. 

PONTIAC—'50 Silver Streak (8) sedan, 
$300*, $230. 

STUDEBAKER—’'56 President 4-dr., $1,- 
660°. '48 station wagon, $240. 

MISCELLANEOUS—’'50 Ford %-ton pick- 
up, $300. 


FLINT 


(Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Nov. 7.) 


sharp Sold 76 cars out of 
116 offerings.) 

BUICK—’'56 Century 4-dr., $2,320*; Spe- 
cial Riviera, §2,075*. '54 RM 2-dr., $1,- 
365* (ps); Super Riviera, $1,315, $1,300* 
(ps); Special Riviera, $1, ‘315°; 2-dr., $1,- 
200; Century Riviera, $1, 215°; 4-dr., 
$1,160*. 53 Special 4-dr., $840°, $700; 
Soke’. oar = $720°. °52 Super Riviera, 


cADILLAG.” 47 (62) sedan, $275°*. 
CHEVROLET —'56 One-fifty (8) station 





wagon, $1,665. '55 Bel Air (8) club coupe 

$1,560* (ps); 2-dr., $1,375*, $1,295; EBENSBURG, PA. 
conv., $1,450*; Two-ten (8) station wag- (Ebensburg Auto Auction, Sale every 
on, $1,480*; ae 'he Feet "54 -5e80, Thursday. Prices are for sale of Nov, 8.) 
club coupe, $875. '53 Two-ten 4-dr., 0. Demand up and prices strong as autos 
’50 SL Deluxe 4-dr., $285; Sport coupe, ass scarce, Sold 70 cars out of 93 offer- 
$210*; club coupe, $180*, ings.) 

DeSOTO—’50 Custom 4-dr., $110*. BUICK—’56 RM Riviera, $2,430* (ps). '55 

DODGE—’53 Meadowbrook Suburban, $655;| Special Riviera, $1,675*. ’53 Special Rivi- 
Coronet club coupe, $430*, °51 Meadow- era, $670*. '52 Super 4-dr., $400*, ’51 
brook 4-dr., $155. Special coupe, $255°. 

’ ’ CADILLAC—’56 (62) 4-dr., $3,675* (ps). 

FORD — ’57 Ranch Wagon, $2,640*. ’56 ’ 5 
Fairlane (8) club coupe, $1,785*; 2-dr., as, a ee ve Se 
$1,600. 55 Fairlane (8) Crown Victoria, | one VROLET—’55 Bel Air (8) 4-dr., $1,- 
$1,565°; 4-dr., $1,185; Custom (8) sta-| “so5* $1,320; Two-ten (8) 4-dr., $1,215°; 
tion wagon, $1,400. °54 Country sedan, Two-ten. (6) 4-dr., $1,115 5a Bel Air 
$1,160°, $1,125*; Crest (8) 4-dr., $800*;| OG; $955: One-ifty 2-dr., $605, °53 
Custom (8) 2-dr., 2 at $730; Main (8)| ei ‘Air 4-dr., $740; Two-ten 2-dr., $660, 
2-dr., $500°*. 53 Crest (8) Victoria, $510; 4-dr., $500*, '52 SL Deluxe 4-dr 
$880*; Custom (8) 4-dr., $715*; 2-dr., $450, $360°. "51 SL Deluxe 4-dr. $390°: 
$590, $560; Main (6) 2-dr, $385, "52 2-dr. $380° $300, $290; club’ coupe, 
Custom (8) 4-dr., $395*. °51 Custom (8) $180. 50 SL Deluxe conv $125; FL 
2-dr., $160. "50 Custom (8) 2-dr., $105. | Deluxe 2-dr., $230*, $220 i 
31 roadster, $110. CHRYSLER—’51 NY Newport, $270*. 

MERCURY—’56 Monterey Phaeton, $2,100*| DeSOTO—’57 Firesweep 4-dr., $2,550°. °53 
(ps). °52 Monterey 4-dr., $450*. '51 Cus- Firedome 4-dr., $735. '51 Custom 4-dr., 
tom 4-dr., $225. $205. 

OLDSMOBILE—'55 (98) Holiday, $2,040*| FORD—'57 Fairlane (8) 500 4-dr., $2,590* 
(ps); (88) Super 2-dr., $1,480. ''53 (88)| {Ps). (65 Mairiane (8) t-dr.. $1405) 
eee eee 8 ee Cae '53 Custom (8) 4-dr., $700°, ’52 Crest 

PACKARD—’55 Clipper 4-dr., $1,675* (ps).| (g) Victoria, $610, '51 Country Squire, 
’52 Patrician 4-dr., $375°. $395; Custom (8) Victoria, $395*; 4-dr., 

PLYMOUTH—’55 Belvedere (8) Hardtop, $285*; 2-dr., $345. '50 Deluxe (8) club | 
$1,300*; Savoy (6) 4-dr., $845. '52 Cran- coupe, $150. '49 Custom (8) 2-dr., $145. 
brook Belvedere, $145. KAISER—’51 4-dr., $120*. 

PONTIAC—'55 Chieftain (8) Catalina, $1,-| MERCURY—'56 Custom 2-dr., $1,630, $1,- 
450°. '53 Chieftain (6) station wagon, | _ 900. '52 4-dr., $525°. 51 2-dr., $205*. 
$810. '53 Chieftain (8) 2-dr., $650* NASH—’55 Ambassador 4-dr., $1,390*. ’51 

ais . oo Fs Rambler station wagon, $275*. 

STUDEBAKER—’ 53 Champion club coupe, OLDSMOBILE — ’51 (88) Super Holiday, 
$470*; Commander 4-dr., $290. ’52 Com- $500*, $385*. '50 (88) 2-dr., $200*, 
mander 2-dr., $105. PACKARD—’51 4-dr., $280*. 

MISCELLANEOUS—’53 Dodge %-ton pick-| PLYMOUTH—’56 Savoy (8) 2-dr., $1,430. 
up, $370. ‘46 Ford %-ton pickup, $160. ’55 Savoy (8) 4-dr., $1,315*. °51 Cran- 
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CAN PAVE THE 
WAY TO BIGGER 
SERVICE DEPARTMENT 


PROFITS 






(Division of Ashland Oil & Refining Co.) 


FREEDOM, PENNA. 
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33,000 MILE 


that can do for you . 
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clinch sales: 


Newspaper Mats 
., Display Banners 
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see wHat THE VALVOLINE 


MAIL COUPON TODAY FOR FULL 
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’50 Special De- 









brook club coupe, $325, 
luxe 4-dr., $165. 

PONTIAC—’53 Chieftain (8) 2-dr., $610*. 
’51 Silver Streak (8) 4-dr., $300. 

STUDEBAKER ’55 Champion 4-dr., 
$875*. ’53 Champion 4-dr., $400*, 

MISCELLANEOUS — '53 Henry J 2-dr., 
$260; Dodge %-ton pickup, $500, °52 
Chevrolet %-ton pickup, $545. °49 Inter- 
national %-ton panel, $115. 


PORTLAND, ORE. 


(Portland Auto Auction, Sale every Tues- 
day. Prices are for sale of Nov. 6.) 
BUICK—’55 RM Riviera, $1,800* (ps). '53 


RM Riviera, $1,005* (ps); 4-dr., $825* 
(ps), $710* (ps); Super Riviera, a ak 
’51 Special 4-dr., $420; 2-dr., 85, °48 
Super conv., $185. 

CADILLAC—’51 (62) 4-dr., $940*, ’50 (62) 
4-dr., $775*, $665°. 

CHEVROLET—’56 Two-ten (8) 4-dr., $1,- 


790°; Suburban, $1,630. '55 Two-ten (8) 
station wagon, $1, 600, Delray coupe, $1,- 
455* (ps); 4-dr., $1,425%; 2-dr., $1,165; 
Two-ten (6) station wagon, $1,575*; 
dr., $1,030*; Bel Air (8) 4-dr., $1,475*. 
’54 Two-ten 2-dr., $820. ’53 Bel Air 2-dr., 
$735*; Two-ten 2-dr., $550. '52 SL De- 
luxe 4-dr., $500*. "51 SL Deluxe 2-dr., 
$500; 4-dr., $470, $425; conv., $300*, 
$295*; SL Special 4-dr., $215. ‘50 SL 
Deluxe Bel Air, $510*, $305; 2-dr., $225; 
4-dr., $270*. ’49 Carryall, $345; 4-dr., 
$145. 

CHRYSLER—’52 conv., $260*, °50 4-dr., 
$230*. ’°49 conv., $220°*. 

DeSOTO—’51 4-dr., $255°*. $250°, 

DODGE—’53 Coronet 4-dr., $620°, 
$475*. ’50 4-dr., $195*. 

FORD—’57 Country sedan, $2,800° (ps); 
Fairlane (8) 500 2-dr., $2,520°; station 
wagon, $2,385. '56 Fairlane (8) Victoria, 
$2,100* (ps); 4-dr., $1,775*. °'55 Main 


(Continued on Page 60, Col, 3) 
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GUARANTY 


PROGRAM CAN DO FOR YOU 


Valvoline guarantees new cars for 33,000 miles 
or 24 months on all chassis and engine parts 
lubricated with Valvoline products. Here’s what 


‘ ‘Ke Increase service business through 
- repeat customers. 


® Help close new car sales. 
*® Build Goodwill. 


© Keep you acquainted with your 
customer until he’s in the market for 
@ new cor again . . 


And you get plenty of selling aids to help bring 
“your service and sales story to customers and 


Follow-up Literature 
Direct Maik Folder 
Signs, Reminder Advertising 
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g | 
3 
fy 


INFORMATION 


NO OBLIGATION 


VALVOLINE OIL COMPANY 
FREEDOM, PENNSYLVANIA 


Guaranty Program. 
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| would like full information on the Valvoline 33,000 Mile | 
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Se ate Uy 


« Borers 
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ATTRACT ATTENTION TO YOUR ‘57 MODELS WITH 
BEAUTIFUL EYE CATCHING BUMPA-TEL SIGNS 


Absolutely no damage to car: May be mounted or dismounted in 
seconds without tools (after original installation which requires about 


30 minutes) 


“Now shipping for '57 Ford, Dodge, Plymouth, Chevrolet, Mercury, Nash, 
Hudson, DeSoto. Chrysler, Buick, Oldsmobile, and Pontiac." 


UNLETTERED 


LETTERED 


(Max. 80 Letters) 


LETTERED & REFLECTORIZED 


LETTERED ON FULL SCOTCHLITE 


Add each for turned edge panel 


All prices F.0.B. Mounds, Ill. 2% off for cash with order: 
Please state make, model and series when ordering. 


$14.00 
18.00 
21.50 
26.50 
2.00 


Due to the low lines on ‘57 cars we recommend use of the petite 
(40"" x 12") sign and unless otherwise instructed will furnish this size. 


We will accept collect calls for orders of 5 or more signs. 


BUMPA - TEL SIGN DIV. 
WARREN HASTINGS MOTOR COMPANY, INC. 


Phone SH. 


(Canadian & U. $. Pats Pending) 


5-9415 


Quantity 
PRODUCTI 


Mounds, Illinois 


» 
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(6) Ranch Wagon, $1,490; Custom (8) 
2-dr., $1,195; Main (8) 4-dr., $1,030, 53 
Ranch Wagon, $830*; Custom (8) 4-dr., 


$805*, $655, °52 Custom (8) 4-dr., $640, 
$625*" ’51 Custom (8) 4-dr., '$460*, 
$425*; Deluxe (6) 2-dr., $250. "50 Cus- 
tom (8) 2-dr., $255; Custom (6) 4-dr., 
$140. 

KAISER—’51 4-dr., $205, $185, $175. 

LINCOLN — '56 Capri Hardtop, $3,250* 
(ps). °54 Capri 4-dr., $1,500*° (ps). 


MERCURY—’55 Montclair Hardtop, $1,970* 
(ps); Custom 4-dr., $1,320. '54 Monterey 
Hardtop, $1,220; 4-dr., $1,110. ’53 Mon- 
terey Hardtop, $1, 095.’ 52 Hardtop, $765*. 
'51 4-dr., $225. ’50 club coupe, $200, ’49 
2-dr., $180. 

NASH—’55 Cross Country, $1,405. '53 Ram- 
bler station wagon, $870*, $725. '51 Ram- 
bler station wagon, $360. ’49 (600) 2-dr., 
$200; Ambassador 2-dr., $190. 

OLDSMOBILE—’56 (88) 2-dr., $2,195*. '55 
(88) Super Holiday, $1,700* (ps). '54 
(98) Holiday, $1,780* (ps); (88) Super 
Holiday, $1,675* (ps). °53 (98) 4-dr., 
$1,175* (ps), $1,020* (ps); (88) Super 
4-dr., $1,050*; Deluxe 4-dr., $790* (ps). 
"52 (88) Holiday, $850*; Super 4-dr., 
$470*. ’51 (98) 4-dr., $470*; (88) 4-dr., 
$435*. °50 (88) 2-dr., $315*; (98) 4-dr., 
$225°. 

PACKARD — ’53 (200) 4-dr., $625, °52 
(300) 4-dr., $550*. '50 4-dr., $115*. 

PLYMOUTH—’'56 Fury Hardtop, $2,155*. 
’55 Savoy (8) 4-dr., $1,220; 2-dr., $1,- 
190. ’54 Belvedere Hardtop, $1,090* (ps). 
’53 Cranbrook club coupe, $590; Belve- 
dere, $550. '51 Cranbrook Belvedere, $425. 
’50 Deluxe 2-dr., $285. 


PONTIAC — ’'55 Star Chief (8) Catalina, 


$1,720*; Chieftain (8) Catalina, $1,680*; 
2-dr., $1,320. '52 Chieftain (8) Hardtop, 
$330°. '50 Silver Streak (8) 4-dr., $290°, 
$210*, $135; Catalina, $250°; 2-dr., 
$165°. 

STUDEBAKER — '51 Champion coupe, 
$335*, $225. 


WILLYS—’ 52 station wagon, $515. '50 sta- 
oo wagon, $345. °47 station wagon, 
$195 

MISCELLANEOUS — '51 Chevrolet %-ton 
pickup, $505; %-ton panel, $305. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sales every 
Thursday and Friday. Prices are for sales 
of Nov, 8-9.) 

(Buying very sharp and prices steady. 
Big demand for good, clean cars. Sold 

176 cars out of 298 offerings.) 

BUICK—’56 Special Sport sedan, $2,330*. 
"55 Special 2-dr., $1,670; 4-dr., $1,440, 
$1,390. °54 Super 2-dr., $1,325*. "52 Spe- 
cial Sport coupe, $475*. "51 Super 2-dr., 
$350*, $300°; 4-dr., $325°. 

CADILLAC—'55 (62) 4-dr., $3,010° (ps). 
"52 (62) 4-dr., $1,075*. "51 (60) Special 
4-dr., $1,105*° (ps); (62) 4-dr., $970°. 

CHEVROLET — '56 Bel Air (8) Hardtop. 
$1,735; 4-dr., $1,685; Two-ten (8) Delray 
coupe, $1,625°; 2-dr., $1,600°, $1,560°, 
$1,470. 55 Bel Air (8) conv., $1,450°. 
*54 Two-ten 2-dr., $550. °53 Two-ten 2- 
dr., $650. '52 SL Deluxe 2-dr., $430, °51 
SL Deluxe 4-dr., $400, $275*. "50 SL De- 
luxe Bel Air, $410°; FL Deluxe 4-dr., 
$280. '49 SL Deluxe 2-dr., $280. 

DODGE—'53 Meadowbrook 4- dr., $350°. 

FORD—’'57 Fairlane (8) Victoria, $2,420° ; 
Fairlane (8) 500 Victoria, $2,305; Custom 
(8) 300 4-dr., $2,155. '56 Fairlane (8) 
conv., $2,000° (ps); station wagon, $1,- 
995° (ps), $1,940°. '55 Fairlane (8) 2-dr., 
$1,340°, $1,325°; Custom (6) 4-dr., $1.- 
020. '54 Custom (8) 4-dr., $905, $850° 
(ps), $825°, $750°. 53 Custom (8) 2-dr., 
$735, $675. '52 Custom (8) 2-dr., $460. 

KAISER—’51 Deluxe 4-dr., $125. 

LINCOLN—'51 4-dr., $350*. 

MERCURY—’'56 Monterey Hardtop, $2,150, 
$2,110. '54 Monterey conv., $1,115* (ps). 
"53 Custom station wagon, $1,000; 4-dr., 
$605; 2-dr., $470. "50 Custom 2-dr., $350. 
"49 2-dr. $180. 

OLDSMOBILE—’'55 (88) Holiday, $1,775*. 
"54 (88) 2-dr., $1,200°. "50 (88) Holiday, 
$280°. 

PACKARD—’'50 conv., $280*. 

PLYMOUTH—'57 Belvedere (8) sedan, $2,- 
450°. °55 Savoy (8) 2-dr., $1,195*; Bel- 
vedere (8) Hardtop, $1,125. °54 Savoy 
4-dr., $690; Belvedere Hardtop, $775; 4- 

r., $680°. '53 Cambridge 4-dr., $370. '52 

Belvedere Sport coupe, $220. 
PONTIAC—'54 Chieftain (8) 4-dr., $830°*. 

"52 Chieftain (8) 4-dr., $375. ’49 Silver 

Streak (8) 4-dr., $250. 
STUDEBAKER — '56 Flight Hawk, Sport 

coupe, $1,475. °54 station wagon, $775. 

"53 Commander 2-dr., $555* (ps); Cham- 

pion coupe, $500. ‘50 Commander coupe, 

$175. 


WILLYS — '55 Custom 4-dr., $850*. "53 
coupe, $400*. °52 Aero 2-dr., $400, $235. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Nov. 7.) 
(Leok for continued strength in used- 
car market with prices on new models 
up. We anticipate prices will hold firm.) 
BUICK—’'56 RM 4-dr., $2,585* (ps). ‘55 
Century Sport coupe, $1,795* (ps). °54 


Super Riviera, $1,415* (ps); RM 4-dr., 
$1,350*° (ps); Riviera, $1,310* (ps). °53 
Special 2-dr., $760. '52 Super 4-dr., $495°. 
"51 Special 2-dr., $270. '50 Super 4-dr., 
$215*. 

CADILLAC—’56 (62) coupe, $3,865* (ps). 
"55 (62) 4-dr., $2,885* (ps), $2,795* (ps). 
"54 (62) 4-dr., $2,395* (ps). °53 (62) 4- 
dr., $1,515* (ps). "51 (62) 4-dr., $875°*. 


47 4-dr., $140. 

CHEVROLET—’57 Bel Air (8) 4-dr., $2,- 
445°. '56 Bel Air (8) Hardtop, $2,165°*. 
$2,040*; 2-dr., $1,890*. '55 Bel Air (8) 
Sport coupe, $1, 640*; 4-dr., $1,435*; Two- 
ten (6) 4-dr., $1, 140, $1,050; 2-dr., $1,- 
055, $1,050, $1,025. 54’ Bel Air 4-dr.. 
$985*; Two-ten 4-dr., $785, ’°53 Two-ten 
2-dr.,| $750*. '52 Two-ten 4-dr., $450*. 
51 SL Deluxe 2-dr. $400*; 4-dr., $325. 

CHRYSLER —’°54 NY 4-dr., $1,085*. °53 
Windsor 4-dr., $705*. ’°52 NY 2-dr., $715*; 
Saratoga 4-dr., $465°*. 

FORD—’57 Fairlane (8) Victoria, $2,455*, 
$2,325; Custom (8) 300 4-dr., $2,305*, 
$2,200. °56 Fairlane (8) Victoria, $1,965* 
(ps); Country sedan, $1,925*; Custom 
(8) 2-dr., $1,575", $1,550. '55 Fairlane 
(8) Crown Victoria, $1,595*; Victoria, 
$1,505*; 2-dr., $1,365*; Country sedan, 
$1,495*; Ranch Wagon, $1,385*, $1,340: 
Custom (8) 2-dr., $1,250*, $1,080*, °54 
Country Squire, $1,495*; Crest (8) Vic- 
toria, $1,075*. '53 Crest (8) Victoria, 


| CADILLAC—’53 





$980°; Main (6) 2-dr., $675; Custom (8) 
2-dr., $700. 51 Custom (8) 4-dr., $265; 
2-dr., $250. 


HUDSON—’55 Rambler station wagon, $1,- 
325°. '54 Hornet 4-dr., $1,040°*, 


MEROCURY—’56 Monterey Hardtop, $2,125* 


(ps). °55 Custom 4-dr., $1,625°. 54 Cus- 
tom 4-dr., $1,120*. ‘53 Custom 2-dr., 
$750. '51 Custom club coupe, $110, 


OLDSMOBILE —’56 (98) 4-dr., $2,500* 
(ps); (88) Super Holiday, $2,320* (ps); 
2-dr., $1,850* (ps). ’55 (98) 4-dr., $1,885* 
(ps); (88) Super 4-dr., $1,800*, '54 (88) 
4-dr., $1,515*; Deluxe 2-dr., $1,420*%, ‘53 
(98) 4-dr., $1,085* (ps); (88) Super 4- 
r., $1,015*; Deluxe 4-dr., $945*. ’52 (98 
4-dr., $675*. '51 (88) 4-dr., $405°, 


PLYMOUTH—’57 Savoy (8) 4-dr., $2,510*, 


$2,445* (ps). °55 Plaza (6) station wag- 
on, $1,290; 2-dr., $995. °54 Belvedere 
4-dr., $895*. °53 Cambridge 4-dr., $575. 
PONTIAC—’56 Star Chief (8) Catalina, 


$2,100*, $2,005*. '55 Star Chief (8) Cata- 
lina, $1,515* (ps). °53 Chieftain (8) 
4-dr., $860*. °52 Chieftain (8) 4-dr., 
$480°*. 


STUDEBAKER—’56 President station wag- 
on, $2,000* (ps). '53 Commander 2-dr., 
$2,000* (ps). 

MISCELLANEOUS—’52 Ford %-ton pick- 
up, $585. 


LITTLETON, COLO. 


(Denver Auto Auction, Sale every Satur- 
day. Prices are for sale of Nov, 3.) 
BUICK—’56 Special Riviera, $2,265*, 

975*. °55 Special Riviera, $1,500*, 

455°; 4-dr., $1,425°. °54 RM Riviera, 

$1,415* (ps); Super Riviera, $1,210° 

(ps); Special 4-dr., $880*, $750*. °52 

Super Riviera, $475*; conv., $400*, °50 

Special 2-dr., $135°*. 

CADILLAC—'56 (62) sedan de Ville, $4,- 
695* (ps), $4,450° (ps), $4,300*° (ps); 
coupe de Ville, $4,145° (ps). °'54 (62) 
4-dr., $2,300* (ps), $2,250* (ps), $2,- 
125°. °51 (62) coupe, $890°. 

CHEVROLET — ‘57 Two-ten (8) station 
wagon, $2,750*; Sport sedan, $2,525°*; 
Bel Air (8) Sport coupe, $2,635*, 2 at) 
$2,600°, $2,575°; 4-dr., $2,575*, $2,550°. 
"56 Two-ten (8) station wagon, $2,150*; 
Bel Air (8) 4-dr., 2 at $1,955°, $1,890°*, 
$1,885°, $1,745*, $1,640°. ‘55 Two-ten 
(8) station wagon, $1,445, $1,075*. °54 
Two-ten 4-dr., $845. 53 Two-ten 2-dr., 
$695. "52 SL Deluxe Bel Air, $580. °51 
SL Deluxe 4-dr., $265*. '50 SL Deluxe 
4-dr., $230°. 

CHRYSLER — °57 Windsor 4-dr., $3,250° 
(ps). 49 4-dr.. $175*. 

DODGE — '57 Coronet (8) 2-dr., $2,780*. 
"52 Coronet 4-dr., $365°. 

FORD — '57 Fairlane (8) 4-dr., $2,400°*; 
Custom (8) 4-dr.. $2,225*; Country se- 
dan, $2,010°. '56 Fairlane (8) Victoria, 
$1,900°; 4-dr., $1,850°, 2 at $1,675°, $1,- 
600, $1,500, $1,475, 4 at $1,475°. °55 
Fairlane (8) 2-dr., $1,325*. '54 Custom 
(8) 4-dr., $960°,. "53 Custom (8) 4-dr.. 
$645°*. '52 Crest (8) Victoria, $550; Cus- 
tom (8) 4-dr., $410. 

MERCURY—’55 Custom 2-dr., $1,190. ‘53 
Monterey Sport coupe, $1,015*. 

NASH — ‘55 Rambler station wagon, $1,- 


070°. °50 4-dr., $100. 

OLDSMOBILE — ‘56 (98) 4-dr., $2,565* 
(ps); (88) Holiday, $2,275*, $2,170° 
(ps). °54 (88) 4-dr., $1,400°. °53 (88) 
4-dr., $945° (ps). 

PLYMOUTH—’57 Savoy (8) 4-dr., $2,425*. 


$2.350°, $2,320*°. °51 Cranbrook 4-dr., 
$155. 

PONTIAC—'55 Chieftain (8) 2-dr., $1,475*. 
"52 Chieftain (8) 4-dr., $440°; 2-dr., 
$345°*. 

MISCELLANEOUS—’'51 Ford %-ton pick- 
up, $465. 

DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Nov. 2.) 

(Demand good and market still hold- 
ing strong. Sold 217 cars out of 334 
offerings.) 

BUICK—’'56 Special 4-dr., $2,350°, $2,315°. 
"55 Special station wagon, $2,105* (ps); 
4-dr.. $1,825° (ps). °54 Special 2-dr., 
$1.395* (ps), $1,010: Riviera, $1,190; 
Super Riviera, $1,365. ‘53 RM 4-dr., 
$700*° (ps); Special 4-dr., $665; Super 
Riviera, $615°*. | 

(62) 4-dr., $1,155°. °51) 
(62) 4-dr., $895°. "50 (62) 4-dr., $960*°; 
4-dr., $590*: (61) coupe, $665°, "49 (62) 
4-dr., $330, $215°. 

CHEVROLET—'57 Bel Air (8) 4-dr., 
455°. '56 Bel Air (8) 
065°; 4-dr.. $2,250° (ps), $1,765*, $1,- 
760°, $1,745* (ps); Two-ten (8) 2-dr.,| 
$1,645, $1,625. "55 Two-ten (8) 4-dr., 
$1,320°, $1,180, $1,165, $1,090. °54 Bel 
Air Sport coupe, $1,100*; Two-ten station | 
wagon, $1,065; 2-dr., $820, $800, 
Bel Air 4-dr., $1,050° (ps), $905. °53 
Bel Air Sport coupe, $750; Two-ten sta- 
tion wagon, $705. 

CHRYSLER — '53 Windsor 4-dr., $550* 
(ps). '51 Windsor Newport, $360°. 

DeSOTO—’57 Firedome 4-dr., $2,775*. °53 
Firedome 4-dr., $625*; Powermaster 4-| 
dr., $495°. °52 Sportsman, $325. ‘'51/| 
Sportsman, $335. 

DODGE—’'57 Coronet (8) 4-dr., $2,690°. 

Coronet 
$865; 

"53 Coronet | 


$2,- 
Sport coupe, $2,- 





55 Royal Diplomat, $1,660*; 
#dr., $1,090. °'54 Coronet 4-dr. 
Meadowbrook 4-dr., $750. 
2-dr., $450*. 

FORD—’57 Fairlane (8) 500 Victoria, $2,- 
640° (ps); Custom (8) 300 2-dr., $2,395*, 
$2,280*. °56 Fairlane (8) Victoria, $1,- 








565°; Main (6) 2-dr., $1,365. ’55 Country | 
sedan, $1,505*; Fairlane (8) 4- dr., $1,- 
455* (ps); Victoria, $1,425* (ps); Main 
(8) Ranch Wagon, $1,250*, $1,150*: 
2-dr., $990. °54 Custom (6) 2-dr., $660. | 

HUDSON — ’54 Hornet 4-dr., $370*. "52 
Commodore club coupe, $175*. °51 2-dr., | 
$160*, $125. 

KAISER—’'54 4-dr., $580. 53 4-dr., $350. | 
’51 4-dr., $110*. 

MERCURY—’54 coupe, $1,180*, $1,175*; 
4-dr., $900. '53 coupe, $850*. '52 coupe, 
$565*; conv., $460*. ‘51 2-dr., $310*, 
$285*, $280," $270*, $225*, $155; club| 
coupe, $390. 


NASH — ’'56 Rambler station wagon, $2,-| 
385*. '53 Statesman 4-dr., $300. '51 Ram- | 
bler station wagon, $330, $315*; States- | 
man 2-dr., $125*. 

OLDSMOBILE—’55 (88) Holiday, $1,830*, | 
$1,535*; 2-dr., $1,675*, $1,560* (ps). '54/ 
(88) 2-dr., $1,585* (ps), $1,470*; Holi- 
day, $1,490*; (98) 4-dr., $1,580* (ps). 


(Continued on Page 61, Col. 3) | 





graphited 
LOCK FLUID 





Uta GB) AG 


STICKING, FREEZING, 
UO 


The average motorist locks and 
unlocks his car over 2,000 times a 
year. Moreover, with push-button 
door handles, the car lock gets 
play everytime the door is opened. 
This constant wear demands 
LOCK-EASE graphited protec- 
tion! LOCK -EASE penetrates 
deep into the working mechanism 

. flushes out all dust and dirt... 
leaves an extremely light graphit- 
ed film that seals out moisture, 
prevents rust, sticking, and freez- 
ing all year round. Will not run, 
= or harden at any tempera- 


USE T!.... SELL IT! 


For better service, use LOCK- 
EASE as part of lube job. For 
better profits, sell LOCK-EASE 


for car and home use. Handy 4- 
oz. drop or stream dispenser. Ideal 
for door and trunk locks, padlocks, 
and all fine lock mechanisms in 
car and homes. 






See your supplier or write 


AMERICAN GREASE STICK CO 


attrd a tel Pl aalls tol 


| 


Safer with the 
new, improved 


SOL-SPEEDI-DRI! 


e LOWER VOLUME 
— than ever be- 
‘ore 


e The most DUSTLESS oil 
and grease absorbent you 
can buy! 


GET A FREE SAMPLE FROM 


SPEEDI-DRI CORP. 
Menlo Park, New Jersey 
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| No more crushed 


license plates 


and frames! 
with the 


BENMATT 
PROTECTOR 
| BRACKET — 


protects grilles, beautifies cars! 


Installed in 15 seconds! Made of special oii-tempered, hardened steel, 
to fit all makes of cars 1950 thru 1957. 


Exceptionally low-priced for volume sales! 


Available for immediate delivery. 


Attractively packaged—ideal combination with Benmatt License Plate 


Frames. 


Write or wire for name of our nearest representative—there's one in 
every principal city. 


THE BENMATT ORGANIZATION 


3447 E. 15th Street 962 Milwaukee Avenue 
Los Angeles 23, Calif. Chicago 22, Iil. 


DON'T MISS... 
AUTOMOTIVE NEWS 


es 





The big issue which spotlights the National 
Automobile Show. 


A 24-page special editorial section in full 
color, featuring all 1957 automobiles, 


Over 50 advertisers have already reserved 
space, many of them in full color. 


CLOSES 





CALL US 
FOR 
DETAILS 


Penobscot Bidg., 
Detroit 26, Mich. 





Auto Auctions 


(Continued from Page 60) 


'52 (98) 4-dr., $550°; (88) 4-dr., $445°. 
’51 (88) 4-dr., $310*, $275*, $230*. 
PACKARD—’52 (300) 4-dr., $660*°, $440°*. 
PLYMOUTH—’'57 Belvedere (8) 4-dr., $2,- 
750* (ps), $2,450*. '55 Belvedere (8) sta- 
tion wagon, $1,430, $1,110; 4-dr., $1,510; 
Savoy (8) 4-dr., $1,025, $990, '54 Cran- 
brook Belvedere, $410, $330. '53 Cran- 
brook station wagon, $655; 2-dr., $410, 

$330; Cambridge 2-dr., $360. 


PONTIAC—’55 Chieftain (8) Catalina, $1,- 
470°. ’53 Chieftain (8) conv., $690*, 
$685*. ’52 Chieftain (8) 4-dr., $490°. ’51)| 
Silver Streak (8) 4-dr., $260, $155*, '49) 
Silver Streak (8) 2-dr., $210*. 


STUDEBAKER — '55 Commander coupe, | 
$1,225*; 2-dr., $1,165*. ‘51 Commander 
Land Cruiser, $200*, $165*; 4-dr., $140*. 


WILLYS—’53 Aero Lark 2-dr., $135; sta- | 
tion wagon, $450*, °52 2-dr., $250. | 

MISCELLANEOUS — '55 Chevrolet %-ton| 
pickup, $1,175. '54 Chevrolet %-ton pick- 
up, $580. °51 Studebaker %-ton pickup, 
$235. 


OMAHA 


((Richard Abel Auto Auction, Sale every 
Thursday. Prices are for sale of Nov, 8.) 


BUICK—’56 RM Riviera, $2,670* (ps). ’54 
Century Riviera, $1,275*; Special 4-dr., 
$940. '53 Special 4-dr., $725; RM 4-dr., 
$720* (ps). '51 Special 4-dr., $315. ‘50 
sedanet, $100. 


CADILLAC—’52 (62) coupe, $1,420* (ps). 

CHEVROLET—'55 Bel Air (6) conv., $1,- 
765*; 4-dr., $1,475° (ps); Two-ten (8) 
station wagon, $1,620*; 2-dr., $1,060. '54 
Bel Air 4-dr., $1,100* (ps), $950°; Two- 
ten 2-dr., $725; 4-dr., $620. "53 Two-ten 
4-dr., $750, $725, $590; Bel Air 4-dr., 
$850*, $635; One-fifty 2-dr., $530. °52 SL 
Deluxe 4-dr., $525. °51 SL Deluxe 2-dr., 
$215. °49 SL Deluxe 2-dr., $210, $130. 

DeSOTO—’55 Firedome Sport coupe, $1,- 
655*. '51 Sportsman, $305*. 

DODGE—’56 Coronet Lancer, $2,025*; 4- 
dr., $1,810° (ps). °55 Coronet Lancer, 
$1,425*. '51 Meadowbrook 4-dr., $250°. 

FORD—’'57 Fairlane (8) 500 Victoria, $2,- 
555* (ps). ‘56 Fairlane (8) Victoria, 
$2,000*, $1,850*; 2-dr., $1,720°, $1,575°*; 
4-dr., $1,660; Custom (8) 4-dr., $1,540. 
’55 Fairlane (8) Victoria, $1,355; Custom 
(8) 2-dr., $1,005. '54 Custom (8) 4-dr., 
$850; 2-dr., $840*; Main (8) 2-dr., $645. 
*53 Custom (8) 4-dr., $850, $825°, $735°; 
2-dr., $745*; Main (8) 4-dr., $540; 2-dr., 
$450. °52 Crest (8) Victoria, $645°. ‘51 
Custom (8) Victoria, $450; Custom (6) 
2-dr., $320°. °50 2-dr., $175. 

LINCOLN—’50 4-dr., $110*. | 

MERCURY—’'54 Monterey coupe, $1,340°. 
"52 4-dr., $665°. | 

NASH—’52 Statesman sedan, $560! Ram-| 
blem sedan, $405*. 

OLDSMOBILE — '56 (88) Super Holiday, 
$2,450° (ps). "55 (88) 4-dr., $1,625* (ps). 
"54 (88) Super 4-dr., $1,400. ‘51 (88) 
Super 4-dr., $355°. 

PLYMOUTH—’55 Belvedere (8) 2-dr., $1,- 
205°; Savoy (8) 4-dr., $1,015*; Savoy (6) 
4-dr., $1,005; Plaza (6) 4-dr., $905, °51) 
Cranbrook 4-dr., $385. 

PONTIAC — ‘55 Star Chief (8) Catalina, 
$1,795* (ps). ‘53 Chieftain (8) 2-dr., 
$780*; 4-dr., $630° (ps). '51 Silver Streak 
(8) 4-dr., $230. 

WILLYS—'50 Jeepster, $395°. '48 Jeepster, 
$325; station wagon $225°. 

MISCELLANEOUS—’52 Ford 2-ton truck, 
$565. '50 Ford %-ton pickup, $450; GMC 
1-ton truck, $370. °49 %-ton pickup, 
$270, $250. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
Nov. 8.) 

(Sold 246 cars out of 384 offerings.) 
BUICK — ‘56 RM Riviera, $2,565* 
Century Riviera, $2,450° (ps), 
(ps); conv., $2,180°; Special Riviera, $2,- 
430° (ps). ‘55 RM Riviera, $1,950° (ps); 
Super Riviera, $1,785*° (ps); Century 
conv., $1,695° (ps). ‘54 Super Riviera, 
$1,420* (ps), $1,250° (ps); Special Rivi-| 
era, $1,100, $1,070. °53 Super Riviera, 
$1,000*, $895°, $870*, $865° (ps), $710°; 
RM Riviera, $750* (ps). ‘52 Super Rivi-| 

era, $515°. 

CADILLAC—’'56 (62) sedan de Ville, $4.- 
200° (ps); coupe de Ville, $4,200° (ps); 
4-dr., $3,825° (ps); coupe, $3,700* (ps). | 
'55 (62) coupe, $2,900* (ps). °53 (62)/| 
4-dr., $1,375° (ps). '51 (75) 4-dr., $680°. 
'49 (62) 4-dr., $410*, '41 (61) 4-dr.,| 
$285. } 

CHEVROLET — ’'57 Two-ten (8) station) 
wagon, $2,625*. ‘56 Corvette, $2,950*; 
Bel Air (8) 4-dr., $1,855°, $1,850°, $1.- 
845°; Bel Air (6) Sport coupe, $1,830*; | 

Two-ten (6) station wagon, $1,600; One-| 

fifty (8) 2-dr., $1,345; One-fifty (6) 2-/ 

dr., 3 at $1,275. '55 Bel Air (8) station 

wagon, $1,695*; Bel Air (6) Sport coupe, 
$1,460*, $1,310; Two-ten (8) 2-dr., $1,- 

370*, $1,325*. '54 Two-ten station wagon, 











$1,080; 2-dr., $885, $745; Bel Air 2-dr., 
$905; 4-dr., $865*; One-fifty station 
wagon, $780. ‘53 Bel Air 4-dr., $875*; 


Sport coupe, 3 at $675; Two-ten 4-dr.,| 


$645, $625°; 2-dr., $615. ‘52 SL Deluxe 
Bel Air, $630°. °50 SL Deluxe Bel Air, 
$315*. 


CHRYSLER—’51 Windsor 2-dr., 
DeSOTO—'55 Fireflite 4-dr., 


$275°*. 
$1,620° (ps); 


Firedome 4-dr., $1,530*. °53 Firedome 
4-dr., $485° (ps). °52 Custom 4-dr., 
$425°. 


DODGE — ’57 Royal (8) $2,675*; 
Coronet (8) 4-dr., $2,620°. 

FORD—’'57 Fairlane (8) 500 Victoria, $2,- 
665*, $2,600*, $2,595; 4-dr., $2,400*; Cus- 
tom (8) 300 2-dr., $2,200*, $1,920. '56 
Thunderbird, $2,750*°; Fairlane (8) Crown 
Victoria, $1,915* (ps), $1,850, $1,800; 
4-dr., $1,780*, $1,750*, $1,695°, $1,680*; 
Country sedan, $1,845; Main (6) 2-dr., 


4-dr., 





$1,375; Main (8) 2-dr., $1,275; Custom 
(6) 4-dr., $1,210. °54 Country Squire, 
$1,300*; Ranch Wagon, $1,155, $1,025, 


$975; Custom (8) 2-dr., $780. '53 Crest 
(8) conv., $705*; Custom (8) 2-dr., $620; 
4-dr., $500; Main (6) 2-dr., $400. ’52 
Crest (8) Country sedan, $650; Victoria, 
$560, $470*. '51 Custom (8) Victoria, 
$320*. 

HUDSON—’55 Super Wasp 4-dr., $1,050*. 
’54 Wasp 4-dr., $415. '48 Commodore (8) 
4-dr., $200. 

KAISER—’52 Manhattan 4-dr., $200°*. 

LINCOLN—'54 Capri 4-dr., $1,290*, 


(Continued on Page 62, Col. 2) 
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Published 
Every 

30 Days 
In 6 
Regional 
Editions 


New Feature in the 


N.A.D.A. OFFICIAL USED CAR GUIDE 
AVERAGE 


WHOLESALE VALUE 


Compiled by Direct Reports From Dealer Sales and 
Wholesale Markets throughout Your Trading Area. 
Complete, Factual, Usable. 









IN ADDITION 


e Average Loan 
(Except W est Coast) 


e Average Retail 


Quantity Prices on Request 


NATIONAL AUTOMOBILE DEALERS 
Useo Car Guipe Co. 


2000 K Street, N.W., Washington 6, D. C. 


tured to meet specialized 
service needs in the auto- 





motive industry. 





DIVISION OF 
HOUDAILLE INDUSTRIES, Inc. 
341 BABCOCK STREET 
BUFFALO 10, N. Y. 
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35th Birthday 


13 Charter Workers Cited 
By Seiberling 

AKRON.—Seiberling Rubber .Co., 
the eighth largest independent tire 
producer in the world, celebrated 
its 35th anniversary last week. 

Two brothers, F. A. and C, W. 
Seiberling, both deceased, founded 
the firm in 1921. It was then at 
the bottom of the list of the 300 
tire firms then operating. 

Singled out for honors at the 
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Used-Car Auction Prices 





(Continued from Page 61) 





Capri 4-dr., $770*. °'52 Cosmopolitan; MISCELLANEOUS—’56 Volkswagen 2-dr., 
coupe, $600*. $1,675. °55 Volkswagen 2-dr., $1,360; 
MERCURY — ’'55 Custom station wagon, Olympic station wagon, $1,245, '54 Ford 
$1,885*; 2-dr., $905*; Montclair 4-dr., %-ton pickup, $670. 
$1,700*; coupe, $1,670*; Monterey coupe, 
*. of ° , 
$1,490°; 4-dr., $1,335*. °'54 Monterey DANVILLE, VA. 


coupe, $1,050; conv., $995*; 4-dr., $950*, 
$925*; Custom 4-dr., $1,030*,! (Danville Auto Auction, Sale every Wed- 
"52 Custom 4-dr., $505, $335°*; | nesday. Prices are for sale of Nov. 7.) 





$930°, 
$975*. 


2-dr., $415. '51 Custom 4-dr., $260. 


firm’s birthday party were 13 
“charter” employes who were on the 


NASH ’53 Ambassador 4-dr., $740*; 
Statesman 4-dr., $610*; Rambler station 


| 


| 


, $585. 

payroll when the company was|, Wagon : i‘ 
founded. Each of them received a “7 Suen” toe). adr gn deee,” G2. é 
35-year plate for their service] 100°. '55 (88) Holiday, $1,905*; 2-dr., 
l .| $1,350. °54 (98) 4-dr., $1,405* (ps); (88) 
Plaques and an extra week of vaca 4-dr., $1,280°. "53 (88) Buper 4-ar., $900° 
tion. (ps): 2-dr., $890*, °52 (98) 4-dr. §390°; 
The birthday banquet was spon-| (88) Super 4-dr., $390* (ps), °51 (88) 

sored by the Seiberling 25-year. eaetamie ten es ‘ ine gpl 
Club. J. P. Seiberling, president, | *“i "3300+. — a 
was the principal speaker. PLYMOUTH — °'57 Belvedere (8) Sport 
coupe, $2,700*. °55 Belvedere (8) Sport 


coupe, $1,415*; 4-dr., $1,275*; Savoy (8) 


Petro-Chemical Study 





| 2-dr., $1,230. '54 Belvedere 4-dr., $850°, | 
NEW YORK — Commercial $735. '53 Cranbrook 4-dr., $550, $440. 
: ; PONTIAC —’'55 Star Chief (8) Catalina, 
Solvents Corp. and Columbia Gas| " 5; 695+ (ps). ‘54 Star Chief (8) conv.. 
System, Inc., have agreed to Pro-| $1,075*. ‘54 Chieftain (8) 4-dr., $1,010* 
ceed with engineering and economic | __ ‘PS). 


STUDEBAKER-—’55 Commander 4-dr., $1,- 
050. '52 Commander 2-dr., $220. 
WILLYS—’52 2-dr., $275. 


studies of a proposed joint project | 
to produce petro-chemicals. 








Here’s how you can help increase 
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ERVICE JOBS UP T0 50% 


with your present setup ! | 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Lecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 






EXECUTONE, INC., Dept. P-7 
415 Lexington Ave., New York 17, N. Y. 

Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 


Name 





ici ain cal at cial ratittinereerenatiamiiainD 
Address. ee 
In Canada—331 Bartlett Ave., Toronto | 
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Executone has helped increase 










(Sales are on the upgrade as we have 
more demand for ’55s through '57s than 
are being offered in this locality. Sold 
141 cars out of 186 offerings.) 


BUICK—’53 RM 4-dr., $692* (ps). '52 Spe- 
cial 4-dr., $515; RM 4-dr., $330, '50 
Super 4-dr., $355*. °48 4-dr., $215, °41 
4-dr., $110. 

CADILLAC — '’51 (62) conv., $805*. ’48 
conv., $185*. 

CHEVROLET—’57 Bel Air (8) 2-dr., $2,-| 


205. '54 Two-ten 2-dr., $945; 4-dr., $795°; 
Bel Air 2-dr., $780*. '53 Bel Air 2-dr., 


| 


station wagon, $1,960°; 2-dr. 
(ps), $1,560, $1,540, $1,370; Fairlane (8) 
sedan, $1,675. °55 Fairlane (8) Victoria. 
$1,500*; Custom (8) 4-dr., $1,400* (ps), 
$1,040, $1,015, $1,000; Main (6) sedan, 
$700. '54 station wagon, 
(6) 4-dr., $725; Custom (8) 4-dr., $675, 
$660; Main (6) 2-dr., $475. '53 Crest (8) 
Victoria, $730; conv., $665*; Custom (8) 
4-dr., $700, 3 at $665; Custom (6) 4-dr., 
$525. '52 Custom (8) 2-dr., $725; Custom 


(6) 2-dr., $330. ’51 Custom (8) 2-dr., 
$335, $315, $175. °50 Custom (8) 4-dr., 
$290, $165, $160. ‘49 Custom (6) 2-dr., 
$155. 

HU DSON—’51 2-dr., $100. 

LINCOLN — ’'53 Capri club coupe, $760* 
(ps). 


MERCURY—’55 Montclair club coupe, $1,- 


$1,825° 


$960; Custom 





New Departure 
Realigns Its 


Sales Territories 


BRISTOL, Conn. — Sales terrj. 
tories have been realigned by New 
Departure division of General Mo. 
tors. 

A new area, the Southern region, 
has been set up with headquarters 
at Memphis. 


810°, $1,730*; Monterey conv., $1,710* What was formerly known as the 





| 
| 





| 


| 
| 
| 
| 
| 
| 


$670; 4-dr., $755; Two-ten 2-dr., $660, 
$625, $525, $520, $505. 52 SL Deluxe 
2-dr., $530, $485°*; 4-dr., $475, $270. °51 
SL Deluxe 2-dr., $370, $280, $275, $270, 
$240; 4-dr., 

$455, $400, $360, $325*, $320, $250, $220; | 
4-dr., $340, $245, $130*; conv., $155; Bel 
Air, $320. ‘49 SL Deluxe 2-dr., $255, 
$250, $245, $220, $190; 4-dr., $245. 

CHRYSLER—’51 Imperial 4-dr., $500*. 

DeSOTO — '51 Meadowbrook 4-dr., $340; 
Coronet 2-dr., $265. 

FORD—’57 Custom (8) 2-dr., $2,160. °56 
Custom (8) 4-dr., $1,000. °55 Custom 
(8) 2-dr., $1,045; Custom (6) 4-dr., $1,- 
000. °54 Custom (6) 2-dr., $610; 4-dr., 
$600. °53 Custom (8) 2-dr., $695, $675, 
$645; 4-dr., $745*, $720, $430°, $425°; 
Main (6) 2-dr., $560°. "52 station wagon, 
$695; Crest (8) Victoria, $640, $560; | 
conv., $260*%; Custom (8) 2-dr., $620; 
4-dr., $520. ‘51 Custom (8) Victoria, 
$395; 2-dr., $520, $330°, $305; 4-dr., 
$380*, $350°, $300, $285°*; conv., $390; 
Custom (6) 4-dr., $395, $375; Deluxe 
(8) 2-dr., $240. "50 Custom (8) 2-dr., 


$400, $355, $320, $285, $255, $150°, $135, 
$130, $125; 4-dr., $325, $320, $290; Custom 
(6) 2-dr., $240, $210. '49 Custom (8) 
2-dr., $210, $165, $150, $115, $110; Cus- 
tom (6) 2-dr., $185. 


MERCURY—’54 Custom 2-dr., $985°. ‘51 
2-dr., $335°. °50 4-dr., $365. ‘49 4-dr., 
$260, $255. 


OLDSMOBILE—’54 (88) 2-dr., $1,030°. '53 
(98) 2-dr., $1,100*. "52 (88) 4-dr., $615*. 
’51 (98) 4-dr., $505°. °50 (88) 2-dr., 
$330*, $150; 4-dr., $300, $195*; (76) 4- 
dr., $160*, °49 (88) 2-dr., $175°*. 

PACKARD—'54 Clipper 2-dr., $970°*. 

PLYMOUTH — ‘53 Cambridge 2-dr., $495. 
"52 Cranbrook 4-dr., $260. ‘51 Cranbrook 


4-dr., $300; 2-dr., $135; Cambridge 2-dr., | 


$285, $140. $295; 4-dr., 
$250. 

STUDEBAKER "53 
$595*. ‘51 Commander 4-dr., $170. 

MISCELLANEOUS—’'55 Ford %-ton pick- 
up, $895. ‘53 Chevrolet %-ton pickup. 
$670. '49 Chevrolet 
*41 Chevrolet %-ton pickup, $100. 


GRAND RAPIDS, MICH. 


(Grand Rapids Auction. Sale every Tues- 
day. Prices are for sale of Nov. 6.) 

(Market very solid as clean autos sold 
well throughout the entire sale. Consign- 
ment was not quite as clean as usual. 
Sold 124 cars out of 167 offerings.) 
BUICK—’56 Special Riviera, $2,300*; Cen- 

tury Riviera, $2,200°. °55 Century Rivi- 


"50 Deluxe 2-dr., 


Commander 2-dr., 


era, $2,100*, $1,890*; Super Riviera, $2,-| 


$1,725*; Special 2-dr., $1,485. 
$1,305*; 4-dr., $1,165. 


010° (ps), 
"54 Special 2-dr., 


’52 Special 2-dr., $485. '51 Special 2-dr., | 


$375*; Super Riviera, $325°, ‘50 2-dr., 
$155*. °49 4-dr., $105. 
CADILLAC—’51 (62) 4-dr., $725°. 


CHEVROLET—'56 Two-ten (8) sedan, $1,- 


800, $1,600. ‘55 One-fifty (8) station) 
wagon, $1,350; 2-dr.. $975; Bel Air (8) 
2-dr., $1,255; Bel Air (6) 2-dr., $1,215. 
'54 Bel Air 2-dr., $925°; conv., $915; 


Two-ten sedan, $800; club coupe, $595. 
’53 Bel Air club coupe, $780° (ps); se- 
dan, $655. '52 SL Deluxe station wagon, 
$700; 2-dr., $415. ‘51 SL Deluxe 2-dr., 
$285, $150. "50 SL Deluxe sedan, $125. 


| CHRYSLER—’52 Windsor 4-dr., $275* (ps). 


DeSOTO—'53 Custom sedan, $570*° (ps). 

DODGE—’56 Coronet (6) sedan, $1,725. "53 
Coronet conv., $645°; 4-dr., $625*°, $605°, 
$600. °52 club coupe, $310. 

FORD—’57 Del Rio station wagon, $2,555°. 
’56 Country sedan, $1,965*; 


S-P Trucks Seen 
Aiding Indian 
Motor Transport 


SOUTH BEND. Studebaker- 
Packard products are solving trans- 
portation problems in all corners 
of India, according to Braj Birla, 
one of India’s richest industrialists. 


Declaring that Studebaker-Pack- 





ard and Chrysler are the only U. S. 
in 
India, Birla said, “The Studebaker- 
Packard name is the most impor- 


auto makers with operations 


tant automotive name in India.” 


One of the principal elements of 
the Birla financial empire, which 
ranges from banks to locomotive 
works, is Hindustan Motors, Ltd., 


the S-P assembly plant in India. 


In transportation - hungry India, 
trucks are the chief Hindustan Mo- 


Custom (8) 


| 
| 


(ps). '53 Monterey 4-dr., $785. °51 4-dr., 
$260, $215. 


NASH—’52 Statesman 4-dr., $400. 

OLDSMOBILE — '55 (88) 4-dr., $1,615*; 
Super 2-dr., $1,550*, °54 (98) 4-dr., $1,- 
500° (ps), $1,460* (ps); (88) club coupe, 
$1,475. °53 (98) Holiday, $1,185* (ps), 
$1,000* (ps); (88) 4-dr., $950* (ps), 
$865. '52 (88) Holiday, $800, $460. °50 


(88) 2-dr., $155. 
PACKARD—’52 (300) 4-dr., $350. 
PLYMOUTH—’55 Savoy (8) station wagon. 
$1,245; 2-dr., $855. °54 Plaza station 
wagon, $1,040; Savoy 4-dr., $775, $710. 
’50 Deluxe 4-dr., $160. 


$350*. '50 SL Deluxe 2-dr.,/ poNTIAC—-56 Star Chief (8) 4-dr., $2,- 


165°; Chieftain (8) 4-dr., $1,950. ‘55 
station wagon, $1,785; Star Chief (8) 
4-dr., $1,575*, $1,350. ‘54 Star Chief (8) 
2-dr., $1,075; Chieftain (8) 2-dr., $785; 


4-dr., $715. '53 Chieftain (8) 4-dr., $685, 
$665, $585; conv., $675. ’'52 Chieftain (8) 
2-dr., $495; Chieftain (6) 2-dr., $350. '50 
Silver Streak (8) 2-dr., $220. 

STUDEBAKER 53 Commander club 
coupe, $590. 


* * * 


— Auctions in Brief — 
WINDSOR, VA. 


Windsor Auto Auction. Sale every Thurs- 
day (Nov. 8). In spite of rain today, we 
had a very good sale with over 86 percent 
of cars changing ownership. 

* * * 


INDIANAPOLIS 

Ken Schaefer Auto Auction 
Thursday (Nov. 8). Prices definitely were 
soft today. Buyers were more selective and 


| cautious as the season's first snow hit. 





%-ton pickup, $385. | 


| 


| 
| 








tors products. Seventy percent of 
the parts used in the vehicles is 


|| shipped from South Bend and the 
| | other 30 percent is built by Hindu- 
| | Stan. Eventually almost all of the 
| components will be made in India. 


Birla said Indian highways are 
far below American standards, but 
that most highways are now ade- 


quate. 


* * * 


BEL AIR, MD. 
Bel Air Auto Auction. Sale every Thurs- 
day (Nov. 8). Sales were strong as we sold 
88 percent of offerings today. Prices were 


firm and bidding was heavy. Demand for | 


good, clean cars still exists and we can use 
more and more of them. 
* * * 


MANHEIM, PA. 


Manheim Auto Auction. Sale every Friday | 


(Nov. 9). Consignors brought 354 cars to- 
day. The market was very lively and was 
reflected in good prices. Sold 296 cars. 


Sale every | 





: | dust ry. 


Pacific Coast region is now called 
the Western region and includes 
New Mexico. The main office jg 
at Los Angeles. 

The Eastern region has become 
the Northeast region with hea¢ 
quarters here. The newly named 
automotive region takes in Detroit 
and its adjacent areas. Headquar- 
ters for the Central region are now 
at Indianapolis. 

Several promotions within the 
sales organization also were an- 
nounced. Raymond O. Oyler. for- 
merly Midwest region manager at 
Chicago, and Leonard F. Swoyer, 
who formerly headed the Eastern 
region, have been named assistant 
sales managers with offices here. 

Regional managers are: North- 
east, David L. Clark jr.; Midwest, 
Martin J.. Pattyn; Central, Arthur 
W. Edmond; Southern, Fred L. 
Pochyla, and automotive, Lorne F. 
Lavery. 


Clevite Harris to Expand 


Rubber-Compounding Plant 


CLEVELAND. Plans fora 
major expansion of the Clevite 
Harris Products plant in Milan, 0, 
were announced here by Matthew 
J, Fleming jr., president. 

The expansion program will more 
than double rubber compounding 
capacity at the plant and provide 


j}additional! manufacturing area. 


Clevite Harris produces specially 
engineered rubber and rubber-and- 
metal parts for the automotive in- 
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ANY MAKE...ANY MODEL...ANY YEAR 
ALL Harvey Adapters Fit Your Present Exhaust 
System ... Single or Dual Tailpipe 


N 








Use Harvey Tailpipe Adapters with any 2” or 22” hose —rubber 
or metal. With 2'2” hose and Harvey universal lock-sleeve coupler, 
Harvey Adapters are easily and quickly interchangeable, without 
changing hose and fittings. All Harvey adapters and fittings are 
heavy gauge metal and electroplated for year-to-year use. 


Tailpipe Adapters for 
All 1957 Cor Models 
Now Available. 

















Harvey Dual-exhoust"Y” Harness 
adapts singie-outiet per stall HARVEY 
installations to dual exhaust. EXHAUST EQUIPMENT 


and HARVEY HEAVY-DUTY HOSE 
—non-crush, heat resistant, truly flexible— 
the best rubber exhaust hose in the industry... 
and reasonably priced. 


You can’t beat 
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IT WELL WITH DOUGLAS EMBLEMS 


" Seotchlite Day-Nite and Krome-Kal Ads 4.7 | 


The Douglas Orr ryt | 
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Meeting the Demand— 


New facilities have been installed in 
he Firestone Tire & Rubber Co.'s Akron plants 
’ fo meet the demands from automobile 








a manufocturers for the new 14-inch tire 
- at which will be used on many 1957 cars. The 
yer, above hand operator is shown at a Bag- 
ern O-Matic line as he places an uncured 
‘ant “green” tire in a mold which shapes the 
‘ tire in a single automatic operation. End- 
rth- less bucket-type conveyors bring the green 
est, fires to the operator's fingertips from the 
hur | Seer obove. 
L. 


-F. | BBB Predicts 
Boom for Self in 
t | Next 5 Years 


ra NEW YORK. — Better Business 
ite | Bureaus will double their growth 
0, in dollar income and public services 


















hew in the next five years, Victor H. 
Nyborg, president of the national 
\ore organization, predicted last week. 
ling In a statement sent to the 107 
vide members of the Assn. of Better 


rea. Business Bureaus, he cited as a 
ally basis for his prediction their record 
ind- since October, 1946, when the as- 
in- sociation office was established. 

He noted that the Better Busi- 

= ness Bureaus now have in excess of 
80,000 business firms providing 
membership support, twice the 
number of 10 years ago. During this 
period, dollar support has increased 
from $1% million to more than $4 
million—a 220 percent increase. 

The bureaus handled in 1955 more 
than two million requests for as- 

. sistance from the public, double 
the number since 1949. 

Nyborg said he is “optimistic 
and impressed with the potential 
for growth and expansion” in the 
trade-practice field where much of 
the bureau’s work in developing 

ber and improving codes and standards 
ler, for advertising and selling is car- 
out ried out. 


20-Millionth Radio 
se | Made by Delco 


Y-- KOKOMO, Ind. — Production of 
the 20-millionth radio made by the 
Delco radio division of General 
Motors has been marked by a brief 
ceremony in which the radio, a 
transistor unit for a Pontiac, was 
Presented to Berry W. Cooper, 
general manager of Delco. 

“It took us about 4% years to 
turn out our first million radios 
after starting production in 1936, 
but in 1955, we turned out three 
million radios,” Cooper said. 


Jaguar Quits Racing 

LONDON, England. — Jaguar 
Cars, Ltd, which has had con- 
siderable success racing its cars at 
Le Mans, the Rheims Grand Prix, 
the Grand Prix in Florida and at 
other races, will suspend its racing 
activities during 1957. 


ELVIS PRESLEY 


and hundreds of other famous 
artists on any RCA Victor Rec- 
ord Album (list $3.98) YOURS 
FREE with each case of SILOO 
HYDRA-VALVE KLEEN or 
SILOO TRANSMISSION 
KLEEN, For details of this 
FREE OFFER, contact your 
jobber or write Petroleum Sol- 
vents Corporation, Dept, C, 331 
Madison Ave., New York 17, N. Y. 



























































BOSTON.—A defense of a “tight| 
money” policy to curb inflation has 
been given by J. Cameron Thom- 
son, vice-chairman, Committee for 
Economic Development, and board 
chairman, Northwest Bancorpora- 
tion, Minneapolis, in a talk at the 
New England Bank Management 
Conference here. 

The danger, as Thomson sees it, 
is not that inflation cannot be 
restrained, but that it will not. 
“This danger,” he said, “arises| 

from the unwillingness of some 
groups to accept the restraints on 
credit, wages and prices necessary 
to maintain a stable economy.” 

Thomson said that inflation falls 

on people with fixed incomes, makes 
business planning and investment 
hazardous, eats up savings and ends | 
in political and social upheaval. 

“An upright economy cannot... 

be expected to develop on... un- 
trustworthy money,” he said. “In 
the grim atmosphere of inflation, 
normal incentives toward business 
efficiency are weakened and shoddy 
products are encouraged.” 


According to Thomson, public 
recognition of these “unhappy con- 
sequences” is essential if the “disci- 
pline we must have” in order to 
avoid inflation is to be acceptable. 

He defined inflation control as | 
“discipline,” which, by its very | 
nature is unpopular. 

Thomson said that he believes the 
U. S. is pursuing policies which 
will restrain inflation. “So long as 
the government continues to man-| 
age ... within the limits of a bal- 
anced budget,” he said, “productiv-| 
ity and competition will prevent the| 
current price movement from ... 
(an) unchecked upward price| 
spiral.” | 

Thomson said the many outcries 
against a tight money policy was 
rather surprising. “We cannot have 
the benefits of tight money without | 
submitting to the discipline from 
which these benefits flow,” he said. 

In his view, credit restraint to- 
gether with demand for credit | 
makes money tight. Then, he said, 


Canadians Ask 
Enforcement of 


Carriers Act 


VANCOUVER, B. C.—Stricter en-| 
forcement of the provincial Motor| 
Carriers Act has been urged at the 
annual meeting of the Automotive 
Transport Assn. of British Colum- 
bia here. 

It was argued that better en-| 
forcement would protect operators 
from unfair competition and en- 
able them to render better service. 

James Vanderspek, association 
president, said too much competi- | 
tion results in rate-cutting with 
neglect of safety and proper main- 
tenance measures. 

Vanderspek said he believed 
members felt the act was too “wide 








open” and he thought the Public 
Utilities Commission was not carry- 
ing out its obligations in enforce- 
ment, 

It also was contended that con- 
tract haulers should be required to 
file schedules of rates for public 
inspection just as the carriers do 
through the utilities commission. 


SAE Selects Michell 


As Buckendale Lecturer 


NEW YORK. — William P. 
Michell, chief development engi- 
neer, Toledo division, Dana Corp., 
has been selected to give the 1956 
Buckendale lecture here tomorrow 
(Nov. 20), according to the Society 
of Automotive Engineers. 

In the lecture—“New Drive Lines 
for New Engines” — Michell wil] 
discuss selection of transmissions 
for trucks, with particular empha- 
sis on how they affect the perform- 
ance of the vehicle. He also will 
give an appraisal of the automatic 
transmission for truck use. 


Fire Hits Johnson 
BINGHAMTON, N. Y. — Damage 
estimated at $7,000 was caused by 
fire at Guy F. Johnson, Ine. 
(Cadillac-Pontiac). The fire 
destroyed two used cars. 
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Defense of Tight Money 


Discipline, Credit Restraint Needed to Control 
Inflation, Says Banker 


it becomes increasingly difficult 
for the lender to obtain new 
funds to lend and makes borrow- 
ing even more expensive. 

“I, for one,” Thomson said, “am 
content to accept the discipline of 
hard money when monetary re- 
straint is needed rather than run 
the risk of sacrificing real economic 
gains to satisfy each and every de- 
mand upon the economy the mo- 


| ment it is made.” 





Southeast Shows Jump 
In Vehicles on Road 


ATLANTA. — Nearly half a 
million more vehicles are in use 
in the Southeast this year than 
in 1955, states Merrill C, Lofton, 
U. S. Commerce Department field 
manager. 

Registrations for 1956 in Ala- 
bama, Florida, Georgia, Missis- 
sippi, Tennessee and the two 
Carolinas are estimated at 8,339,- 
000, which is 418,986 more than 
last year. 

Florida, with its 8.7 percent 
gain, led the entire nation in its 
rate of increase in registrations, 
Lofton said. Georgia, for the first 
time, now has more than one 
million registrations, a gain of 
2.7 percent over last year. 
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OIL FILTER 


WITH THE ACID-FIGHTING 
Feridium Anode 
MADE EXACTLY TO REPLACEMENT SPECIFICATIONS 
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Any way you order LEE Oil Filter Replacement Cartridges, you're sure to make as 
much as 40% EXTRA profit over any other leading brand! 


Any way you order LEE Oil Filter Replacement Cartridges — in the plain package or in 
the colorful Lee package — you're sure of getting the finest filter made — the ONLY 
filter with the built-in Feridium Anode — THE ONLY FILTER THAT'S GUARANTEED TO 
REMOVE BOTH SLUDGE AND ACIDS! 


LEE Filters are sold nationally and in market after market — with dealer after dealer 
—the LEE Filter has been enthusiastically received. Why? Because no other filter 
can match it in 
Better get started today with LEE — the filter that’s better than the one that came 
with the car! 


FILTER CORP., 
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The original full strength 
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PACKED IN NEUTRAL CONTAINERS OR IN THE 
NATIONALLY ADVERTISED LEE PACKAGE 


performance, in quality, in price or the handsome profits it creates. 
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Contact your Car Dealer Expediter or 
Jobber. He carries ample stocks of 
LEE Filters in the package you want. 
Available in all sizes for all makes of 
cars — 1940 thru 1956. 
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ORLANDO, Fla. — Many dealers 
and salesmen are missing potential 
profits by not exerting enough ef- 
fort to sell the finance package, the 
Florida Automobile Dealers Assn. 
advised its members. 

In a bulletin, General Manager 
Walter C. Mallory noted that 
there is no magic formula for 
selling finance plans. But, he said, 
there are several things dealers, 
salesmen and finance companies 
can do to increase profits from 
this source. 

One of Mallory’s suggestions, 
aimed directly at salesmen, was 
that the buyer should be quoted the 


Tax Court Rules 
Zanesville Dealer 


Owes $54,900 


WASHINGTON. — The Tax 
Court of the U. S. has ruled that 
M. L. Cottingham and his automo- 
bile dealership in Zanesville, O., 
must pay $54,900 in back income 
taxes and penalties. 

A major issue in the case was 
whether $36,038 Cottingham re- 
ceived in 1947 from the corporation, 
M. L, Cottingham, Inc., was a tax- 
able dividend or repayment of a 
loan. 

The Internal Revenue Service 
was upheld in its contention that | 
the note concerned was a bookkeep- 
ing transaction and did not repre- 
sent bona fide indebtedness. 

Also at issue was the amount of 
rent paid, legal and auditing ex- 
penses and Christmas bonuses, 

The court ruled the latter two 
items deductible. 





For the lowdown on dealer thinking, | 
read John O. Munn’s column each week | 
on Page 3. ! 


Selling the Finance Plan 


Many Dealers Miss This Important Source 
Of Profit, Florida Assn. Says 


| made, thus effective efforts to sell/ -ojet and driver Bob Welborn took| 
financing must be made at the point | top honors in the 1956 National 
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monthly payment, rather than a 
flat price and tradein allowance. 

He recommended three steps for 
dealers: 

1. Take an active interest in the 
problem, and check with salesmen 
whose records show a low percent- 
age of finance deals. | 

2. Employ a time sales manager | 
whose duties would be to talk to| 
every customer who contemplates 
paying cash or financing elsewhere. | 

3. Pay the salesman a bonus on| 
each time deal. “ 

Other pointers for salesmen in-| 
cluded: Rambler Dealers Elect. Officers— 

1. Make the selling of the fi- | Officials of American Motors’ Boston zone congratulate new officers of the Rhode 
nance plan an integral part of | Island Rambler Dealers Assn. From left are Dan LaPolla, Cranston, treasurer; Carl De- 
the sales story. It should not be | Luca, Cranston, secretary; Gordon James, Providence, vice-president; Herman Dumais, 
put off until the time comes to | Woonsocket, president; Robert J. Goodyear, zone manager; and Harold F. Fenerty, 
close the deal, Mallory said. | district manager. 


2. Remember that selling the fi- “ " 
and the salesman because it enabies| CONVErtible Titles 
stantial part of their business. | WON by Chevrolet 
panies do not come in contact with} ANG Welborn 

the customer until after the sale is | DAYTONA BEACH, Fla—Chev-| a 


|22 races, Chevrolet driver-owner 
Larry Odo, Chicago, was third, fol- 
|lowed by Joe Weatherly (Ford), 
| Norfolk, Va., and Don Oldenberg, 
Chicago, who drove a Buick, Dodge 
|}and Mercury. 
Pete DePaolo, Long Beach, Calif., 
nished second among the owners. 
Odo was third; DePaolo was fourth, 
of sale. | Convertible Caomatentiin ened! (with a second entry) and Hubert 
However, he said, finance institu-| sored by NASCAR. : " Postage oreland, Burlington, N. C, 
tions _ assist ok : ——! Chevrolet amassed 1,088 points in| was fifth. 
ing sales meetings an y taking) ; allie tie ia a 
the following steps sf aes and Waborn, Greensber®,|Standard Products Adds 
1. Explain the advantages of the| owners, He drove a Ch evrolet|To Canadian Plant 
dealer’s finance plan to dealer,| throughout the season, WINDSOR. — Opening of an ad- 
salesman and customer. | Ford, which finished second with| dition to the local plant of Stand- 
2. Provide salesmen with mate- | 801 points, won 27 races to top this| ard Products (Canada), Ltd, has 
rial to assist them in closing | category. Chevrolet and Dodge each| been announced. 
finance deals. won 10 races and Buick accounted | Standard Products, 28 years in 
3. Train salesmen in the use of| for the other victory. Trailing them| Canada, acquired a 20-acre tract 
rate charts. | in total points were Mercury, Plym-|on Prince Road with a 19,000- 
4. Present prospect cards of cus-/ uth, Oldsmobile, Cadillac, Chrysler| square-foot building about a year 
tomers who are almost paid out on| 29d Pontiac. ago. The new addition increases 
the finance company’s books. Curtis Turner, Roanoke, Va., was|the size of this plant to 67,200 
5. Advertise the advantages of|runner-up to Welborn among the/| square feet. Andrew C. Lyon, Wind- 
their plans and policies. drivers. He piloted a Ford and won' sor, is general manager. 
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Give Your New Cars A New Home 


MIAMI, Fia.—in all new cars for 1957 the tr 


design. The color combinations are more beautiful, more daring than ever before 
and the sparkling trim suggests the speed of rocket ships. These automobiles of 
tomorrow deserve the finest display “showcase” obtainable today . . 


Markee Carport installed in multiple units to 
The American Markee is an all aluminum 
operation. It is commercial in strength an 


design. Its basic form is a 10 x 20 foot carport. When installed in multiple units, 


the Markee is adaptable to any size busine 


the carport are shipped KD ready to set up by only two men and simple everyday 


tools. 


The installation of lighting beneath the canopy even more enhances the beauty and 
salability of the cars on display. The American Markee is a silent around the clock 
salesman working for its owner day and night. 

On the original blueprints, the American Markee is the off-spring (as is its com- 
panion product, the Playtime Patio) of the American carport. Representing an indus- 
trial boom in Florida, all three are highly successful tributes to the expert planning 
of the Seaview Industries engineers. 

Seaview has the best-equipped plant. of its kind in the entire South. The craftsmen 
who produce the Markee have yeors of skillful workmanship behind them. Com- 
plete information will be sent on request. Inquiries are addressed to American 
Markee Corporation, Box 397, International Airport Branch, Miami 48, Florida. 


end is to lower, longer, more streamlined 


. the American 
fit individual needs. 

canopy especially suitable for cor lot 
d durability yet simple and elegant in 


ss, and is easy to handle. All sections of 


for BEST display... 
night or day! 


install an all-aluminum 
carport by American Markee 


Here is a 24 hour salesman that works rain or shine to better merchandise your automobiles. 


The simplification of design enhances the lines of the cars you display, while the all-aluminum 
construction adds an air of permanence to a “car lot” operation. Attach this ad to your 
letterhead and let American Markee increase ““DEALS” for your DEALERSHIP. 


Photos courtesy of Packer Pontiac—Detroit, Flint, and Miami 


AMERICAN MARKEE CORPORATIO 





Lighting Equipment not included. 250” 


N_ a division of SeaView Industries, Inc. * Box 397, Miami 48, Florida 
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GM Official Rips 
Canadian Moves 


To Curb Credit 


MONTREAL. — William 4 
Wecker, president and genera] 
manager of General Motors of Cap. 
ada, Ltd., declared here as the com. 
pany was opening its Motoramag 
that he foresaw a good chance that 
Canadian automobile sales will pass 
500,000 in 1957. 

The automobile market ag 
“buoyant” and “growing,” he added, 

Wecker also said that he believes 
that curbing of consumer credit 
cannot slow down inflation. He dig. 
agrees completely with J. E. Coyne, 
governor of the Bank of Canada 
on this point. 

Referring to recent increases in 
interest by the Bank of Canada 
Wecker said he agreed that there 
are inflationary trends in Canada, 
“but we can see no gain in tighten- 
ing credit.” 

“When you begin to strangle pur. 
chasing power as would be done 
through curbing of consumer credit, 
you will cut off the buying of con- 
sumer goods,” he said. “This can 
only produce unemployment.” 

Wecker declared “now in Canada 
| we have the highest rate of employ- 
|}ment we have ever had, with the 
highest wages ever being paid. 
| There is no shortage of products.” 
Rising expenditures have not pro- 
|duced any signs of strain on the 
| credit of General Motors customers, 
| he said. 

“In the automotive industry at 
least, there are few delinquencies in 
| payments, and the repossession rate 
lis extremely low,” he said. “By 
every indication, provided no arti- 
ficial stress is brought to bear on 
it, automotive credit is vigorously 
|healthy and capable of supporting 
|a higher sales volume.” 
| Car buying on credit is similar to 
|buying of houses on credit, he 
| added. 
| “If a man takes a mortgage on 
|a house for about the same amount 
he would pay in rent, that man is 
contributing to the national econ- 
omy and the building of Canada,” 
|he said. “The same applies to & 
man who buys a car out of income.” 





Detroit Diesel 
Establishes Six 
Regional Offices 


DETROIT.—General Motors’ De- 
troit Diesel Engine division has 
established regional operations in 
six large cities during the last 9 
days, according to Robert E 
Hunter, general sales manager. 

The offices are in New York, At- 
\lanta, Detroit, Chicago, Dallas and 
| San Francisco. 

Hunter said the regional setup 
would provide additional assistance 
to distributors, dealers and equip- 
ment manufacturers in working out 
the power requirements of their 
customers. 
| Managers of the new regions are 
| L. A. Steele, New York; R. W. Phil- 
lips, Atlanta; J. C. Campbell, De 
troit; D. E. Schwendemann, Chi- 
cago; Eric Sutton, Dallas, and R. L. 
Burpee, San Francisco. 


Plate Unit Slated 
For Kaiser Mill 


OAKLAND, Calif. — Kaiser Alu- 
minum & Chemical Corp. has an- 
nounced that it will add extensive 
facilities for the production of 
aluminum plate to the sheet and 
foil rolling mill now under con- 
| struction at Ravenswood, W. Va. 


The additional facilities will in- 
clude a new 144-inch plate mi 
heat treating facilities, ultrasonic 
testing equipment and a plate 
stretcher capable of stress-relieving 
aluminum alloy plate up to six 
inches thick. 

The new stretcher, which Kaiser 
calls the world’s largest, will be 
capable of handling a maximum 
cross-section of 550 square inches. 
Within this overall limit, gauges uP 
to six inches and widths up to 12 
feet may be stress-relieved by 
stretching, and lengths up to 
feet may be handled. 








More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 
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Needed to Restore Profits, Sims Says... . 


Territory-Security Law Asked x 


HARTFORD.—Congressional ac-|of the service responsibility clause 
tion to restore the service respon-) in 1949, Sims declared: 
sibility clause in the dealer| “The question of legality on this 
franchise was advocated last week | Service responsibility clause is of 


by Elson G. Sims (Ford), Vin- 
| 
Moyer to Head 


Willys in Chicago 


Sims deplored reduced dealer 

profits in an address at the annual 

convention of the Connecticut 

peeeenme estes Alm. TOLEDO.—Appointment of K. S. 
| Moyer as central division manager 
|of Willys Motors, Inc., with head- 
| quarters in Chicago, was announced 


Present indications are that the 
average national profit for new- 

last week by C. A. Watson, general 
sales manager. 


ear dealers will be a minus figure 
for 1956, Sims said. He noted that 

the first-half net was only one 

percent and added that histori- | Moyer has been Willys Califor- 
cally, the second half level falls | nia zone manager at San Francisco. 
below the first half. He succeeds C. W. Grinstead, who 
Tracing lowered profit margins, has been named director of adver- 

of the past few years to abolition| tising and merchandising. 





Credit Men Look at Future... 








Money to Remain Tight 


‘Continued from Page 1) 


hurt them now because so many| tightening of retail terms and 
dealers are operating on marginal) further selectivity in the extension 
profits, according to Thomas E.| of credit could be expected. 
Courtney, president of North Illi- R. L. Oare, chairman of Associ- 
nois Corp. of DeKalb, Ill, ates Investment Co., South Bend, | 

Asserting that the increased Ind., pointed out that a unit in-| 
cost of floor planning thus far | crease in production this year of | 
has only risen about $2 on the | 19 percent would mean that the | 
average car, Courtney said that outstanding debt would increase 17 
because of the “disgraceful” | to ig percent. This in turn would) 
profits dealers are currently earn- mean that about $2-3 billion in new 
ing, any further increases in the | gnance money will have to be 
cost of money will certainly | found to keep pace with the pro- 
further reduce this small profit | jected production increase, he said. 
because the dealer is unable to “If the dramatic appeal of these 
pass along the full increase to the | cars catches on, the public will find 
consumer. the money,” declared Byron S. 

He said the present dealer profit) Coon chairman of General Finance 
situation was unhealthy and urged Corp., Evanston, IIl. 
that everyone in the industry . ‘ - 
should help dealers earn a more SO Guanes ensentives cold os 
— I aes president of yet they had noticed no indi- 
Murdock Acceptance Corp. of Mem- ge llng h Bg w i price 
phis, opined that increased floor- Richard E. Meier AFC ~s 

; ; 3 president 

— eo —— effect on total and president of Interstate Finance 
es a on Corp., Evansville, Ind., said he had 


: . ; , found no enthusiasm f sumer 
E SAID the dealer is mecting| rogit controls. 


the challenge of tight money “ «ww. believe that the possibility 
by watching his inventory carefully of these controls during normal 
and by turning the inventory cover peace times is negligible,” affirmed 
faster. D. B. Cassat, president of Inter- 
In general, the finance people) state Finance Corp. of Evanston. 
thought that dealers are operating R. Earl O’Keefe, president of 
far more efficiently these days. Southwestern Investment C or p., 


Several finance executives -_ said that his company continues 
their companies are doing their to advocate larger purchaser 


utmost to cut their expenses so equities and repayments in the 
that they will not have to pass shortest possible time 
along the full increases to which The Automobile Finance Confer- 
ey are subject. it — none ence, a national association of auto 
oo ee a sales finance companies which was 
. ; meeting in conjunction with the 
nance companies, yet many com- = 4 merican Finance Conference, also 
panies have only passed on a urged the 66 percent of the Ameri- 
small portion of this increase tO) 645 public who buy their cars on 
their dealers. time to make the largest possible 


A model finance law ne - downpayment and get the shortest 
eliminate finance packs an ick- | possible terms. 


backs was recommended to AFC The group said that this policy 
members for enactment in their) oui benefit the buyer by (1) low- 
states by Cc. L. Landen, president ering his total costs, (2) building 
of Securities Acceptance Corp. of up tradein value. (3) keeping him 
Omaha. ; in a sound financial position in case 

Designed to further the best in-| o¢ 4, emergency and (4) maintain- 


terests of the public the dealer, the ing a superior credit standing for 
manufacturers and the finance him. 


agency, the legislation provides for: ee ed 
* * » 


LICENSING of finance com- : 

* panies. : i dea ga 
2. A ceiling on rates or discount : , ; 
charges. 
3. A full disclosure of the trans- 
action in the bill of sale. 

4. A refund of interest on anti- 
cipated prepayment of the sales 
contract. 

5. Penalties for violation of the 
law. 

As the tight money situation con- 
tinues, E. Lattimer, president of 
American Discount Co., said a 


Lake-Geauga (O.) Elects 
Glasscock President 


WILLOUGHBY, O. — The Lake 
and Geauga (counties) Automobile 
Dealers Assn. has elected Ira Glass- 
cock, local auto dealer, as president 
for the coming year. 

Other officers are Edward Hach, 
Painesville, vice-president; B. H.| 
McCahan, Chardon, treasurer, and 


J. A. Thompson, Painesville, secre- 
tary, 





rs 


The Jaguar Mark Vill— 


ing. Powered by Jaguar's XK engine, the 


such major 
should be determined at an early 
date. 


up dealer financial positions in the} 


| tive years following the removal of 





Jaguar's latest entry in the American market is this 1957 Mark VIII luxury sedan. 
Its long, low lines are emphasized by duo-tone mody treatment and thin chrome strip- 


importance that it 


“Either it is legal, as I believe 
it is, or it is not legal, and if it | 
should be determined not to be 
legal, then the Congress ought to | 
correct the situation at once, and | 
I believe they will.” 

Sims said the Korean war buoyed | 





1950-53 period, after the Justice De- 
partment ruled that the service 
responsibility clause might be il- 
legal under antitrust statutes. 

End of the Korean conflict, he 
said, was followed by “three years 
of the greatest frenzy of mad, dis- 
organized, unethical and chaotic 
selling this industry has ever seen.” 

“If the franchise change of 1949 
had nothing to do with these con- 
ditions,” Sims asked, “isn’t it 
Strange that these conditions 
existed in the first three competi- 


Fourteen Texas Rangers, including Col. 


the service responsibility clause of 
the franchise?” 

Sims flew to Hartford from 
Louisville, where he told the con- 
vention of the Kentucky Auto- 
mobile Dealers Assn. that dealers 
needed “a simplified, standard- 
ized accounting system.” 

He criticized accounting systems 
which advise that used-car tradeins 
be placed in inventory at retail 
price, instead of wholesale. 

“When you do this, you are 
placing a mortgage against the 
future profits of your business,” he 
said. 


WASHINGTON. What is i 
fate of auto probers in the new 
Congress? Death and defeat have | 
taken their toll of familiar law- 
makers. 

Despite the Democratic victory 
in Senate and House, there will 
be some significant changes in | 


4 Pet. Rise in Oil Demand 
Predicted During 1957 


(Continued from Page 4) 


| convenes. 


leum Institute last week on the 

1957 outlook for his industry. over this year. 

Knight forecast a 1957 demand of Knight went further than 1957, 
9,598,000 barrels of petroleum prod-| however, and prepared a forecast 
ucts daily, or 371,000 more than 1956| for 1962, based on trends “as we 
(based on seven months actual, five | see them today.” 
months estimated). Factors he considered were: 

The domestic demand in 1957, he 1. Increased leisure time of pas- 
predicted, would be 9,265,000 bar- senger car families. 
rels a day or an increase of 366,000 2. Growth of two-car families. 
more than 1956. 3. Improvement in highways. 

Knight saw 1957 exports averag- He noted there was one factor 
ing 333,000 barrels a day in 1957,| whose effects cannot be gauged 
approximately the same as this| at present—new types of engines. 
year. He added that this could be Knight's 1962 estimate envisioned 
changed significantly by develop-|4 domestic demand of 11,100,000 
ments in the Suez Canal dispute. | barrels of petroleum products daily, 

The domestic demand for gaso- | 2"_,increase of 20 percent over the 
line, he said, in 1957 would aver- | }957 forecast. 

age about 3,967,000 barrels a day, Demand for motor fuel in 1962 

163,000 barrels a day—or 4.3 per- | Should be, he said, about 24.3 per- 

cent—greater than in 1956, cent over 1957 demand. Exports of 

Diesel fuel demand, Knight said, crude and products probably wil 


would average 513,000 barrels daily, |4°Ccline about 25 percent, he said. 
$$ ——| The combined total — based on 


| 250,000 barrels for export—would be 
about 11,350,000 barrels a day, or an 
increase of 18.3 percent, according 
to Knight. 
* .* 
Life of Ernie 
The Secret Was Kept 
From Breech 

DETROIT. — Ernest R. Breech, 
son of a Lebanon (Mo.) blacksmith 
who quit college at 20 to take a $15 
a week job that started a climb to 
chairman of the board of Ford 
Motor Co., last week was the sub- 
ject of TV’s “This Is Your Life.” 

But Mrs. Thelma Breech, in on 
the secret, had to plan a “very 
special dinner party” for that night 
to keep him from accepting an out- 
of-town speaking engagement. 

When Breech heard later that 
the program, one of his favorites, 


an increase of 22,000—or 4.5 percent 





Sheehan Succeeds Davis 


BUFFALO.—Sherwood H. Shee-| 
han, president of Sheehan Motor 
Sales, Inc., has been elected by his 
fellow DeSoto dealer members as 
their representative on the Buffalo 
Automobile Dealers Assn. board of 
directors. Sheehan will serve the 
unexpired term of Paul B. Davis, 
resigned. 


troit, he asked Charles Moore, head 
of Ford public relations, to see if 
he could get tickets for the dinner 
guests. 

There was no trouble. And when 
Breech found that it was his life 
that was going to be reviewed, he 
blurted: “Oh, no.” : 

When it was over, he said: “This 


car features leather upholstery, sliding sun | is worse than planning a new 


roof, security locks on rear doors and flush-folding occasional tables. The Mark Vill | model. But it’s wonderful—wonder- 
is priced at $5,695, with automatic transmission. 


| ful.” 





was going to be telecast from De-| 





Texas Rangers Get New Mounts— 


Homer Garrison, director, Department of 


Public Safety, and Chief R. A. Crowder, take delivery of the specially-built Dodge 
D-500 Texan police pursuit cars with 285-horsepower engines. The trunk compartment 
of the car is more than six feet wide and provides all the space necessary for the 
saddles, armament and assorted equipment each Ranger must carry in his line of duty. 


Kefauver to Oust O’Mahoney? 
Fate of Other Probers Told 


congressional committees of in- 
terest to dealers, 

The Senate’s most implacable 
auto investigator, Senator Joseph 
C. O'Mahoney, Wyoming Democrat, 


j}may lose his chairmanship of the 
| antitrust subcommittee, 


He conducted last year’s “study” 
of General Motors Corp. and took 
over the job because Senator Estes 
Kefauver, Tennessee Democrat, was 
too busy campaigning to want the 
post: 

It is likely that the Tennessean 
will want the job when Congress 
If successful, it would 
relegate Senator O’Mahoney to just 
another seat on the subcommittee. 

Without question, Senator 
Kefauver will begin working to 
gain the Democratic Presidential 
nomination in 1960. Chairmanship 
of the antitrust subcommittee is 
an excellent spot from which to 
attract public notice, 


The only thing that could stop 
him is the well-known enmity 
toward him of a sizeable number 
of his Democratic colleagues in the 
Senate. 

Some observers think it possible 
that the Senate will break with its 
long-standing seniority tradition to 
keep Senator O'Mahoney at the 
helm and to keep Kefauver out. 
There certainly will be an attempt 
to do this. 

The Senate's other prober, Sena- 
tor A. S. Mike Monroney, Oklahoma 
Democrat, will return to the Inter- 
state and Foreign Commerce Com- 
mittee, but two other members, 
Senators Price Daniel, Texas Dem- 
ocrat, and James Duff, Pennsyl- 
vania Republican, will have to be 
replaced. 

Rep. Oren Harris, Arkansas 
Democrat, is likely to succeed the 
late Percy Priest, Tennessee Dem- 
ocrat, as chairman of the House 
Interstate and Foreign Commerce 
Committee, the group which con- 
sidered so many auto bills last 
session. 


Rep. Arthur Klein, New York 
Democrat, who personally headed 
the House auto probe, was not 
returned to Congress and Rep. Carl 
Hinshaw, California Republican, 
who authored several “phantom 
freight” bills, is dead. 

Three ‘new faces will appear on 
the powerful Senate Finance Com- 
mittee to replace vacancies left by 
Senators Walter George and 
Eugene Milliken and the late Alben 
Barkley. A likely candidate for one 
seat is newly elected John Carroll, 
Colorado Democrat, a New Dealer 
in economic outlook. 

WituiamM ULLMAN 


Colbert Becomes 


Trustee of CED 


NEW YORK. — Election of L. L. 
Colbert, Chrysler Corp. president, 
as a trustee of the Committee for 
Economic Development is an- 
nounced by J. D. Zellerbach, chair- 

|man of the CED board of trustees. 
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Here’s proof 
Studebaker-Packard’s 
got what 


dealers want 


Assistance 

in developing facilities. 

Opportunity 

for continued growth and expansion. 

Profit 

for all through a **Balanced Volume” Franchise. 
Security 


through wise and sound management. 








This year the profit-making difference in the low price field is Craftsmanship! 
You’ll see and hear Studebaker’s unique Craftsmanship story, advertised nation- 
ally and locally. Quality-conscious car buyers will be looking for Studebaker 
57. They’ll be looking for you, if you have a Studebaker franchise. There’s 
still time to get on the bandwagon. Just see what you get with Studebaker’s 


unique - Balanced Volume”’ Franchise 


ig difference ... for dealers, too! 


only cars in America that offer 


Supercharged Power . . . with two best-sellers built in: fof power in the field, plus amazing economy, 
too, through exclusive Jet-Stream Supercharger. 


Twin-Traction Differential . . . puts an end to slipping and sliding in snow and mud, or on ice. 


Luxury-Level Ride. . . variable-rate springing, exclusively engineered by Studebaker, plus longest 
wheelbase in the field add up to unparalleled comfort. 


Slipstream Styling . . . the low, trim, modern look others have just begun to approach. 


only line in America that offers 


The Sensational Hawks . . . Amcrica’s fastest-selling family sports cars, led by the supercharged 
Golden Hawk, the ‘“‘down low” car with the “wide profit!’ 


A Full Line of Cars (and Trucks) . . . everybody’s choice in this full line of Sedans, and Station 
Wagons... three series of custom and deluxe models—and trucks, too! 


The Unique “Balanced Volume” Franchise . . . lets you order only the cars you want, and only 
when you want them. Meets market conditions realistically . . . profitably. 


CALL OR WRITE TODAY! Dealer Development Department, Studebaker-Packard Corporation, 
South Bend 27, Indiana. 


You'll do better with the company that puts quality 


first, both in its product and in dealer relations! 


Studebaker-Packard 


CORPORATION 


“f/f o Ee 
Whew poodle Va Werkmansheje COMES Jal se 
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Dealer Offers Long-Term Contract... 


Incentive for Top Salesmen 


By Joseph M, Callahan 
Staff Writer 
AN GABRIEL VALLEY MO-| 
TORS, a Lincoln-Mercury} 
dealership in San Gabriel, Calif., is 
offering a long-term contract to its 
salesmen in an effort to attract and 
keep a high-caliber sales force. 
Included in the} 
San Gabriel offer to} 
salesmen are these} 
items: 
1, Weekly guaran- | 
tee that increases 
with seniority. 
2. Profit-sharing plan based on 
seniority and sales volume. | 
3. Annual vacation. 
4. Company insurance. 
5, Demonstrator. 
6. Training program. 
Henry Kearns, president of San| 
Gabriel, said, “The purpose of the| 
contract is to provide security and | 





AC Manager Sees 1957 | 


incentive to men who desire to 
make automobile retailing a life 
profession.” 


Kearns said a college degree or 





Fisher Strike OK'd; 
St. Louis Walkout Ends 


PONTIAC.—Members of UAW 
Local 596 at the Fisher Body 
division of GM here completed a 
strike vote last week, with 98 
percent of the 4,000 employes ap- 
proving a walkout. 

A UAW wildcat strike of 1,200 
workers at the Fisher Body plant 
in St. Louis ended last week, just 
12 hours after it began, Union 
members blame a series of ac- 
cumulated grievances for the 
walkout. 





As Biggest Parts Year 


FLINT. — A record year in 1957| field, Anderson said his division is | 


for the automotive replacement 


parts industry was predicted last) to putting electronics in every car.” | 


week by Joseph A, Anderson, gen- | 
eral manager of AC Spark Plug} 
division of GM. 

Anderson said that AC’s own 
replacement parts sales — chiefly 
spark plugs, oil filters and fuel 
pumps — are running 10 to 20 
percent above the record 1955 fig- 
ures. He forecast further gains 
for AC next year. 

However, Anderson said that AC’s 
total sales, including replacement | 
parts, original equipment and 
defense products, is not quite up to 
the 1955 level. He added that | 
declines in original car and truck) 
equipment have almost been offset | 
by the increases in replacement and 
defense business. 

Anderson told an “automotive | 
writers’ open house” last week that 
the replacement parts industry is 
one of the best illustrations of the| 


real partnership between large and) 
small businesses in this country. | 


“AC itself deals indirectly with | 


some 300,000 small businesses — added that the division was one of | 
|the most diversified supplier oper- | 


the jobbers, garages, service sta- 
tions and auto dealers who sell | 
AC products throughout the | 
country,” he asserted, 

“The accessory business is a| 
highly competitive field and one)| 


that is absolutely vital to the health | equipment, replacement parts and| 932 of the United Auto Workers 


of our transportation system. To 
succeed, we and the small business- 
men who sell our products must 
bring to the public the best possible 
quality at the lowest practical 
price.” 

He explained that AC serves the 
replacement market through thou-| 
sands of distributors and jobbers, | 
who in turn deal with garages, 
service stations and other parts 
outlets. 

“Each one of these businesses 
is independent and looks to us 
and other manufacturers for vari- 
ous items which they sell 
Through this system of distribu- 
tion, the American motorist can | 
buy what he needs at almost any 
place in the country.” 

Declaring that AC has one of the 
most diversified engineering and 
production jobs in the automotive 


NASCAR Crown 
Goes to Chrysler 


DETROIT. — Chrysler division 
won its third consecutive NASCAR 
crown last week when Buck Baker 
Was announced as 1956 NASCAR 
grand national champion, Baker 
has piled up 9,072 points driving 
Chryslers this season. 

Chryslers have taken 21 first 
places in NASCAR grand national 
races so far this season, seven more 
wins than have been posted by any 
other automobile. Chrysler also has} 
set the top NASCAR “batting aver- | 
age” for wins and places with a 
rating of .498. Its nearest com-| 
petitor has an average of .295. 





| cars, trucks, tractors and aircraft. 


“looking years ahead with an eye 


He continued, “We believe we 
are an idea organization — and we 
will follow any idea that holds 


|promise in our field. We're inter-| 


ested in air-power and atomic 
power, in electricity and electronics. 
We're always trying to develop new 
and better parts and accessories for 
Martin J. Caserio, chief engineer 
of AC’s automotive products, dis- 
cussed some of the new products 
his department is developing. 
These included improved speed- 
ometers and other instruments, 
spark plugs, oil filters, fuel pumps, 
windshield wiper pumps and cer- 


jection system. 

Edgar H. Francois, AC’s 
replacement parts manager, ex- 
plained the size and scope of the 


| market, how AC is organized to 


serve this market and the signi- 
ficance of this market to society. 


Hugh Curtis, AC works manager, 


ations in the country, producing 
more than 30 different original 
equipment and accessory items. 

He said that AC’s business 
divided equally between original 


military products. 


By C. L. Kern 
Staff Correspondent 


INDIANAPOLIS. 


a sweeping opinion handed down 
by the Indiana Supreme Court. 
The opinion ended a long 
squabble between the State In- 
surance Department and Motors 





Simoniz Contest Winners— 


Automobile 


specific experience is not required, 
| adding that the most important 
asset is a burning desire and 
| determination to earn important 

money and be recognized as a 

success in one’s field. 

He said that other qualifications 
| needed to succeed as an auto sales- 
|man are a_ pleasing personality, 
| neat appearance, sound character 
j}and a willingness to work hard. 

Kearns said his firm “provides 
|an intense, planned training pro- 
| gram in today’s most effective sales 
|methods. This training is conducted 
|} by men who have succeeded in 
retail selling — using all modern 





| training tools such as films, tran- 
| scriptions, etc. 
* * * | 
| “@ALESMEN are given the maxi- 
| mum opportunity to make high 
income with a guaranteed mini- 
|mum. San Gabriel is constantly 
| expanding — offering opportunities | 
|in management to men of excep- 
tional ability and produ ction. 
| Dealerships are frequently available 
| to men who exhibit leadership and 


| a desire to own their own business.” | 

Kearns has published a book- 

| let, “Are You Looking Forward 
to Your Future,” which explains 

| his plan for prospective sales- | 

| men. The booklet calls attention 

| to many men who succeeded in 

| the auto business, despite the lack 

of previous experience, 

Attention is also called to the 

| growth in public favor of the Lin- | 

| coln and Mercury divisions of Ford 

| Motor Co. and to the opportunity | 

to profit from the leadership and | 

tremendous investments of these 

divisions. 


* * * 


| JN FERNDALE, Mich. an 11%- 
week strike at Fernwood Chev- 
rolet has been concluded, following 
the management's offer to recog- 
|nize the Teamsters Union as the 


tain parts for Chevrolet’s fuel in-| bargaining agent for Fernwood’s 


| 


| Shop personnel. No date has been | 
| set for the opening of negotiations. 
| On the factory front, the Ken- | 
osha (Wis.) and Milwaukee plants | 
of American Motors Corp.. were 
shut down last week by a strike | 
at Houdaille Industries of Chi- 
cago, which supplies bumpers to 
AMC, 

The bumper shortage hit AMC) 
just as production of 1957 Rambler, | 
| Nash and Hudson cars was getting | 
|under way. The Houdaille dispute | 


Talks between Houdaille and Local 


have been suspended temporarily. 


Insurance Corp., a General Mo- | 


tors subsidiary. 


enabling them to sell automobile 
j}insurance at the same time cars 
| were sold. State insurance commis- 
sioners took the position that auto- 
mobile dealers being primarily con- 








Mary lL. Seilaz, a retired school teacher, and Louis Veal, Veal Tire Co., both of 


| Knoxville, Tenn., smile happily as they display their $5,000 top prize awards in the 


Sponsor of Baker is Carl Kiek-| fourth annual Simoniz “Easy Money-Easy Method" contest. They are flanked by 
haefer, outboard motor manufac-| Mark Hayes, left, Simoniz sales representative, and C. W. Kreimendahl, right, Simoniz 
turer, Fond du Lac, Wis. 


| district sales manager, who presented the awards. 








, ‘ Motors Insurance has sought} 
|dealers of Indiana were given the| agents’ licenses for some 500 GM| 
| right to sell insurance last week in| geaiers and salesmen in Indiana! 


| used-car dealers in the state. 
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He Started with a Pig— 


Wesley Patrick, 21, 1956 Star Farmer of America, is shown with his wife, Joyce, 


County, Ga. 


truck at a celebration honoring Patrick. 
2) 2. 


| and son, Harris, standing in front of his possessions on his 130-acre farm in Brooks 
Patrick started with a pig. Ford Motor Co. unveiled its new Ranchero 





‘Star Farmer’ Honored 


Ford Unveils New Ranchero Truck at Luncheon 
Feting Young Georgian 


QUITMAN, Ga. — A county full 
of Georgians; along with Ford Mo- 
tor Co. executives and agricultural 
and educational leaders, dropped in 
for lunch last week with the 1956 
Star Farmer of America, Wesley 
Patrick, 21, Brooks County, Ga. 


A committee set up the cele- 
bration to honor Wesley and in- 
vited farm families and residents | 
of all communities to attend a 
luncheon sponsored by Ford Mo- 
tor Co. 

Henry Ford II, president of Ford 
Motor Co., said Wesley symbolizes 
the opportunities that exist in agri- 
culture and exemplifies the positive 

side of farming. That is the reason 
Ford wanted to help honor him, 
Ford said. 

As a highlight of the celebration, 
Ford revealed one of its closely-| 
kept secrets—a new kind of truck 
that looks like a car, but does the 
work of a half-ton pickup. 

A $200,000 prototype of the vehi-| 
cle, called a Ranchero, was unveiled | 
for the first time before the large 
farm gathering. Patrick was prom- 
ised the first one off the assembly 
line in December. 

Most new-car premieres are held 
in Detroit or New York. The new 


is| concerned production standards. | vehicle is the first of the 1957 Ford 


truck line to be unveiled. 
Wheeler McMillen, vice-president, 
Farm Journal, Irving A. Duffy, gen- 





Ind. Dealers Win Right to Sell Insurance — 


cerned with automobile sales didn’t} 
have time for the insurance busi-| 
ness. 

The opinion involves some 1,000) 


new-car dealers and around 500) 


The commissioners also main- 
tained that coercive practices would 
result, in that a car buyer financing 
his purchase would be handed an 
insurance car “package” without 
free choice in the matter. 


The struggle of automobile deal- 
ers to sell insurance started about 
a year ago when the state insur- 
ance commissioner denied licenses 
to automobile dealers even if they 
could pass the necessary examina- 
tion. 

The opinion instructs the in- 
surance commissioner that he 
cannot withhold an insurance 
license from anyone engaged in 
_ other occupation or profes- 
sion, 


Said the Supreme Court, “We do 
not believe the fact that an appli- 
cant for an insurance agent’s license 
from an automobile dealer is ‘good 
cause’ for denying the right to en-| 
gage in the business of writing 
automobile insurance. 


“The general public is: not con- 
cerned with whether or not the 
agent who sells an automobile in- 
surance policy is also an automo- 
bile dealer, or is at the same time| 
engaged in any other lawful occu- 
pation or business, or whether he) 
makes the selling of automobile} 





insurance his sole occupation.” 


eral manager of the Ford Tractor 
and Implement division, other Ford 
and state and county officials paid 
tribute to young Patrick. 

Schools, courts and some busi- 
nesses in neighboring communi- 
ties were closed to permit all 
members of families to attend 
the celebration. 

Wesley, who started farming al- 
most from scratch three years ago, 
now has a net worth of $17,154, 


| which includes a 130-acre farm, a 


Ford tractor, car and a truck. Dur- 
ing the first two years after high 
school graduation, Wesley made a 
labor income from his farm of $11,- 
511. The Patricks have a 23-month- 
old son, Harris. 


Obituaries 


William C. Cowling, 75, 


Former Ford Sales Chief 


DETROIT. — William C. Cowling 
sr., 75, an early associate of Henry 
Ford and a former general sales 
manager of Ford Motor Co., died 
Nov. 10. 


Mr. Cowling retired from Ford 
in 1937 after 29 years service and 
became vice-president of Willys 
Overland Motors, Inc. He was De- 
troit port commissioner from 1942 
to 1952 and was chairman of the 
Great Lakes-St. Lawrence Seaway 
Committee. He also was publisher 
of Automobile Topics magazine at 


one time. 
> * > 


Herbert L. Livingstone 
MEREDITH, N. H. — (UTPS)—Herbert 
L. Livingstone, 60, an automobile dealer 
here for many years, died Nov. 5. He was 
a World War I veteran and the first com- 
mander of Burns-Olden Post, Veterans of 
Foreign Wars, which he organized. 
* * * 


Herbert L. Begg 
VANCOUVER, B. C.—Herbert L. Begg, 
63, who retired as an official of Begg Motor 
Co, in 1952, died of a heart attack here. 
* * * 


Allen Paul Jones 
EUREKA, Kans.—Allen Paul Jones, 50, 
a DeSoto-Plymouth dealer, died following 
a heart attack suffered while hunting. He 
was national president of the US-54 Assn. 
* * 


Theodore L. Wegerdt 
BOSTON. — Theodore L. Wegerdt. 56, 
founder of the Eastern Massachusetts 
Chrysler Dealers Assn. and auto dealer for 
many years, died Oct. 31 at his home in 
Wellesley, Mass. He entered the auto busi- 
ness in 1923, establishing the Wellesley 

Auto Sales, Inc., a few years later. 

* * * 


Edwin D, Leonard 

DETROIT.—Edwin D. Leonard, 56, @ 
retired Ford dealer, died Nov. 4. He was 
the organizer and first president of The 
Michigan Bank, had once been in.the auto 
finance business and also had held Dodge 
and Plymouth franchises, He sold his Ford 
dealership last February. Mr, Leonard was 
a brother af Donald S, Leonard, former 
Detroit and Michigan State Police cormmis- 
sioner. 

* * * 


John H, Brause 

CHICAGO.—John H. Brause, 81, vice- 
president of the former Stanley Motor 
Carriage Co. and a specialist in restoration 
of antique autos, died Oct. 29. 

In 1951, Mr. Brause and a co-worker at 
the Chicago Museum of Science and Indus- 
try, Reuben H. DeLaunty, who died two 
weeks ago, raced ancient autos from Chi- 
cago to New York City. Mr. Brause was 
winner, driving a 1913 Stanley Steamer. 
Mr. DeLaunty drove a 1911 Stoddard Day- 
ton. Winning time was 53 hours. 


_ 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 












































Week Week Output, Jan. 1 Jan. 1 
Ended Same Ended Novem- To To 
Nov. 17, Week, Nov. 10, ber, Nov. 19, Nov. 17, 
1956 1955** 1956* To Date 1955** 1956 
AMERICAN MOTORS 517 2,596 2,604 3,555 143,182 91,466 
MMI, cocccnccovoccssessaccseves 27 932 143 196 23,057 6,549 
SIE dentbscescostnsvedeusasetencouse 119 990 584 814 45,793 15,846 
371 674 1,877 2,545 74,332 69,071 
CHRYSLER CORP. .... 25,375 31,379 19,953 55,095 1,195,636 717,728 
SNE cxcwscemsvsvsesesscsese 3,100 4,011 2,081 5,850 154,821 88,961 
ENED stsevecovereserveveenesenens 3,300 2,981 2,883 7,255 114,539 84,598 
UID \socsrscvorenrevscorsoneess 6,000 6,999 4,118 12,740 276,424 167,986 
oy 12,975 17,388 10,871 29,250 649,852 376,183 
FORD MOTOR. ............. 43,156 50,422 42,288 103,599 1,984,674 1,400,971 
Continental ................... 6 52 23 41 734 1,256 
SIU Secascsrsevernreenecosndeonners 37,300 38,794 37,285 91,278 1,558,859 1,151,301 
eee 850 1,121 847 2,017 34,076 41,274 
OE * <cxcessoorsccestesovece 5,000 10,455 4,133 10,263 390,955 207,140 
GENERAL MOTORS .. 72,904 91,150 64,627 159,004 3,520,843 2,657,218 
SEER) ssncovessincoseresesvetions 12,650 15,625 8,313 23,356 685,193 460,307 
eee 2,000 3,273 1,289 3,815 133,141 119,990 
Chhevrelet  ..............0..0000 39,300 43,500 39,898 92,462 1,612,857 1,413,024 
Oldsmobile .................... 10,754 15,212 7,688 21,065 568,114 374,333 
PMID esccececsesesecsverecvesee 8,200 13,540 7439 18,306 521,538 289,564 
fo 2,820 3,691 2,615 7,298 156,519 84,059 
SEEING covscvenssecsvnsenscicen  eeestaiees 1471 a 61,812 13,289 
Studebaker .................. 2,820 2,220 2,615 7,298 94,707 70,770 
Total Cars, U. S. ........144,772 179,238 132,087 328,551 7,007,534 4,951,442 
*Revised. 
**Totals for 1955 include Kaiser-Willys production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Output, Jan. 1 Jan. 1 
Ended Same Ended Novem- To To 
Nov. 17, Week, Nov. 10, ber, Nov. 19, Nov. 17, 
1956 1955* 1956* To Date 1955* 1956 
CHEVROLET .............. 7,200 8,863 7,193 17,061 357,288 312,083 
IED TE esvicsensnscrecase 110 94 104 256 4,734 4,664 
ED) esensinbiniestcencamnniene 60 97 8 68 3,292 3,161 
ee 1,850 1,468 1,731 4,372 88,392 79,762 
SEE atisuteccishussinhinpensncbtnliane 4,600 8,826 5,348 12,351 330,365 267,866 
SID aicnicichieatninsiebbiniagentianeeiin 1,900 2,166 1,892 4,551 91,385 81,587 
INTERNATIONAL ...... 2,935 3,270 2,436 5,454 111,311 119,607 
BRI ccasenscecece 365 382 300 688 13,232 16,546 
a 95 100 89 219 4,821 3,530 
STUDEBAKER. ............. 394 511 270 782 15,799 12,652 
EINE: \ ‘cnsasnesdisiabevestaitasteots 255 376 287 669 14,588 15,443 
MIEN sccctnnndinassssvovsenatonns 1,440 1,802 1,436 3,446 68,243 55,911 
MISCELLANEOUS*** 48 70 47 103 3,132 2,041 
Total Trucks, U. S. .... 21,252 28,025 21,141 50,020 1,106,582 974,853 
Total Cars, Trucks, 
URL TIN . dcstuaniniuinteninimantceist 166,024 207,263 153,228 378,571 8,114,116 5,926,295 
Total Cars, Trucks, 
Canada . 9,930 6,927 8,351 21,006 411,703 409,279 
Grand Total, 


Cars and Trucks, 


U. S. and Canada ..175,954 214,190 162,079 399,577 8,525,819 6,335,574 
"Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Brockway, Four Wheel 





Drive, Federal, ete. 


N.B.: All U. S, totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totals. 


National Auto Show Events 
Listed by Makers, AMA 


(Continued from Page 2) 


sponsors of the show, has released 
& list of other pre-show activities: 
Dec. 5—AMA press luncheon at 


the Terrace Room and Foyer, Plaza) 


Hotel, noon. A new safety movie 


Brotherhood Award 


Due in February 


CLEVELAND. — Fourth annual 
Brotherhood media awards will 
be presented by the National Con- 
ference of Christians and Jews 
during Brotherhood Week, Feb. 
17-24, 1957, according to Louis 
B. Seltzer, editor Cleveland Press 
and general chairman of Brother- 
hood Week. 

Awards will be given in these 
categories: Advertising cam- 
Paigns, cartoons, editorials, arti- 
cles (magazines and newspapers), 
fiction (magazines and news- 
Papers), motion pictures (theatri- 
cal and non-theatrical), phot o- 
graphs with captions, books (fic- 
tion and non-fiction), radio and 





television programs. Scripts, 


tapes or tear sheets must be sub- 
mitted to the conference at 43 W. 
ty seventh St., New York 19, 


er 


| will be shown. Look magazine will 
hold a dinner (black tie) that night. 

Dec. 6—Sports Illustrated, break- 
fast. Life magazine, cocktail party, 
5:30-7:30 p.m. Diplomat suite and 
ballroom, Ambassador Hotel. AMA’s 
annual show banquet will be held 
at 7:30 p.m. in the grand ballroom 
of the Waldorf-Astoria Hotel. 

Dec. 7—Crowell-Collier, breakfast, 
Savoy-Plaza. McManus, John & 
Adams, after theater party, Savoy- 
Plaza. Hearst Organization, after 
theater. Press preview of show, 7- 
10 p.m. 

Dec. 8—Opening ceremonies, noon, 
Coliseum. Libbey-Owens-Ford, re- 
ception and buffet, 1:30-3:30 p.m., 
Terrace room, Plaza Hotel, 
Campbell-Ewald Co., reception and 
buffet, 4:30 p.m., Hotel St. Regis. 

Dec. 9—Kudner brunch, 21 Club, 
noon. 

Special 
have been designated as follows: 

Dec. 10—Engineers Day 

Dec. 11—Old Timers Day 

Dec. 12—Ladies Day 

Dec. 13—International Day 

Dec. 14—Suburban Day 

Performances of “America on the 
Move” stage show will be held daily 
at 2, 4, 6, 7:10, 8:20 and 9:30 p.m., 
AMA said. 





days during the show) 7 





Weekly Rate Climbs... 





Car Output Topping 
Five Million Mark 


(Continued from Page 1) 


compiled on the previous week’s 
132,087 cars. The week ended Nov. 
19 a year ago produced 179,238 
cars. 

Last week’s increase also brought 
year-to-date totals to 4,951,458 cars, 
compared with 7,007,534 units dur- 
ing the like period of 1955, and left 
the manufacturers some 1,048,542 
units off the six million mark in 
calendar-year output. To reach that 
level, the makers would have to 
average better than 174,000 units a 
week during the remaining six 
weeks of the year. 

* * 7. 


cnet improvement made by 
any maker last week was at 
Chrysler Corp., which jumped out- 
put some 27.2 percent over the pre- 
vious week’s activities. Output for 
the week totalled 25,375 units, com- 
pared with 19,953 a week earlier, 
and marked the first week since 
the week ended Jan. 14 that cor- 
poration output hit that level. 


Plymouth also marked a 10- 
month high for car output last 
week as it turned out 12,975 cars, 
compared with 10,871 the previous 
week. Dodge was up from 4,118 
to 6,000; DeSoto jumped from 
2,883 to 3,300, and Chrysler divi- 
sion increased its projections from 
2,081 a week earlier to 3,100 cars 
last week. 


General Motors also made strides 
last week as it upped car output 
from 64,627 units a week earlier to 
72,904 during the last six-day period. 


* * * 


CMSvncLar dropped slightly 
from 39,898 units a week earlier 
to 39,300 last week, but all other 
GM units increased operations over 
the previous week. 

Oldsmobile was up from 7,688 
units a week earlier to 10,754 last 
week; Buick jumped from 8,313 
to 12,650; Pontiac increased its 
projections from 7,439 to 7,200, 
and Cadillac rose from 1,289 to 
2,000 cars. 

Ford Motor also showed a 2.1 per- 
cent increase on the basis of 43,172 
cars last week, compared with 42,- 
288 a week earlier. 

. * * 


rok division, with 13 of its 15 

assembly plants working six 
days, turned out 37,300 cars last 
week for a slight increase over the 
previous week’s 37,285 cars. Mer- 
cury was up from 4,133 to 5,000 
units; Lincoln turned out 850 cars 
last week, compared with 847 a 
week earlier, and Continental 
dropped from 23 units a week ago 
to 6 last week. The latter division 
ceased output of its car on Tuesday 
to aid Lincoln in the production of 
hardtop models for an _ indefinite 
period. 

Studebaker turned out 2,820 
cars last week for a 7.8 percent 
improvement over the previous 
week’s output of 2,615 units, 
American Motors hoped to re- 

sume assembly operations this week 
after suspending production last 
Tuesday because of a supplier 
strike. 

* 7 7 
H{OUDAILLE INDUSTRIES, 

INC., which supplies bumpers 

for AMC, went on strike Monday, 


Skillman Gets 
S-P Sales Post 


SOUTH BEND. — Sydney A. 
Skillman has been appointed as- 
sistant general sales manager for 
both Studebaker 
and Packard mar- 
keting activities, 
Carl K. Revelle, 
general sales 
manager, an- 
nounced last 
week. 

Skillman, who 
has held field 
marketing posi- 
tions with Stude- 
a baker since 1927, 
S. A. Skillman has most recently 
been New York zone sales mana- 
ger. In his new position he will 
be in charge of zone and field sales 
organizations. 


forcing cessation of body opera- 
tion’s at the corporation’s Milwau- 
kee plant and assembly operations 
at Kenosha, Wis. 

The shutdown affected some 
6,300 men—4,400 at Kenosha and 
2,400 in Milwaukee, according to 


E. W. Bernitt, AMC operations 


vice-president. 


Truck production last week to-| 


talled 21,252 units, compared with 
21,141 units the previous week. 


Canadian car-truck operations 


turned out 9,930 units last week,}| 
compared with 8,851 vehicles the| 


previous five days. 
Bill Ford in Surgery 

DETROIT.—William C. Ford, a 
Ford Motor Co. vice-president, was 
operated on last week for acute 
appendicitis at Henry Ford Hos- 
pital. Doctors said that Ford was 
in excellent condition after the 
operation and that he would proba- 
bly be back on his job in two weeks. 
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| Hatch Donates Cars— 


| G. T. Copatanos, left, superintendent, 
| Mountain Empire Unified School District 
| (Calif.), and H. G. Hughes, right, associate 

superintendent, Grossmont Unin High 

School District, receive keys to new Chev- 
| rolets from Clarke Hatch of Hatch Chevro- 
| let, El Cajon, Calif. The cars will be used 
| in the schools’ driver education programs. 





Length Up 1.1 Inches, Width 0.7 . . . 


Taking °57’s Measure 


(Continued from Page 1) 


that the new cars are longer and 
wider. 


To compile the following figures 
the length, width and height of 
each body style of each series of 
each line which introduced 1957 
models were averaged. 


Excluded were station wagons of 
each line and certain Imperial and 
other special models. Included were 
the new series of Ford, DeSoto and 
Chrysler tines. 

+ + « 
N LENGTH, 10 of the 1957 cars 
are longer, four are shorter and 
these three are unchanged — Nash, 
Hudson and Continental. 


Cadillac continued to be the na- 
tion’s longest car in 1957 by add- 
ing an average of one inch to be- 
come 226.5. Closely following is 
Lincoln, which stretched out an- 
other 1.8 inches to measure 224.6. 
Although several Cadillac models 
are shorter, one new model is five 
inches longer. 

Rambler again is the country’s 
shortest car in 1957 and cut its 
length 2.4 inches to 191.2. Chevro- 
let continued as the second short- 
est car even though 2.5 inches is 
added, giving it a length of 200 
inches. 


Ford cars made the greatest 
length increase in 1957 by adding 
an average of 6.2 inches to its four 
models, giving them an average 
length of 204.7 inches. 

Other cars increasing average 
lengths are Mercury, up 4.7 inches 
to 211.1; Oldsmobile, up 4.7 inches 
to 211; Buick, up 2.5 inches to 211.8; 
Studebaker, up 1.7 inches to 203.2; 
Pontiac, up 1.2 inches to 209.1, and 
Dodge, up 0.2 of an inch to 212.2. 

= o* 


[peas were shown by Chrys- 
ler, down. 3.1 inches to 220.4; 








“You knock out the garage 
sides and back wall and you can 
get it in, Dear—” 





DeSoto, down 0.7 of an inch to 
217.2, and Plymouth, down 0.2 of an 
inch to 204.6. . 

Comparing widths of the 1957 
cars, one finds that eight makes 

increased widths, four reduced 
them and five—Cadillac, Con- 
tinental, Hudson, Nash and 
Rambler — remained unchanged. 

In 1957 Lincoln increased its 
width 0.4 of an inch to 80.3 inches, 
replacing Cadillac, which at 80 
inches, formerly had the broadest 
beam. 

Once again Rambler is the nar- 
rowest U. S. car, with a width of 
71.3 inches, Chevrolet was second, 
even though 0.2 of an inch is added 
to its 1956 width of 73.7. 

* ” ” 

REATEST width increase in 

1957 was made by Plymouth 
which went up 3.6 inches to 78.2 
inches. An interesting point is that 
many of the cars that reduced 
heights the most, added the most 
to their widths. 

Other cars increasing widths in 
1957 are Studebaker, up 3.4 inches 
to 74.4; Dodge, up 3.3 inches to 
717.9; Mercury, up 2.8 inches to 
79.2; Ford, up 1.1 to 77, and Pon- 
tiac, up 0.1 of an inch to 75.2. 

Declines were shown by Oldsmo- 
bile, down 2.2 inches to 76.4; Buick, 
down 1.5 inches to 76.2; Chrysler, 
down 0.1 of an inch to 79.4, and 
DeSoto, down 1.1 inches to 78.2. 

It is in the matter of height that 
the 1957 models show the greatest 
change. Thirteen new cars reduced 
the height of silhouette. Four cars— 
Chevrolet, Lincoln, Studebaker and 
Continental did not change. 

* * ~ 

ODGE made the greaest aver- 

age height reduction of the 
year—5.1 inches—to become the 
lowest car at 55.4 inches. Continen- 
tal had been lowest at 56 inches. 
One Dodge, the Coronet convertible, 
is only 54.1 inches high. However, 
Dodge and DeSoto are loaded 
heights. 

Chevrolet at 60.5 inches is the 
highest 1957 car. Last year four 
other cars, Chrysler, Hudson, 
Cadillac and Buick, had average 
heights greater than Chevrolet. 

But Chrysler reduced height four 
inches to 56.9; Hudson reduced 2.3 
inches to 60.4; Cadillac reduced 2.9 
inches to 59.7, and Buick, 2.4 inches 
to 58.9. 

Other cars reducing heights are 
DeSoto, down 4.6 inches to 56.6; 
Ford, down 3.8 inches to 56.6; Plym- 
outh, down 3.5 inches to 56.6; Mer- 
cury, down 3.2 inches to 56.5; Hud- 
son, down 2.3 inches to 60.4; Olds- 
mobile, down 2.3 inches to 58.2; 
Nash, down 1.8 inches to 60.4; Ram- 
bler, down 0.6 of an inch to 58, and 
Pontiac, down 0.5 of an inch to 60. 
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Mercury Announces. . 
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Price Cycle Complete; 
Average Up 7.17 Pet. 


(Continued from Page 3) 


went up $621, and Cadillac’s 

Series 75 limousine increased 
$758, 

The popularity of the hardtop and 
the hefty production shares sched- 
uled for these models was empha- 
sized by the fact that 11 manu- 
facturers reserved their smallest 
increases for hardtops. 

In addition, Nash and Hudson 
applied their biggest price reduc- 
tions to these models. 

+ * + 


LSO contributing to the 1957 

price increases was a boost by 
10. manufacturers in the suggested 
dealer-preparation charge. All five 
General Motors divisions suggested 
hikes in this fee, as did Chrysler, 
Imperial, DeSoto, Lincoln and Con- 
tinental. 

This Automotive News compari- 
son considered only models for 
which there were direct counter- 
parts in 1956. It thus eliminated 
such series as Ford’s Fairlane 500, 
Chrysler's Saratoga, DeSoto’s 
Firesweep and Rambler’s V-8, all 
of which are new this year. 

It likewise excluded such new 
models as the hardtop station 
wagons brought out by Oldsmobile, 
Buick and Mercury. 

Plymouth, Dodge, DeSoto and 
Chrysler have not priced their sta- 
tion wagons, and Imperial has re- 
vamped its series lineup to such an 
extent that '57 and ’56 models are 
not comparable. 
: - 7 + 
own is a comparison of 

1957 and 1956 Mercury prices: 
Monterey — four-door sedan, $2,- 

605 (up $195); two-door sedan, $2,- 
536 (up $185.50); four-door hardtop, 
$2,723 (up $168); two-door hardtop, 
$2,653 (up $168); convertible, $2,965 





Lets Sunshine In— 


Folding roof panel, built in Germany, 
can be adapted to U. S. cars, as evidenced 
in this installation on an Oldsmobile hard- 
top. Concealed metal braces form the 
folds when the top is open to prevent 


Roof Panel 


Sliding 
Built in Germany 
To Enter U.S. 


DETROIT. — Sliding roofs for 
autos, which give sedans the open- 
air feeling of a convertible, will be 
available to American motorists 
under an agreement for import of 
assemblies from West Germany 
one subsequent manufacture in the 

. Ss. 

The sliding roof— using either 
folding fabric or sliding metal—is 
manufactured in Frankfurt by 
Golde & Co. and is handled in the 
U. S. by G. O. Goller, 352 Moselle 
Place, Grosse Pointe, Mich. 

Goller said that while U. S. prices 
have not yet been established, they 
are expected to be comparable to 
the extra cost of a convertible. 

In Golde’s version of the fabric 
type, steel stampings are spot 
welded around the opening of the 
roof panel and joined to the roof 
rails with steel braces. The fabric 
is braced over stiff metal bows with 
concealed folding braces. 

The sliding steel panel duplicates 
the roof curvature and slides back 
into an opening between the head- 
lining and the roof. A drain gutter 
is built around the opening. 

The tops will be available with 
both manual and power-operated 
controls, Goller said. 


(up $243). (Mercury compares the 
’57 Monterey with the 56 Custom.) 
Montclair—four-door sedan, $3,- 
148 (up $188.55); four-door hard- 
top, $3,277 (up $253.05); two-door 
hardtop, $3,196 (up $242.05); con- 
vertible, $3,390 (up $301.05). Merec- 
O-Matic is standard on Mont- 
clairs. Figures in parentheses 
have been adjusted to show in- 
creases over 1956 models with | 
Merc-O-Matic. 
Station wagons (all new models): | 
Commuter — two-door, two-seat, 
$2,863; four-door, two-seat, $2,933; 
four-door, three-seat, $3,030. Voy-| 
ager — two-door, two-seat, $3,363; | 
four-door, three-seat, $3,530. Colony 
Park — four-door, three-seat, $3,- 


10 Ad Violations Cited 
In First Buffalo Check 








| hardtop to $307.50 on Fireflite four- 


| hardtop to $202.25 on Custom Royal 
| four-door sedan. 




















637. Merc-O-Matic is standard on 
Voyager and Colony Park. 
* * * 
Lt peeve is a summary of the 1957 
price increases on comparable 
models: 

Buick — Up 8 percent. Increases 
ranged from $188 on Special two- 
door sedan to $299 on Super conver- 
tible. 

CapiLLac—Up 10 percent. Increases 
ranged from $408 on Series 62 hard- 
top coupe to $758 on Imperial lim- 
ousine. Series 62 models (excluding 
Eldorados) increased 9.4 percent. 

Chevrolet Up 6.7 percent. 
Range: from $95 on Bel Air two- 
door hardtop to $194 on Bel Air 
four-door sedan. 

Curys_er—Up 4.5 percent. Range: 
From $30.75 on Windsor four-door 
hardtop to $331 on New Yorker 
convertible, 

CoNnTINENTAL — Up 1.6 percent. 
Price increase was $152. 

DeSotro—Up 6.9 percent. Range: 
From $128.25 on Firedome four-door 


door sedan. 
= * a 
ODGE — Up 5 percent. Range: 
From $73 on Coronet four-door 


Forp — Up 5.1 percent. Range: 
From $61.40 on Fairlane two-door 
hardtop to $155.30 on Fairlane four- 





Acceptance Dealers 
Hike Rates Again 


NEW YORK. — Bankers’ ac- 
ceptance dealers hiked their rates 
by one-eighth percentage point 
last week in the seventh such 
boost this year. 

Dealers said tightened money 
conditions have forced the supply 
of the acceptances ahead of de- 
mand, The rate increase, they 
said is intended to step up de- 
mand. It pegs the bid and asked 
rates for 30-to-90-day paper at 
3% and 3 percent. 





Range: From $457 on Capri two- 





From $353.30 on Ambassador Cug. 

tom two-door hardtop to $251.30 on 

Ambassador Super four-door sedan, 
* * * 


LIDDSMOBILE — Up 11.4 percent, 

Range: From $213 on Series 
“88” two-door hardtop to $427 on 
Series “98” convertible. 

PiymMoutH — Up 5.2 percent, 
Range: From $69.50 on Savoy two. 
door hardtop to $170.50 on Belve- 
dere four-door sedan. 

Pontiac — Up 83 percent. 
Range: From $124 on Chieftain 
two-door hardtop to $317 on Star 
Chief Safari two-door two-seat 
station wagon. 

RamBier —Up 5.3 percent. Range: 
From $90.80 on Deluxe Six four- 
door sedan to $125.80 on Super Six 


door hardtop to $621 on Premiere | four-door sedan. 


four-door sedan. 


Mercury—Up 7.9 percent. Range: | 


From $168 on Monterey hardtops to 
$301.05 on Montclair convertible. 





Srupepaker — Up 4.7 percent, 
Range: From $47.70 on Commander 
V-8 two-door custom sedan to 
$172.11 on President V-8 four-door 


NasH—Down 9.4 percent. Range: | sedan. 
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BUFFALO. — The Buffalo Bet- | = ee 
ter Business Bureau, in its first 
Hornet Custom two-door hardtop 
report to the Buffalo Automobile | | down $403.30; Hornet Custom four- 
Dealers Assn., cites 10 cases im | door sedan down $350.30 (only com- 
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ing standards. 





parable. 


Lincoun — Up 11.78 percent. 





NADA Parley Registrations |—====—|- 
Exceed Previous Years 


WASHINGTON. — Registrations 
for the 40th annual NADA conven- 
tion have been coming in at a rec- 
ord rate, according to Hanford) 
Crockard, NADA director for 
northern California, chairman of 
the convention committee. 


Thus far, advance registrations | 
exceed those of any other year in| 
history at a comparable date, 
Crockard said. The 1957 convention 
will be held in San Francisco, Jan. 
26-30. 

Almost 90 percent of the 
dealers registered will be accom- 
panied by their wives, the com- 
mittee chairman added. Approxi- 
mately 2,000 hotel rooms in 30 
San Francisco hotels have been 
assigned, But, Crockard said, 
plenty of rooms are still available 
and urged early registration, 

The convention theme, around 
which the entire program is being 
developed, is “Serving the Public— 
Key to Success.” 

At the same time, it was an- 
nounced that space in the 10th 
annual National Automobile Deal- 
ers Equipment Exhibition, held 
concurrently with the convention, 
is 85 percent sold out. 

All convention and equipment 
exhibition activities will be held 
in the San Francisco Auditorium. 

Auto dealers’ most pressing serv- 
ice problems will be aired at the 
convention's two-day service session 
Jan, 26-27. 

A spot check of dealers revealed 
their most pressing service 
problems to be: 

1. How to recruit mechanics. 

2. How to get maximum use from 
minimum space, 

NADA declared, “The mechanic 
shortage has been a grewing prob- 
lem among new-car dealers this 
year. How the dealer can find more 
mechanics and what they can do 
to interest more young men in 
going into business through the 
shop will be discussed. 

“Shop utilization, another im- 
portant problem, and the fact 
that constantly increasing car 
and truck registrations mean 
more cars requiring service, has 
been slated for consideration dur- 
ing the sessions, which will be 
held from 2:15 to 4:15 p.m. both 
days.” 

Other topics to be presented at 
the service sessions are “New tech- 
niques for body repair work,” 
“Keeping control of parts depart- 
ment profits,” “Ways to increase 
customer labor,” and “How to pro- 
mote and advertise your service 
business.” 

Also at the convention will be a 








Service Consultation Hall at which 
dealers and service managers will 
meet factory service managers and 
members of their staffs, All car 
manufacturers plan to participate 
in this event. 


Hansen, Newton, 


Keller Get Dodge 
Regional Posts 


DETROIT. — Dodge division has 
announced the appointment of 
Charles M. Keller jr. as Phila- 
delphia regional manager, Jack F. 
Hansen as Los Angeles regional 
manager and E. J. Newton as Cin- 
cinnati regional manager. 

Keller joined Dodge in 1950 as a 
truck representative in Memphis. 





4. F. Hansen Cc. M. Keller 


He later was Memphis district man- 
ager, Pittsburgh city truck mana- 
ger. Charlotte (N. C.) regional truck 
manager and assistant regional 
manager in Charlotte. 


Hansen started with Dodge last 
year as dealer planning and analy- 
sis manager and 
later was assistant 
to the western 
zone manager. He 
previously oper- 
ated his own auto 
equipment and 
parts business, 

Newton joined 
Dodge in 1953 as 
the South Bend 
district manager. 

i He later served 
E. J. Newton as Detroit city 
Manager and assistant Detroit 
regional manager. 


Cars for West Canada 


VANCOUVER, B. C. Rootes 
Group in London has chartered a 
special ship to carry 300 new auto- 
mobiles to Vancouver, B. C., via 
the Panama Canal. The action was 
ascribed to the diversion of 
freighters to the Middle East and 
the backlog of Canadian orders. 
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HELP WANTED 


New Car 
Sales Manager 
$10,000 to $12,000 per year 









Experience as new car man- 






ager with the desire to become 





manager. Salesmen with ability 






and experience considered. 






Large Ford volume operation 
located in the Philadelphia 







area. Please attach complete 






resume and photo. 


Box 6608, c/o Automotive 
News, Detroit 26. 
























WANTED—HIGHLY qualified sales man- 


ager capable of taking full responsibility | 


for sales and distribution of desirable 
foreign automobile in eastern United 
States. Opening also for three dealer 
supervisors. Box 6613, c/o Automotive 
News, Detroit 26. 


TRUCK SALES MANAGER by exclusive 
Dodge dealer in midwest metropolitan 
area of 300,000. Must be capable of tak-| 
ing complete charge. Income unlimited | 
geared to sales and profits. Box 6614, c/o| 
Automotive News, Detroit 26. 


GENERAL MANAGER, Large Chicago vol- 
ume Ford dealer offers exceptional op- 
portunity for ambitious, thoroughly 
experienced manager. Must have proven 
record of automobile merchandising and 
management, be capable of 

in volume, have a thorough knowledge of 

used-car merchandising and market con- 
ditions, and be able to handle service 
management problems. This is a _ top- 
flight job for a top-flight man. Salary 
open. Write, giving full personal and 
business data and record of past experi- 
ence. All replies confidential. Box 6612, 
c/o Automotive News, Detroit 26. 





MANAGER 
$20,000 to $25,000 per year 










Must be young, aggressive and 
with ability to spark a com- 
plete organization. Previous ex- 
perience as sales manager 
with knowledge of used cars 
necessary. Large Ford volume 
operation, located in the Phila- 
delphia area. Applications held 
confidential. Please attach com- 
plete resume and photo. 


Box 6609, c/o Automotive 












directing | 
large sales organization, selling new cars| 











News, Detroit 26. 









HELP WANTED 


SALESMEN 


Young men with ambition and 
ability to sell automobiles in 
large Ford volume operation. 
Should have desire to advance 
to sales manager or manager. 
Our wash-out plan can earn 
from $750 to $1,500 per month 
if willing to work. Automobile 
experience helpful but other 
sales experience considered. 
Located in the Philadelphia 
area. Please attach complete 
resume and photo. 


Box 6610, c/o Automotive 
News, Detroit 26. 





NASH DEALER IN BALTIMORE-Wash- 
ington area needs parts manager. Salary 
$100 plus commission, Advise experience, 
references, etc. Immediate opening. Box 
6611, c/o Automotive News, Detroit 26. 





Wanted to Employ! 


Good, experienced car and truck daily rental 
and car and truck leasing personnel. This is 
| an excellent opportunity for the right men. 
We operate in nine Texas cities and would 


| operate in more if we had the personnel. 


The opportunities are great, the training con 
cise and concentrated. 

If you want to get into a fast growing busi- 
ness, give us your complete educational back- 
ground, business background, personal ref- 
erences and a current photograph. 


EARL HAYES RENTS CARS 


AND TRUCKS 
A Corporation 


709 E. Jefferson Ave. Dallas 8, Texas 


Used Car 


Sales Manager 
$10,000 to $12,000 per year 


Young aggressive person with 
knowledge of the value of used 
cars and ability to handle sales 
personnel and who wishes to 
advance to manager. Salesmen 
with ability and experience con- 
sidered. For large Ford volume 
operation located in the phila- 
delphia area. 


Please attach complete resume 
and photo. 


Box 6607, c/o Automotive 
News, Detroit 26. 
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HELP WANTED POSITION WANTED 














BOOKKEEPER FOR one hundred fifty car 
Oldsmobile dealer. Best town of 10,000 
in Michigan near large town, Steady with 
opportunity to buy stock in company. 
Give age and experience and salary ex- 
pected. Box 6621, c/o Automotive News, 
Detroit 26. 


aS 
NYLON THREAD 
SALESMAN 





years’ experience, excellent accountant, 
knowledge all phases of operation. Prefer 
New York, New Jersey or Pennsylvania. 
Box 6615, c/o Automotive News, Detroit 
26. 









THE FIRE AND IMAGINATION of youth, 
37, drive of responsibility, family of six, 
tempered by the wisdom of 18 years of 
experience in every phase of the business 
from office clerk to sales manager. Hu- 
mility untarnished by dishonest wealth. 
Confidence in the future strengthened by 
the knowledge that somewhere in the 
United States there must be a dealer in 
need of a man with these attributes. 
Box 6622, c/o Automotive News, Detroit 
26. 


Quality manufacturer of nylon thread requires 
a salesman for the automobile trade. Prices 
competitive. 

Advance Silk Thread Corp. 
14 West 40th St. 


New York City 
DEALERSHIPS AVAILABLE 


DEALERSHIP FOR SALE—Thriving south- 
west college city with good payrolls. Ex- 
cellent location, showroom and modern 
service facilities. Necessary qualify with 
Chrysler-Plymouth, Inquiries strictly con- 
fidential. Box 6600, c/o Automotive News, 
Detroit 26. 





DEALERSHIP HANDLING Dodge-Plym- 
outh located in midwestern city of 900,000 
population doing approximately one and 
one-half million dollars gross volume an- 
nually. Lease on building over period of 
years, factory approval needed. Replies 
handled in strictest confidence. Owners 
want to retire. Box 6601, c/o Automotive 
News, Detroit 26. 





SALES OR SERVICE management, Excel- 
lent experience—dealer and factory levels. 
Want permanent position. Willing to re- 
locate, Preference states of Fla., Mich., 
Wis. Will send detailed resume on re-| 
quest. Jay E, Diltz, 1700 Goodman Ave., | 
North College Hill 24, Ohio. 





DEALERSHIP FOR SALE or lease han- 
dling Buick-Cadillac and GMC trucks. 
Modern brick and steel 75x90 shop in 

— town of 8,000, Minnesota location. Box 

TRUCK SALESMAN, fully acquainted with 6616, c/o Automotive News, Detroit 26. 
all types of truck selling—wholesale and 
retail, seeking employment anywhere 
where the potential is good and the deal 
is right. Age 47, 20 years’ experience all 
phases of truck business. Earnings for 
past 10 years—10 to 15 thousand per 
year. Call or write M. G. Dermody, 561 








HANDLING FORD. Over 200 car potential 
in southwest Missouri, serving area of 
16,000 people. $27,000 or will sell inven- 
tory. A good, going business. Box 6617, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Studebaker- 





Techwood Dr., Apt. 21, Atlanta, Ga. Packard in large Florida city. Owner 
Phone TR. 5-6937. willing to retain interest in business. 
_. | Apply Box 6623, c/o Automotive News, 

SALES OR USED-CAR manager. Age 31, __Detroit 26. _ a patiemmeese 
married, two children. College graduate,| FOR SALE — ESTABLISHED dealership 


handling Buick in central Nebraska on 
highway 30. Will sell or lease building. 
Buick franchise available if approved. 
Loton Todd, Lexington, Neb. 


BUY INTO AND TAKE over active man- 


Retail and wholesale experience with 
new-car dealer two years. Own used-car 
business past six years. At present living 
in Denver, Colorado, and in the process 
of moving to Los Angeles, California 








area. Available immediately. Box 6594,| agement of dealership handling Nash in 
c/o Automotive News, Detroit 26. booming Denver. New showroom and 
— ‘ service building. $20,000 will handle. 

9. 
DO YOU NEED a right hand man? Age _ 6624, c/o Automotive News, Detroit 


36, non drinker. Proof of record avail- 
able. In present position eight years. 
Sold over 700 new, 2,000 used units. Did 
all the selling for dealership. Handled 


EXCEPTIONALLY DESIRABLE dealership 
handling Buick in a Michigan city of ap- 
proximately 40,000. Excellent facilities, 





customer relations and credit, etc. Earn- favorable lease, planning potential 500, 
ings in top 25 men in zone. Prefer small net profit last year over $50,000, high 
town and dealership where owner possibly overhead absorption, fine community. 
has other interests. Write R. Stritmatter, Reason, going south. Box 6606, c/o 


Box 57, San Andreas, Calif. Automotive News, Detroit 26. 


BUSINESS OPPORTUNITIES 


DEALERS WANTED 


Excellent opportunity established dealers to handle 
complete model line imported car, with rapidly ex- 


panding potential. We warehouse cars at ports of 
entry and maintain excellent spare parts distribution. 
Give full information in first letter. All replies confi- 
dential. Write Box 6620, c/o Automotive News, 
Detroit 26. 





National Warehousing and Distri- 
bution Facility Available for 
Your Automotive Products 


Coast-to-coast representation in the twenty-two major wholesale 
markets available with capacity for handling additional auto- 
motive or similar parts and accessories lines. Modern facilities, 
skilled central management, and field sales representation can 


OFFICE MANAGER, College graduate, 13) ANY MAKE OR DUAL considered with 




















assure your product increased sales through improved distribu- 
tion. Will finance inventory and handle specific area depot 
Operation in spot locations such as Portland, Oregon; New 
Orleans; Pittsburgh or Long Island if you do not desire national 
operation. Normal wholesale override is all we require. Reply to 
Box 6625, c/o Automotive News, Detroit 26. 





CARS WANTED 





WANTED 
"57 DODGES - PLYMOUTHS 
All Models 


Contact 


SPITZER MOTORS 


Dodge-Plymouth Dealer 
Phone 3296 













150 E. Bridge St. Elyria, Ohio 
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DEALERSHIP WANTED 


over 500 car potential in Rocky Mountain 
area, Have experience, capital and fac- 
tory approval, Replies confidential, Box 
6618, c/o Automotive News, Detroit 26. 


CHEVROLET—EXPERIENCED dealer 
wants Chevrolet dealership of 100-250 
units in Washington, Oregon, Idaho or 
Montana, All replies absolutely confiden- 
tial. Box 6619, c/o Automotive News, 
Detroit 26. 


DEALER SERVICES 


COLORFUL RAISED letter business cards. 
Free literature. James Scull’s Printing, 
Wildwood, N, J. 
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NEW CAR 
DEALERS! 


Are You 
in the Red? 
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Regardless of your make of car, we can 
put you in the black within 30 days 
with a tested-and-proven management 
program. We are successful, long- 
established dealers handling one of 












Write or call, Mr. P. W. DeFoe or Mr. 
Robert Cummings, Colonial Manage- 
ment Co., Inc., (Factory approved), 4662 
Belair Road, Baltimore 6, Md. Phone, 
Hamilton 6-0525. 








Inventory Service 


Buying or Selling a Dealership 
© Buy Right © Sell Right 
Parts—Accessories—Equipment 
© © A disinterested certified physical 
Inventory will save you money © @ 
DON’T GUESS—BE SURE 
Call or write for service details. 
Automotive Inventory Service Co. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 
Western Dealers Attention 


429 S. Western Ave. Los Angeles 5, Calif. 
DU 9-5095 





SKIPS 
REPOSSESSIONS 
COVERAGE EASTERN WN. C. 

FAST COMPETENT SERVICE 
Phone: Day 22769—Night 64096 
LAYTON'S RECOVERY SERVICE 
Box 222 Rocky Mount, N. C. 







PARTS WANTED 


ENGINES WANTED FOR SOUTH AFRICA 


Ford V-6—Mercury, 1949 upwards and Dodge 
Plymouth, 1942-53, 6-cylinder used short block 
assemblies. For further information reply: 


Mike Appel Motor Co., Ltd. 


P. O. Box 3648 Johannesburg, S. A. 


PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 


BUICK PARTS 


UP TO 50% DISCOUNT 
Fast C.0.D. Shipments 


Rea Keech Buick 


3333 Frederick Ave. 
Baltimore 29, Md. 
Phone EDmondson 6-4400 





FULLY EQUIPPED 


Last two units are custom built— 
Diamond plate floor—really set up 


to do the job. 













Automatic BraKinG 


COMPLETE with 
Guide Cables and 
BRAKE HOOK-UP.......... 


With Brake Hook-U 3 45 
Less Guide edie... 5 1 


TOW-KING 


Four Point 
Hook-Up ................ 


Meets 1.C.C. Strength Requirements 


QUICK-TOW Bumper- 
to-Bumper Tow Bar................ 


TRI-KING 3-Point Hook- 
Up intra-State Tow Bar........ $35.00 


DISTRIBUTORS 


Adjustable Draw Beam for Rear 
Split Bumpers—'55-"56 
Pontiacs, ‘57 Fords etc. 


Tow Bar Sales Co. 


DE 2-0700 AN 3-8888 NITES: BA 1-8717 


Call Collect “* 
40 So. Clinton St., Chicago 6, Ill. 


All Other Countries — One Year $12 [] or Two Years $20 [] 
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MAILING LISTS 


DEALERS’ MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers. Complete 
national list. Nov., 1956 checked, On ad- 
dressed labels, 35M, $14 per M. Box 6626, 
c/o Automotive News, Detroit 26, 


TRUCKS FOR SALE 





TOW TRUCKS 





DECAL TRANSFERS 


TRUCK DECALS, No charge for sketch. 
More brilliant; unusually durable; easily 
applied. Samples on request. Write Allied 


6-Ton Winch—"A" Frame 
FORD cccmcrepevenseen ecccccccceceee® 995.00 





Decals, Inc., 8456 Hough Ave., Cleve- 
FORD 2.2.00. cccecccccrserereee 1795.00| land 3, Ohio. 
CHEV. ............. mance CUTRES eS an 
PIERCE-ARROWS. Any condition; if you 
st have previously answered and you still 
have cars for sale, send information and 
photographs, Several more will be pur- 
CHEV. -...-----cneesnseeneeeneeeneee $1995.00 | chased, H. Reeves, 1300 West Concord, 
Orlando, Fla. 
CHIU, ccssennse sesnnesnacenenensonen --3495.00 


ANTIQUE CARS FOR SALE 





1941 CADILLAC 60 Special Fleetwood; 
18,000 original miles. This classic beauty 
was purchased from a Florida estate and 
is believed to be the cleanest in the coun- 
try. $1,500. Gari Stroh, Jr., 909 E, Eliza- 
beth St., Detroit 26, Mich, Phone WO. 
1-5840. 








CHRYSLER 1925 TOURING. Complete or- 
iginal restoration. Drive anywhere. Unex- 
celled Chrysler showroom attraction, 
McClintock-Cadillac, Lansing, Mich, 


Phone or Write 
NORM GELLER 





MISCELLANEOUS 


MERIT CHEVROLET 








TRUCK AND CAR SIGNS made easy 


the big two cars. We have the proven || 7158 Stony Island Ave. MUseum 4-0400/ with plastic letters. Metal, wood and 
experience and know-how to make Chic m masonite letters also, Brass stencils. 
profit for you. You will deal only with “eels Signs for every purpose. Jim Ramsey, 
principles and your reply will be held Inc., 175 Jefferson, Lexington, Ky. 

in the strictest confidence. Let's set 

up an appointment for discussion. MISCELLANEOUS 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS’ SPECIAL (F.0.8. Factory Net) 
$52.35 Fed. Tax Included 


WITH AUTOMATIC BRAKE 


AND BRAKE CABLE 
Less Guide Cables 


GUIDE CABLES 
DEALERS’ SPECIAL (F.0.8. Factory Net) 











$61 
MEETS ALL I.C.C. 
REQUIREMENTS 


$45° 


$9.90 Fed. Tax included 








+ a 
THE FAMOUS 
MOTO-MATIC 


TOW « GUIDE 


Four Giomp Hook-Up 


DEALERS’ SPECIAL 0.8. Factory Net) 
$44.85 Fed. Tax included 
Meets 1.C.C. Strength Requirements 

a * 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 

BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939” 





z** 


LIBERAL 


QUANTITY DISCOUNTS 
















—SPECIAL— 
$45 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 


pay charges 
on $100 orders 














New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


SOPOT EEE HEE HEE EEE HEHEHE EEE EE EE ED 


eee ewww eeeee 


TRADE CONNECTION: 


Car Dealer (1) Truck Dealer [] Manufacturer () 
TRUCKS WANTED Jobber [) Insurance [] Financial () Supplier () 
WANTED — USED WRECKER, 1950 or 
later model. McLean Motor Sales, Inc., ite OE TOES nnd cotanada ce sh cis bkckidleseaus PWeacccccecescccecese i 
Box 527, Lenoir, N. C, Phone Plaza 11-19-56 | 
' 


4-3006. 















USED CAR DEALERS... 


Read Every Word of This Sensational Message! 


The Greatest Offer 
In the History of the Used Car Market! 


SALE 


SUBSTANTIAL QUANTITIES OF 


1956, 1955 “2:7 CARS formerly used as taxis 
FORD - CHEVROLET - PLYMOUTH - DODGE 


All 4-Door Sedans, 6-Cy!. Some standard, some with power steering; some with automatic transmission 









In order - —_ late the: qua —_e of this me reg heen panes mone — 
ch ndis ise, it i sa mething a hen s extremely dis oa and, e 
the taxicab b ote in New York City. The Police gency will bypas any eb that dee - ton ot > 
Department enf s strict rules r ding the ap- top interio and ¢ 
pearance and roadworthiness of all cabs. In order As a result of all the above, anyone purchasing 
to hold his drivers, the fleet cab owner — main- the ie we are offorin ng 2 ale is buying cars 
tain ye s cars in wt ona —— mechanically as that are bd cellent shape and with ches nty of u 
well appearance, every day—right up to the ful, econ oul alive ao ele tin them 


AT PRICES THAT 
WILL ASTOUND YOU! 


COME IN ... OR PHONE, WRITE OR WIRE 


7 
=F ORD, 
KING \3; FORD 
351 Grand Concourse, Bronx 51, N. Y. CYpress 2-9400 
Or contact our Cleveland Representative 


THE BABE STEIN CO. fect vaiscrors 
N RD. CLEVELAND 20, OHIO 





Phone LOngacre 1-6600 


